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HERE'S  SERVICE 

Immediate  shipment  can  be  de- 
pended upon  when  ordering 
these  "Regals."  Your  needs  can 
be  supplied 

RIGHT  FROM  STOCK 


REGAL 

Pall  Mall  " 


REGAL 

Briton" 


Royal  Purple  Calf  Bal.  Leather  sole 
and  heel.  An  "all-the-year-round " 
shoe.    All  sizes  and  widths  in  stock. 


Royal  Purple  Calf  Bal.  Fibre  sole  and 
rubber  heel,  also  in  light  tan  and  dark 
brown  side  leather.  All  sizes  and 
widths  in  stock. 


Changing  conditions  warrant  your  protecting  yourself  by  sending 
us  notice  of  your  requirements  at  once. 

Everything  that  counts  in  the  sale  and  wear  of  a  shoe 
is  the  known  characteristic  of  all  "Regals." 


Regal  Shoe  Company,  Limited 

472-474  Bathurst  Street 
Toronto 
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Makers  of  the  "Classic"  Shoe 
for  Women  and 
Children 

Gait,  Ont. 


CLASSIC  SHOES 

FOR  CHILDREN 

Back  up  their  own  reputation  for 
value  and  service — and  in  doing  so 
they  increase  the  reputation  of  your 
store  as  the  best  place  to  buy  shoes  ■ 
for  the  "kiddies." 
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OUR  LEADER 

200  CASES  IN  STOCK 

and  in  Transit  of  the  Celebrated 


LADY  WHITE  BOOTS 


FOR  IMMEDIATE  DELIVERY 


A  Pleasing 
Announcement 

to  the  many  ethusi- 
asti  cdealersin  LADY 
WHITE  BOOTS. 

This  Best  Looking, 
Best  Fitting,  Best 
Selling  canvas  boot, 
the  same  style  and 
shape  so  popular  pre- 
vious years,  can  still 
be  had  at  practically 
the  same  price,  in 
spite  of  the  doubled 
cost  of  Sea  Island 
Duck,  as  well  as  the 
more  pointed  toe 
lasts  with  higher 
heel,  also  the  lower 
12/8  heel;  but  the 
SURE  SELLER  will 
still  be  the  original 
LADY  WHITE 
made  on  identically 
the  same  Lasts  and 
Patterns  as  before. 

LADY  WHITE 
stands  high  in  the 
Jobbers'  estimation. 
Read  opposite. 


1918  LADY  WHITE 


Exactly  as 


Made   of   Sea  Island  Duck 
Thirty-six  pairs  to  the  case,  assorted  as  follows 
2V2  to  6  and  3lA  to  7. 


illustrated. 
2  to  5; 


A  Jobber's 
Opinion  of 
"Lady  White" 

An  anxious  appeal 
that  LADY  WHITE 
is  made  the  same 
exact  style  and  shape 
as  last  year  and  an  of- 
fer of  a  50-case  order 
was  his  best  recom- 
mendation for  the 
original  LADY 
WHITE  Boot.  His 
customers  liked  them. 
Their  clerks  found 
them  the  Best  Fitters 
and  Best  Sellers. 

"ATREMENDOUS 
SALE  and  a  largely 
increased  demand  for 
the  better  grades  of 
White  Canvas  Boots 
up  to  $5.00  a  pair," 
is  what  H.  B.  Scates, 
of  Filene  &  Son,  pro- 
phesied at  the  Boston 
Style  Show. 


We  have  the  same  boot  in  Grey  and  Champagne  colors.    Write  for  Lady  Grey  proposition. 

REMEMBER  If  you  don't  get  the  style  of  a  boot  right,  you  can't  give  it  away.  Women  are  paying  for  the  style  cf 
a  shoe  more  than  the  wear,  and  LADY  WHITE  gives  them  the  wear  as  well.    If  your  jobber  don't  keep  them 

WRITE  US  FOR  SPECIAL  INTRODUCTORY  OFFER 

We  are  ready  to  quote  prices  to  Jobbers  for  next  year's  supply  on  these  LADY  WHITE  SHOES. 
NOTE   There  are  quantities  of  cheap  canvas  boots  on  the  market — but  Lady  White  is  a  QUALITY  boot. 

CHAS.  E.  SLATER 


491  St.  Valier  Street,  QUEBEC 


10  High  Street,  BOSTON 


Smelly  Footwear  in  Case.  Lois  Only  at  Factory  Prices.      Quotations  by  wire  at  our  expense.      See  Semi-Ready  Plan,  page  10 
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Bell  Shoes  are  CHOICE  shoes. 
They  will  give  per  dollar  ex- 
pended the  very  maximum  in 
Beauty,  Quality  and  Service. 
The  skill  and  art  in  their  pro- 
duction is  the  result  of  over  a 
century  of  shoemaking  experi- 
ence and  study. 

For  satisfaction  and  permanent 
patronage  sell  Bell  Shoes. 


/.  &  T.  BELL 

LIMITED 

MONTREAL 


SHOEMAKERS  FOR  OVER  A  CENTURY  TO 
PARTICULAR  MEN  JN<D  WOMEN 
OF  CANADA 
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The  First  Line  of  Offense 


The  strongest  force  at  the  command  of  any  retail  merchant  is  the 
selling  argument  for  his  footwear. 

Granted  that  his  shoes  are  similar  in  all  respects  to  other  retailer's, 
it  is  the  selling  argument  that  is  the  first  line  of  offense. 

Good  clerks,  good  salesmen  are  rare,  and  a  selling  argument  with  a 
"punch"  is  of  invaluable  aid  to  any  merchant. 

For  this  reason  no  retailer  can  neglect  to  handle  Union  made  foot- 
wear bearing  the  stamp  of  the  Boot  and  Shoe  Workers'  Union,  which 
proves  the  workmanship  to  be  the  finest,  and  the  footwear  to  be 
made  under  ideal  conditions  by  expert  craftsmen. 

Then  again,  the  Union  made  shoes  of  the  Boot  and  Shoe  Workers' 
Union,  is  the  one  and  only  shoe  acceptable  for  the  union  man  and 
his  family. 

Can  you  afford  to  neglect  the  selling  value  of  the  Union  Stamp  on 
your  shoes  ? 


Boot  and  Shoe  Workers'  Union 

Affiliated  with  the  American  Federation  of  Labor 

246  Summer  Street       ::       Boston,  Mass. 

JOHN  F.  TOBIN,  Gen  I  President 
CHAS.  L.  BAINE,  Gen.  Sec.-Treas. 
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The  Largest  Tanners  of  Calf  Leather  in  the 


British  Empire 


DAVIS  LEATHERS 


COLORED  CALF 

There  is  nothing  finer  in  tone,  lustre  and 
texture  than  our  New  Tan  Russia  No.  24, 
New  Grey  Calf,  Cherry  Willow  No  84, 
Royal  Purple  Russia,  Brown  Russia  No.  66, 
Briar  Boarded  Calf,  Brown  Russia  No.  33, 
Brown  Russia  No.  14,  Mahogany  Russia, 
Khaki  Calf  No.  74,  Duchess  Russia. 

NIGRO  and  MAT  CALF 

All  our  standard  selections  in  men's  and 
women's  weights. 

VEALS 

Our  Veals  are  popular  with  all  who  appre- 
ciate quality — Black  D  iamond  Veals, 
Diamond  Mat  Veals,  Boarded  Veals. 


DAVIS  LEATHER  COMPANY 


DURABLE 
In  Quality 

ACCURATE 
In  Shade 

II  ELVETY 

In  Texture 

DEAL 
In  Touch 

SUPERIOR 
In  Cutting 

Made  from  the 
Best  Raw  Skins 
Only. 
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Travel  by  the 


AIRD 


LINE 


Thousands  upon  thousands  of  people 
have  been  travelling  on  this  old  reli- 
able and  dependable  line  of  footwear. 
It  has  proven  its  quality  by  demonstrat- 
ing to  its  wearers  the  serviceability  of 


AIRD  SHOES 

They  are  made  for  Women,  Misses, 
Growing  Girls,  Boys  and  Little 
Ones,  and  are  SOLD  ONLY  TO 
JOBBERS. 

The  Aird  Line  is  a  Money -Maker. 


AIRD  &  SON  (Registered) 

MONTREAL 
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Robinson  Service  always  pleases  the  shoe 
retailer.  Our  ability  to  IMMEDIATELY 
fill  your  orders  from  stock,  and  to  ship 
DIRECTLY  on  their  receipt,  is  just  the 
proposition  that  can  save  you  much  time 
and  bother 

Our  experience  has  made  us  SPECIAL- 
ISTS in  the  matter  of  service.  It  means 
money  to  you. 


A©  Thmj  Mkm  Th@m 

Our  stock  offers  footwear  to  please  any 
class  of  trade.  Only  a  most  intimate  know- 
ledge of  styles  and  experienced  judgment 
of  Quality  and  Shoe  values  could  direct  the 
selection  of  so  wide  and  complete  a  range. 


YOU  will  like  Robinson  Service. 

Your  CUSTOMERS  will  like  the  goods. 


J 
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SOMETHING   NEW  AGAIN 


U5*C 


18  Ft.  Shoe  Repair  Outfit 
without  Stitcher  Model  N 


MADE     IN  CANADA 

Designed  for  the  man  who  wants  the  very  best  in  Shoe  Repair  outfits,  and  whose  require- 
ments do  not  justify  installing  a  Stitcher. 

May  also  be  secured  in  the  well  known  16  Ft.  and  22  Ft.  Styles  of 

The  Famous  Model  N  Series  of  Shoe  Repair  Outfits. 

Featuring  new  special  Stand  made  to  accommodate  the  Model  A  or  Model  B  Skate  Sharpening 
or  other  small  machines  if  preferred  in  line  for  direct  drive  from  the  main  shaft.  Operators'  tool 
bench  or  work  sh  If  can  easily  be  attached  to  this  stand  if  desired. 

By  simply  exchanging  this  Stand  for  our  regular  Stitcher  leg  the  Goodyear  Rapid  Outsole 
Lockstitch  Machine  may  be  added  at  any  time  without  extra  extensions,  shafting  or 
couplings,  and  your  Outfit  remains  Standard. 

Easy  terms  that  place  it  within  the  reach  of  all 
Write  for  further  particulars 

UNITED  SHOE  MACHINERY  CO.  OF  CANADA 

LIMITED  MONTREAL,  QUE. 

90  Adelaide  St.  West  179  King  St.  West  28  Demers  St. 

Toronto  Kitchener  Quebec 
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It  Pays  to  Buy 
Where  the  Output  is  Big 

Nothing  is  so  conducive  to  the  production  of  a  high 
class  article  at  a  price  as  manufacturing  on  a  LARGE 
SCALE.    An  idea  of  the  enormity  of  the  output  of 

TETRAULT  WELTS 

is  conveyed  in  this  illustration  of  our  Welt  Department 
— a  section  of  our  immense  plant  filled  to  capacity 
with  shoes  in  the  process  of  making. 


Large  Purchases  of  Material — Extensive  Facilities — Large  Pro- 
duction ;  all  this  applied  exclusively  to  the  manufacture  of  Welt 
Shoes  means  the  greatest  possible  value  for  the  price. 

Your  Business  and  Profit  in  handling  TETRAULT  WELTS 
will  be  in  direct  proportion  to  their  scale  of  manufacture. 


Tetrault  Shoe  Manufacturing  Co.,  Limited 


Office  and  Warehouse: 
9  Rue  De  Marseilles, 

Paris,  France. 


Largest  Makers  of  Goodyear  Welts  in  Canada 

Montreal 


Sold  by  all  First-Clsss 
Jobbers  in  Canada 
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Adams  Shoes 

,1        I       ll      II       il  ■    I  «     ■       -       a       n       ,        Ep     „        ,       a       .       a        ,       a       a       n       a       0       0       „       ,  ,f 

THESE  are  true  Little  Gents  in  Style,  j 

fortified  at  every  point  against  the  | 

wear  and  strain  to  which  they  are  sure  to  1 

be  subjected  on  the  feet  of  active  wearers.  | 

....  I 
They  have  potentialities  distinctly 

''Adams."  I 


The  Adams  Shoe  Co,,  Limited 

284  King  St.  West       -:-  TORONTO 
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Perfect  Adaptability  of 
BREITH AUPT  Sole  Leather 

It  has  been  our  practice  to  keep  intimately 
conversant  with  the  Manufacturers'  re- 
quirements in  Sole  Leather,  and  to  adjust 
our  products  with  nicest  precision  to  each 
and  every  one  of  these  many  and  varied 
needs. 

To-day  Breithaupt  Leathers  cover  the  en- 
tire scale,  from  Ladies'  and  Children's  fine 
shoes  to 

The  Regulation  Army  Boot 

Those  who  were  successful  in  Tendering 
for  recent  Allotments  of  army  contracts 
will  find  that  we  have  provided  for  this 
purpose  soling  exactly  graded  to  specifica- 
tions, and  which  can  be  employed  to  great 
advantage.  This  same  leather  has  "done 
its  bit"  and  done  it  well  already  in  the  war. 


The  Breithaupt  Leather  Co.  Limited 

Tanners  of  Hemlock,  Union  and  Oak  Sole  Leathers. 
Manufacturers  of  Tap  Soles  and  Jumbo  Blocks  for  the  Repair  Trade. 

Head  Office,  Kitchener,  Ontario 

Tanneries  at'Kitchener,  Penetang,  Hastings  and  Woodstock,  Ont. 
Representatives:  Montreal,  R.  M.  Fraser  and  John  McEntyre;  Quebec,  Lucien  Borne 
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ROBERT  H.  FOERDERER 


PHILADELPHIA 


INCORPORATED 


PENN.,  U.S.A. 
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Leather  and  tap  soles  bearing  the  Star  Brand  trade  mark 
carry  with  them  absolute  assurance  of  superior  quality. 

None  but  picked  steer  hides  go  into  this  stock. 

The  long-timed,  vat-tanned  process  of  vegetable  tanning  is 
employed. 

Star  Brand  is  real  leather,  with  toughness,  tenacity— the 
sinews  of  wear — unequalled  by  any- other  soling. 

Star  Brand  tap  soles,  cut  from  this  leather,  are  carefully 
sorted  and  graded.  They  must  then  pass  rigid  inspection 
before  being  labeled. 

The  Star  Brand  label  has  a  meaning  for  the  man  who  seeks 
the  best.  Fix  it  in  your  mind  and  let  it  be  your  guide  when 
you  are  in  the  market  for  leather  or  tap  soles. 

Specify  Star  Brand  Tap  Soles  in  you  order  to-day. 


BEARDMORE  &  CO. 

ESTABLISHED  1844 

TANNERS  AND  SOLE  CUTTERS 
TORONTO  MONTREAL  QUEBEC,  P.Q. 

Tanneries:  Acton  and  Bracebridge 
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HOLDEN 

McCREADY 

LIMITED 
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Wise  Buyers 

buy  where  good  judg- 
ment and  practicability 
have  direction  in  the 
production  of  HIGH 
QUALITY  FOOTWEAR 
—  goods  that  honestly 
meet  the  people's  de- 
mand for  "Values." 


Metropolitan 

Women's  McKays — Men's  Welts 

Patricia 

Women's  Welts  and  Turns 

Paris 

Men's  Welts — Women's  McKays 


From  the  selection  of  Material  to  the  last  operations  in 
finishing,  the  production  of  each  of  our  well-known 
Brands  is  carried  out  with  a  view  to  the  building  good 
business  on  customers'  good  will. 

The   goods   and   prices   form    a  selling  combination 
unbeaten  for  trade  winning  and  profit. 

Stock  a  good  selection  from  each  of 
these   lines  and  be   convinced  of 
their  exceptional  value. 


Daoust,  Lalonde  &  Co.  Limited 

Montreal 


Branch:    The  Metropolitan  Shoe  Co.,  91  St.  Paul  Street,  Montreal 


IS 
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DEALERS- 
ATTENTION! 

Watch  for  a  mighty  important  folder  be- 
ing mailed  you  direct. 

It  tells  all  about  the  "Acme"  Sole — how  the  sales  have  grown  big — and  why  they  are 
going  to  grow  bigger. 

It  is  not  a  folder  to  be  put  aside  for  future  consideration. 

It  calls  for  to-day's  decision;  that  is,  if  you  desire  to  get  in  the  "Acme"  Army  of  Sole  Sellers. 

See  that  the  folder  reaches  you  in  person.  It  will  not  be  sent  a  second 
time.  The  second  folder — if  one  is  sent — will  tell  how  shoe  dealers  are 
yetting  the  "Acme"  Sole  business  because  of  certain  facts  mentioned  in  the 


first  folder 


MANUFACTURED  BY 


Dunlop  Tire  &  Rubber  Goods  Co.,  Limited 

Head  Office  and  Factories,  TORONTO 

Branches:   Victoria,  Vancouver,  Edmonton,  Calgary,  Saskatoon,  Regina,  Winnipeg,  London,  Hamilton,  Toronto,  Ottawa, 

Montreal,  St.  John,  Halifax. 

I  h<  1  Ajnlop  line  consists  of  I  ligh  ( <rade  Automobile.  Motor  Truck,  Motorcycle.  Bicycle.  Carriage  and  Aeroplane  Tires,  and 
I  liKh  Grade  I  ransmissioTl,  Hlevator  and  Conveyor  Rubber  Belting,  Piston  Rod  and  Sheet  Rubber  Packing,  Fire  Hose 
and  General  Hose,  f-'irc  lighting  Appliances  and  Brass  Goods.  Dredge  Sleeves,  Mats.  Matting  and  Tiling.  Horse  Shoe 
Heels  and  Soles.  Military  Equipment.  Valves.  Diaphragms.  Washers.  Gaskets,  Cements,  Tape,  Tubing,  Golf  Balls. 
I'.urr.i  •  r-  HulVi  I  tool  D'-rit;,l  Gum.  Weather  Stripping.  Fly  Swatters.  Tire  Accessories,  Mechanical  Rubber  Products 
tions.  Agricultural.  Plumbers'  and  Railroad  Supplies,  "Houk"  and  "House"  Wire  Wheels,  and  General  Rubber 

Specialties. 
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Mid-Summer  Selling 
Means   SPEED  KING  Sorting 


•°o. 


"Speed  King"  forcefully  dominates  the  Outing  Footwear  Trade.  The  maximum  of 
Comfort  and  Service  is  combined  in  these  Vacation  Shoes  of  lightness,  strength  and 
fine  appearance. 

The  Holiday  Season  is  on  and  your  immediate  needs  for  "Speed  King"  lines  will  be 
great.    Seize  every  opportunity  for  Big  Business  by  keeping  your  lines  well  sorted. 

Any  of  these  wholesalers  can  take  care  of  your  Rush  Orders  with  promptness. 


Amherst  Boot  8s  Shoe  Co.,  Limited      -    --    --    --    --    -    Amherst,  N.S. 

Amherst  Boot  8s  Shoe  Co.,  Limited      -    --    --    --    --    -      Halifax,  N.S. 

A.  W.  Ault  8s  Co.,  Limited    -    --    --    --    --    --    --      Ottawa,  Ont. 

White  Shoe  Co.     -      -    --    --    --     --    --    --    --    Toronto,  Ont. 

McLaren  8s  Dallas       -    --    --    --    --    --    --    --    Toronto,  Ont. 

The  London  Shoe  Co.,  Limited      -    --    --    --    --    --    London,  Ont. 

Kilgour,  Rimer  Co.,  Limited       -    --    --    --    --    --       Winnipeg,  Man. 

The  J.  Leckie  Co.,  Limited     -    --    --    --    --    --    -       Vancouver,  B.C- 

The  Amherst  Central  Shoe  Co.,  Limited    -    --    --    --    --      Regina,  Sask. 

James  Robinson  -    --    --    --    --    --    --    --       Montreal,  Que. 

Brown,  Rochette,  Limited    -     --    --    --    --    --    --     Quebec,  Que. 

T.  Long  8s  Brother    -    --    --    --    --    --    --    -    Collingwood,  Ont. 


THE  INDEPENDENT  RUBBER  COMPANY 

Limited 

MERRITTON,  ::  ONTARIO 
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"WEAR"  IS  WHAT  YOUR 
CUSTOMERS  DEMAND 

 long  wear,  that  means  money  saved  on  each  pair 

of  shoes.  Give  them  "Rinex"  and  be  able  to  guarantee 
this  feature.    You  can  be  sure  of  the  wear  there  is  in 

Rinex 

Long  life  is  built  into  each  pair. 

Better  business  depends  on  your  ability  to  guar- 
antee your  footwear.  "Rinex"  makes  this  possible. 
Forty-five  per  cent  of  the  shoes  in  your  stock  should  have 
"Rinex"  Soles  and  this  forty-five  per  cent  means  in- 
creased sales  and  bigger  profits. 

"Rinex"  Soles  are  made  and  guaranteed  by 

Canadian  Consolidated  Rubber  Co. 

Limited 

Head  Office     -  Montreal, 

Service   Branches  at   Halifax,   St.   John,   Quebec,   Ottawa,  Toronto, 
Hamilton,  Kitchener,  London,  North  Bay,  Fort  William,  Winnipeg, 
Brandon,  Regina,  Saskatoon,  Calgary,  Lethbridge, 
Edmonton,  Vancouver  and  Victoria 


Vol.  XXXI.,  No.  13 


Toronto,  July  1,  1918 


Shoe  and  Leather  Journal 


Published  Twice  ol  Month, 


MONTREAL 
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ACTON  PUBLISHING  COMPANY  LIMITED 
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Foreign,  $2.00 
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EVERY  MAN  SHOULD  DO  HIS  DUTY 


The  Call  is  for  Food— Shall  the  Bountiful  Harvest  Waste  in  the  Fields  ?— The 
Call  of  the  Home  Guard  to  Farm  Labor — Don't  Pass  It  On  to  Someone  Else 

THE  government  has  favored  no  class  in  its  demand  for  men  for  the  front.  It  has  been  said 
for  years  that  the  farmer,  through  politics,  has  been  able  to  escape  many  of  the  exactions 
laid  on  others  by  the  state.  And  to  a  considerable  extent  he  has  been  favored  in  connection 
with  the  present  war;  but  for  once  the  authorities  have  been  inexorable  and  it  is  really  true  that 
many  of  the  farms  of  this  country  have  been  stripped  of  essential  help.  Not  all  the  outcry  is  justi- 
fied, for  in  many  cases  anxious  fathers  and  mothers  have  sought  to  secure  immunity  for  their 
sons  and  a  great  many  attempts  to  escape  the  draft  have  come  by  way  of  the  farm,  from  those 
who  seek  to  crawl  out  of  responsibility.  Nevertheless,  those  in  actual  touch  with  rural  life  must 
admit  that  many  farms  have  been  left  seriously  crippled  for  help  this  summer,  and  if  the  harvest 
is  to  be  taken  off  help  will  be  needed  from  outside  sources. 

It  is  true  that  many  business  concerns  have  been  seriously  handicapped  for  lack  of  men  and 
the  burden  has  not  fallen  upon  the  farmer  alone,  as  many  of  them  seem  to  think.  But  to  some 
extent  adjustment  is  possible  with  an  industry  or  commercial  enterprise  where  business  is  spread 
over  the  whole  year  and  female  help,  is  more  available  and  better  adapted  for  office  and  factory 
work  than  for  the  farm. 

Apart  from  any  action  the  government  may  take  in  connection  with  the  registration  just 
completed,  it  is  the  duty  of  every  man,  and  especially  of  every  business  concern,  to  see  that  any 
aid  that  may  be  given  to  agriculture  just  now  is  forthcoming.  There  are  plenty  of  farms  where 
even  those  not  familiar  with  farm  work  may  be  used  to  advantage,  and  during  the  next  eight  or 
ten  weeks  there  will  be  few  farmers  who  will  not  welcome  any  kind  of  help.  There  are  numbers 
of  them  who  will  not  be  able  to  get  off  their  crops  otherwise. 

Retailers  throughout  Canada,  especially  those  of  the  rural  districts,  ought  to  be  in  a  position 
to  render  valuable  assistance.  It  is  a  slack  period,  and  a  couple  of  days  a  week  could  easily  be 
afforded  from  business  in  many  cases.  Many  retailers  have  had  farm  experience  and  would  thus 
be  especially  valuable  in  this  kind  of  work. 

Manufacturers  and  others  who  have  employees  with  experience  in  this  line,  or  who  are  adapted 
for  outdoor  work,  ought  to  realize  the  responsibility  that  rests  upon  Canada  to  do  her  part  towards 
providing  adequate  food  supplies  for  the  armies  in  Europe. 

It  is  idle  to  talk  about  inadequate  pay.  The  farmer  cannot  get  the  men  if  he  were  willing  to 
pay  double  the  price,  and  the  main  thing  is  to  get  the  crops  off  regardless  of  cost.  Last  year  the 
plan  of  giving  employees  two  weeks'  holiday  on  pay  if  the  farmer  paid  soldier's  wages  was  easy  on 
the  farmer  and  produced  excellent  results  as  far  as  it  went.  Thousands  of  young  men  and  women 
did  their  "bit"  on  the  farms,  and  if  a  more  extensive  effort  were  made  along  the  same  line  this  year 
the  results  would  be  eminently  satisfactory. 

There  is  no  doubt  the  government  intends  to  apply  the  information  obtained  by  registration 
in  a  very  practical  and  forceful  way,  and  it  may  be  expected  that  some*  drastic  means  will  be  taken, 
if  the  war  continues,  to  re-adjust  the  labor  of  the  country  upon  the  'l^Bfe  of  greater  efficiency  in 
essential  work.  In  the  matter  of  farm  labor  as  in  the  army,  voluntary  enlistment  is  better  than 
conscription.    It  is  a  case  of  a  task  done  quickly  and  willingly  being  twice  done.  21 
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Can  a  Retailer 
Afford  to 
"Fit"  Shoes? 

^J^hould  He  Lose  a  Sale  Rather  Than 
Sell  a  Poor-Fitting  Shoe?— A  Re- 
tailer's View 

THE  question  of  foot  comfort  with  .a  normal 
foot  is  a  question  of  properly  fitting  shoes. 
It  is  remarkable  how  very  little  attention 
in  the  past  has  been  given  to  the  fitting  of  shoes. 
True,  almost  as  long  ago  as  I  can  remember,  and 
that  will  go  back  over  twenty-five  years  in  the  shoe 
business,  there  have  been  advocates  of  "common- 
sense"  shoes,  low-heeled  shoes,  broad-toed  shoes 
and  various  other  types,  all  of  which  had  for  their 
object  the  imitation  of  nature  that  comfort  may 
be  the  result.  But  all  these  ideas  seemed  to  be 
hinged  on  one  thing — the  making  of  one  particular 
type  of  shoe  to  fit  all  types  of  feet. 

There  have  long  been  shoe  retailers,  too,  who 
recognized  that  properly  fitted  shoes  would  be  an 
advantage  not  only  to  the  wearer  but  to  the  mer- 
chant. But  while  he  recognized  this  as  a  fact  he  was 
handicapped  on  every  hand  in  accomplishing  much. 
Possibly  the  greatest  handicap  was  style,  especially 
in  women's  shoes.  Various  style  types  of  shoes 
■vtre  made  and  grew  in  demand,  and  the  retailer 
was  practically  compelled  to  sell  these  irrespective 
of  the  consequences  of  foot  trouble  later.  Another 
handicap  was  the  sizing  of  shoes.  People  thought 
they  "took  size  so  and  so"  and  no  amount  of  dem- 
onstration was  able  to  convince  them  that  a  larger 
shoe  was  needed  than  "their  size."  It  was  almost 
a  cast-iron  rule  with  people  that  "My  size  is  so  and 
so,"  and  that  settles  it. 

But  of  late  years  shoe  merchants  are  beginning 
to  recognize  that  the  time  is  rpe  for  a  campaign  of 
education  that  the  public  may  realize  that  they 
must  put  their  feet  into  the  hands  of  the  shoe 
retailers,  not  only  symbolically  but  literally,  if  they 
expect  to  obtain  satisfaction  with  their  footwear, 
and  that  satisfaction  must  embrace  three  essentials 
— style,  comfort  and  wear  or  service.  The  question 
of  a  customer  fitting  himself  is  one  that  belongs 
to  the  past.  To-day  he  should  accept  the  advice 
of  his  shoe  man  the  same  as  he  would  the  advice 
of  a  doctor  or  lawyer  he  might  consult  on  any 
matter. 

The  importance  of  foot  comfort  is  bein^, jracz^ 
ognized  more  and  more  all  the  time.  People  are 
learning  that  if  their  feet  are  tired  they  are  tired 
all  over.  Among  the  hundred  and  one- things  this 
war  has  brought  to  the  attention  ot  people  is  the 
importance  of  good^ljfct  and  properly  fitting  shoes. 
Napoleon  said  an  aWy  marched  on  its  stomach, 
but  it  is  also  true  thattfre  soldier  with  sore  feet  soon 
<>•:'  I*  r;  *WRtfiow  well  known  that  the 
a  ' hfcfklHv  may  be  impaired  by 


discomfort  of  the  feet,  whether  this  discomfort 
comes  from  ill-fitting  shoes  or  otherwise.  It  is 
still  further  known  that  curvature  of  the  spine 
may  be  induced  by  a  persistent  wearing  of  wrongly 
"fitted  shoes/1  .  \  •     '  '  \ 

It  is  also  a  strange  fact  that  the  regular  medical . 
practitioner  gives  little  attention  to  the  feet.  It 
is  studied  anatomically  during  his  college  course, 
but  further  than  this ,  it  receives  little  attention, 
because  it  is  only  in  extreme  cases  that  people  con- 
sult a  physician  about  their  feet.  It  will  be  seen, 
however,  from  the  above,  the  great  importance  of 
properly  fitting  shoes;  for  possibly  ill-fitting  ones 
have  caused  more  than  seventy-five  per  cent,  of 
the  foot  trouble  extant. 

Assuming  this  is  true,  shoe  retailers  will  see 
that  too  much  importance  cannot  be  paid  to  the 
correct  fitting  of  shoes.  ,  Every  shoe  salesperson 
should  study  this  phase  of  the  trade  and  seek  to 
qualify  themselves  as  experts  in  the  branch  of 
proper  fitting.  It  is  an  interesting  study  and  will 
cause  one,  to  take  more  pride  in  his  work.  There 
are  no  two  feet  alike,  nor  no  two  persons  with 
similar  ideas  on  1  the  'subject,  so  coupled  with  the 
ability  to  fit  shoes- properly  will  be  a  ,  cultivation 
if  tact  jn  handling  the  various  people  one  meets 
on  the  course  of  a  day's  business. 

Fortunately  some  advancement  has  been  made 
of  late  in  the  matter  of  fitting.  The  old  idea  if  a 
person  sought  comfort  for  foot  trouble  .was  to  give 
him  a  shoe  so  wide  and  a  heel  so  low  that  his  foot 
could  flatten  but  as  if  he  were  going  barefooted. 
While  this  may  be  the  proper  fitting  for  some  feet, 
in  many,  very  many  cases  it  is  not.  It  is  now  a 
well-known  fact  that  some  men  who  have  been 
wearing  TyZ  shoes  in  B  or  C  width  should  have 
been  wearing  size  9  in  an  A  width.  The  greatest 
difficulty  or  trouble  has  been  in  wearing  shoes  too 
short.  The  old,  old  idea  that  small  feet  looked 
best  and  were  more  stylish  has  such  a  rooting  on 
the  minds  of  people  that  to  this  day  nearly  everyone 
is  afraid  of  "big  feet."  This  is  only  a  matter  of 
sentiment  and  prejudice.  One  or  two  sizes  on  a 
shoe  is  not  noticeable  on  the  wearer.  It  is  a  fact 
that  women  ,  who  complained  for  years  about 
having  sore  feet  are  to-day  wearing  fives  comfortably 
when  they  once  wore  threes,  which  were  the  cause 
of  all  their  trouble.  Scores  of  women  will  admit 
they  have  feet  trouble,  but  none  of  them  will  admit 
they  have  shoe  trouble.  In  ninety-nine  cases  out 
of  a  hundred  poorly  fitting  shoes  are  the  cause  of 
the  foot  trouble. 

I  have  mentioned  that  some  advancement  has 
been  made  in  the  matter  of  fitting  shoes.  There 
are  feet  that  the  broad  and  low-h,eeled  shoe  would 
only  add  fuel  to  the  fire  of  discomfort  through  which 
they  are  walking.  A  narrower,  longer  shoe  with 
a  moderately  high  heel  may  be  needed.  •  There  are 
those  whose  arches  are  down  and  are  wearing  high 
heels  when  such  a  type  of  shoe  should  never  approach 
their  feet.  Shoes  now  are  made  in  a  variety  of 
widths  that  permit  more  scientific  fitting  and 
methods  of  measurements  now  determining  accur- 
ately how  large  a  shoe  should  be,  and  the  matter  of 
"I  never  wore  more  than  a  seven,"  or  a  three,  in 
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the  case  of  a  woman,  is  something  the  shoe-fitter 
must  tactfully  ignore. 

In  the  illustrations  are  shown  the  tracings  of 
a  woman's  and  a  man's  foot.  The  woman's  foot 
measures  size  three  and  when  told  her  shoe  was? 
too  short  she  would  not  believe  it.  The  tracing 
was  then  made.  The  plain  black  line  shows  the 
outside  of  her.  foot;  the  dash  line  the  outside  of 
her  shoe,  which  is  size  3^2.  Notice  at  the  right 
side  a  dash-and-dot  line,  which  is  probably  the 
original  shape  of  her  shoe  when  new.  The  dotted 
line  shows  a  nearer  correct  fitting  and  is  a  size  5. 
The  tracings  of  the  shoes  are  made  on  the  outside, 
which  show  them  a  little  wider  than  the  inside. 

The  tracing  of  the  man's  foot  shows  two  fittings, 
one  a  broad  toe  and  the  other  a  medium  narrow  toe. 
A  toe  narrower  than  this  would,  not  be  advisable 
for  a  foot  of  this  type. 

Now  the  question  will  immediately  arise:  "Will 
it  pay,  financially,  to  fit  shoes  properly  or  insist 
that  customers  shall  take  the  shoes  you  prescribe 
or  none  at  all?"  This  is  an  important  question, 
and  there  can  no  answer  be  given  that  will  blanket 
the  entire  field.  '  There  -are  stores  where  this  rule 
obtains,  and  it  is  emphatically  in  force.  The 
manager  insists  that  shoes  shall  not  be  fitted  short, 
even  if  the  customer  demands  it.  But.  these  are 
usually  large  stores  who  can  stand  the  loss  of  a 
sale  or  two,  or  more,  and  never  notice  it  from  a  day's 
business.  There  are  also  small  stores  who  follow 
the  same  rule,  especially  in  fitting  children.  But 
the  question  will  arise:  "Can  the  average  shoe  dealer 
in  the  smaller  towns  afford  to  let  a  customer  go  out 
without  purchasing?"  If  he  refuses  to  sell  a  cus- 
tomer, will  the  customer  not  be  liable ,  to  take 
umbrage?  Those  who  practice  this  rule  say  they 
are  gaining  a  firmer  hold  on  their  customers.  The 
latter  see  that  the  merchant  is  taking  a  personal 
interest  in  their  welfare  beyond  the  matter  of  dollars 
and  cents.  The  very  few  who  will  not  listen  to 
the  advice  and  go  away  usually  discover  the  wis- 
dom of  the  merchant's  view  and  return  to  be  a 
better  customer  than  ever. 

But  it  is  just  possible  that  the  great  majority 
of  the  public  is  not  sufficiently  educated  yet  for 
the  average  merchant  to  adopt  this  plan,  for  it 
would  prove  to  be  too  expensive  for  him  to  put 
it  into  force.'  His  best  plan  will  be  to  fill  the  roll 
of  an  adviser.  This  will  do  an  education  work 
that  will  gradually  spread,  for  the  time  is  coming 
when  shoes  will  be  sold  to  fit,  more  than  they  are 
to-day. 

The  attitude,  then,  to  adopt  may  be  something 
like  this :  A  customer  comes  into  a  store.  He  says : 
rl  have  a  great  deal  of  trouble  with  my  feet.  I  go 
hobbling  around  all  crippled  up  and  I  don't  seem 
po  be  able  to  get  a  pair  of  shoes  to  suit  me." 

The  shoe  retai4er  does  not  ask  him  his  size. 
He  measures  his  foot  and  at  once  sees  the  pair  he 
has  been  wearing  are  a  full  size  too  short.    He  says: 
'You  require  about  a  nine." 

"Oh!  nonsense,"  the  customer  bursts  out,  "I 
aever  wore  more  than  an  eight  in  my  life."  Then 
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the  retailer  tells  him  that  is  the  trouble;  he  has 
alwa.ys*  been  fitting  himself  instead  of  letting  the 
shoemaker  fit  him.  Then  he  explains  how  and 
why  the,  nine  will,  give  him,..more  comfort,  better 
wear  and  keep  their  shape  longer.  He  shows  him 
how  the  eights  have  %een  crippling  his  feet  and 
are  too  short.;  But  he  is  persistent.  He  insists  on 
goesaway  and  reaps  the  same  results  with  his  new  pair. 


Diagram  showing  marking  of  actual  feet  and  good 
and  poor  fitting  sh  ies. 

Next  time  he.  needs  a  pair  of  shoes  he  may  go  into 
another  store.  The  man  deals  him  out  the  same 
line  of  talk  the  other  dealer  did.  The  customer 
then  remembers  how  the  first  retailer  told  him  all 
that  stuff  and  it  begins  to  sink  in.  He  uncon- 
sciously reasons  why  every  shoe  dealer  is  going  to 
tell  him  this  same  thing,  maybe  there  is  something 
in  it.  So  by  the  next  time  he  is  ready  for  a  pair 
of  shoes  he  is  liable  to  return  to  the  first  man  and 
try  his  advice.  This  is  an  educational  work  and 
necessarily  is  slow.  But  I  am  convinced  that  the 
small  , retailer  cannot  afford  to  adopt  the  plan  reg- 
ularly of  making  the  customer  take  what  you  know 
is  his  fit  or  nothing.    It  is  too  expensive. 
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The  Functions 
of  the 
Jobber 


He  is  an  Absolute  Necessity,  an 
Almost  Indispensable  Convenience 
for  Retailer  and  Manufacturer 


IN  the  last 
issue  of 
the  Shoe 
and  Leather 
Journal  was 

published  an  article  on  the  jobber.  To  get 
a  correct  viewpoint  on  this  very  important 
question  we  sought  the  expressions  of  a  number 
of  shoe  retailers,  because  we  knew  their  views 
would  be  practical,  and  the  fact  that  those  views 
might  vary  and  differ  some  would  give  a  broader 
and  nearer  correct  idea  of  the  functions  of  this 
important  phase  of  commercial  life. 

We  expected  also  that  some  retailers  would  be 
inclined  to  step  rather  heavily  on  the  toes  of  the 
jobber,  or  might  be  inclined  to  turn  the  fault  side  of 
him  outward  by  emphasizing  some  weak  points. 
It  turned  out  just  as  we  had  anticipated  and  we 
decided  to  publish  these  comments,  feeling  that  it 
is  sometimes  good  for  a  business  man  to  have  the 
mirror  of  criticism  held'in  front  of  him  that  he  may 
see  himself  from  the  vantage  ground  that  others 
may  view  him. 

We  consider,  however,  that  the  views  of  a  retailer 
on  this  cjuestion,  which  were  gathered  from  a  con- 
versation with  a  retailer,  are  worthy  of  expression. 
He  said  in  part: 

"In  my  estimation,  if  there  is  such  a  thing  as 
a  legitimate  "Go  between,"  the  jobber  fills  that 
position  to  perfection  As  far  back  as  my  memory 
takes  me  people  have  railed  at  the  middleman  as 
being  unnecessary  and  a  factor  in  the  boosting  of 
prices.  Especially  has  this  been  so  in  the  matter 
of  farm  produce.  It  seems  to  me  that  if  any  one 
will  consider  the  distribution  of  farm  products  and 
how  best  to  accomplish  it  he  will  see  at  a  glance 
how  practical  and  expepsive  it  would  be  for  farmers 
•  o  ."lttempt  to  sell  direct  to  the  consumer.  A  central 
distributing  point  is  an  absolute  necessity,  not  only 
for  ■  cmvenience  but  also  for  economy. 

"Now  I  may  be  wrong,"  continued  this  retailer, 
"but  I  cannot  see  why  this  same  rule  does  not  apply 
to  the  distribution  of  shoes.  True  there  are  many 
manufactured  commodities  that  can  be  sold  direct 
to  the  retailer  and  also  to  the  consumer.  But  I 
am  not  able  to  see  how  shoes  can  be  sold,  up  to  the 
present  time,  direct  to  the  consumer. 

For  a  farmer  to  sell  economically  to  the  con- 
sumer he  would  necessarily  require  an  extensive 
acreage  as  well  as  maintain  some  sort  of  a  store 
home  and  distributing  agency,  all  of  which  would 
cost  money.  How  much  more  economically  and 
efficiently  could  it  be  done  by  a  man  who  made 
a  business  of  it;  for  with  practically  the  same 


overhead  expense  he  could  distribute  the  products 
of  many  others.  This  same  principle  will  apply  to 
manufactured  products.  A  firm  desiring  to  sell 
direct  to  the  retailer  must  maintain  a  large  selling 
force  and  should  have  warehouses  at  different  points 
if  it  desires  to  give  prompt  and  efficient  service. 
It  will  at  once  be  seen  that  this  entails  much  expense, 
and  unless  the  concern  is  large  enough  it  will  be 
difficult  to  maintain  it  economically.  But  it  must 
not  be  forgotten  that  there  are  many  Canadian 
shoe  manufacturers  who  do  sell  direct  to  the  retailer 
and  find  it  the  better  way. 

"It  is  just  possible,  however,  that  these  concerns 
do  not  sell  to  small  dealers,  which  brings  us  to 
another  view  point  of  the  question,  which  is  that 
where  retailers  have  sufficient  volume  of  business 
they  are  able  to  buy  direct  from  the  manufacturer, 
which  in  their  particular  cases  eliminates  the 
necessity  of  the  jobber.  But,  comparatively,  how 
many  shoe  retailers  are  there  who  are  able  to  do 
this?  In  fact  this  trade  will  be  conducted  within 
limitations,  and  I  am  not  able  to  see  how  even  the 
large  manufacturers  are  able  to  sell  direct  to  small 
dealers  and  do  it  economically. 

"One  element  in  reduction  of  cost  in  any  phase 
of  commercialism  is  volume.  Large  consignments 
can  always  be  handled  cheaper  proportionately 
than  small  ones.  In  complying  with  the  require- 
ments of  this  element  of  volume  in  the  reduction 
of  cost  the  jobber  certainly  fills  a  place  from  which 
it  will  always  be  difficult  to  dislodge  him.  The 
manufacturer  who  ships  direct  to  the  jobber  usually 
can  effect  a  great  saving,  for  the  routing  and  pack- 
ing charges  for  a  few  large  orders  are  often  much 
less  than  similar  charges  for  many  smaller  orders. 

"We  can  possibly  obtain  a  better  grasp  of  this 
by  considering  the  needs  of  the  small  and  medium 
sized  dealers.  Retailers  to-day  who  are  making 
the  greatest  suc- 
cesses are  those 
who  are  alive  to 
the  necessity  of 
keeping  their 
stocks  as  small  as 
possible,  so  that 
the  ratio  sales  to 
the  average  stock 
carried  may  be 
high.  In  the 
case  of  small  and 
medium -  sized 
dealers  they  are 
compelled  to  pur- 
chase   in  small 
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quantities  and  oftener  than  the  large  dealers. 
To  make  it  possible  for  them  to  purchase 
certain  lines  of  shoes  suggests  the  necessity  of  many 
centrally  located  warehouses.  Manufacturers  sell- 
ing direct  to  them  would  have  to  maintain  these. 
It  is  right  here  that  the  jobber  comes  in  for  one  of 
his  functions  is  the  warehousing  and  prompt  dis- 
tribution of  his  goods. 

"There  are  many  small  manufacturers  not 
large  enough  to  maintain  a  selling  force  on  the  road. 
Many  of  these  are  specialists  in  manufacturing  only. 
They  have  not  the  time  nor  inclination  to  study  the 
marketing  proposition.  Right  here  the  jobber 
steps  in.  One  of  his  functions  is  distribution. 
In  fact  he  is  a  specialist  in  distribution.  He  has 
his  fingers  on  the  pulse  of  the  trade  and  knows  its 
demands  and  how  to  satisfy  it.  Through  careful 
study  he  knows  what  will  sell  and  what  will  not. 
He  has  a  list  of  relatively  permanent  customers — 
a  ready-made  market  for  the  goods  of  the  manu- 
facturer. The  smaller  manufacturer  can  take 
advantage  of  this  already  organized  selling  ma- 
chinery with  much  more  economical  results  than 
to  establish  the  same  for  himself,  for  the  jobber 
can  handle  the  lines  of  many  small  manufacturers 
with  his  ready-made  selling  force  and  warehouse 
facilities,  I  might  say,  with  the  same  overhead 
expense  required  by  one  manufacturer.  It  must 
not  be  forgotten  right  here  that  some  of  the  very 
largest  manufacturers  sell  to  jobbers,  but  I  am 
speaking  of  necessities  and  where  the  jobber  func- 
tions best  when  I  refer  to  small  manufacturers. 

"The  small  retailer  desires  to  buy  in  greater 
variety  relative  to  quantity  than  the  large  retailer. 
In  this  the  jobber  fills  the  requirements,  for  his 
range  is  that  of  all  the  manufacturers  covering 
almost  every  footwear  need.  His  salesmen  go  out 
regularly  and  cultivate  the  market  most  intensively 
by  calling  on  the  small  as  well  as  the  large  retailers. 
In  many  cases  the  large  manufacturers  accept  only 
large  individual  orders,  which  compel  them  to  pass 
the  small  retailer.  If  you  want  to  see  of  what 
value  the  jobber  is  to  the  shoe  trade,  go  to  some 
successful  small  store  and  see  the  variety  of  foot- 
wear carried  by  him.  Then  note  in  what  small 
quantities  these  various  lines  .  are  stocked.  Im- 
mediately you  will  realize  how  impossible  it  would 
be  for  this  man  to  buy  from  the  manufacturers 
and  how  expensive  it  would  be  for  the  manufacturer 
to  sell  to  him. 

"Here  is  another  important  point  that  always 
has  a  strong  appeal  to  me.  The  jobber  keeps  in 
close  touch  with  the  market,  both  as  to  style  and 
prices.  With  his  large  buying  facilities  he  is  able 
to  select  the  best  sellers  from  among  a  large  field. 
He  can  choose  the  feature  lines  or  best  sellers  from 
the  best  manufacturers  and  hold  the  collection 
available  for  the  small  dealers  who  could  not  pos- 
sibly hope  to  get  in  touch  with  such  an  extensive 
range  if  he  bought  direct  from  the  manufacturers. 
It  will  at  once  be  seen  how  the  jobber  furnishes  the 
advantage  of  a  wide  range  for  the  retailer's  selection. 
In  fact  it  is  a  question  in  my  mind,  whether  many 
stores  could  survive  without  the  jobber. 

"The  small  dealer,  too,  who  patronizes  the 
jobber  is  not  so  liable  to  stock  large  quantities  of 
one  line  at  the  expense  of  another.  The  jobber  and 
his  salesmen  are  in  a  position  to  aid  the  retailer  in 


keeping  a  carefully  selected  and  well  balanced 
stock  because  of  the  variety  of  their  lines.  The 
jobber  is  not  particularly  interested  in  pushing  any 
one  particular  line,  therefore  he  will  be  able  to  give 
a  broad  service  to  his  customers. 

"Of  course,  were  it  possible  for  all  stores  to  buy 
direct  from  the  manufacturer  and  for  all  manu- 
facturers to  sell  economically  direct  to  the  retailer, 
anyone  can  see  the  function  and  service  of  the 
jobber  would  be  eliminated.  But  under  present 
conditions — and  these  are  the  only  ones  we  should 
consider — this  cannot  be  done,  and  it  can  be  seen 
that  the  existence  of  the  jobber  is  essential  to  the 
very  existence  of  many  small  retailers.  And  many 
large  retailers  are  found  among  the  customers  of 
the  jobbing  houses 

"Here's  a  pertinent  article  right  on  this  very 
subject,"  and  the  retailer  went  to  his  desk  and 
took  out  a  copy  of  Printers'  Ink  and  turned  to 
the  article  in  question.    It  here  follows: — 

"By  the  operation  of  a  'transfer  station'  at 
Waverley,  N.J.,  the  Pennsylvania  Railroad  in  one 
year  'saved'  11,342  freight  cars.  In  other  words, 
instead  of  sending  a  carload  from  some  small  town 
in  New  York  State  direct  to  some  far-away  des- 
tination and  re-shipping  various  small  shipments 
at  innumerable  places  en  route,  the  car  is  rushed 
to  Waverley,  where  it  is  unloaded  and  its  contents 
consolidated  with  those  for  the  same  destinations 
from  many  other  cars  from  different  places,  so  that 
solid  carloads  can  be  sent  through  to  each  of  the 
towns  for  which  shipments  were  included  in  the 
original  cars. 

"The  jobber  is  the  'transfer  station'  of  the 
business  world.  He  receives  large  shipments  from 
manufacturers,  subdividing  each  shipment  and 
consolidating  the  subdivisions,  so  that  a  small 
quantity  of  each  manufacturer's  shipments  are 
sent  in  one  large  aggregate  to  each  retailer.  This 
is  just  the  same  as  making  up  carload  lots  of  ship- 
ments from  various  towns  to  some  one  town  as  is 
clone  at  the  Waverley  station.  If  we  stop  to  think 
what  an  expensive  and  inconvenient  thing  it  would 
be  for  each  manufacturer  to  make  many  small  ship- 
ments to  retailers,  and  how  much  it  would  add  to 
the  cost  to  the  consumers,  we  will  cease  to  look  at 
the  jobber  as  adding  unnecessarily  to  the  cost  of 
distribution." 

"This  article  you  will  notice,"  commented  the 
retailer,  "is  speaking  of  merchandise  in  general, 
but  it  is  largely  applicable  to  shoes.  Now  in  re- 
gards to  the  jobber's  service  raising  the  cost  of 
shoes,  I  am  not  able  to  see  it.  There  are  many 
shoe  manufacturers  who  sell  direct  to  the  retailer 
and  if  it  be  true  that  the  jobbers'  services  increase 
the  price  you  would  naturally  think  they  would  be 
automatically  eliminated  in  tims.  I  have  always 
found  that  while  prices  may  fluctuate,  soon  or 
later  they  will  find  a  level,  a  normal  plane  and 
anything  that  tends  to  disturb  this  plane  will 
not  last  long. 

"Now  I  do  not  want  you  to  misunderstand  my 
view.  It  is  simply  this,  that  while  many  manu- 
facturers can  sell  economically  to  the  retailer,  under 
existing  conditions  the  functions  of  the  jobber  arc 
essential  factors  in  the  shoe  business,  and  especially 
for  the  small  retailer;  at  least,  that  is  the  way  I 
see  it." 
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Are  Retail  Shoe 
Merchants  Poor 
Advertisers? 

Some  Excellent  and  Pointed  Opin- 
ions on  Retail  Shoe  Advertising  by 
Men  in  Close  Touch  with  the  Pro- 
fession 

IT  had  been  suggested  to  us  that  shoe  retailers 
as  a  whole  did  not  give  their  newspaper  adver- 
tising the  thought  and  care  and  attention  that 
is  necessary  for  best  results  in  obtaining  business 
through  this  medium.  We  wrote  a  number  of 
newspapers  asking  their  opinion  of  the  advertising 
conducted  by  the  shoe  merchants  of  their  towns. 
Naturally,  merchants  will  think  that  newspapers 
are  prejudiced  and  will  give  a  one-sided  opinion, 
with  the  bulk  of  the  weight  in  their  end  of  the 
balance.  The  replies  do  not  justify  this  conclusion. 
In  almost  every  case  they  have  simply  stated  facts. 
If  some  of  these  statements  seem  to  step  rather 
heavily  on  the  toes  of  some  retailers  we  hope  they 
will  profit  thereby,  and  take  a  good  inventory  of 
their  stock  of  advertising  and  see  if  it  cannot  be 
gingered  up  a  little. 

This  letter  shows  a  rather  low  ebb  in  the  adver- 
tising tide  in  this  town: 

"In  reply  to  your  kind  favor  of  June  10th, 
would  say:  Lack  of  interest  and  failure  to  realize 
the  benefit  derived  from  live  advertising  is  the 
greatest  obstacle  with  which  we  have  to  contend. 

"The  work  of  getting  the  merchants  to  change 
their  'Ads'  every  week,  keep  up-to-the-minute 
methods,  all  make  the  work  of  pulling  along  with 
shoe  retailers  a  bugbear." 

When  a  merchant  does  not  change  his  ad.  it 
is  the  strongest  symptom  of  lack  of  interest,  and 
it  is  impossible  for  a  man  to  get  much  out  of  any- 
thing in  which  he  is  not  interested.  It  will  need 
a  little  educating  and  demonstrating  to  get  these 
people  out  of  this  rut. 

Here  is  a  reply  that  sounds  real  good: 
"In  answer  to  your  favor  of  June  10th,  asking 
for  information  regarding  the  advertising  con- 
ditions existing  in  connection  with  our  shoe  mer- 
chants, we  are  glad  to  be  able  to  say  that  all  the 
shoe  merchants  are  regular  advertisers  in  the  local 
papers.  Hoping  that  this  "information  is  what 
you  want." 

"We  have  yours  of  11th  inst.  inquiring  about 
the  advertising  done  by  merchants  in  our  town. 

"In  reply  would  say  that  the  shoe  advertising 
here  is  not  as  heavy  as  it  has  been  in  several  previous 

0H8  we  could  mention,  with  the  exception  of 
one  large  campaign,  in  which  the  shoe  dealer  was 
going  out  of  business  and  during  which  time  he 
used  a  good  space. 

"The  dealers  make  the  mistake  of  not  adver- 
tising regularly.    When  they  advertise  they  use 


fairly  good  space,  but  only  for  a  few  issues  and 
then  drop  it.  We  believe  it  would  be  well  worth 
their  while  to  advertise  extensively  in  our  medium, 
which  has  a  guaranteed  circulation  that  covers 
the  town  and  outlying  district  very  completely. 

"It  has  been  demonstrated  that  the  continual 
pounding  away  in  the  advertising  quarry  is  what 
finally  pries  the  "rocks"  loose.  In  one  town  a 
most  peculiar  condition  obtained.  One  man  right 
in  the  centre  of  the  city  has  not  used  newspaper 
advertising  for  seven  years.  Still  he  is  doing  a  good 
business.  On  the  other  side  of  the  street,  in  not 
nearly  so  good  location,  is  a  store  whose  owner  is 
a  persistent  advertiser.  Both  these  men  are  doing 
good  and  it  may  seem  difficult  to  explain  the 
seeming  paradox.  It  is  this  way,  —  the  man 
who  does  not  advertise  does  largely  a  high- 
class  trade.  He  has  an  old  and  well  established 
business.  The  other  man  carries  lower-priced  goods 
and  does  a  splendid  business. 

From  our  experience  and  knowledge  of  adver- 
tising we  are  confident  the  man  who  does  not 
advertise  would  increase  his  trade  considerably 
if  he  did.  It  may  be  that  he  is  content  with  his 
present  volume  of  business  and,  if  so,  there  will  be 
no  argument  to  use  to  induce  him  to  advertise ;  but 
undoubtedly  his  business  would  be  increased  if  he 
entered  on  a  campaign  of  judicious  advertising. 

From  two  other  towns  we  have  what  seems  a 
most  remarkable  condition.  It  is  that  the  adver- 
tisers will  not  change  their  ads.  in  weekly  papers. 
Now  to  us  this  is  as  mentioned  above,  a  sympton 
of  lack  of  interest.  We  have  no  copy  of  the  ads, 
but  venture  to  say  they  will  be  of  a  very  general 
type  and  lacking  in  definiteness.  Every  ad.  should 
be  specific,  advertising  something  that  a  customer 
could  come  into  your  store  and  say,  "Let  me  see 
the  shoe  you  advertised  in  the  paper  at  so  much." 
From  one  of  the  towns  the  report  is  that  one  mer- 
chant found  it  difficult  to  find  material  with  which 
to  change  his  ad.  every  other  week.  This  man 
needs  to  read  up  a  little  on  advertising.  Let  him 
take  a  city  paper  and  read  the  department  store 
ads.  Let  him  advertise  something  definite.  Take 
a  woman's  shoe  and  describe  it  and  advertise  it 
with  the  price.  Next  time  a  man's  shoe,  next  a 
boy's,  and  so  on.  Surely  if  some  stores  can  change 
their  ads.  every  day  any  store  could  change  once 
a  week  easily,  and  all  that  is  needed  is  to  advertise 
the  goods  one  has  to  sell. 

From  another  comes  the  intermittent  fellow — 
the  fellow  who  hits  hard  with  a  big  .ad.  and  then 
drops  back  into  his  hole  for  a  time.  Remember 
the  ha-e  and  the  tortoise  story.  It  is  the  persistent 
peppering,  pounding,  pushing,  plodding  adver- 
tising that  gets  there.  The  spurty  kind  is  like  a 
flashlight,  but  don't  keep  shining. 

Another  town  has  eight  exclusive  shoe  stores. 
One  uses  a  half  column  regularly,  two  use  readers 
occasionally  and  the  five  others  do  not  advertise 
at  all.  This  is  a  rather  poor  advertising  report. 
The  paper  is  a  good  one  and  has  a  big  circulation. 
The  town  and  district  are  good  and  these  non- 
advertisers,  we  predict,  are  making  a  mistake. 

From  a  large  town  situated  within  easy  reach 
of  big  mail  order  houses  comes  a  most  remarkable 
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report.  The  better  class  shoe  stores  do  not  do 
any  newspaper  advertising,  but  a  number  of  Jewish 
merchants  do,  and  with  excellent  results,  evidently, 
or  they  would  not  continue.  It  is  also  reported 
that  the  express^deliveries  prove  that  many  high- 
class  shoes  are  purchased  outside  this  town.  Does 
this  not  prove  that  local  small  town  stores  are 
much  at  fault  in  losing  trade  in  their  own  town? 
People  like  to  sit  down  quietly  in  their  own  homes 
and  look  over  the  papers  and  see  what  can  be 
purchased  in  their  own  town.  If  they  find  on  look- 
ing at  their  home  paper  that  the  class  of  shoes 
they  do  not  want  are  advertised,  then  they  im- 
mediately conclude  that  the  lines  they  want  are 
not  obtainable  in  their  town.  The  next  resort  is 
the  mail  order  catalog,  where  they  can  see  descrip- 
tion and  price  in  plain  figures.  There  is  absolutely 
no  doubt  but  the  better  class  stores  in  this  town 
carry  the  finest  shoes  to  be  had,  but  if  they  do  not 
tell  the  public  how  is  the  public  to  know?  The 
public  will  not  go  a-hunting  through  their  stock. 
Is  it  not  something  of  a  case  of  hiding  their  shoes 
under  a  bushel?  The  world  is  too  far  advanced 
for  anyone  to  hold  off  and  believe  that  it  does  not 
pay  to  advertise. 

This  letter  we  print  because  we  think  it  speaks 
the  mind  of  more  than  one  editor,  and  shows  clearly 
where  the  blame  can  be  laid  if  mail  order  houses 
get  the  business  away  from  you: 

"This  is  in  reply  to  your  letter  of  June  11th  in 
respect  to  which  I  would  say  that  the  shoe 
dealers  of  this  town  are  about  as  poor  advertisers 
as  any  line  of  trade  we  have.  There  is  not  a  reg- 
ular advertiser  among  them.  One  man  is  at  the 
present  time  carrying  a  small,  single  column  adver- 
tisement, which  he  changes  very  seldom.  One 
other  store,  and  the  largest  store  in  town,  will  make 
a  splash  and  put  in  a  half  page  display  and  then 
not  do  anything  for  six  months. 

"I  look  upon  the  trade  from  an  advertising 
standpoint  as  a  dead  one  and  have  even  proposed 
to  myself  to  go  out  and  get  other  city  shoe  ads, 
but  have  not  done  so,  as  it  is  in  direct  contradiction 
to  the  usual  policy  of  my  paper." 

This  certainly  has  the  right  ring  to  it: 

"We  have  no  complaint  to  find  from  our  retail 
shoe  dealers  in  respect  to  advertising.  They  are 
all  good  advertisers  and  at  regular  intervals  have 
shoe  sales,  with  larger  display  advertisements,  that 
indicate  a  decided  spirit  of  progressiveness." 

This  editor  is  certainly  to  be  commended  for 
his  loyalty  to  his  town.  ■  An  editor  is  in  business 
to  make  money,  and  he  will  give  value  for  that 
money  the  same  as  any  other  business,  or  he  will 
not  run  long.  If  the  merchants  of  his  town  do  not 
think  they  can  get  value  for  the  money  they  invest 
with  him  for  his  advertising  it  is  only  reasonable 
to  expect  that  he  will  seek  another  market  for  his 
product  and  go  to  the  nearest  city  and  sell  it,  which 
is  only  another  and  more  business-like  way  of  say- 
ing he  will  go  and  procure  outside  advertising. 
If^he  does  his  home  merchants  will  decry  him. 
But  if  the  home  merchant  will  put  himself  in  the 
editor's  place  and  look  at  it  from  a  business  and 
money-getting  standpoint,  he  will  see  the  editor's 
position  is  right.    Again  _we  say  this  editor  is  to 


be  commended  for  his  loyalty  to  his  town,  and  it 
must  not  be  forgotten  that  he  is  paying  for  that 
loyalty  in  hard  cash.  In  other  words,  he  is  losing 
money  by  being  loyal. 

We  suggest  that  every  shoe  retailer  who  reads 
this  article  should  get  in  touch  with  his  local  editor 
and  see  if  some  plan  cannot  be  devised  whereby 
his  advertising  can  be  improved,  and  so  bring  him 
more  business. 


HOURS  OF  WORK  IN  THE  BOOT  AND 
SHOE  INDUSTRY 

This  article,  which  appeared  in  "Shoe  Topics," 
was  written  by  the  National  Industrial  Conference 
Board  of  the  United  States,  and  will  be  interesting 
to  Canadian  shoe  manufacturers: 

Of  19  establishments  operating  on  nominal 
schedules  of  54  hours  per  week,  •  6  reported  that 
production  was  maintained,  13  that  it  was  reduced. 
Two  of  the  6  companies  maintaining  production 
were  relatively  large,  one  having  over  4,000  em- 
ployees and  the  other  over  1,444.  In  nearly  every 
case  the  previous  hours  were  either  58  or  60. 

Taking  this  group  by  itself,  the  conclusion 
might  not  be  warranted  that  a  54-hour  week  would 
maintain  production.  However,  considering  the 
results  for  this  54-hour  group  in  the  light  of  the 
experience  of  the  52-hour  group  and  of  the  ex- 
perience of  the  Thomas  G.  Plant  Company  already 
noted  with  a  54-hour  week,  the  report  concludes 
that  a  54-hour  schedule  is  long  enough  to  secure 
maximum  production.  Of  the  13  companies  re- 
porting that  production  was  decreased  in  reducing 
to  54  hours,  11  effected  the  change  in  hours  by 
means  of  a  Saturday  half -holiday.  That  the  intro- 
duction of  a  Saturday  half-holiday  should  reduce 
output,  for  some  time  at  least,  is  considered  entirely 
logical  in  an  industry  so  highly  organized  as  boot 
and  shoe  manufacture.  Indeed,  it  was  a  common 
practice  when  a  Saturday  half-holiday  was  in- 
augurated to  simply  drop  the  "sheet"  for  one- 
half  day  from  the  weekly  standard  of  production. 
Eventually,  of  course,  this  half-day's  lost  produc- 
tion may  be  made  up  by  increased  output  on  other 
days;  the  report  shows  that  this  occurred  in  many 
cases. 

Experience  With  a  55-Hour  Week 

Experience  with  a  55-hour  week  was  broadly 
similar  to  that  with  a  54-hour  week,  3  out  of  8 
establishments  reporting  that  production  was  main- 
tained. As  the  difference  of  one  hour  per  week  is 
only  about  10  minutes  per  day,  the  report  holds 
that  the  two  groups  could  fairly  be  discussed  as  one. 
Special  Factors  in  the  Problem 

In  an  analysis  of  collateral  information  secured 
in  the  course  of  the  investigation,  the  report  finds 
that  the  size  of  the  establishment  has  a  consider- 
able bearing  on  the  maintenance  of  output  when 
hours  are  reduced.  Exceptionally  large  establish- 
ments often  devote  special  attention  to  manage- 
ment problems  and  thus  secure  an  advantage,  while 
in  small  shops  an  opportunity  is  afforded  of  estab- 
lishing a  personal  relationship  between  the  work- 
ers and  the  management. 
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White  Shoe 
Sales 

Merchants  Report  Great  Success 
With  White  Goods  This  Year 

TWENTY-FIVE  years  ago— that  was  the  year 
of  the  World's  Fair  at  Chicago — some  one 
tried  to  popularize  white  shoes  for  women's 
wear.  Men's  white  canvas  shoes  have  had  a  more 
or  less  demand  for  many  years,  but  at  one  time 
they  were  considered  more  of  a  work  boot  for 
workmen  of  the  plastering  and  its  allied  trades. 
In  fact  when  men  attempted  to  wear  them  as  dress 
or  business  shoes  their  friends  would  jibe  them  with 
such  expressions  as  "more  mort."  Various  colored 
canvas  was  used  in  the  making  of  these  work  shoes, 
John  Burroughs,  the  naturalist,  recommends  canvas 
sh  oes  for  nature  hunters.  He  claims  they  have 
better  ventilation  than  other  materials  and  should 
they  become  wet,  will  dry  quicker  on  the  feet  and 
without  serious  results  to  one's  health. 

One  objection  men  found  with  canvas  shoes 
was  their  lack  of  firmness  or  inability  to  hold  the 
foot  from  spreading.  This  created  a  burning  sensa- 
tion on  the  bottom  of  the  feet.  To  overcome  this 
some  were  made  with  leather  toe  caps  and  leather 
straps  across  the  vamp. 

But  women's  shoes,  when  introduced  twenty- 
five  years  ago,  did  not  become  popular.  They  were 
looked  upon  as  a  fad  and  freakish.  They  were 
also  considered  cheap  and  found  little  or  no  favor 
with  people  able  to  purchase  better  grades.  Of 
course  at  that  time  the  question  of  economy  was 
an  individual  and  not  a  national  matter  as  it  is 
to-day,  and  that  worked  against  these  lines  becom- 
ing popular.  It  was  claimed  then  that  they  made 
the  wearer's  feet  look  large,  in  which  there  is  pos- 
sibly some  truth. 

Within  the  past  few  years,  even  before  the  war, 
white  shoes  for  women,  both  in  low  and  high  cut 


models,  were  growing  in  favor.  The  materials 
introduced  into  their  manufacture  was  the  finer 
grades  and  gave  the  shoes  a  dressy  appearance. 
Manufacturers  saw  the  wave  of  popularity  coming 
and  secured  new  and  nifty  lasts  that  gave  these 
shoes  a  particularly  smart  effect.  Then,  as  the 
war  progressed  and  the  necessity  of  economizing 
in  leather  became  apparent  and  the  price  of  white 
shoes  remained  lower  than  leather,  their  popularity 
was  assured  and  the  demand  increased.  The  splen- 
did models  now  obtainable  in  these  goods  are  truly 
very  pleasing.  Everything  from  the  dainty  pump 
to  the  nine-inch  bal  are  included  in  the  productions. 

Reports  from  retailers  all  over  show  that  the 
white  shoe  trade  this  year  has  been  particularly 
good,  especially  where  they  have  been  displayed 
and  advertised.  They  show  to  splendid  advantage 
in  window  displays,  for  the  color  is  one  to  go  well 
with  any  shade  of  window  draping  that  is  dark  in 
tone.  The  strong  contrast  shows  off  the  shoes 
to  splendid  advantage  and  makes  them  particularly 
attractive. 

In  recent  years  sport  and  tennis  shoes,  and 
shoes  adaptable  to  holidaying,  have  grown  very 
strongly  in  public  favor.  In  fact  there  are  many 
very  attractive  designs  of  rubber  soled  shoes  that 
can  be  used  for  street  wear  by  misses  and  youths. 

One  merchant  reports  that  he  dressed  his  win- 
dow the  latter  part  of  May  with  all  white  goods 
and  the  Saturday  of  that  week  proved  to  be  the 
biggest  day's  business  in  the  history  of  his  store, 
and  he  has  been  in  business  over  ten  years. 

About  the  middle  of  June  another  merchant 
put  in  a  particularly  attractive  window  including 
outing  shoes  with  his  regular  lines  of  white  goods. 
The  window  had  a  decidedly  summery  touch. 
There  were  flower  sprays  worked  into  a  draping 
made  with  a  lawn  tennis  net.  Tennis  rackets  and 
balls  were  hung  and  laid  carelessly  in  the  window. 
Completing  the  display  was  a  full-sized  figure  of  a 
woman  in  a  white  lawn  tennis  suit  and  holding  a 
racket  in  her  hands.  The  result  of  this  display, 
although  it  was  in  during  the  middle  week  of  June, 
was  to  increase  the  month's  sales  a  very,  very  great 
deal  of  last  year's,  and  the  month  this  year  had 
nearly  two  weeks  to  go. 

Another  window  was  dressed  with  a  water 
scene  effect.  An  open  lake  background  was  paint- 
ed showing  sail  boats  in  the  distance.  A  figure 
of  a  man  was  used  in  the  window,  dressed  in  a 
boating  costume  of  white,  and  holding  a  paddle. 
Of  course  he  was  wearing  a  pair  of  rubber-soled 
outing  or  vacation  shoes.  With  this  setting  as 
the  attracting  effect  a  complete  line  of  white  shoes 
were  displayed.  The  appropriateness  of  the  setting 
seemed  to  enhance  the  charm  of  the  white  goods. 
This  window  sold  beyond  all  expectation. 

Another  retailer  obtained  splendid  results  from 
his  window  by  putting  in  a  grass  bottom,  on  which 
he  placed  a  couple  of  lawn  bowls,  a  croquet  mallet, 
(Continued  on  page  45) 
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If  We  Must 
Conserve  Leather 
How  Can  We 
Do  It? 


It  Is  Now  a  Question  of 
"Save"  and  Not  One  of 
"Cost" 


THE  present  outlook  for  leather  has  caused  many  to 
feel  strongly  that  war  conditions  are  gradually  but 
surely  telling  on  our  supply,  and  soon  the  pressure 
will  awaken  more  to  a  realization  of  the  actual  conditions 
of  our  leather  supply.  Prosperity  is  inclined  to  veil  our  eyes 
to  any  sense  of  poverty,  so  long  have  we  felt  that  money  will 
obtain  anything.  And  money  will  obtain  anything  so  long 
as  it  is  obtainable,  but  if  there  is  a  dirth  of  any  commodity 
no  amount  of  money  can  obtain  it.  It  is  a  case  of  produc- 
tion, and  money  is  not  a  producer — it  is  only  a  convenient 
means  of  exchange. 

If  at  last  we  are  in  a  state  of  leather  poverty  it  may 
be  that  we  shall  be  compelled  to  conserve  in  every  possible 
way,  for  the  needs  of  the  army  must  be  met  and  only  such 
civilian  needs  as  are  absolutely  necessary. 

The  moment  we  turn  to  a  consideration  of  the  question 
of  conservation  we  instinctively  think  of  the  shoe  industry, 
and  wonder  if  in  some  ways  we  have  not  been  too  prodigal 
under  the  hand  of  prosperity  and  therefore  could  cut  down 
in  many  ways,  here  a  little  and  there  a  little,  eventually 
causing  a  great  saving  in  the  aggregate. 

It  should  be  remembered  that  one  of  the  elements 
of  success  in  manufacturing  is  frugality.  Every  prudent 
manufacturer  seeks  the  most  economical  ways  and  means 
of  production,  that  he  may  profit  thereby  in  the  finished 
lines.  And  saving,  then,  that  can  be  effected  will  in  all 
probability  be  a  matter  of  new  models  and  designs  into 
which  not  so  great  quantities  of  leather  will  be  needed.  To 
this  end  the  United  States  has  recommended  that  lower 
shoes  shall  be  made  and  worn,  the  saving  of  material  in 
one  pair  not  being  much,  but  in  the  aggregate  will  amount 
to  quite  an  item.  But  the  reduction  of  the  height  of  a 
shoe  affects  only  the  upper.  There  will  still  be  the  same 
amount  required  for  the  vamp,  which  is  of  a  different  quality 
from  the  top. 

Manufacturers  have  found  that  it  was  sometimes  more 
expensive  to  piece  certain  parts  of  a  shoe  than  to  cut  the 
parts  whole  from  the  leather.  That  is  the  labor  cost  of 
cutting  and  piecing  exceeded  that  of  cutting  the  solid  piece 
from  the  skin.  But  now  it  is  not  a  question  of  cost  or 
economy — it  is  a  question  of  actually  saving  the  leather. 
So  we  find  that  some  manufacturers  are  piecing  parts  of 
their  shoes  to-day,  where  they  would  not  do  so  under  normal 
conditions. 

The  question  of  saving  by  not  making  one-piece  vamps 
always  comes  up  when  economy  is  a  consideration.  Some  ■ 
manufacturers  claim  there  does  not  seem  to  be  so  great 
saving  effected  with  a  two-piece  vamp  as  might  at  first 
seem  possible.  There  are  always  cutting  and  small  pieces 
that  can  be  utilized  in  various  parts  of  the  shoes  that  makes 
economy  possible  with  even  one-piece  vamps.  Still  others 
claim  there  is  a  saving  and  are  using  a  two-piece  one  where 
they  had  hitherto  used  a  one-piece. 

It  is  true  that  other  materials  can  be  utilized  to  great 
advantage.  Fabric  tops  have  been  popular  for  some  time 
and  very  pleasing  effects  have  been  obtained  in  these. 
Fabrics,  too,  are  being  utilized  in  inner  portions  of  the  shoe; 
but  some  question  the  advisability  of  this  in  many  instances, 


for  the  leathers  used  in  various  inner  parts  are  not  suitable 
for  other  purposes. 

.  There  may  be  a  saving  effected  in  a  way  that  may  seem 
indirect,  though  in  reality  it  is  very  direct.  There  are  thou- 
sands of  pairs  of  shoes  in  the  country  that  are  just  a  little 
"stale."  They  may  be  termed  in  the  "sticker"  class.  Now 
every  pair  of  these  shoes  worn  means  a  conserving  of  leather. 
Everything  should  be  done  to  sell  these  sticker  lines.  Get 
the  people  to  wear  them  and  they  will  be  using  up  leather 
that  is  now  not  being  used.  . 

The  new'  recommendations  of  the  United  States  have 
reduced  the  number  of  colors  and  shades,  the  purpose  of 
which  is  a  further  conservation  of  leathers.  The  fewer 
styles  recommended  will  also  be  a  step  in  the  right  direction. 

The  recent  campaign  for  collecting  old  shoes  for  the 
French  was  a  splendid  move,  for  it  brought  to  the  surface 
thousands  of  pairs  of  discarded  shoes  that  would  have  soon 
or  later  found  their  way  to  the  garbage  heap.  That  means 
that  for  every  day  each  pair  of  these  discarded  shoes  are 
worn  an  equivalent  amount  of  new  leather  is  being  saved 
for  other  purposes.  It  will  be  a  good  idea  for  every  town 
or  community  to  have  a  rummage  collection  of  old  shoes 
and  supply  them  to  some  class  of  people  to  be  worn.  It' 
matters  not  if  they  be  sold  or  given  away,  so  long  as  they 
are  supplied.    Every  pair  is  a  leather  saver. 

But  our  suggestion  of  saving  has  thus  far  been  confined 
to  the  shoe  industry.  There  are  many  industries  into 
which  leather  enters  that  can  use  substitutes  more  readily 
than  the  shoe  industry.  Leathers  used  in  upholstering 
can  be  readily  substituted  by  other  materials.  And  the 
leathers  used  in  many  chair  seats  can  easily  be  saved  and 
other  materials  used  to  equal  advantage.  This  is  no  idle 
talk,  nor  is  it  just  a  writing  to  fill  space.  The  leather  shortage 
is  a  real  and  serious  matter  and  every  foot  that  can  be  saved 
should  be  saved.  It  matters  little  who  may  make  the 
sacrifice — leather  should  be  saved.  And  it  can  be  saved 
without  much  sacrifice  if  a  little  judicious  common  sense 
be  used  with  it. 

Has  it  ever  occurred  to  you  that  the  leather  straps 
people  hang  on  to  in  crowded  street  cars  eat  up  a  great  many 
hides  and  a  great  many  sides  of  good  leather?  Well,  they 
do.  And  webbing  could  be  used  with  just  as  much  satis- 
faction as  leather  and  an  enormous  saving  could  be  had 
thereby.  And  in  harness  making  many  parts  such  as  the 
reins,  and  other  narrow  strips,  could  be  of  webbing. 

Leather  belts  could  be  discarded  for  the  same  made  of 
fabric  materials. 

The  leather  which  enters  into  the  making  of  various 
parts  of  automobiles  and  carriages  of  any  discription  could 
give  way  to  other  fabrics  and  be  utilized  for  more  needy 
purposes. 

There  is  also  a  tremendous  amount  of  leather  used  in 
leggings  that  seems  absolutely  unnecessary.  There  are 
various  other  materials  that  can  be  used  and  will  answer 
every  purpose.  Leather  coats  for  civilian  wear  and  leather 
linings  could  readily  be  dispensed  with. 

School  bags  made  of  leather  could  give  place  to  the 
canvas  bag,  and  the  latter  will  give  excellent  service,  for  they 
have  been  made  in  this  material  for  years  and  have  proven 
to  be  very  satisfactory.  Purses,  too,  furnish  a  source  for 
much  leather,  all  of  which  can  be  saved,  for  other  materials 
are  used  for  making  them  and  their  use  could  be  extended 
until  there  were  no  leather  purses  on  the  market. 

There  are  many  skins  used  for  fancy  work,  burning, 
making  souvenirs,  toys,  etc.,  that  could  all  be  eliminated 
during  war-time,  and  it  would  all  help  greatly  in  winning 
this  war. 

Small  as  it  may  seem,  a  great  saving  could  be  effected 
in  wrist  watch  bands.  Other  materials  could  be  easily 
substituted  for  leather  in  these  and  look  equally  as  attractive. 

{Continued  on  page  ji) 
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Shoe  Retail 
Buying  Hints 

A  Diagram  Schedule  that  Should  be 
Helpful   to   the   Average  Retailer 

Just  what  to  buy  and  how  much  to  buy  are  problems 
that  have  always  been  more  or  less  perplexing  to  the  shoe 
retailer.  Nor  is  it  possible  to  lay  down  any  fixed  hard 
and  fast  rule  for  either  of  these  perplexing  questions,  because 
no  two  retailers  operate  their  stores  under  identical  con- 
ditions. Local  conditions  may  vary  greatly  according  to 
the  situation  of  one's  business.  For  instance,  one  store 
may  sell  largely  high-grade  shoes  for  women  and  make  a 
strong  feature  of  this  line,  while  another  may  find  its  greatest 
trade  confined  to  staple  lines  for  men  and  boys.  Between 
these  will  be  all  the  variations  known  to  boots  and  shoes 
which,  it  will  be  easily  seen,  may  greatly  affect  the  quantity 
of'  shoes  to  purchase  as  well  as  the  sizes  and  styles. 

One  retailer  has  worked  the  situation  put  very  scien- 
tifically for  his  own  store  and  this  may  serve  for  a  great 


will  understand,  are  the  proportionate  numbers,  and  should 
your  stock  require  double  this  number  you  would  just  double 
each  pair.  Observe  that  the  B  and  D  widths  are  increased 
in  the  middle  sizes  more  than  in  the  end  sizes,  and  in  the 
AA  widths  he  purchases  only  one  pair  of  each  size  from 
4K  to  7.  • 

As  this  merchant  has  been  very  successful  with  his 
stock-keeping,  and  possibly  has  fewer  oversizes  or  out-sizes 
than  a  great  number  of  retail  merchants,  we  have  great 
confidence  in  publishing  this  diagram.  However,  we  shall 
be  very  pleased  indeed  to  have  any  suggestions  from  retail 
merchants  who  have  a  different  plan  of  buying,  and  shall  be 
glad  to  publish  it  for  the  benefit  of  others. 


JOBBERS'  OUTING 

On  Friday,  June  21st,  Beardmore  &  Company  extended 
an  invitation  to  the  wholesale  boot  and  shoe  men  and  jobbers 
of  Toronto  to  visit  their  tanneries  at  Acton,  Ont.  A, dozen 
or  more  of  these  accepted  the  invitation  and  went  by  G.T.R. 
to  Acton.  The  party  was  accompanied  by  Mr.  Geo.  Beard- 
more  and  also  Mr.  Fred  Beardmore,  a  member  of  the  staff 
of  Beardmore  &  Company.  The  afternoon  was  most 
thoroughly  enjoyed  by  all  these  present,  despite  the  fact 
that  the  rain  came  down  in  torrents  at  times  and  the  weather 
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Diagram  showing  widths  and  number  of  sizes  to  buy  for  an  even  selling  stock  in  an  average  store 


number  of  shoe  merchants,  because  his  is  one  that  we  would 
consider  an  average  place  of  business.  He  plans  to  have 
one  particular  line  that  every  salesperson  in  his  store  has 
absolute  confidence  in  getting  any  particular  size  and  width 
required  to  fit  the  foot  of  the  customer  he  is  serving.  In 
this  particular  line  he  buys  more  extensively  than  he  does 
in  others.  He  may  also  buy  two  well  selected  lines  in  ex- 
extremes,  but  he  will  buy  extremes  only  in  certain  models 
known  to  be  real  sellers.  He  always  has  the  one  particular 
line  to  fall  back  on.  feeling  confident  that  he  can  fit  ninety- 
nine  out  of  a  hundred  from  the  selection  of  sizes  and  widths 
which  he  carries  in  this  grade. 

The  diagram  which  is  shown  on  this  page  is  self  explana- 
tory. It  gives  the  ratio  of  sizes  and  widths  that  he  pur- 
chases and  has  proven  will  work  to  the  best  advantage  in 

•  !•  fan  be  seen  at  a  glance  how  nicely  this  is 

adapted  to  the  requirements  of  the  average  shoe  retailer. 
In  AA's  he  starts  at  \lA  and  ends  at  7,  in  A's  he  starts  at  4 
and  ends  at  in  B's  at  3>£  ending  at  8,  in  C's  at  3  and 
ends  at  7lA,  D's  at  2K  and  ends  at  7  and  in  E's  he  begins 
at  3  and  ends  at  6>2-  The  number  of  pairs  he  purchases 
in  these  various  widths  are  shown  by  the  X's.    These,  you 


was  extremely  cold.  Supper  was  served  at  Beverly  House 
before  the  return  trip  in  the  evening. 

This  visit  to  the  Beardmore  plant  was  a  revelation  to 
the  jobbers  and  wholesale  shoe  men  of  Toronto,  who  all 
stated  that  they  had  no  realization  of  the  amount  of  labor 
required  in  the  tanning  of  leather  for  the  shoes  which  they 
sold,  nor  had  they  any  idea  at  all  of  the  wonderful  extent  of 
the  Beardmore  plant  at  Acton.  They  extended  a  hearty 
vote  of  thanks  to  Messrs.  Beardmore  for  the  very  enjoy- 
able afternoon  they  were  permitted  to  spend  through  their 
courtesy. 

DEATH  OF  ELMER  P.  HOWE 

Elmer  P.  Howe,  one  of  the  founders  of  the  United  Shoe 
Machinery  Co.,  died  at  his  home  in  Boston  on  June  18th. 
He  was  one  of  the  five  original  incorporators  of  the  above 
company.  It  is  a  singular  fact  that  Mr.  Sidney  W.  Winslow, 
former  president  of  the  United  Shoe  Machinery  Company 
died  just  one  year  to  a  day  before  Mr.  Howe.  Mr.  Howe 
was  a  prominent  lawyer  and  banker  and  took  a  very  active 
part  in  industrial  affairs.  He  was  also  a  noted  patent 
attorney. 
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A  Run  on  the 
Banker  at  an 
Annual  Dinner 

By  A  Western  Jobber 

At  a  banquet  of  bankers,  held  some  time  ago,  a  well- 
known  western  jobber  made  the  facetious  reply  to  the 
West  of  "Trade  and  Commerce." 

As  I  sat  here  this  evening,  listening  to  the  strains  of 
that  fine  old  Bankers'  anthem  entitled  "When  you  ain't 
got  no  money,  why  you  needn't  come  around,"  I  was  think- 
ing what  a  grand  idea  it  was  for  you  magnates  to  get  together 
once  a  year  to  exchange  ideas  and  settle  among  yourselves 
what  shall  be  done,  and  who  shall  be  done,  and  how  you  will 
do  them.  Personally,  I'd  prefer  to  exchange  cheques  rather 
than  ideas  with  many  here  present:  not  but  what  the  ideas 
are  alright,  but  somehow,  when  money  talks  I  am  always 
a  fascinated  listener. 

I  did  not  come  here  voluntarily,  but  at  the  pressing 
invitation  of  some  of  my  most  pressing  creditors  on  your 
committee.  They  said  Secretary  Somebody  would  be  here 
and  Sir  Jonas  Black,  and  that  without  my  presence  the 
affair  would  seem  incomplete,  but  that  if  we  three  got 
together  we  could  settle  various  perplexing  financial  prob- 
lems right  on  the  spot.  The  committee  told  me  to  choose 
my  own  subject  and  they  would  endorse  anything  I  would 
say  without  recourse.  They  delicately  intimated,  however, 
that  any  playful  allusions  to  the  City  Bank  better  be  left 
unsaid;  and  so  I  can  only  remark: 

"And  I  would  that  my  tongue  could  utter, 
The  thoughts  that  arise  in  me!" 
and  let  it  go  at  that. 

I  must  say,  however,  that  Secretary  Somebody  (I  for- 
get his  name)  made  one  serious  mistake.  If  he  had  con- 
sulted me  (which  he  never  did,  although  he  had  abundant 
opportunity)  I  would  have  advised  him  to  put  his  money  in 
an  institution  I  know  about  where  it  would  have  received 
a  rousing  welcome  and  where  I  could  have  taken  a  fall  out 
of  it  myself  If  the  price  of  the  Custom-house  had  gotten 
into  my  hands,  and  I'd  been  given  twenty-four  hours'  start, 
I  believe  I  could  have  given  the  secretary  a  run  for  his 
money.  But,  instead,  he  placed  it  in  a  rich,  smooth-run- 
ning, well-oiled  institution  where  it  was  used  in  averting 
a  panic  and  straightening  out  financial  tangles,  and  greasing 
the  wheels  of  commerce,  and  similar  foolishness. 

This  is  the  first  opportunity  I  have  had  of  meeting  you 
Bankers  collectively,  and  at  a  time  when  you  are  thawed 
out.  I  have  met  most  of  you,  individually,  when  you  were 
frozen  stiff.  I  never  supposed  you  could  warm  up,  as  you 
seem  to  have  done.  My  previous  impressions  have  always 
been  of  the  "How'd  you  like  to  be  the  iceman?"  Order. 
Sometimes  I  have  thought  I'd  almost  rather  go  without 
the  money  than  get  a  congestive  chill  in  a  Bank  manager's 
office,  and  have  him  gaze  into  my  eyes,  and  read  the  inmost 
secrets  of  my  soul,  and  ask  unfeeling  questions,  and  pry 
rudely  into  my  past,  and  throw  out  wild  suggestions  about 
getting  Mr.  Astor  to  endorse  for  me,  and  other  similar 
atrocities.  And  even  if  I  succeed  in  deceiving  him  he  leads 
me — crushed,  humiliated  and  feeling  like  thirty  cents — to  a 
fly  cash'ier,  who,  taking  advantage  of  my  dazed  condition, 
includes  in  my  three  months'  note  not  only  Christmas  clay 
and  the  1st  of  July,  but  St.  Patrick's  Day,  Ash  Wednesday 
and  sixteen  Sundays,  so  that,  by  the  time  he  has  deducted 
the  interest,  what's  coming  to  me  looks  like  an  undershirt 
after  its  first  interview  with  an  African  Blanchisseuse. 


That's  the  kind  of  thing  the  poet  had  in  mind  when  he 
wrote,  "I  know  a  bank  whereon  the  wild  thyme  grows." 

I  have  observed  that  one's  reception  at  a  bank  varies 
somewhat  with  the  condition  of  the  money  market.  Go  in 
when  money  is  easy  and  the  manager  falls  on  your  neck, 
calls  you  by  your  first  name,  and  cheerfully  loans  you  large 
sums  on  your  "Balloon  Common"  and  your  "Smoke  Pre- 
ferred," and  you  go  on  your  way  rejoicing.  The  next  day, 
news  having  arrived  that  a  Gordon  Highlander  has  strained 
a  tendron  in  his  leg  while  sprinting  after  a  Hun  neat  Ypres, 
or  an  Irish  lady  chef  has  sent  home  two  pounds  sterling  to 
her  family,  money  goes  up  to  one  hundred  and  eighty  per 
cent,  a  minute,  and  you  get  a  note  requesting  you  to  remove 
your  "Balloon  Common"  and  your  "Smoke  Preferred"  and 
substitute  Government  bonds  therefor.  And  still  you  won- 
der at  crime. 

But  if  you  really  want  to  know  the  meaning  of  the 
terms  "Marble  Heart"  and  "Icy  Eye"  go  into  one  of  these 
refrigerating  plants  for  a  loan  when  money  is  tight.  It  is 
prudent  at  such  times  to  wear  ear-muffs  and  red  mittens 
fastened  together  by  tape  so  they  can't  be  lost,  for  you  will 
need  'em. 

As  soon  as  you  reach  the  outer  air — which  will  be  in 
about  a  second — run  home  and  plunge  the  extremities  in 
hot  water,  and  place  a  porous  plaster  on  what  remains  of 
your  self-esteem. 

Bankers  are  too  prone  to  judge  a  man  by  his  appear- 
ance, so  that  the  very  men  who  need  the  money  most  have 
the  hardest  work  to  get  it.  They  are  apt,  expecially  at 
the  City  Bank,  to  discriminate  against  the  "feller"  who 
looks  rocky,  in  favor  of  the  Rockafeller.  Clothes  do  not 
make  the  man!  If  they  did,  Hetty  Green  would  never 
have  had  a  look  in,  and  Russell  Sage  would  have  been  in 
the  Old  Ladies'  Home.  If  Uncle  Russell  had  to  travel  on 
his  shape,  he  never  would  have  seen  much  of  the  world. 
Yet,  beneath  that  ragged  coat  there  beats  a  heart  which, 
as  a  beater,  can't  be  beat — a  heart  as  true  (so  the  Standard 
Gas  people  say) — as  true  as  "steal." 

But  after  all,  Banks  and  Trust  Companies  do  a  lot  of 
good  in  a  quiet  way,  especially  to  their  directors — in  a  quiet 
way.  It  would  sometimes  be  mortifying  for  these  directors 
to  have  to  attempt  to  borrow  money  on  certain  securities, 
in  institutions  with  which  they  were  not  connected,  because, 
instead  of  getting  the  money,  they  might  get  six  months. 

I  had  intended  to  touch  upon  a  few  vital  questions 
this  evening  concerning  how  to  finance  a  shoe  jobbing  house 
on  $30  cash  and  the  balance  borrowed  from  the  bank  in 
short  term  loans.  In  doing  this  you  must  exercise  great 
care  and  cultivate  the  friendship  of  the  manager,  lest  you 
get  a  long  term  instead.  But  the  night  is  waning  and  I 
guess  you've  all  been  "touched"  sufficiently  of  late,  so  I 
will  restrain  myself,  and  give  some  other  orator  a  chance 
to  get  himself  disliked. 

IF  WE  MUST  CONSERVE  LEATHER 

(Continued  from  page  29) 

Hat  bands,  too,  could  be  made  of  various  materials  and  the 
leather  in  these  be  saved.  Suspender  trimmings  could  be 
made  of  webbing,  and  this  will  give  good  service. 

In  many  of  these  the  saving  may  seem  small,  but  it 
must  be  considered  in  the  aggregate,  and  when  thousands 
upon  thousands  of  these  articles  are  saved  it  will  mean 
much  leather  saved  altogether. 

It  will  be  interesting  to  know  that  the  report  of  the 
chairman  of  the  Advisory  Council  of  the  Scientific  and 
Industrial  Research  Committee  of  Canada,  says  that  the 
annual  waste  of  scrap  leather  in  Canada  is  about  two  thou- 
sand tons.  But  it  should  be  noted  that  this  is  scrap  or 
waste  material  and  the  above  committee  is  trying  to  devise 
means  for  a  utilization  of  this  scrap,  which  is  another  pro- 
position from  conserving  useable  leather. 
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A  Defense  of 
the  Drummer 

Possibly  one  of  the  most  misunderstood 
and  misrepresented  of  business  men. 

By  W.  T.  Baird 

Xo  man.  I  think,  is  more  misunderstood  as  to  per- 
sonality and  less  appreciated  in  respect  of  the  part  he  func- 
tions than  the  trave  ing  salesman. 

Well  is  it  that  vicissitudes  of  life  "on  the  road"  speci- 
fically invest  him  with  patient  tolerance  coupled  with  a 
philosophical  sense  of  proportion,  else  he  might  many  times 
be  exercised  by  the  unjust  and  inadequate  conceptions  of 
himself  and  his  calling  which  from  time  to  time  come  to 
his  notice. 

On  the  legitimate  stage,  in  the  movies  and  the  funny 
stories,  he  has  seen  himself  portrayed  with  striking  resem- 
blance to  the  heavy  villain  of  old-time  drama;  in  clothing 
of  shrieking  check  or  stripe,  a  lurid  tie,  sporting  a  huge  watch 
sl-u1  and  diamonds  of  such  unusual  size  that  one  might  be 
pardoned  for  entertaining  some  scepticism  as  to  their  genuine- 
ness. By  inference,  a  person  of  little  breeding  and  less 
education,  coarse  manners,  a  willingness  to  dissipation,  loud 
in  address  as  in  dress,  of  indifferent  honor  in  business 
and  social  transactions;  whose  time,  when  not  occupied 
with  pulling  off  questionable  deals,  is  chiefly  devoted  to 
smoking  very  large,  name-labeled  cigars,  playing  billiards, 
poker,  or  a  confidence  game  of  hearts  with  the  fair  females 
native  to  the  towns  through  which  he  peregrinates. 

He  has  gleaned  from  the  stage  whispers,  muffled  by 
horny  hands,  of  country  yokels  in  village  stores,  that,  in 
addition  to  the  foregoing  estimates,  farmers  begrudge  his 
existence,  under  the  delusion  that  it  in  some  mysterious 
manner  enhances  the  cost  of  goods  they  buy. 

Now  all  this  could  be  borne  in  good  humor,  but  to  be 
classified  among  the  "superfluities  of  man  power"  by  officials 
holding  positions  which  would  presuppose  some  knowledge 
of  how  trade  and  commerce  in  this  country  are  carried  on- — 
"Ay,  there's  the  rub." 

The  briefest  analysis  would  reveal  the  utter  absurdity 
<>t  thus  regarding  the  drummer,  as  well  as  the  part  he  plays 
in  the  great  scheme  of  things. 

The  real  type  is  the  man  of  good  breeding,  well  grounded 
in  education,  the  latter  supplemented  by  the  splendid  in- 
tellectual training  which  comes  by  travel,  observation  and 
the  everyday  matching  of  brain  with  brain. 

He  is  more  subdued  in  manner,  more  self-contained, 
than  the  average  of  men  one  meets  on  trains  and  in  hotel 
rotundas. 

It  is  a  vocation  that  calls  for  initiative  of  the  highest 
order,  brings  men  and  affairs  into  truest  perspective  and 

ops  penetration,  self-reliance,  business  talent  and  sound 
judgment.  This  explains  why  so  many  heads  of  big  enter- 
prise ire  recruited  from  the  ranks  of  the  traveling  salesmen. 

Contrary  to  common  opinion,  the  traveler  is  a  hard 
worker  There  is  the-  fatigue  of  long  trips,  by  almost  every 
known  means  of  transportation,  to  be  endured.  He  must 
set  the  weather  at  defiance.  Home  comforts,  friendships, 
at  times  sleep  and  meals  are  sacrificed.  He  is  frequently 
tlking  his  wares  into  the  small  hours  of  the  morning,  while 
through  it  all  is  the  wearing  strain  of  getting  business. 

The  traveler  has  been  aptly  called,  "The  Ambassador 
of  Trade."  All  that  the  house  he  represents  stands  for 
is  entrusted  to  his  keeping.  Not  only  does  he  create  and 
maintain  relationship  between  seller  and  buyer,  but  also 


brings  the  grist  to  the  mills  of  industry,  keeps  the  wheels 
going  round  and  the  great  mass  of  workers  employed. 

His  constant  employment  by  masters  of  trade  and 
commerce  is  proof  positive  and  complete  that  he  is  an  abso- 
lutely essential  part  of  the  machinery  of  distribution,  upon 
the  smooth  working  of  which  our  national  existence  depends. 
Manifestly  their  employers,  shrewdest  of  all  men  as  they  are, 
who  also  bend  themselves  determinedly  to  the  reduction 
of  cost,  both  in  production  and  distribution,  would  not  for 
one  minute  pay  traveling-men's  salaries  and  expenses  were 
there  any  other,  more  economical,  means  of  obt  aining  like 
results. 

Travelers  are  an  educational  force  that  raises  business 
standards  throughout  the  country  to  ever  higher  levels, 
one  that  has  great  influence  also  in  maintaining  the  stability 
of  trade. 

With  his  incomparable  opportunities  for  comparing 
and  contrasting  business  methods,  the  salesman  is  enabled 
to  form  sound  views  as  to  the  best  procedure.  This  know- 
ledge he  conveys  to  customers  who  are  not  so  privileged, 
saving  them  costly  experiments  and  directing  them  in  the 
safest  and  surest  channels. 

Salesmen  worthy  of  the  name  take  a  sincere  interest 
in  their  customers'  business;  in  fact  this  is  a  ground  rule 
of  salesmanship,  it  being  held  that  the  customer  almost 
invariably  responds  in  something  of  the  same  spirit,  whereby 
is  established  the  relationship  from  which  business  springs. 
Sincerity  begets  confidence,  while  insincerity  is  quickly 
sensed  and  counterparted  in  the  attitude  of  the  buyer. 

Buying  accounts  are  carefully  nourished  to  healthy 
growth.  The  customer  is  guarded  against  over-stocking, 
while  only  those  lines  are-  recommended  which  have  good 
prospect  of  quick  turnover  under  the  circumstances  govern- 
ing each  particular  case. 

It  has  been  aptly  said,  the  successful  salesman  of  to-day 
sells  personality.  If  that  be  true,  and  I  believe  it  absolutely 
so,  it  does  not  admit  of  the  personal  failings  commonly 
ascribed  to  the  men  on  the  road,  but,  ins  tead,  proves  that 
he  who  would  achieve  place  in  this  field  must  be  pretty 
much  a  man. 

These  men  also  know  the  potentialities  of  the  country 
better  than  any  other  class. 

Their  counsel  is  of  the  kind  sadly  needed  by  many  of 
our  governing  bodies  at  the  moment,  while  their  energetic 
executive  would  be  of  highest  service  in  a  number  of  adminis- 
trative departments,  notably  those  dealing  with  trade, 
commerce,  industry  and  the  control  and  distribution  of 
resources.  This  would  be  in  line  with  the  demand,  growing 
ever  more  insistent,  that  these  affairs  be  placed  in  the.  hands 
of  men  possessed  of  wide  practical  training. 

Our  practical  neighbor  to  the  south  has  not  been  as 
slow  as  we  to  avail  himself  of  this  intelligent  labor  in  the 
capacity  indicated. 

All  other  allied  country  are  far  advanced  in  plans  for 
trade  expansion  after  the  war;  it  behooves  us  to  bestir  our- 
selves in  this  regard. 

As  dependence  must  be  placed  upon  the  "ambassadors 
of  trade"  to  get  that  business,  would  it  not  be  wise  to  call 
these  men  in  consultation  now,  relative  to  greatly  enlarging 
the  scope  of  their  work,  at  homi  and  abroad,  for  the  future? 
Oive  them  the  recognition  they  deserve  as  the  vanguard  of 
the  country's  prosperity,  let  them  be  impressed  with  the 
great  responsibility  reposed  in  them.  They  are  loyal  men, 
Splendidly  represented  at  the  front,  full  of  fine  enthusiasm 
for  the  welfare  of  the  homeland,  without  whose  co-operation 
the  making  of  treaties  and  the  devising  of  ways  will  be  a  dead 
letter. 

Canada's  commercial  men  in  the  days  to  come  must 
have  wider  vision  and  see  farther  afield,  for  they  have  a 
leading  part  to  play  if  we  are  to  realize  the  possibilities  of  a 
land  second  to  none  in  richness. 
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An  Inexpensive 
Method  for 
Collecting 
Accounts 

Any  system  for  the  quick  collection  of  accounts  must 
of  necessity  involve  as  little  labor  as  possible,  otherwise 
any  beneficial  features  about  it  would  not  warrant  its  adop- 
tion. We  give  what  we  think  is  a  simple  method  for  col- 
lecting accounts  which  may  be  qualified  to  meet  the  require- 
ments of  anyone  doing  a  credit  business. 
r  The  first  thing,  of  course,  in  the  collection  of  any 
account,  is  the  mailing  on  the  first  of  each  month  of  a  state- 
ment in  the  usual  way.  A  notation  of  this  is  made  on  the 
ledger  card  shown  herewith  (Figure  1),  where  a  space  is 
provided  for  noting  the  date  of  the  statement  in  the  column 
for  collections.  For  illustration,  let  us  assume  that  a  state- 
ment was  mailed  for  July.  The  Figures  "1-7"  would  be 
put  in  the  collection  column.  This  is  all  that  is  necessary 
until  the  time  for  making  draft,  which  will  be  about  the 
l()th  or  12th.  If  you  have  not  had  remittance  from  your 
customer  by  this  time,  or  if  he  has  not  written  requesting 
any  further  time  and  there  is  no  reason  why  the  draft  should 
not  be  paid,  a  sight  draft  should  be  drawn.  All  customers 
who  have  not  paid  their  accounts  are  drawn  on  in  this  way 
and  entry  of  these  drafts  are  made  on  the  record,  which  is 
shown  in  Figure  2.  Of  course,  some  of  these  will  be  paid 
promptly,  and  when  reported  by  the  bank  you  debit  the 
bank  and  credit  the  customer,  marking  the  date  of  payment 
in  the  column  assigned  on  the  record  for  that  purpose. 
There  will,  of  course,  be  some  of  these  drafts  returned  with 
notations  as  to  why  they  have  not  been  met.  Figure  3 
illustrated  another  card  which  is  to  be  used  for  the  returned 
unpaid  drafts,  and  from  this  the  collection  is  continued  until 
the  drafts  are  paid.  It  is  best  to  file  these  behind  an  index 
representing  the  days  of  the  month.  When  ten  or  fifteen 
days  have  expired  you  may  ask  the  bank  for  a  report  on 
the  unpaid  drafts  and  the  customer  should  be  written  to 
regarding  these.  Of  course  it  is  optional  as  to  whether 
you  do  this  and  you  are  to  be  guided  a  great  deal  by  your 
customer  and'  his  circumstances.    If  in  ten  days  more  some 
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drafts  are  still  outstanding,  cards  should  at  once  be  made 
out  and  noted  on  the  record  in  the  place  assigned  for  this 
purpose.  In  this  way  the  draft  records  are  checked  up  very 
closely  and  cards  are  made  for  the  various  accounts  which 


are  not  paid  either  direct  or  by  draft,  the  draft  record  being 
checked  for  direct  payments  by  cheque  or  bank  draft  before 
making  out  the  cards  for  the  unpaid  drafts. 

Firms  who  have  a  great  number  of  outstanding  accounts 
should  use  a.  series  of  form  letters  which  will  cover  the 
majority  of  reasons  for  the  returning  of  sight  drafts.  In 
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instances  where  the  form  letter  does  not  cover  the  case, 
a  special  letter  is  written  and  the  card  handled  in  the  same 
manner.    Form  letters  save  a  great  deal  of  extra  dictation. 

Collections  of  any  business  can  be  made  at  very  little 
expense  in  this  way  and  the  collection  man  will  know  accur- 
ately at  all  times  that  each  account  is  having  the  attention 
it  should.  The  collection  form  shown  in  Figure  1  will  be 
very  serviceable,  as  it  will  show  just  what  statements  and 
drafts  should  be  made  for  a  customer  at  any  time.  It  is 
also  a  sort  of  ready  reference  to  show  how  a  customer  pays 
his  account  and  will  be  very  helpful  to  the  credit  man  in 
this  regard. 


BE  PATIENT,  MR.  RETAILER 

In  our  last  issue  we  called  the  shoe  retailers'  attention 
to  the  condition  of  the  leather  market  and  pointed  out  that 
much  give  and  take  will  be  necessary  between  manufacturer 
and  retailer  in  the  matter  of  deliveries.  In  proof  .of  this  and 
to  show  you  the  reasons  why  your  deliveries  may  be  slow 
we  append  an  extract  from  a  letter  received  by  a  manufac- 
turing concern  from  one  of  the  largest  tanners  in  Philadelphia: 
"If  you  were  only  here  to  see  the  inconveniences  and 
troubles  which  all  business  is  now  experiencing,  you  would 
be  glad  to  get  any  kind  of  service  at  all..  We  are  fast  getting 
beyond  the  fault-finding  stage  and  take  things  as  we  find 
them,  promising  no  deliveries  only  as  made  and  all  goods 
subject  to  prior  sale." 

And  that  brings  us  to  the  hide  question.  We  have  re- 
peatedly called  attention  to  the  mistaken  statements  so 
frequently  appearing  in  the  public  press  about  the  large 
quantities  of  hides  on  the  U.  S.  market.  Here  is  what  the 
"Shoe  Retailer"  of  Boston,  says  of  it  editorially  in  a  recent 
issue : — 

"For  many  months  the  Retailer  has  advised  its  readers 
that  the  apparent  plenty  of  hides  and  skins  in  the  United 
States  was  a  deception  and  a  snare.  In  view  of  the  stringent 
situation  in  other  countries  it  was  inevitable  that  sooner  or 
later  we  should  be  influenced  by  world  conditions." 

Be  patient,  Mr.  Retailer,  and  adapt  your  needs  to  pres- 
ent conditions. 


"The  Status  of  the  Chiropodist  "  will  be  an  interesting 
article  for  shoe  retailer.-!  in  next  issue  of  the  Shoe  and 
Leather  Journal. 
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Pep  and 
Personality 

It's  the  Man  That  Makes  the  Job,  Not 
the  Job  the  Man 

TELL  you,"  said  a  shoe  traveler  recently  to  a  num- 
I    ber  of  other  travelers  who  were  lined  up  in  his  sample 

room.  "I  tell  you  I  got  a  new  line  on  the  pep  and 
personality  dope  that's  a  revelation  to  me.  I  know  a  bunch 
of  retail  shoe  dealers  on  my  route  who  are  just  pulling  along, 
making  a  decent  living,  educating  their  kids  and  sauntering 
along  in  life  till  they  come  to  the  old  age  point  and  their 
business  will  sort  of  automatically  close  or  run  down  like  a 
clock,  and  they'll  probably  retire  with  a  thousand  dollars 
in  cash  and  a  bunch  of  book  accounts  you  couldn't  collect 
with  a  suction  pump  or  a  vacuum  cleaner.  I  tell  you  this 
new  line  I  got  on  pep  has  made  me  change  my  mind  about 
'em  too.  I  used  to  be  sympathetic  and  blame  it  on  the 
town  and  the  location.  Why,  dog  on  it,  aren't  they  part 
of  the  town?  If  the  town  is  slow,  it  is  likely  composed  of  a 
class  of  which  they  are  a  type.  In  other  words,  it  is  they 
who  make  it  slow.  What  they  need  is  pep.  Pep  right  in 
their  own  personality.  I  have  been  watching  things  pretty 
closely  of  late  and  have  come  to  the  conclusion  that  the 
success  or  non-success  of  an  enterprise  depends  more  on 
the  man  than  the  business.  Of  course,  I  mean  all  things 
being  equal.  You  couldn't  expect  a  man  to  make  a  success 
of  a  saw  mill  in  the  middle  of  a  prairie  or  a  brick  yard  in 
the  middle  of  the  Sahara,  but  given  a  decent  location  and 
a  decent  amount  of  working  capital,  one  man  will  succeed 
where  another  will  fail. 

"Look  at  the  grocery  business;  that's  one  that  is  down 
to  a  certain  level  so  far  as  trade  goes  and  John  Smith  will 
make  a  whale  of  a  success  of  it  and  five  doors  down  the  street 
in  just  as  good  location  with  just  as  nice  store  and  equally 
as  good  stock,  John  Jones  fails.  What  I  want  to  impress 
on  you  fellows  is  that  it's  the  personality.  The  pep  in  the 
personality. 

"N'ow,  I'll  tell  you  what  these  shoe  men  should  do. 
Let  'em  dig  out  of  their  town  on  a  week's  holiday.  Go  to 
some  live  place  where  there  are  shoe  stores  that  are  making 
money,  watch  their  methods,  talk  with  their  owners  and 
get  enthusiastic.  Then  let  'em  come  back  and  ginger  up 
their  own  place,  do  a  little  advertising,  change  their  store 
fixtures  and  use  a  little  paint.  They  should  boost  their  own 
town,  get  out  and  tell  the  people  what  a  good  town  they 
have,  wake  the  people  up  and  get  them  talking  and  thinking. 
Let  'em  make  a  noise  as  if  business  was  good,  talk  that 
business  is  good  and  be  optimistic  boosters.  They  shouldn't 
talk  about  anybody  else,  just  themselves  and  their  own 
business.  They  should  tell  people  something  of  the  good 
values  they  have  and  pretty  soon  they  will  have  people 
believing  in  them  and  having  confidence  in  them. 

"  Why,  you'll  find  merchanjts  railing  away  about  the 
mail  order  houses  and  these  same  railers  are  the  ones  who 
have  made  the  mail  order  business  possible.    The  man  on 
the  ground  has  every  advantage  if  he  will  only  take  it.  I 
know  where  there  are  four  good  sized  shoe  stores  almost 
within  a  stone's  throw  of  each  other  in  an  outer  section  of 
a  large  Canadian  city.    The  people  in  this  section  are 
within  twenty  minutes'  ride  of  two  large  departmental 
Lores  and  a  number  of  other  shoe  stores  in  the  heart  of  the 
Despite  this  fact,  more  shoes  are  sold  by  these  four 
retail  stores  in  their  section  than  is  sold  in  any  other  two 
cms  of  the  city  of  the  same  size.    What  is  the  reason? 


Simply  that  these  four  stores  are  alive,  thoroughly  up-to-date 
and  give  the  service  necessary  to  attract  the  trade.  Now, 
my  contention  is  that  the  mail  order  houses  are  doing  a  big 
business,  right  in  the  good  sized  towns  and  cities  where  shoe 
stores  are  located.  These  four  stores  bear  the  same  relation 
to  the  mail  order  houses  that  the  shoe  stores  in  these  outside 
towns  and  cities  do;  in  fact,  I  think  they  have  stronger 
opposition,  because  the  people  in  their  section  are  frequently 
down  town  or  can  go  down  town  for  a  very  small  car  fare 
and  purchase  the  goods  that  are  obtainable  through  the 
mail  order  channels. 

I  know  a  good  sized  town,  a  city  in  fact  of  12,000  in- 
habitants, in  which  you  cannot  buy  shoes  in  any  degree  of 
widths,  so  the  women  in  that  town  pick  up  their  mail  order 
catalogs  and  find  the  various  widths  are  to  be  had  from  the 
mail  order  houses,  and  there  you  are.  Now,  is  that  the 
mail  order  houses'  fault?  Is  it  the  people's  fault?  Not 
much.  If  the  local  shoe  dealers  will  not  furnish  the  people 
what  they  want,  the  people  will  go  where  they  can  get  it. 

"Talk  about  competition,  talk  about  the  small  town 
fellow  not  being  able  to  compete  with  the  big  mail  order 
houses.    Say,  look  here!    Here's  where  I  got  the  new  pep 


Privace  Ronald  Edwards,  one  of  the  departmental 
heads  of  Waterbury  &  Rising  Limited,  St.  John, 
N.B.,  who  recently  joined  No.  9  Siege  Battery. 
He  was  a  valued  employee  of  the  firm,  having  been 
with  them  for  ten  years. 


and  personality  dope.  I  know  a  young  fellow  who  went 
into  a  little  town  which  is  marked  in  Dun's  as  having  5,500 
population  and  he  did  a  $30,000  business  last  year.  Now 
that's  what  I  call  pep  and  personality.  He  put  himself 
into  the  business  and  he  pushed  it.  He  bought  sizes  and 
widths  and  he  displayed  them  and  he  advertised  them, 
and  what  was  the  result?  A  $30,000  business  in  one  year. 
That's  the  line  I  got  on  pep  and  personality.  There  are 
three  letters  these  mail  order  house  creators  need.  They 
are  P. P. P. — Pep,  Push  and  Personality. 


DEATH  OF  QUEBEC  SHOE  MAN 

Mr.  Hector  Marois,  brother  of  Mr.  A.  E.  Marois,  of 
Touringy&  Marois,  Quebec,  died  on  June  27th,  in  Quebec. 
Mr.  Marois  has  been  associated  with  the  shoe  manufacturing 
industry  for  many  years.  He  was  foreman  of  the  sole  de- 
partment of  the  Tourigny  &  Marois  factory.  He  was  55 
years  old  at  the  time  of  his  death. 
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Promotion  Among 
Executives  in 
Ames-Holden- 
McCready 

Continuance  of  Present  Policy  and  Increased 
Efficiency  Insured. 

Three  changes  in  the  executive  staff  of  Ames-Holden- 
McCready,  Limited,  have  been  announced  following  the 
annual  meeting  of  that  company. 

These  changes  are  in  the  nature  of  promotions  of  men 
in  the  present  organization  whose  past  experience  and 
connection  with  the  firm  has  amply  qualified  them  for  their 
new  duties. 

With  a  view  to  increased  efficiency  and  production  the 
directors  have  given  due  recognition  to  the  men  of  its  present 
organization  who  were  chiefly  responsible  for  the  Company's 
marked  success  during  the  past  two  years. 

R.  E.  Dildine  was  appointed  General  Manager,  J.  C. 
Bayless  was  made  Treasurer,  and  T.  H.  Lane  was  elected 
to  the  Board  of  Directors. 

The  first  two  appointments  were  due  to  the  resignation 
of  Mr.  N.  R.  Feltes,  who  has  served  the  Company  for  the 
past  two  years  as  a  Vice-President,  Treasurer  and  General 
Manager. 

Mr.  Feltes  goes  to  South  Bend,  Indiana,  to  become  a 
Director  and  Treasurer  of  the  Studebaker  Corporation, 
but  he  will  continue  to  be  a  Vice-President  and  Director  of 
Ames-Holden-McCready. 

Mr.  Dildine,  his  successor  as  General  Manager,  has 
been  a  Director  and  General  Sales  Manager  of  the  Company 
for  the  past  two  years. 

Previous  to  that  time,  Mr.  Dildine  had  an  extensive 
experience  in  the  shoe  trade  in  the  United  States  during  the 
course  of  which  he  served  for  six  years  as  Sales  and  Adver- 
tising Manager  for  Endicott  Johnson  &  Co.,  one  of  the 
largest  and  most  successful  American  manufacturers. 

Following  that  connection,  Mr.  Dildine  became  the 
Editor  of  the  Shoe  Section  of  the  Dry  Goods  Economist, 
the  leading  American  trade  paper  for  the  retailers  of  dry 
goods,  clothing  and  shoes,  published  in  New  York. 

His  experience  in  that  connection  for  three  years  brought 
Mr.  Dildine  into  intimate  contact  with  most  of  the  important 
factors  in  the  shoe  trade  in  the  United  States,  including  both 
manufacturers  and  retailers,  and  gave  him  an  exceptional 
opportunity  to  study  trade  conditions,  and  the  various 
policies  of  production  and  distribution  employed  by  Am- 
erican manufacturers. 

As  an  authority  on  this  subject  he  was  later  engaged 
on  the  Editorial  staff  of  Printers'  Ink,  the  leading  American 
publication  devoted  to  the  problems  of  selling  and  adver- 
tising, at  which  time  he  wrote  a  series  of  articles  on  shoe 
distribution,  which  attracted  wide  attention  in  the  trade. 

Mr.  Lane,  who  has  been  made  a  Director  in  connection 
with  his  present  position  as  Factory  and  Production  Man- 
ager, has  been  with  the  Company  many  years.  He  is  known 
in  the  shoe  trade  as  one  of  the  most  practical  all-round 
factory  men  in  the  United  States  or  Canada. 

As  a  young  man  he  entered  the  employ  of  W.  0.  Cree 
Shoe  Pattern  Company,  of  Beverly,  Mass.,  later  accepting 
a  more  responsible  position  with  the  Murray  Cone  Shoe 
Company,  of  the  same  city,  in  the  capacity  of  Assistant 
Superintendent  and  Pattern  Designer.    From  there  he  went 


with  the  Luddy  and  Currier  Corporation,  one  of  the  largest 
American  makers  of  fine  and  medium  grade  shoes. 

While  with  this  company  Mr.  Lane  acquired  experience 
as  a  buyer  in  addition  to  his  previous  factory  experience. 
This  enabled  him  later  to  combine  the  positions  of  Factory 
Superintendent  and  Purchasing  Agent  in  the  Leddy  Shoe 
Company,  of  which  firm  he  became  Secretary  to  the  Board 
of  Directors. 

J.  C.  Bayless,  the  new  Treasurer  of  Ames-Holden- 
McCready,  through  close  association  during  the  past  two 
years  with  Mr.  Feltes,  his  predecessor,  has  become  thor- 
oughly conversant  with  the  business  in  so  far  as  accounting 
is  concerned. 

Upon  leaving  college,  Mr.  Bayless  entered  the  employ 
 „._■ —  .  — <f 

"WITHOUT  MALICE" 

In  a  recent  number  of  "Modern  Shoemaking" 
the  Shoe  and  Leather  Journal  was  criticized 
in  connection  with  some  shoe  designs  that  appeared 
in  a  March  number  of  this  paper  illustrating  Am- 
erican shoe  styles  credited  to  "Metropolitan  Shoe 
Centres."  The  fact  that  they  were  published  as 
American  styles  in  an  article  on  New  York  footwear 
ideals  is  ample  evidence  that  the  Shoe  and  Lea- 
ther Journal  did  not  claim  originality  for  them. 
We  have,  from  time  to  time,  reproduced  samples 
of  American  shoe  styles  from  various  publications 
across  the  line  for  the  benefit  of  our  readers  who 
wish  to  keep  in  touch  with  the  trend  of  shoe  fashions 
at  the  great  shoe  centres,  and  as  most  of  these 
illustrations  are  taken  from  advertisements,  we 
have  not  felt  it  necessary  to  call  definite  attention 
to  their  source. 

The  Shoe  and  Leather  Journal  has  always 
been  particular  in  regard  to  giving  due  credit  for 
either  matter  or  cuts  used  from  other  publications 
but  occasionally,  in  cases  of  this  nature,  the  identity 
may  be  lost.  Certainly  it  was  with  no  intention 
of  doing  an  injustice  to  "Modern  Shoe  Making" 
that  these  styles  were  credited  to  "Metropolitan 
Shoe  Stores."  "Modern  Shoe  Making"  stands  in 
the  forefront  of  shoe  publications  as  an  exponent 
of  modern  shoe  designing  and  methods  and  the 
Shoe  and  Leather  Journal  has  paid  it  the  com- 
pliment of  using  its  illustrations.  It  regrets  that 
any  seeming  neglect  in  crediting  these  should 
irritate  our  contemporary  and  its  genial  and  able 
editor,  and  we  take  this  opportunity  to  clear  our- 
selves of  any  suspicion  of  narrow-mindedness  by 
advising  any  of  our  readers  who  wish  to  keep 
abreast  of  shoe  doings  in  the  United  States  to  get 
"Modern  Shoe  Making"  for  themselves.  (Boston, 
683  Atlantic  Avenue.  Subscription  price:  Canada, 
$4.00  per  annum. 

jf. — .  .  .  .  . — ■ — X 

of  a  large  bank,  where  he  gained  experience  in  banking 
methods  and  financial  matters,  later  leaving  the  bank  to 
take  up  the  accounting  profession.  For  ten  years  previous 
to  his  connection  with  Ames- Holdcn-McCready  he  filled 
various  positions  as  Chief  Accountant,  Office  Manager  and 
Traveling  Auditor  for  several  large  American  Corporations. 
Two  years  ago  he  was  engaged  by  Ames-Holden-McCready 
to  revise  the  Company's  Accounting  system,  and  for  the 
past  year  as  Assistant  Treasurer  has  handled  all  the  details 
in  connection  with  the  Company's  banking  and  financing. 
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THE  FIRST  FISHERMEN 

Aha!  We  knew  it!  We  were  positive  the  anglers  would 
soon  come  out.  This  summer  has  been  backward,  but  here's 
the  first  ones  to  appear.  Up  in  Newmarket,  that  superb 
little  town  about  twenty  miles  straight  north  of  Toronto, 
lives  Win.  Wright,  who  keepeth  a  shoe  store  and  keepeth 
it  well.  Well.  William  Wright  whistled  to  White  (not 
Hugh  but  John)  of  the  White  Shoe  Co.,  and  said:  "Whither 
away,  weary  Willie?  Whisk  with  Wright  your  wending 
ways  and  we'll  wade  the  waves  where  whelk  won't  wiggle, 
but  where  rock  bass  abound  in  bushels."  In  other  words, 
let's  hike  up  the  Holland  river  and  go  fishing.  So  John 
White  and  E.  A.  Edwards  and  R.  B.  Gravlin  said  in  one 
harmonious  chorus:  "We're  wit'  yeh."  Mr.  Wright  fur- 
nished the  launch  and  everything  necessary  for  a  successful 
trip,  and  the  successfulness  of  it  is  shown  in  the  picture 
by  the  splendid  string  of  fish,  which  is  only  half  (so  they 
say)  the  actual  number  they  caught.  For  the  benefit  of 
those  who  are  always  ready  to  doubt  fishermen's  yarns, 
and  who  may  think  these  two  strings  of  fish  shown  look 
suspiciously  alike,  we  call  attention  to  the  fact  that  photos 
cannot  he. 

But  what  took  all  the  wind  out  of  these  Waltonites 
was  when  they  landed — who  should  be  standing  in  the  wood 
waiting  for  them  but  Hugh  White  himself,  with  a  real  fish 
in  his  hand.  After  they  recovered  from  their  first  blow 
Rammond  Gravlin  gasped:  "Hanged  if  it  ain't  the  boss; 
he  always  turns  up  and  beats  us  out." 

Who'll  be  the  next?  Send  along  that  fish  picture  you 
Montrealers  and  Quebecers  and  you  fellows  out  in  British 
Columbia  and  down  by  the  Atlantic,  and  all  the  way  in 
between.    Get  in  on  that  1918  prize. 


Mr.  H.  C.  Keith,  son  of  the  founder  of  the  Walk-Over 
shoe  industry,  accompanied  by  Mr.  H.  T.  Connor,  son  of 
the  president  of  the  same  company,  and  Mr.  A.  C.  Hastings 
arrived  in  Quebec  Saturday  on  a  fishing  excursion  to  the 
northern  lakes  of  that  province.  Incidentally,  it  may  be 
interesting  to  note  that  these  young  men  are  interested  in 
the  manufacture  and  sale  of  twenty-two  thousand  pairs 
of  men's,  women's  and  children's  shoes  every  day  from  fac- 
tory to  consumer  through  their  own  retail  stores,  numbering 
in  the  thousands.  They  have  several  of  these  stores  in 
Canada. 


Mr.  Narcisse  Gagnon  was  out  on  a  fishing  trip  last  wee>- 
trying  to  secure  a  "big  fellow"  to  win  the  Shoe  and  Leather 
Journal  prize  of  1918. 

Mr.  E.  T.  Jacobi  spent  the  week-end  at  Stoney  Lake. 
E.  T.  comes  back  telling  about  what  a  whale  of  a  'longe  he 
landed  (and  that  word  'whale"  is  intentionally  put  in  there)  , 
because  you  would  think  to  hear  him  tell  it  that  this  'longe 
belonged  to  the  whale  family.  Of  course,  this  cannot  be 
entered  in  the  bass  competition  of  the  Shoe  and  Leather 
Journal. 

Mr.  J.  Pettis,  of  the  Perth  Shoe  Co.,  wants  to  enter 
the  Shoe  and  Leather  Journal  fishing  contest,  but  his 
fish-catching  specialty  is  suckers.  We  have  put  this  up  to 
the  board  of  judges  and  they  now  have  it  under  very  serious 
consideration  as  to  whether  they  will  let  Mr.  Pettis  enter 
his  fad  fish  in  this  regular  contest. 


A  SKIN  GAME 

(Sounds  A  Little  Fishy) 

The  scientists  are  working  now 

On  skinning  fish  instead  of  cow, 
Because  the  price  on  common  leather 

Is  just  as  fickle  as  the  weather. 

They  say  they'll  skin  the  scaly  fish 
And  give  us  any  hide  we  wish. 
No  more  will  patent  pumps  be  had, 

But  in  their  place  the  "Cod"  and  "Shad." 

And  should  you  want  a  Goodyear  welt 
You'-ll  have  to  get  it  made  of  "Smelt," 

And  "Halibut"  will  be  the  rage 
For  fancy  shoes  upon  the  stage. 

And  then  you'll  see  the  ads  will  shout 

Of  shoes  all  made  of  "Perch"  and  "Trout," 

And  "Mackerel"  and  "Bass"  and  "Eels," 
With  grey  "Shark"  tops  and  "Salmon"  heels. 

And  shoes  of  "Whale"  and  "Porpoise"  hide, 
So  waterproof  they'll  turn  the  tide. 

And  if  these  shoes  won't  sell,  we're  told, 
They  possibly  might  be  "Half  Sole-d." 

— -Ralph  Gordon. 
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THE  White  Shoe  Co's  big 
start.  Who  can  equal  this 
catch?  Send  us  along  your 
picture. 
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Schedule  for  Shoe  Manufacturers 
in  the  United  States 


The  Canadian  shoe  trade  will  be  interested  in  this 
schedule,  which  is  issued  by  the  War  Industries  Board  of 
the  United  States. 

To  the  Shoe  Manufacturers  of  the  United  States: 

In  order  to  husband  our  resources  and  assist  in 
carrying  on  the  war  program,  further  measures  of  con- 
servation are  absolutely  necessary  in  the  shoe  trade  for 
the  spring  season  of  1919. 

The  purpose  of  this  program  is  to  reduce  still  further, 
if  possible,  the  number  of  styles  and  to  avoid  those  styles 
that  involve  the  unnecessary  use  of  material  and  capital. 

As  it  is  impossible  for  this  Section  to  issue  the  plan 
in  its  final  form  before  June  28th,  1918,  we  wish  to  inform 
you  of  the  details,  and  therefore  we  are  enclosing  the  list  of 
the  suggested  methods  of  conservation.  These  suggestions 
have  been  carefully  investigated  and  are  the  result  of  various 
meetings  with  representative  members  of  all  branches  of 
the  allied  shoe  and  leather  industry.  They  have  been  rati- 
fied by  the  Executive  Committee  of  the  Council  of  National 
Service  of  the  Shoe  and  Leather  Industries. 

This  program  will  be  made  effective  in  this  form,  unless 
substantial  reasons  are  immediately  presented  which  necessi- 
tate its  modification  in  order  to  assist  more  effectively  in 
meeting  present  war  conditions. 

Schedule  for  Shoe  Manufacturers 

These  recommendations  apply  to  all  samples  made  for 
the  spring  season  of  1919  and  to  all  shoes  cut  for  manu- 
facture on  or  after  October  1st,  1918. 

Height  of  Shoes 

The  maximum  height  of  women's  shoes,  both  leather 
and  fabric,  shall  not  exceed  8  inches  (measured  from  breast 
of  heel  at  side  to  center  of  top  at  side  of  finished  shoe),  size 
4-b  to  be  the  base  measure. 

The  maximum  height  of  misses'  shoes,  sizes  11-2,  shall 
not  exceed  (>}4  inches  (measured  as  above). 

The  maximum  height  of  children's  shoes,  sizes.  8^-11, 
shall  not  exceed  6  inches. 

The  maximum  height  of  boys'  and  youths'  shoes  shall 
not  exceed  5yZ  inches. 

The  maximum  height  of  infants'  shoes,  sizes  4-8,  shall 
not  exceed  5.K  inches. 

The  maximum  height  of  button  shoes  for  women  shall 
not  exceed  6K  inches. 

Over-Gaiters 
The  maximum  height  of  all  women's  over-gaiters  shall 
not  exceed  8  inches  (measured  from  breast  of  heel  at  side 
to  center  of  top  at  side  of  over-gaiter). 

Colors 

All  shoes,  both  leather  and  fabric,  shall  be  restricted  to 
black,  white  and  two  colors  of  tan  (the  two  colors  of  tan 
to  be  a  dark  brown  or  tan  and  a  medium  brown  or  tan). 
These  color  regulations  do  not  apply  to  baby  shoes  made 
of  fabrics.    Patent  leather  shall  be  black  only. 

Lasts 

Shoe  manufacturers  shall  not,  for  the  next  six  months, 
introduce,  purchase  or  use  any  new  style  lasts.  They  may 
replenish  to  cover  wastage  or  to  meet  requirements  on  present 
lasts  now  in  use  in  the  manufacture  of  shoes.  This  is  to 
be  effective  at  once.     (By  new  style  lasts  is  meant  any  lasts 


which  have  not  actually  been  used  for  the  manufacture  of 
shoes  in  the  past  season). 

Linings 

The  use  of  leather  as  a  quarter  lining  in  oxfords  and  low 
shoes  is  permitted  only  when  used  in  skeleton  form  with 
fabric.  Leather  linings  will  be  permitted  in  evening  slippers 
where  uppers  are  made  of  fabrics.  We  advocate  the  use 
of  full  fabric  linings  for  low  shoes  wherever  possible. 

Tips 

Wing  tips  shall  be  eliminated.  Imitation  tips  are 
permitted. 

Cartons 

Cartons  shall  be  made  of  either  all  white  or  gray  paper 
with  the  exception  of  the  front  label  and  the  front  flange, 
which  may  conform  with  the  color  and  paper  now  in  use. 
No  bottom  covering,  trimming,  string,  fly-sheets  or  printed 
tops,  sides  or  backs  to  be  permitted  on  cartons. 

You  are  requested,  in  so  far  as  possible  or  wherever 
practicable,  to  institute  the  following  methods  of  conserva- 
tion: 

1.  To  use  economical  cuttmg  patterns. 

2.  To  co-operate  with  retailers  and  wholesalers  to 
restrict  the  return  of  merchandise. 

3.  To  reduce  the  number  of  new  boot  samples  for 
womer.  to  l:e  made  for  spring  season  of  1919. 

^  4.  1  o  discourage  the  purchase  or  order  of  unnecessary 
sample  pairs  of  shoes  for  future  buying.  To  encourage, the 
sale  of  low  cut  and  low  effects.  To  discourage  the  use  of 
all  button  shoes  and  not  to  introduce  new  style  button  shoes_ 


SHOES  FOR  FRENCH  REFUGEES 

As  a  result  of  the  recent  collection  of  boots  and  shoes 
by  The  Friends  of  France  Society  in  Toronto,  thirty  cases 
of  shoes  are  on  their  way  to  the  needy  people  of  France. 
There  were  about  5,000  pairs  of  good  shoes  which,  if  sold 
at  $2  a  pair,  would  net  $10,000.  The  repairing  of  the 
balance  of  those  collected  will  take  some  time  yet.  Part 
of  this  work  is  being  done  by  invalid  soldiers. 

Many  shipments  were  sent  in  from  out-of-town  places, 
including  St.  Catharines,  Uxbridge,  Cobourg,  Bracebridge, 
Cannington  and  others.  It  is  a  strange  coincidence  that 
the  seeming  trifling  matter  of  donors  not  tying  the  shoes 
together  in  pairs  resulted  in  a  great  loss.  Where  thousands 
of  pairs  were  dumped  together  the  matter  of  matching  them 
was  simply  hopeless. 


THE  SHOE  STYLE  SHOWS 

Both  the  Boston  and  Rochester 
shoe  style  shows  promise  to  be  big 
affairs  this  year.  They  will  be  held 
on  July  8th  to  12th  inclusive. 

At  the  Boston  show  will  be  a 
hundred  and  fifty  exhibitors  from 
the  New  England  district.  There 
will  be  sixty  living  models  used  to 
show  the  various  styles,  and  there 
will  also  be  styles  made  in  accord- 
ance with  the  regulations  which  the 
government  of  the  United  States 
have 'suggested  for  the  Spring  of  1919. 


Jfic  ROCHESTER 
shoe,  style, 
show 

ROCli£5TF.R 
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MANUFACTURING  COSTS 
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COSTOF  MATERIAL 
*ACE  INCREASE.  . 
OVERHEAD  CHARGES 


TC  NAY 


AN  D  MAKE  AN  HONEST  SHOE 
TO  SELL  AT  A  LOWER  PRICE 


GUTTA  PERCHA  &.  RUBBER,  LIMITED,  TORONTO 


HALIFAX,  MONTREAL,  OTTAWA,  FORT  WILLIAM,  WINNIPEG,  REGINA, 
SASKATOON,  EDMONTON.  CALGARY,  LETHBRIDGE,  VANCOUVER,  VICTORIA 
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Rubber 

Footwear 

Notes 

Big  Trade  in  Summer  Lines — Restric- 
tions now  Affect  the  Manufacturers 
to  Some  Extent. 

IN  these  days  when  all  sorts  of  restrictions  are 
being  placed  on  all  sorts  of  commodities  it  is 
natural  to  wonder  what  may  be  the  result  on 
rubber  requisites  and  especially  on  the  raw  material. 
The  rubber  industry  is  one  of  the  very  few  important 
ones  that  has  not  had  to  meet  a  rising  cost  in  the 
raw  product.  This  comes  about  through  a  peculiar 
combination  of  conditions.  Nor.  does  that  mean 
that  Canadian  manufacturers  have  clear  sailing 
in  obtaining  their  necessary  supply. 

Restricted  by  License. — A  new  ruling  has  gone 
into  effect  that  licenses  similar  to  those  on  hides 
and  leather  must  be  obtained  from  the  government 
in  order  to  obtain  importations  from  the  United 
States.  Manufacturers  do  not  anticipate  any 
trouble  in  obtaining  these  however.  It  will  be  easy 
to  show  the  need  of  rubber  in  almost  all  industries 
to  the  successful  conduct  of  general  business. 

The  Raw  Product. — The  greater  bulk  of  raw 
rubber  is  now  supplied  by  the  cultivated  plantations. 
It  is  only  a  few  years  ago  when  these  conditions 
were  reversed  and  the  wild  product  exceeded  by 
far  the  cultivated  stock.  As  England  controls 
practically  the  world's  output  of  raw  rubber  the 
central  powers  of  Europe,  including  Germany  and 
Austria  and  their  Ally,  Turkey,  are  suffering  a 
famine  in  this  material.  Russia,  too,  is  taking 
practically  nothing.  The  result  is  an  accumulation 
of  raw  material  at  the  sources  of  supply.  This, 
of  course,  contributes  to  keeping  the  first  cost  low. 

Transportation  Difficulties. — It  is  fortunate  for 
consumers  that  the  price  of  raw  rubber  has  not 
jumped  with  other  commodities.  If  it  had  rubber 
footwear  would  have  gone  skyward.  The  present 
advances  are  due  to  the  rise  in  cost  of  the  many 
other  materials  and  labor  connected  with  the 
manufacture  of  rubber  goods.  And  even  the  laid 
down  cast  of  raw  rubber  is  advanced  because  of 
the  great  difficulty  of  shipping  and  transportation. 
It  may  seem  paradoxical  that  any  restrictions  should 
be  placed  on  raw  rubber  when  it  is  so  plentiful. 
But  it  is  here  that  transportation  difficulties  come 
in.  Every  available  foot  of  shipping  space  must 
be  conserved  for  war  purposes,  so  restrictions  are 
placed  for  this  purpose.  But  Canadian  manu- 
facturers anticipate  no  difficulty  in  obtaining  the 
quantity  required. 

United  States  Restrictions. — The  United  States 
War  Trade  Board  placed  crude  rubber  on  the  re- 
stricted list  on  May  7th  last,  following  its  policy 
of  tonnage  conservation  for  military  requirements. 
Overseas  imports  are  sought  to  be  limited  as  far 
as  compatible  with  national  necessities.    It  was 


decided  to  place  the  imports  of  crude  rubber  on 
a  basis  of  100,000  long  tons  per  year,  a  reduction 
of  about  one  third  compared  with  1917,  which 
were  at  the  rate  of  157,000  long  tons  per  year. 
It  is  the  imperative  demand  per  tonnage  that  has 
caused  the  board  to  take  .this  step. 

Prices  Regulated. — The  War  Trade  Board  of 
the  United  States  has  put  into  effect  an  option 
system  of  regulations  of  rubber  prices,  limiting  the 
cost  of  crude  rubber  from  the  time  of  import  until 
it  reaches  the  manufacturer.  The  object  of  this 
is  to  obviate  the  possibility  of  .profiteering  and 
speculating.  The  first  prices  fixed  were  first  latex 
crepe,  63  cents;  smoked  sheet,  62  cents;  upriver 
fine,  68  cents.  Other  grades  were  balanced  pro- 
portionately and  the  board  fixed  the  prices.  These 
were  all  c.i.f.  New  York. 

American  Grown  Rubber. — In  the  United  States 
men  interested  in  the  rubber  industry  are  investi- 
gating the  possible  utilization  of  a  home-grown 
product  from  various  rubber  plants,  similar  to  the 
guayule  plant  of  Torreon,  Mexico.  California 
botanists  are  investigating  the  possible  utilization 
of  the  Chrysothamnus  plant.  They  started  out 
to  investigate  the  resources  of  California  only, 
but  have  extended  their  operations  to  Nevada, 
Colorado,  Utah  and  Arizona.  Whether  it  will  be 
a  commercial  success  to  extract  the  rubber  from 
this  plant  remains  to  be  seen.  It  may  serve  as 
an  emergency  or  supplementary  supply. 

The  Rubber  Shoe  Trade. — Manufacturers  re- 
port that  sales  of  tennis,  outing  and  vacation  shoes 
have  been  particularly  good  this  season  and  the 
sorting  trade  has  not  been  nearly  so  large  as  in 
previous  years.  This  is  because  larger  orders  were 
placed  by  the  retailers  than  heretofore.  Retailers 
seem  to  have  appreciated  the  fact  that  placing  small 
orders  and  then  depending  on  the  manufacturers 
for  sorting  would  not  do  in  these  war  times,  so  they 
placed  heavier  than  usual  and  are  reaping  the 
benefit  of  their  prudence. 

Fall  Shipments. — Merchants  are  writing  now 
to  send  along  part  shipments  of  fall  orders  as  soon 
as  completed.  The  matter  of  delaying  shipments 
until  the  last  minute  is  not  tolerated  now.  Every- 
one seems  to  be  alive  to  the  fact  that  transportation 
is  a  serious  matter  and  as  soon  as  the  harvest  begins 
to  move  there  will  be  a  congestion  possibly  in  freight 
movements  that  may  hamper  their  shipments. 
So  they  not  only  ordered  heavily  and  early  but 
are  asking  to  have  their  shipments  sent-  as  soon  as 
any  portion  is  completed. 


AN  ATTRACTIVE  CATALOG 

The  Woburn  Machine  Co.,  of  Woburn,  Mass., 
have  issued  a  most  attractive  catalog  of  their 
various  machines.  It  is  in  "loose-leaf"  form  and 
about  8  by  10  inches.  It  is  handsomely  illustrated 
with  high-grade  half  tones  showing  various  machine 
parts  in  addition  to  their  complete  machines.  They 
also  issue  a  similar  catalog  in  Spanish,  as  they  do  an 
extensive  business  in  the  various  South  American 
countries. 
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Complete 


It's  one  made  completely  from  raw  material  to 
the  finished  article  by  one  organization. 

A  counter  made  from  fibre  scientifically  pro- 
duced especially  for  counters. 


id 


Why  is  a  Complete  Counter  Certain? 

It's  started  right  in  careful  selection  of  raw  material  ;  made 
right  by  producing  the  fibre  especially  for  counters. 

A  counter  kept  right  by  moulding  with  a  process  in  har- 
mony with  the  fibre.  To  do  this  you  must  know  your 
fibre. 

The  Complete  exclusive,      BENNETT  feature. 
Counter 


BENNETT  LIMITED 

Makers  of  Shoe  Supplies 
CHAMBLY  CANTON,  QUE. 

Sales  Office,  59  St.  Henry  Street,  Montreal,  Que. 
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Leather 
and  Shoe 
Trade  Jottings 

Doings  of  the  Trade — Leather  Mar- 
kets Firmer — Army  Shoe  Questions 
— Factories  All  Busy — Conditions  in 
the  States  a  Little  Better  Than  Here 

THE  leather  situation  is  far  from  improved, 
although  the  trade,  both  retailers  and  manu- 
facturers, are  seeing  a  little  farther  ahead 
than  they  have  for  some  time.  Already  there  have 
been  some  good  orders  placed  for  next  spring  from 
new  samples.  If  this  goes  on  it  will  help  the  manu- 
facturer considerably,  as  he  has  to  anticipate  his 
requirements  a  great  deal  farther  than  ever  before 
in  order  to  get  his  supplies. 

On  fall  business  many  manufacturers  have  had 
to  advise  their  customers  that  they  will  be  two  or 
three  months  behind  with  their  deliveries;  but  the 
wise  merchant  is  not  cancelling,  as  he  may  need  those 
shoes  badly  next  season,  or  even  next  year  from 
present  appearances. 

The  Kid  Situation. — Considering  the  difficulty 
of  getting  raw  skins  into  this  country  we  can  hope 
for  very  little  relief  from  our  Canadian  kid  tanners. 
They  are  doing  the  best  they  can.  The  American 
tanners  with  branches  here  are  also  experiencing 
much  difficulty  in  getting  stock  from  their  tanneries. 
Plans  are  being  worked  out,  we  understand,  whereby 
most  of  the  shipping  from  South  America  is  to  be 
utilized  for  food  for  the  allied  armies,  which  means 
there  will  probably  not  be  more  than  a  ship  or  two 
a  month  of  hides.  This  will  hamper  the  tanners 
of  all  leathers  seriously,  although  the  new  color 
regulations  may  help  conditions  a  little.  Prac- 
tically all  gray  kid  tanning  ceases  August  1st. 
After  that  date  the  only  colors  available  will  be 
black,  white  and  two  shades  of  brown. 

Sole  Leather. — The  sole  leather  market  is  being 
pretty  well  cleaned  up  .  of  any  high-grade  stock 
by  the  army  shoe  orders  coming  through  at  the 
present  time.  340,000  pairs  of  army  shoes  places 
quite  a  strain  on  tanners  and  manufacturers  alike. 
There  is  a  rumor  going  around  the  trade  that  some 
tanners'  outputs  had  been  commandeered  by  the 
Government.  This  is  not  true,  nor  was  it  necessary, 
as  the  Government  and  tanners  and  shoe  manu- 
facturers have  been  co-operating.  But  with  the 
severe  tax  on  the  supply  of  sole  leather  brought 
about,  and  with  these  large  contracts  to  be  filled 
in  so  short  a  time  has  naturally  stiffened  the  market 
considerably. 

With  the  Manufacturers. — One  cannot  help  but 
be  amazed  at  the  elasticity  and  the  adaptability 
of  the  Canadian  manufacturers.  He  has  new 
obstacles  to  overcome  almost  from  day  to  day. 


There  is  always  something  dropping  out  the  supply 
market  for  which  a  substitute  has  to  be  made. 
With  kid  becoming  more  scarce  and  calf  skin  more 
difficult  to  obtain  many  manufacturers  of  high- 
grade  shoes  in  the  United  States  (and  who  up  till 
the  present  time  would  never  consider  side  leather) 
are  already  making  samples  and  selling  shoes  made 
from  side  leather. 

Shipping. — Ordering  early  and  taking  delivery 
early  will  be  the  only  salvation  of  the  shoe  trade 
for  the  next  five  or  six  months.  This  applies  to 
retailers  and  manufacturers  alike.  A  hundred 
different  difficulties  at  present  are  delaying  ship- 
ments to  the  manufacturer.  He  has  to  order  early. 
These  delays  carry  on  to  the  retailer.  We  may 
only  expect  more  serious  trouble  in  this  direction 
when  the  harvest  starts  to  move.  Some  manu- 
facturers have  seen  this  coming  and  are  already 
shipping  partly  completed  orders  considerably  ahead 
of  time  to  get  ahead  of  the  railway  congestion  that 
is  bound  to  take  place  within  a  very  few  weeks. 

Retailers,  manufacturers  and  tanners  will  have 
to  co-operate  as  never  before  and  give  each  other 
a  chance.  Our  advice  is  for  retailers  to  accept 
every  part  shipment  that  comes  to  their  door. 

The  expected  schedule  of  prices  from  the  War- 
Fixing  Committee  of  the  United  States  will  likely 
be  available  within  a  week.  The  Harness  Leather 
Schedule  is  already  out.  The  board  has  been 
deliberating  on  the  lists  submitted  by  the  eleven 
groups  of  tanners. 

Complaints  are  current  that  the  prices  suggested 
are  too  high  and  contention  is  made  that  lowet 
prices  should  have  been  made  to  prevent  suspicion 
of  profiteering.  There,  are  however,  considerations 
hat  should  not  be  overlooked.  Contingencies 
have  arisen  even  since  the  deliberations  in  May, 
which  have  made  the  then  thought  high  prices 
seem  moderate  now.  Included  in  these  are  labot, 
an  almost  crisis  in  tanning  materials  and  the  em- 
bargo on  the  imports  of  hides  and  skins.  The 
latter  will  of  course  have  the  effect  of  curtailing  the 
production  of  leather,  and  the  shortage  of  army 
leather  is  beginning  to  be  noticed  and  the  govern- 
ment is  taking  action  to  speed  up  these  industries. 

A  wide  difference  is  said  to  exist  between  the 
findings  of  the  Federal  and  Trade  Commission  and 
the  maximum  prices  submitted  by  the  tanners. 
However,  the  Commission's  findings  may  be  set 
aside  if  it  is  along  former  lines,  for  they  were  proven 
impractical. 

It  is  beyond  all  reason  to  eliminate  profits  from 
business,  and  should  excessive  profits  exist  they  can 
be  overcome  by  proper  taxation.  It  is  felt  that 
while  the  present  United  States  revenue  law  is 
theoretically  correct  it  has  injustices  and  inequali- 
ties that  are  impractical.  The  new  act  may  follow 
more  closely  the  British  war  revenue  law. 

It  is  now  being  recognized  pretty  clearly  by 
those  outside  the  leather  industries  that  the  price 
of  leather  cannot  be  estimated  on  the  price  of  hides 
and  skins.  The  trade  in  Canada  awaits  anxiously 
the  report  of  the  United  States  Price  Fixing  Com- 
mittee. 
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Now  Ready  for  Your  Inspection 
A  Complete  New  Line  of  Shoes  for 

The  Little  People 

Your  Children's  Trade  is  just  as  important  as 
your  Adults'.  Children  will  soon  be  grown  up 
and  it  pays  to  please  them. 

Our  lines  have  just  that  real  touch  of  good  and 
stylish  shoemaking  that  tickles  the  little  people 
and  pleases  the  parents. 

Here  are  three  samples  that  sell  like  hot  cakes. 


Made  of  Black 
Box  Kip,  also 
colored  leathers. 
Stitchd  own. 
Either  Oak  Sole 
or  Fibre. 


New  Colonial  Im- 
proved Sandal  with 
anlde  strap.  De- 
signed by  Mr.  P. 
Braunstein  of  our 
firm.  Something 
entirely  new  to  the 
trade,  has  not  yet 
been  shown.  Mas 
Colonial  flap.  Oak 
or  fibre  soles. 


Plug  1  hroat  Ox- 
ford, made  in  all 
colors,  soles  of 
either  Oak  Leather 
or  Fibre. 


We  make  the  above  lines  in  Canvas  as  well  as  alb 
shades  of  Leather. 

These  shoes  are  made  without  lining  which  means 
economy.  They  are  well  made  and  sell  at  reasonable 
prices. 

Get  in  touch  with  us  RIGHT  NOW. 

Children's  Footwear  Limited 

1  and  3  St.  Alexander  Street  MONTREAL,  QUE, 
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TORONTO  SHOE  REPAIRERS'  BIG  HAMILTON 
OUTING 

On  Wednesday,  June  25th,  seven  auto  loads  of  the 
Toronto  Shoe  Repairers'  Association  members  motored  to 
Hamilton,  on  the  invitation  of  the  Hamilton  Association, 
to  play  a  game  of  baseball.  The  day  could  scarcely  have 
been  more  ideal.  The  start  was  made  about  one  o'clock, 
and  after  many  circuitous  windings  and  losings  of  ways 
the  party  reached  Hamilton  in  batches,  covering  a  period  of 
from  3  o'clock  to  6.30.  This  no  doubt  has  much  to  do 
with  the  unbalanced  score  of  the  ball  game,  for  three  of 
the  notables  on  the  diamond  were  among  the  last  to  arrive, 
which  was  after  the  game  was  all  over.  These  were  Charlie 
Wren,  noted  shortstop,  Charlie  Robertson,  lightning  twirler, 


One  of  the  Pleasures  of  that  Hamilton  Trip. 

and  Gordon  Robertson,  the  phenomenal  base  runner  and 
fly  /  catching  centre  fielder.  Had  these  three  arrived  in 
time  Arthur  Butterworth  says  the  Hamilton  fellows  could 
have  lived  on  goose  eggs  for  a  month.  Gordon  Robertson 
wants  to  know  who  punctured  that  off  front  tire  so  many 
times  going  out.  The  game  was  pulled  off  at  the  beach 
and  this  is  the  line-up: 


Hamilton 
J.  Pilling,  lb. 
H.  Nex,  s.s. 
J.  Jarvis,  2b. 
S.  Revell,  3b. 

E.  Williams,  l.f. 

F.  Wilman,  c.f. 
J.  Thornton,  r.f. 
J.  Ross,  c. 

C.  Nex,  p. 


Toronto 
A.  C.  Butterworth,  lb. 
Mr.  Grimshaw,  s.s. 
J.  W.  Hendry,  2b. 
L.  Lomas,  3b. 
A.  E.  Smallwood,  l.f. 
Mr.  Antila,  c.f. 
Mr.  Warner,  r.f. 
Mr.  Mantel,  c. 
J.  Ozaard,  p. 


The  fun  was  fast  and  furious  from  the  beginning.  J. 
W.  Hendry  demonstrates  that  he  can  captain  a  team  of 
baseball  fully  as  well  as  he  can  direct  a  motor  party.  When 
Brother  Antila  swipes  a  ball  he  swipes  it;  also  the  air, 
and  then  when  he  does  it  so  hard  his  feet  go  up  into  the  air. 
Wow,  there  was  something  doing. 

But  it  remained  for  Arthur  Smallwood  to  show  'em 


how  to  catch  flies.  In  fact,  the  medical  health  officer  is 
after  him  already  for  catch  "flies"  for  the  department. 

A.  C.  Butterworth  says  when  he  gets  as  big  as  dad 
no  Hamilton  base-runner  will  bunt  him  over.  Hendry 
says  the  same  thing. 

But  say,  some  of  the  boys  said  they  were  going  into  the 
fur  business  and  sell  some  of  the  "muffs"  that  were  made. 
And  the  jibes  of  those  "bleachers"  got  the  Toronto  fellows 
so  rattled  they  didn't  know  whether  they  were  playing  ball 
or  marbles. 

John  Ross,  the  president  of  the  Hamilton  association, 
.  demonstrated  his  ability  to  play  ball  as  well  as  a  clarionet 
in  a  brass  band.  Nothing  got  past  him.  How  could  it, 
and  he  so  tall? 

What  about  that  Hamilton  home  run?  The  Toronto 
fellows  want  to  know  the  meaning  of  the  word  "ringer." 
They  say  when  the  return  match  is  played  next  August  in 
Toronto  any  Hamilton  man  who  cannot  show  any  wax  on 
his  fingers  will  not  be  allowed  to  play. 

Charlie  Wren  says  if  he  had  been  playing  there  wouldn't 
one  foul  have  got  past  him.  What  Charlie  don't  know 
about  chickens  would  fill  a  book. 

The  score — oh  yes,  there  was  a  score,  but  it  was  lost 
in  the  excitement.  At  least  the  Toronto  boys  declare  a 
number  of  runs  were  lost  of  their  side  of  the  card.  The 
final  score  stood  11  to  3  in  favor  of  the  Hamilton  Association. 

In  the  evening  there  was  an  informal  meeting  in  the 
S.O.E.  Hall,  in  which  songs,  speeches,  recitations,  stories, 
etc.,  were  indulged.  Mr.  J.  Jarvis  of  the  Hamilton  Associa- 
tion, delighted  everybody  with  his  piano  playing.  Messrs. 
Butterworth,  Smallwood  and  others  of  the  Toronto  con- 
tingent sang,  and  Mr.  Wilman,  of  the  Hamilton  Association 
also  rendered  a  song.  Representatives  of  "Footwear"  and 
the  Shoe  and  Leather  Journal  spoke  briefly,  and  Mr. 
Phillips,  of  P.  Wallace  &  Son,  finders,  Toronto,  spoke,  and 
the  books  were  also  indebted  to  him  for  the  smokes,  which 
were  much  appreciated  by  the  boys. 

The  trip  home  began  a  little  after  10  o'clock  and  every 
one  reached  Toronto  without  mishap.  It  was  different 
going  out. 

|k  i  The  Hamilton  Association  accepted  the  Toronto  boys' 
invitation  to  come  over  and  play  that  return  game  in  August. 


REGULAR  MEETING  OF  THE  TORONTO  SHOE 
REPAIRERS'  ASSOCIATION 

The  regular  meeting  of  the  above  association  was  held 
on  Thursday  evening,  June  27th.  A  very  great  deal  of 
business  was  transacted  and  some  very  lively  discussions 
took  place.  The  meeting  was  exceptionally  well  attended, 
which  shows  the  great  interest  the  members  are  taking  in 
the  association.  The  main  subject  up  for  consideration 
was  the  picnic  to  be  held  on  July  17th  at  Niagara  Falls. 
It  will  be  from  Toronto  by  boat  to  Queenston  and  then  by 
electric  line  to  the  Falls.  The  Hamilton  and  St.  Catharines 
associations  were  invited  to  participate  in  this  excursion. 
Committees  were  appointed  for  the  programme  of  sports, 
for  which  there  will  be  liberal  prizes  offered.  It  was  also 
decided  that  no  participant  in  any  of  the  sports  could  win 
more  than  one  first  and  one  second  prize.  This  gives  all 
the  members  a  better  opportunity  of  taking  home  a  prize. 
A  communication  was  read  from  The  Breithaupt  Leather 
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The  old  way 


The  new  way 


A  man  should  not  do  the  work  a 
machine  will  do  for  him 


A  merchant,  with  all  his  troubles, 
should  never  do  the  work  that  a 
machine  does  better  and  quicker. 

Our  newest  model  National  Cash 
Register  makes  the  records  which  a 
merchant  needs  to  control  his  busi- 
ness. It  does  fifteen  necessary  things 
in  three  seconds. 

Without  the  register  a  man  cannot 
do  these  things  in  half  an  hour. 


can  do  them  just  by  pressing  the 
keys. 

Our  new  electric  machines  are  as 
much  better  than  old  machines  as 
an  up-to-date  harvester  is  ahead  of  a 
sickle  for  cutting  grain. 

The  latest  model  National  Cash 
Register  is  a  great  help  to  merchants 
and  clerks. 


With  the  register,  even  a  new  clerk      It  pays  for  itself  out  of  what  it  saves. 

Merchants  need  National  Cash  Registers  now  more  than  ever  before 


Fill  out  this 
coupon  and  mail 
to-day 


Dept.  C21,  The  National  Cash  Register  Company  of  Canada,  Limited, 

Toronto,  Ont. 

Please  give  full  particulars  about  the  up-to-date  N.CR.  System  for 
my  kind  of  business. 


Name 


Business 


Address 
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Co.,  Limited,  in  which  they  stated  that  they  would  like  to 
donate  a  prize  for  a  competition  in  the  sports  and  would 
send  a  representative  to  the  picnic.  There  was  also  a 
communication  from  The  C.  S.  Hyman  Company  in  which 
they  enclosed  a  donation  for  use  at  the  picnic. 

A  letter  was  received  from  Mrs.  J.  S.  Poulton,  at  13 
Boston  avenue,  Toronto,  in  which  she  conveyed  to  the 
members  of  the  association  the  appreciation  of  herself  and 
family  for  the  expression  of  sympathy  at  the  death  of  her 
husband,  Mr.  J.  S.  Poulton,  who  was  a  member  of  the  associa- 
tion. Mr.  Poulton  died  on  May  20th,  but  unfortunately 
the  association  was  not  made  aware  of  the  fact  until  after 
his  burial,  so  they  were  not  represented  at  the  funeral. 

A  very  hearty  vote  of  thanks  was  given  to  Mr.  J.  W. 
Hendry  for  the  very  energetic  way  in  which  he  carried  out 
the  programme  of  the  trip  to  Hamilton  on  Wednesday 
afternoon,  June  26th.  All  the  members  present  were  pro- 
vided with  tickets  and  were  made  a  committee  to  sell  these 
for  the  excursion  to  Niagara  Falls.  A  special  meeting  will 
be  held  on  Thursday  evening,  July  4th,  in  Mr.  Butterworth's 
store  on  Yonge  street.  This  meeting  is  to  make  final  arrange- 
ments for  the  picnic  to  be  held  the  following  Wednesday. 


In  Vancouver  the  repair  men  are  finding  business  nor- 
mal. Several  have  had  to  work  overtime,  the  dry  weather 
and  the  great  use  of  rubber  footwear  is  having  its  effects 
upon  their  ordinary  trade.  Many  families,  too,  are  moving 
to  the  watering  places  outside  the  city  to  go  camping. 

What  was  one  of  the  most  despicable  acts  that  could 
possibly  be  conceived  was  operated  upon  Mr.  Bilicoff,  a 
shoe  repairer  of  4th  Ave.,  Vancouver,  last  week,  and  it  is 
more  to  be  regretted  that  it  was  committed  by  a  soldier 
in  uniform. 

The  soldier  entered  the  store  to  purchase  a  pair  of 
laces  and  tendered  35  cents  for  them  so  as  to  obtain  change, 
which  devulged  where  the  cash  was  kept.  He  then  pleaded 
for  a  glass  of  water,  for  which  Mr.  Bilicoff  went  to  the  rear 
of  his  store,  and  while  behind  the  screen  about  $35.00  and 
a  tax  receipt  were  abstracted  from  the  till.  The  theft 
was  not  noticed  until  some  time  after,  when  the  police  were 
informed,  but  up  to  the  present  no  capture  has  been  made. 

President  Hayward  and  Vice-President  J.  W.  Hendry, 
of  the  Toronto  Shoe  Repairers'  Association,  took  a  motor 
trip  to  Rochester  on  Sunday,  June  30th.  J.  W.  knows  how 
to  get  good  out  of  that  gas  jitney  of  his. 

Mr.  Leon  Chevalier,  shoe  repairer  of  Quebec  City, 
has  recently  installed  a  complete  U.S.M.C.  outfit  with  a 
Goodyear  stitcher. 

V.  Huot  &  Co.,  of  Levis,  Que.,  have  made  a  similar 
installation  as  Mr.  Chevalier. 

Mr.  Jos.  Laflamme,  of  Levis,  Quebec,  has  put  in  a 
repairing  outfit  supplied  by  Dupere  &  Garant,  Quebec  City. 


DEPUTATION  OF  CANADIAN  TANNERS 

The  Canadian  tanners  were  invited  to  send  a  deputation 
to  Washington  to  confer  with  the  British,  Canadian  and 
United  States  representatives  regarding  hides,  tanning  ma- 
terials, etc.  The  deputation  was  composed  of  Mr.  F.  M. 
Beardmore;  Mr.  W.  A.  Moore,  of  Beardmore  &  Company, 
Toronto;  Mr.  L.  J.  Breithaupt,  of  The  Breithaupt  Leather 
Co.,  Limited,  Kitchener;  Mr.  W.  B.  Jarvis.  of  The  C.  S. 
Hyman  Co.,  Limited,  London;  Hon.  E.  J.  Davis,  of  The 
Davis  Leather  Co.,  Newmarket;  Mr.  Geo.  Lang,  of  The  Lang 
Tanning  Co.,  Kitchener,  who  is  chairman  of  the  tanning 
section  of  the  Canadian  Manufacturers'  Association  and 
Mr.  Thaxter  Shaw,  of  the  Anglo-Canadian  Leather  Co., 
Montreal. 

The  entire  question  of  Canadian  tanners  obtaining  raw 
hides  and  tanning  materials  was  thoroughly  canvassed  with 
the  representatives  there.  It  is  now  reported  that  arrange- 
ments are  being  perfected  at  Washington  to  take  care  of  the 


needs  of  the  Canadian  tanners  both  for  hides  and  tanning 
materials,  so  that  tanners  in  Canada  engaged  in  Canadian 
government  work  will  be  provided  with  direct  shipments 
of  these  commodities,  but  nothing  definite  is  yet  noted  beyond 
the  fact  that  the  above  contingencies  will  be  provided  for. 


PUSHING  WHITE  SHOE  SALES 

(Continued  from  page  28) 

ball  and  hoop  and  a  tennis  racket  and  ball.  In  using  natural 
grass  or  sod  one  must  be  careful  not  to  place  shoes  or  other 
things  on  it  that  may  be  soiled  by  the  moisture.  If  arti- 
ficial grass  mats  are  used  this  danger  will  be  obviated.  The 
regular  display  stands  were  used  in  the  window  and  a 
splendid  effect  was  obtained. 

*„_,_.  .  

An  Interesting  Letter  in  Reply  to  Our 
White  Shoe  Query,  and  This  is  From  a 
Town  of  Only  3,000  and  Off  the  Regular 
Line  of  Big  Trade 

YOURS  of  recent  date  to  hand  re  white 
shoes  this  season.  I  might  say  we 
have  found  the  weather  a  little 
backward,  but  in  spite  of  all,  it  has  been 
amazing  the  white  shoes  that  have  been 
sold  so  far,  and  with  warmer  weather  this 
will  be  the  best  white  season  we  have  ever 
experienced  in  the  shoe  business.  We 
always  go  after  the  white  shoe  game  early 
in  May,  and  do  not  put  in  only  one  white 
window  but  two  white  windows  at  same 
time,  this,  with  a  couple  of  good  snappy 
white  shoe  ads.,  brings  immediate  results. 
It  leaves  an  impression  on  the  passerby 
that  this  store  carries  an  enormous  stock 
of  white  shoes  and  whenever  a  pair  of 
white  shoes  are  wanted,  naturally  this  is 
the  store.  In  fact  we  have  sold  dozens 
of  pairs  to  out-of-town  customers  that 
have  probably  motored  through  town  at 
some  time  noticing  our  display  in  windows, 
have  come  here  to  buy  and  have  been 
impressed  with  our  way  of  doing  business. 
Not  only  have  we  sold  white  shoes  more 
freely,  but  many  of  these  out-of-town  cus- 
tomers have  bought  leather  shoes  in  browns, 
greys  and  blacks,  and  our  business  now 
on  a  Saturday  night  shows  that  about 
20  to  25  per  cent,  of  sales  are  out-of-town 
customers.  We  very  seldom  sort  up  sizes 
in  white  shoes,  but  buy  a  complete  range  of 
lines  and  sizes  early  and  go  at  them  hard 
and  very  seldom  carry  over  more  than  a 
dozen  pairs. 

Pumps  are  not  selling  as  freely  as  last 
season.  The  high  tops  in  lace  shoes  are 
the  wanted  styles.  Customers  feel  they 
can  wear  them  earlier  in  the  spring  and 
later  in  the  fall,  and  in  that  way  will  buy 
white  shoes  at  any  time,  although  weather 
conditions  may  not  be  just  favorable. 

The  outlook  for  white  shoes  for  the 
balance  of  the  season  is  good,  as  there  are 
still  three  months  of  summer  weather,  and 
taking  price  and  style  into  consideration, 
white  shoes  will  be  in  good  demand  later 
this  season  than  ever. 

j,  ..  u  { 
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TIP-LOK  Lace  Tipping  Machine 


A  practical  shoe  lace  tipping  machine  that 
does  perfect  work.  Firmly  attaches  a  neat, 
metal  tip  to  a  lace.  Simple  to  operate. 
Nothing  to  get  out  of  order. 


Invaluable  for  replac- 
ing tips  that  come  off 
and  for  making  laces  a 
desired  length  from 
braid  or  longer  laces. 

Each.  TIP-LOK  ma- 
chine packed  in  separ- 
ate box,  with  direc- 
tions for  using. 

Tips  for  TIP-LOK 
machine  can  be  had  in 
black,  brown  and 
white,  put  up  in  car- 
tons of  500  tips. 


How  Is 

Your  Stock  of 
White  Shoe  Dressing? 

Packard's 
White  "0" 

is  in  great  demand. 

Order  early — lots  of  white  shoes  will  be 
worn — -Don't  lose  that  sale. 


Canadian 
Distributors: — 


L.  H.  Packard  &  Co.,  L  imited 


Montreal 


WOOD-MILNE  RUBBER  HEELS 

STATIONARY  SHAPES 


FIXA 


WOOD-MILNE,  LIMITED   -   PRESTON,  LONDON  and  PARIS 

Wholesale  Canadian  Agents,  James  Dunn  &  Co.,  Finsbury  St.,  London,  E.C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 
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MEETING  OF  THE  MONTREAL  SHOE  RETAILERS 

A  meeting  of  the  shoe  retailers'  section  of  the  Retail 
Merchants'  Association  was  held  Thursday  evening,  June 
27th,  in  their  hall  on  St.  Denis  street.  Mr.  C.  R.  LaSalle 
presided,  and  the  meeting  was  conducted  entirely  in  French. 
Mr.  Leon  Trepanier  addressed  the  meeting.  His  address 
related  to  the  history  of  boots  and  shoes  from  the  most 
ancient  times,  and  he  cited  instances  of  boots  and  shoes  worn 
in  Athens,  France,  Rome,  and  England,  and  pointed  out 
the  evolution  of  footwear  and  the  great  changes  which  had 
taken  place  in  modern  times,  although  in  some  respects 
boots  and  shoes  to-day  are  similar  to  those  worn  before 
the  Christian  era.  He  pointed  out  that  many  eminent 
men  had  been  shoemakeis,  instancing  Fox,  the  founder  of 
the  Quaker  set  in  England,  Robert  Sherman  in  the  United 
States,  John  Baptiste  Rousseau,  the  French  philosophei, 
Gibbard,  the  editor  of  the  London  Quarterly  Review;  Liwne, 
the  great  botanist  of  France,  Pope  Urbain  the  fourth,  whc 
lived  in  the  16th  century,  while  he  also  noted  that  in  France 
St.  Crispin  was  the  patron  saint  of  the  shoemakers,  and  whose 
feast  day  was  the  25th  of  October.  The  final  portion  of  his 
address  was  a  plea  for  the  French  and  English  Canadians 
to  get  together,  as  they  could  learn  from  one  another,  and 
it  was  only  in  this  way  they  could  get  a  united  nation  and 
secure  the  greatest  possible  industrial  success.  He  also 
asked  the  retailers  to  sink  all  differences  and  co-operate 
with  each  other,  and  thus  secure  the  confidence  of  the  public. 

Discussion  followed  on  various  topics,  amongst  which 
was  a  suggestion  that  the  shoe  retailers  should  close  at  seven 
o'clock  on  Tuesdays,  Wednesdays  and  Fridays  during  July 
and  August.    Measures  are  to  be  taken  to  this  end. 

They  also  discussed  the  question  of  jobbers  and  whole- 
salers selling  retail  to  the  consumer,  and  it  was  decided  to 
make  representations  to  the  manufacturers  and  merchants 
not  to  allow  this  practice,  which  was  against  the  interest 
of  the  retailer. 

Another  subject  discussed  was  related  to  terms  for 
rubbers  and  running  shoes,  it  being  held  that  the  manu- 
facturers and  jobbers  should  give  the  retailers  better  terms. 

The  subject  of  organization  was  also  discussed,  and 
Mr.  L.  M.  Cornellier  spoke  at  length  on  the  advantage  of 
unity  and  co-operation  amongst  the  retail  merchants,  this 
being  the  only  way  in  which  they  could  secure  the  benefits 
of  their  business. 


SHOE  MANUFACTURERS  MEET 

The  committee  appointed  at  the  recent  meeting  in 
Toronto  of  the  shoe  manufacturers  to  ascertain  the  feeling 
of  trade  regarding  the  present  conditions  of  the  shoe  industry, 
felt  that  the  calling  of  a  larger  and  more  representative 
meeting  would  be  advisable.  Accordingly  a  meeting  was 
held  on  Friday,  June  28th,  at  Kitchener,  at  which  about 
thirty  of  the  leading  Ontario  shoe  manufacturers  were  repre- 
sented. In  the  absence  of  the  regular  secretary,  Mr.  Det- 
weiler,  of  The  Hydro  City  Shoe  Manufacturers,  Kitchener, 
was  appointed  secretary  pro  tern.  The  main  object  of  this 
meeting  was  to  discover  means  whereby  assistance  could 
be  given  the  government  in  the  event  it  decided  to  put  into 
effect  any  orders  or  restrictions  concerning  the  manufacture 
of  shoes,  similar  to  those  recently  made  in  the  United  States. 
As  there  is  some  dissatisfaction  felt  on  the  other  side  in 
some  circles,  in  the  restrictions  imposed  it  was  thought 
advisable  to  avoid  this  if  possible  in  this  country. 

While  it  was  pointed  out  that  it  is  difficult  to  inaugurate 
changes  that  will  please  everyone,  it  was  felt  that  the  govern- 
ment should  appoint  from  men  of  practical  experience, 
whoever  may  have  the  drafting  of  any  restricting  regulations. 
If  not,  it  should  arrange  an  advisory  board  from  experienced 
men  with  whom  the  committee  could  consult.    By  this 


means  mistakes  could  be  avoided  and  the  manufacturers 
could  render  better  service  and  backing  to  the  government 
in  its  undertakings  of  conservation  methods  than  if  im- 
practical methods  were  adopted.  It  is  a  fact  that  the 
manufacturers  are  a  unit  in  the  support  of  the  government 
in  any  feasible  action  taken  to  help  in  its  win-the-war 
program. 

The  same  committee  that  was  appointed  at  the  recent 
meeting  in  Toronto  will  continue  their  services.  Among 
the  representatives  present  were  Messrs.  Brandon,  Brandon 
Shoe  Co.,  Brantford;  Donovan,  Wright  Shoe,  St.  Thomas; 
Scott,  Getty  &  Scott,  Gait;  Walker,  Walker-Parker,  Toronto; 
Minister,  Minister- Myles,  Toronto;  Dunbar,  Scott  Chamber- 
lain, London;  Valentine,  Waterloo;  Greb,  Woelfle,  Ahrens. 
Inrig,  Ambrust,  Gourlay,  Detweiler,  all  of  Kitchener; 
Parker.  Parker  Shoe  Co.,  Preston;  Hurlbut,  Preston;  Mc- 
Farlane,  Williams  Shoe  Co.,  Brampton,  and  others. 


SHOE  STORE  ROBBERY 

Warriner's  Shoe  Store  at  1243  Bloor  street  west,  Toronto, 
was  visited  by  semi-professional  burglars  some  time  between 
12.30  and  9.30  Sunday  morning  on  June  9th.  Fortunately 
Mr.  Warriner  had  taken  all  the  cash  from  the  cash  register, 
but  after  doing  so  he  had  deposited  a  late  sale  of  a  dollar  and 
a  half,  which  he  left  in  the  till.  The  robbers  took  the  register 
bodily  but  left  it  down  the  lane  a  little  way  from  the  store. 
They  also  took  the  dollar  and  a  half  as  well  as  fourteen  pairs 
of  shoes.  These,  of  course,  were  not  left  in  the  lane  with  the 
cash  register. 


"Something  About  Advertising"  will  appear  in  next 
issue  of  this  Journal. 


OUTLASTS  THE  SHOE 


TRIED  AND  PROVEN 

These  counters  have  behind  them  the  experience  and 
reputation  of  nearly  HALF  A  CENTURY.  We 
stand  behind  our  guarantee  that 
they  will  outwear  the  shoe. 

FIBRE  COUNTERS 

That  can  be  counted  on  to  stand  up 
to  the  severest  tests. 

Representatives : — 
For  Ontario,  E.  R.  Lewis,  45  Front  St.  East,  Toronto. 
For  Quebec  City,  Richard  Frere,  St.  Valier  St.,  Que. 

DUCLOS  &  PAYAN 

ESTABLISHED  1873 
Tannery  and  Factory  Sales  Office  and  Warehouse 

ST.  HYACINTHE  MONTREAL 
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We  are  right  here  in  Canada  making  Cements  for  every 
purpose  for  which  a  shoe  manufacturer 
can  use  cement. 


i 


Quality  of  Cements 
Service  to  Our  Customers 


j        IS  WHAT  WE  OFFER  YOU.  j 

\    ^ 

Boston  Blacking  Company 

152  McGill  Street,  MONTREAL,  CAN. 


Good  Staple  Shoes 

Value  produces  Sales  Volume. 

For  better  business  in  Staple  Lines  and  for  serving 
your  trade  with  satisfactory  well-fitting,  well-wearing 
footwear,  you  can  put  full  confidence  in 

THE  PETERBORO  SHOE 

The  quality  of  these  shoes  will  uphold  your  best 
recommendation.  Their  appearance  and  price  will 
stimulate  sales. 

MEN'S,    BOYS'    YOUTHS'    and    LITTLE  GENTS, 

B.  F.  ACKERMAN,  SON  &  CO. 

Limited 

PETERBORO,  ONT.  REGINA,  SASK. 
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Mr.  Andrew  Hutchins,  Westboro,  Ont.,  recently  suffered 
a  loss  through  fire  in  his  shoe  store. 

Among  recent  concerns  registered  in  Toronto  are  The 
Manufacturers'  Shoe  Co.,  and  the  Adanac  Shoe  Co. 

Mr.  W.  G.  Hounsell,  shoe  merchant  of  Wilkie,  Sask., 
is  reported  to  be  selling  out. 

Have  you  got  in  70  per  cent,  of  your  coal  supply?  If 
you  have  it  in  now  it  will  help  mightily  next  winter,  when 
it  will  be  hard  to  deliver  the  black  goods.    Get  it  in! 

H.  W.  Filkin,  who  for  the  past  five  years  has  been  in 
charge  of  one  of  the  departments  in  the  T.  Sisman  Co.'s 
factory  at  Aurora,  has  severed  his  connection  with  that 
company  and  joined  the  B.  F.  Ackerman  &  Son's  Co.  forces 
in  Peterboro. 

C.  D.  Mitchner,  of  Saskatoon,  has  been  appointed  a 
member  of  the  Red  Cross  committee  to  canvass  the  shoe 
dealers  of  that  city. 

Mr.  C.  S.  Sutherland,  of  Amherst  Boot  &  Shoe  Com- 
pany, spent  a  little  time  in  Montreal  recently  on  his  way 
west.    He  will  go  through  to  Regina  before  he  returns. 

Mr.  F.  J.  Weston,  of  F.  J.  Weston  &  Sons,  wholesale 
shoe  dealers  of  Toronto,  was  a  business  visitor  to  Montreal 
and  Quebec  recently. 

Mr.  Montgomery,  of  the  Merchants  Consolidated, 
Limited,  Winnipeg,  Man.,  was  on  a  business  trip  east 
recently  visiting  Montreal,  Quebec  and  other  trade  centres. 

Mr.  Fred  Jenner,  buyer  for  Goodwins,  Limited,  had 
to  report  for  service  on  June  27th  with  the  Engineers. 

Mr.  Nap  Tetrault  does  not  confine  himself  to  the  rail- 
ways when  he  wants  to  take  a  trip.  He  recently  motored 
from  Montreal  to  Toronto,  then  Buffalo,  New  York,  Boston 
and  other  points  in  the  eastern  states,  returning  to  Montreal. 
The  entire  trip  was  made  by  motor. 

Mr.  Howard  Cobb,  of  John  McEntyre,  Limited,  Mon- 
treal, recently  sustained  the  loss  of  his  father.  He  left 
with  the  body  on  Sunday  evening,  June  23rd,  for  Boston, 
where  interment  will  be  made. 

Mr.  Sheehey,  superintendent  of  The  John  Ritchie 
Company,  was  in  Montreal  recently  on  business. 

Mr.  and  Mrs.  R.  L.  Stiles  and  family,  accompanied 
by  Mr.  A.  D.  Perry,  of  John  R.  Evans  Leather  Co.,  Mon- 
treal, spent  the  week-end  and  Dominion  Day  at  Chateau 
Frontenac,  Que. 

Mr.  E.  P.  Mularky,  of  The  Wm.  A.  Marsh  Company, 
Quebec,  and  The  Jas.  Muir  Company,  Montreal,  starts 
with  Daoust,  Lalonde  &  Co.,  Montreal,  as  superintendent, 
of  their  fine  shoe  department. 

Mr.  John  McEntyre  was  a  business  visitor  to  Quebec 
recently. 

Messrs.  Emil  Corbeil,  Cote  and  Lepinay  and  Mr.  Lane, 
of  Ames-Holden-McCready,  Limited,  were  at  the  Chateau 
Laurier,  Ottawa,  last  week  interviewing  the  Government 
concerning  the  army  shoe  proposition. 

Mr.  J.  D.  McArthur,  shoe  merchant  of  Guelph,  Mr. 
M.  B.  Young  of  Toronto  and  Mr.  J.  S.  Lovell  took  a  motor 
trip  around  Lake  Ontario  recently  extending  over  a  period 
of  eleven  or  twelve  days.  They  went  to  Buffalo,  Potsdam, 
Rochester  and  other  cities  along  the  lake  shore,  finally  reach- 
ing Montreal  and  then  home  on  the  Ontario  side. 

Mr.  Frank  W.  Burrill,  representing  Regina  Shoe  Co. 
and  The  Little  Star  Shoe  Co.,  of  Montreal,  is  showing  samples 
at  the  Queen's  Hotel,  Toronto. 


Mr.  W.  A.  Moore,  of  the  Beardmore  Co.,  Toronto,  left 
for  Boston  and  other  eastern  trade  centres  on  Saturday 
night,  June  30th. 


CONDENSED  ADVERTISEMENTS 

Two  cents  a  word.     Minimum  charge  for  an  advertisement  50  cents. 
Cash  must  accompany  all  orders. 


WANTED — A  position  on  the  road;  have  had  charge  of 
shoe  factories  for  twenty  years,  both  in  United  States 
an  d  Canada.  Have  made  short  trips  to  the  trade. 
H  ave  best  of  references.  Box  62,  Shoe  and  Leather 
Journal. 

SUPERINTENDENT  OPEN  FOR  POSITION— Prac- 
tical shoemaker.  Knows  the  business  from  A  to  Z. 
Twenty  years'  experience.  Can  overcome  the  shortage 
of  help  problem  and  keep  up  production  where  others 
fail.  Any  manufacturer  needing  a  real  superintendent 
will  make  no  mistake  by  getting  in  touch  with  me. 
Box  27,  Shoe  and  Leather  Journal. 

FOR  SALE— 1  75h.p.  Wheelock  Engine.  A  quantity 
of  shoe  machinery,  shafting,  hangers,  wood  pulleys, 
etc.    Apply  to  Underhills,  Ltd.,  Barrie,  Ont. 

MANUFACTURERS'  AGENT  —  Experienced  shoeman 
with  warehouse  at  Saskatoon,  handling  the  business 
for  Northern  Saskatchewan  for  an  old-established  bag- 
gage firm,  desires  to  get  in  touch  with  manufacturer  of 
footwear  or  reliable  house  contemplating  change  or 
opening  up  new  territory  for  business.  Apply  Box  667, 
Saskatoon,  Sask. 

FOR  SALE — Shoe  Factory,  going  concern.  Good  location. 
Fine  building.  All  modern  conveniences,  natural  gas 
and  hydro.  Good  shipping  facilities,  both  steam  and 
electric.  Apply  C.  Parsons  &  Son,  Limited,  Toronto, 
Ont. 

WANTED — An  experienced  Sales  Manager,  capable  of 
getting  up  styles  and  working  with  factory  superintend- 
ent to  take  full  charge  of  selling  organization  to  the 
jobber  and  large  trade  only;  for  the  right  man  a  sub- 
stantial interest  in  the  business  will  be  given.  Must 
have  experience  in  selling  women's  and  children's  shoes. 
Apply  Box  550,  Shoe  and  Leather  Journal. 

SHOE  MAN  WITH  FIFTEEN  YEARS'  EXPERIENCE, 
in  retail  trade  desires  a  road  proposition  for  spring 
placing.  Saskatchewan  or  Alberta  preferred.  Apply 
Box  55,  Shoe  and  Leather  Journal,  1229  Queen 
street  west,  Toronto. 

ADVERTISING  MAN,  EXPERIENCED  IN  SHOE 
findings  and  harness,  is  looking  for  an  opportunity  to 
prove  he  has  the  ability  to  originate  ideas  that  build 
business,  plan  campaigns,  and  make  things  go  with  a 
jump!  Proof  of  my  capabilities  and  photo  sent  on 
request  to  any  jobber  or  manufacturer  who  is  looking 
for  a  real  live  wire.  Married,  draft  exempt.  Salary 
required,  82,000.    Box  65,  Shoe  and  Leather  Journal. 
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Yamaska  Brand  Shoes 

Represent  the  Highest  Standard 
in  Staple  Footwear  Manufacture 

When  the  quality  of  a  line  is  so  uniform  and  so 
well  understood  that  the  goods  achieve  a  record 
held  by  COTE  SHOES,  there  are  certainly  mer- 
chandising possibilities  connected  with  it  un- 
beaten by  other  known  values. 

It  is  an  assurance  that  these  shoes  will  find  ready 
sale  with  the  majority  of  your  customers — those 
exercising  sound  judgment  in  Value  and  good 
taste  in  Style. 

Order  from  your  Jobber.    Stock  the 
full  line  for 

Men,  Women,  Youths,  Boys,  Misses 
and  Children. 

La  Compagnie  J.  A.  &  M.  Cote 

ST.  HYACINTHE,  QUE. 


Shoe  and  Glove  Leathers 


GLOVE  HORSE 

Creemore 
Boulevard 
Smoked 
Alaska 
Pearl  Grey 


It 
f 


SIDE,  NECK  & 
HORSE  SPLITS 

Creemore 

Boulevard 

Black 

Alaska 

Smoked 


PFISTER 

85=87  South  St. 


Sz    VOCE  L 

Boston,  Mass. 
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BUTTS 

Waterproof 
Gun  Metal 
Dull  or  Glazed 
Also  Butts  in  Colors 


SURFACE  KID  means  ECONOMY  and  SATISFACTION  in 
production  because  it  has  a  close  grain  which  finishes  with  a 
glove-like    appearance    and    makes    a    stylish-looking  shoe. 

Can  be  bought  cheaper  than  real  kid. 

IN  BLACK  AND  COLORS 


GLAZED  KID 
SHEEPSKIN 
CABRETTAS 


Quebec  Office:  491  ST.  VALIER  ST. 


LUCIE  IN  BORNE 


Montreal  Office:  225  LEMOINE  ST. 


Mr.  Ed.  R.  Lewis  and  wife  have  j  ust  returned  from 
Boston,  Philadelphia,  New  York  and  other  cities  in  the 
eastern  states  where  Mr.  Lewis  has  been  coupling  a  business 
trip  with  a  little  pleasure. 

Mr.  M.  L.  Sturgis,  of  the  United  Last  Company,  Mon- 
treal, recently  took  a  business  trip  through  Western  Ontario. 

Mr.  Wallace  Waller,  manager  of  the  shoe  department 
of  The  Robt.  Simpson  Co.,  Limited,  Toronto,  has  just  re- 
turned from  a  business  trip  to  New  York  and  Boston  recently. 

Robt.  Bennett,  of  the  Ed.  R.  Lewis  Co.,  Toronto,  has 
been  doing  the  western  part  of  Ontario  recently  in  con- 
nection with  his  firm. 

Mr.  F.  A.  Kiteley,  representing  Daoust,  Lalonde  &  Co., 
of  Montreal,  has  just  returned  from  an  extended  trip  west. 
He  reports  that  business  was  exceptionally  good  with  him 
on  this  trip. 

Mr.  and  Mrs.  S.  T.  Duclos,  of  St.  Hyacinthe,  Que., 
have  been  taking  a  trip  through  Western  Canada  and  the 
western  states. 

Mr.  Galibert,  of  C.  Galibert  &  Son  Co.,  Montreal, 
leather  dealers,  was  in  Toronto  recently  on  business. 

A.  W.  Gardner  was  in  St.  John,  N.B.,  recently,  repre- 
senting the  firm  of  L.  H.  Packard  &  Company,  of  Montreal. 
He  left  to-day  for  Nova  Scotia. 

George  Gray,  of  the  firm  of  Gray  Bros.,  St.  John,  N.B., 
is  convalecing  after  a  serious  illness.  He  is  able  to  be  about 
the  store  again  for  a  short  time  daily. 

Ex-Commissioner  J.  V.  Russell,  who  has  been  seriously 
ill  in  the  St.  John,  N.B.,  Infirmary,  is  a  little  better  and 
hopes  are  held  for  his  recovery. 

Harold  W.  Rising,  of  the  firm  of  Waterbury  &  Rising, 
Limited,  St.  John,  N.B.,  has  returned  home  from  a  busi- 
ness trip  to  Prince  Edward  Island.  He  reports  business 
conditions  good  despite  the  war. 

The  Annual  Dollar  Day  was  held  all  over  the  city 
recently  and  was  the  means  of  bringing  great  crowds  of 
shoppers  into  the  city.  The  boot  stores  had  many  lines 
to  clear  at  sacrificing  prices,  which  found  many  ready  buyers. 
Dollar  Day  has  now  become  an  established  institution  in 
Vancouver. 

In  a  recent  issue  of  this  journal  we  referred  to  Mr.  J. 
Carey  as  owner  of  a  shoe  bu.<  iness  in  Chatham  and  Toronto. 
Mr.  A.  C.  Carey,  son  of  Mr.  J.  Carey,  informs  us  that  the 
Chatham  bvsiness  is  now  the  Carey,  Lawson  Shoe  Co., 


of  which  he  and  Mr.  Lawson  are  interested,  and  the  Carey 
Shoe  Co.,  of  Edmonton,  Alta.  is  owned  entirely  by  Mr. 
A.  C.  Carey.  Mr.  J.  Carey  owns  the  Toronto  store  on 
King  Street. 

The  retail  shoe  dealers  are  finding  business  well  above 
previous  years,  which  is  no  doubt  accounted  for  by  the  pay 
rolls  at  the  many  ship  yards  now  located  here. 

Children's  Footwear,  Limited,  have  moved  from  516  St. 
Lawrence  Boulevard  to  larger  and  better  equipped  premises 
at  No.  1  and  3  St.  Alexander  Street,  Montreal.  In  their 
new  factory  they  have  fkor  space  of  4,000  square  feet,  and 
are  now  in  full  operation.  They  make  a  complete  line  of 
footwear  for  the  young  people.  Their  salesmen  are  now 
out  showing  samples. 

A  by-law  has  been  passed  in  the  city  of  Stratford,  Ont., 
to  close  shoe  stores  at  7  p.m.  A  counter  petition  livened 
things  up  a  little  in  council,  but  the  original  petition  carried. 
It's  a  good  thing.    Why  not  more  towns  in  on  this? 

St.  Catharines  has  passed  a  by-law  closing  shoe  and 
other  stores  between  the  hours  of  7  p.m.  and  5  a.m.  every 
day  in  the  week,  except  Saturdays  and  days  before  holidays 
and  five  days  before  Christmas.    Who  will  be  next? 

Early  on  the  morning  of  June  21  burglars  forced  an 
entry  to  the  premises  of  the  Walk- Over  Shoe  store  at  505 
St.  Catherine  street  west,  Montreal,  and  got  away  with  boots 
and  shoes  valued  at  over  $400.  Constable  Trudeau,  upon 
trying  the  door  at  4.30,  discovered  that  the  store  had  been 
entered  and  that  the  interior  had  been  ransacked.  On 
investigation  it  was  found  that  two  panes  of  glass  had  been- 
removed.  Two  cases  of  shoes  were  stolen,  and  it  is  thought 
that  the  marauders  drove  up  to  the  store  in  a  wagon  and 
removed  the  goods  through  the  windows. 

The  83  girls  in  the  shoe  department  of  the  Gutta  Percha 
Rubber  Co.  entertained  108  patients  from  the  Davisville 
Military  Hospital  at  Centre  Island.  Tea  was  served  in  the 
.pavilion,  which  was  artistically  decorated  with  flags.  Many 
unique  events  were  included  in  the  games,  for  which  useful 
prizes  were  given.  A  baseball  game  was  played  by  a  team 
of  crippled  men  against  nine  young  women,  and  was  won 
by  the  men,  the  trophy  being  a  box  of  cigars.  The  soldiers 
were  all  provided  with  smoking  material  and  other  treats, 
and  voted  the  outing  one  of  the  best  they  have  had.  The 
girls  had  subscribed  $150  for  the  picnic,  and  a  balance  of 
$21  is  a  nucleus  for  another  treat  later  on. 


An  all 
"Canadian' 
Company 
At 

Your 
Service 


Mr.  Merchant,  are  you  on  the  Safe  Side  oi  your  Banker  and  Wholesaler  ? 
Why  not  Reduce  Your  Stock  for  Cash,  and  Play  Safe  ? 

THE  BUSINESS  SALES  SYSTEM 

SUCCESSFUL  RETAIL  SALES  MANAGERS 

285  Salem  Ave.,  Toronto  Telephone  Junction  5668 


Write  for 
"Personal 
Interview" 
It's 
The 
Best 
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Landis  Outfits  are  Money  Makers 

Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the 
prices  are  reasonable  and  the  terms  easy. 


We  have  many  models  of  Stitchers  and  Finishers, 
complete  Catalogue  with  price  and  terms. 


Write  for 


Landis  Machine  Co. 


Landis  No.  12  Shoe  Stitcher 
Sold  Outright.    No  Royalty 


Landis  No.  12-25  Outfit.    Landis  No.  12  Shoe  Stitcher 
coupled  to  Landis  Model  25  Finisher 


The  New  Woburn  Superior  Leather  Gauge 

Two  Gauges  in  one,  measuring  in  both  tenths  of  Millimeters  and  one-half  Ounces 

Every  inspector  of  leather  should 
have  one  of  these  gauges  as  they 
are  considered  to  be  the  most  ac- 
curate ever  placed  on  the  market 
in  this  or  any  other  country.  The 
Ordnance  Department  of  the  U.  S. 
Army  regard  them  so  highly  that 
they  have  purchased  one  hundred  and 
fifteen  (115)  and  the  Quartermaster's 
Dept.,  nine  (9).  The  leather  trade  has 
recognized  the  value  of  these  gauges 
as  we  have  received  a  number  of  let- 
ters congratulating  us  on  our  suc- 
cess in  perfecting  this  accurate 
gauge. 

It  is  very  simple  in  construction 
and  design.  There  is  an  adjusting 
screw  by  which  the  accuracy  of  this 
gauge  can  always  be  controlled. 
Having  but  very  few  parts  and  on 
account  of  its  simplicity  and  ac- 
curacy it  has  been  pronounced  a 
perfect  instrument  by  experts,  the 
ultimate  gauge  both  in  construction 
and  performance. 

We  are  now  prepared  to  furnish  these  gauges  graduated  in  one  half  irons  on  one  index  and  tenths  of  millimeters  on 
the  other  for  sole  leather  purposes. 

They  are  made  in  two  sizes,  No.  1,  Ayi"  and  No.  2,  6"  in  depth. 


For  further  information  and  prices  apply  to 

WOBURN  MACHINE  CO.,  Woburn,  Mass,  U.  S.  A. 
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A.C.  Lewis  Leather  Co. 

LYNN,  MASS.,  U.S.A. 

SHOE  STOCK 

Grain,  Split  and  Pasted;  Taps;  Innersoles 
and  Sock  Linings ;  Leather  Covered  Board ; 
Sheepskins  and  Skivers;  Split  Leather  for 
Covering  Fibre  Welt  Innersoles;  Cut  Top 
Lifts  and  Top  Lift  Stock. 

CURRYING  SPLITS  FOR  TANNERS 
ALSO  JOBBERS  OF  SOLE  LEATHER 
AND  SPLIT  LEATHER  OFFAL. 


Pte.  Clifford  S.  Fortier  is  reported  in  the  hospital  with 
gun-shot  wounds  in  the  right  shoulder.  Pte.  Fortier  has 
been  overseas  since  April,  1917,  and  was  previously  em- 
ployed by  The  United  Shoe  Machinery  Co.,  at  Montreal. 
His  parents  live  in  that  city. 

Mr.  J.  S.  Lovell,  representing  Corbeil,  Limited,  Mon- 
treal, is  showing  some  very  fine  samples  at  the  Queen's 
Hotel,  Toronto,  this  week. 

Mr.  Alex.  McLaren  visited  Montreal  and  Quebec  on 
business  recently. 

Mr.  Edward  McQuay,  of  the  McQuay  Tanning  Com- 
pany, Owen  Sound,  was  in  Toronto  on  business  one  day 
last  week. 

Mr.  Van  Geel,  of  the  Tillsonburg  Shoe  Co.,  has  been 
paying  Toronto  a  visit  on  business  for  his  company. 

The  following  shoe  men  were  in  Quebec  recently: — 
Mr.  J.  B.  Crochier,  of  L.  H.  Packard  &  Co.,  Limited,  Mon- 
treal; E.  St.  Amand,  Goodyear  Tire  and  Rubber  Co.,  Mon- 
treal; H.  Hurtibise,  Panther  Rubber  Manufacturing  Co., 
Montreal;  C.  A.  Alpres,  Wm.  H.  Horn  and  Bros.,  Phila- 
delphia; R.  E.  Woodward,  of  F.  E.  Woodward  &  Sons, 
Lachine;  A.  A.  Deverill,  Novelties,  Limited,  Toronto; 
C.  A.  Ross,  Robt.  Rolston,  Limited,  Hamilton. 

Mr.  E.  Tremblay,  shoe  manufacturer  of  Quebec,  paid 
Montreal  a  business  visit  last  week. 

Mr.  J.  Hawthorn,  of  Toronto,  was  a  recent  visitor  to 
Montreal  and  Quebec  City. 

Mr.  H.  C.  Parker,  of  Parker-Irwin,  Limited,  Montreal, 
has  just  returned  to  Montreal  from  a  business  trip  through 
Ontario. 

Mr.  Clayton  Hurlbut,  of  the  Hurlbut  Shoe  Co.,  Preston, 
has  been  away  from  business  for  a  few  weeks,  taking  a  much 


needed  rest.  He  is  improving  wonderfully  and  is  just  now 
sojourning  among  the  Muskoka  lakes. 

Wm.  A.  Marsh  Co.,  Limited,  Quebec,  had  a  small  fire 
recently,  which  did  about  $50  damage. 

Shoe  manufacturers  in  Quebec  City  are  keeping  busy 
but  report  they  feel  the  inability  to  obtain  linen  thread. 
Those  manufacturing  moccasins  are  particularly  handi- 
capped. 

The  shoe  retailers  of  Quebec  report  business  real  brisk, 
especially  in  colored  and  white  goods. 

It  is  reported  that  the  Perth  Shoe  Co.  has  now  an  out- 
put of  500  pairs  of  shoes  a  day. 

Down  in  Quebec,  so  says  the  Chronicle  of  that  city, 
the  principal  shoe  merchants  have  agreed  to  close  their 
stores  Saturday  afternoons  during  July  and  August.  This 
is  an  unusual  departure  as  in  most  towns  and  cities  a  mid- 
week half  holiday  is  selected.  Mr.  W.  J.  McBride,  of 
Geo.  Gales  &  Co.,  is  the  prime  mover  in  this  holiday  arrange- 
ment. 


TRAVELING  GOODS 

How  many  shoe  merchants  who  sell  trunks  and  other 
traveling  goods  are  pushing  their  lines  right  now?  The 
summer  is  here,  even  if  it  is  cold,  and  somebody  is  going  to 
do  traveling,  so  don't  lie  down  with  these  lines:  Advertise 
them.  Display  them.  Let  the  people  know  you  have 
them.    They  will  sell.    Yes,  push  your  traveling  goods. 


"SOLE  LEATHER"  will  make  a  real  readable  article 
in  our  July  15th  number. 
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SCOURING 

Perfect  Heel  Breasts 

On  all  styles  of  vertically 
breasted  heels,  regardless  of 
shape  of  shank  or  height  of 
heels,  are  assured  to  users  of  the 

Universal  Heel 
Breast  Scourer 

It  leaves  a  line  to  the  edge  of 
heel  that  cannot  be  obtained 
by  any  other  method. 
It  improves  the  quality  and 
increases  the  quantity  of  work 
at  less  cost  for  abrasives. 

Manufactured  by 

The  Louis  G.  Freeman  Co. 

Cincinnati,  Ohio,  U.S.A. 

Canadian  Representatives: 
INTERNATIONAL  SUPPLY  COMPANY 
Kitchener,  Ont.  Montreal,  Que. 


Logan's 
The 

Leather 

of 
Quality 


LOGAN'S 

have  started 
tanning  some 


of  their  old  time 


SLAUGHTER 

Mellow 
Clean 

Close  Cutting 


write  us 


Office  and  Tanneries 

LYONS  BROOK,  N.S. 


TORONTO  HEEL  CO. 

MANUFACTURERS  OF 

All  styles  of   Heels   in  Leather 
and  Composition 

WE  ARE  ALSO  MAKERS 
OF  THE  HAVERHILL 

Write  for  Samples  and  Prices.     These  will 
interest  you 

THE 

TORONTO  HEEL  COMPANY 
13  JARVIS  ST.  TORONTO 
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OWN  YOUR  REPAIR  PLANT 


The  Sterling  Sole  Stitcher 

Hand  Power 
Stitches  Neolin  and  Fibre  Soles 
Indispensable  to  Repairmen 

WRITE  FOR  PARTICULARS 

C.  PARSONS  &  SON 

LIMITED 

Repair  and  Shoe  Store  Supplies 
79  Front  St.  E.  Toronto,  Ont. 


The 

VULCO-UNIT  BOX  TOE 


Patented 
Dec.  30th,  1913 


Patented 
Oct.  26th,  1915 


Solves  the  box  toe  problem 
for  the  shoe  manufacturer. 
A  unit  system  of  box  toe 
making  that  has  replaced  the 
old  processes  in  the  best 
factories  everywhere. 


Beckwith  Box  Toe  Ltd. 

SHERBROOKE,  QUEBEC,  CANADA 


WHITE  FINISH 

For  Heels,  Edges  and  Bottoms 


Some  of 
Our  Lines 

"Waxol" 
Shoe  Felts 
Polishing  Wax 
Sewing  Wax 
Fish  Glue 
Dry  Paste 
Blackings 
Dressings 
Box  Gums 
Patent  Leather 
Repairer 
"Carbicon" 

and  a  complete  line 
of  Shoe  Finding! 


We  have  just  perfected  a 
finish  for  the  above  lines 
second  to  none.  Is  water- 
proof and  can  be  used  with 
brush  or  machine. 


WRITE  FOR  SAMPLES 
AND  PRICES 

SUPPLIED  IN  ANY  COLOR 


Selling  Agents  for 

PERTH  FELT  CO. 

PERTH,  ONT. 

Makers  of  the  Finest  Line  of 
Shoe  Felts  made  in 
Canada. 


Parker,  Irwin  Limited 

Leading  Shoe  Manufacturers'  Supply  House  in  Canada 

MONTREAL 


Edwards  1  [Edwards 

Head  Office  ^         ^  Tanneries 

780  Dupont  St.,  Toronto    -    Toronto  and  Woodbridge 

Quebec  and  Maritime  Provinces 

Represented  by 

John  McEntyre,  Limited    -     Montreal,  Que. 
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THE 

WM.  A.  MARSH  CO. 

Limited 


Manufacturers  of 

Fine  Boots  and  Shoes 


GOODYEAR  WELTS 


TURNS 


TOURIGNY  &  MAROIS 

(Reg.) 

Makers  of  Shoes  for 

MEN  BOYS  YOUTHS 

WOMEN        MISSES  CHILDREN 
To  Jobbers  Only 

Capacity  5000  pairs  a  day,  enabling  us  to 
make  10  Days  Delivery  on  Rush  Orders 


McKAYS 


S.S. 


LUC  ROUTIER 

Manufacturer  of 

Men's,  Boys',  Youths', 
Little  Gents'  Shoes  in 

McKays  and  S.S. 

Enquiries  Solicited 


Jobbers 

Our 

Specialty 
is 

Hockey 
Boots 


J.  E.  SAMSON,  ENR. 


MEN'S 
BOYS' 
YOUTHS' 
LITTLE  GENTS' 

LAGACE  &  LEPINAY 

McKAY  and  S.  S.  SHOES 

MADE  FOR  THE  JOBBER 

We  are  now  in  our  new  factory  at 

30  St.  Anselme  Street 


READ  THE 

Shoe  and  Leather 
Journal 

24  issues  in  a  year  for  $1.50 

It  is  filled  with  bright  helpful  pointers 
for  Retailers 

ACTON  PUBLISHING  CO.,  LIMITED 
MONTREAL  TORONTO 


Rivaling  Genuine  Kid 

Surface  Kid  is  a  decided  advance  on  genuine  kid.  It  has  a  beauti- 
ful grain  with  a  pliable  texture  like  that  of  Chamois.  More 
economical  than  kid  and  less  expensive,  and  will  not  scuff. 

In  Black  and  Colors  Send  for  Sample 

Head  Office :  LUCIEN  Montreal  Office : 

491  St.  Valier  St.,  Quebec       BORNE  225  Lemoine  St.  W. 
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KANGAROO 

W«  ar*  Headquarters  for  all  Finishes, 
Gradss  and  Kinds 

Shatpsklns       Skivers      "Ryco"  Matt  Kid 


RICHARD  YOUNG  CO. 

36  and  38  Spruce  Street   -   NEW  YORK,  U.  S.  A. 

Branch:  54  South  Street,  BOSTON,  MASS. 


W.H.StaynesS  Smith, 

Leicester.  Eng. 


CASH  ADVANCED 

ON  CONSIGNMENTS 


Cable  "HIDES"  Leicester. 


HIDE  and  LEATHER 
FACTORS 

and  at  Kettering,  Northampton 
Bristol,  and  Norwich. 


F.  G.  CLARKE,  President 
E.  CLARKE,  Vice-President  and  Treasurer 
Established  1852 


Manufacturers  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years 

Clarke  &  Clarke,  Limited 

General  Offices  &  Works 

Christie  Street,  Toronto 

City  Office  &  Warehouse 

63  Bay  Street,  Toronto 

BRANCH  WAREROOMS 
252  Notre  Dame  St.  W.,  Montreal 
S53  St.  Valier  Street,  Quebec 
RICHARD  FRERES,  Agent 


JOSEPH   S.  FRY 

SHOE  AND  UPPER  MANUFACTURER 

168  Seaton  St.,  Toronto 

Men's  Strong  Working  Shoes,  Blu.  Double  Soles 

Goodyear  Stitched        -  -      -      -      -  $4.50 

Boys',    Goodyear  Stitched  -  -      -      -      -  3.75 

Youths'       "  3.00 

Lads'     -      --      --  --      --  2.50 

Box  Calf,  50c.  Extra 

Men's  Strong  Uppers   ------  2.50 

Boys'        "  2.25 

Youths'    "  £.00 

Lads'        "         «____--  1.75 

We  Make  All  Kinds  Terms  Net  Cash 


Glazed 
or 
Mat 


White  and  Fancy  Colors 


Black 

or 
Colors 


Excellent  Wearing  Quality, 
Superior  Finish  and,  Con- 
sidering High  Grade, 
Moderate  Prices 

CANADIAN  AGENTS 
for  American  Tanners  of  Calf,  Splits,  Indias,  Heavy 
Leathers,  Skivers,  Cabrettas,  as  well  as 
for  Cotton  and  Cloths. 

WRITE  OR  WIRE  FOR  SAMPLES 

NEW  CASTLE  LEATHER  CO. 
NEW  YORK 

Canadian  Branch— 335  Craig  St.  W.,  Montreal 
Factory — Wilmington,  Del.,  U.S.A. 


Pan  American 

Grey  KID  Seal 

Brown  ^  Black 
Perkins  &  McNeely 

Philadelphia 


Ed.  R.  Lewis,  Toronto 
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'ALL  ABOARD!"    Direct  Through   Connections  from  "H  OOF  TO  BEAMHOUSE.' 


Only  stops  to  improve  quality  and  selection.    Depots  at  all  principal  Hide  Centres,  including 
CHINA,  INDIA,  JAVA,  BRAZIL,  CUBA,  COLOMBIA,  COSTA  RICA 


SCHMOLL  FILS  &  GO. 


International  Hide  Merchants 


PARIS  HAVANA  BASLE 


NEW  YORK 


CHICAGO 


'  We  deliver  what  you  buy" 


INDEX  TO  ADVERTISEMENTS 


Adams  Shce  Co   12 

Aird  &  Son...   8 

Ackerman,  B.  F..  &  Co.—   48 

Ames-Holden-McCready,  Limited  ....  16 

Beckwith  Box  Toe  Co   55 

Bell,  J.  &  T.,  Limited.    5 

Bennett,  Limited   40 

Boot  &  Shoe  Workers'  Union   6 

Boston  Blacking   48 

Breithaupt  Leather  Co   13 

Beardmore  &  Co    15 

Borne,  Lucien   51 

Business  Sales  System   51 

Can.  Consolidated  Rubber  Co   20 

Children's  Footwear  Co   42 
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Cobourg  Felt  Co    53 
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Logan  Tanneries   54 
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National  Cash  Register  Co   44 
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Parsons,  &  Son   55 

Parker,    Irwin   55 
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Pfister  &  Vogel  Leather  Co.....  ...  50 
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Routier,  Luc   56 

Samson,  J.  E   56 

Schmoll,  Fils  &  Co   58 

Slater,  Chas.  E   4 

Stayner,  W.  H.,  &  Smith   57 

Tetrault  Shoe  Mfg.  Co   11 

Tourigny  &  Marois,  Reg  _   56 

Toronto  Heel  Co  —   54 
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Woburn  Machine  Co   52 
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SERVICE 


The  United  Shoe  Machinery  Company  of  Canada,  Limited, 
maintains  Branch  Offices,  every  employee  of  which  is 
dedicated  to  "Service." 

# 

It  keeps  a  trained  corps  of  experts  ready  at  a  moment's 
notice  to  respond  to  the  shoe  manufacturer's  call  of 
emergency. 


The  organization  deems  this  essential  because,  unlike  the 
common  practice,  the  United's  solicitude  for  the  customer 
does  not  end  with  the  installation  of  its  machinery — it 
just  begins. 

The  part-time  shut  down  because  of  machinery  accidents 
of  the  earlier  days  passed  with  the  development  and  per- 
fection of  the  present  shoe  machinery  all-inclusive 
"  Service  "  plan. 

USAC 

SERVICE 


United  Shoe  Machinery  Company  of  Canada,  Limited 

Montreal,  Que. 

90  Adelaide  Street  West  179  King  Street  West  28  Demers  Street 

Toronto,  Ont  Kitchener,  Ont  Quebec,  Que. 


"Supreme 


Lady"  Shoe 


Battleship  Grey  Kid  $6.25 
African  Brown  Kid  5.50 
Black  Kid  4.75 


Royal  Purple  Russia  Calf  $5.50 
Duchess  Russia  Calf  5.50 
Gun  Metal  Calf  4.75 


All   widths   A  A   to  E 

CLARK  BROS.  Limited 


McKAY  SHOE  ST.  STEPHEN 

Specialists  N.B. 


$1.50  a  Year 


Toronto,  July  15,  1918 


JOURNAL 


CANADIAN  SHOE  CAPTAINS 


ALBERT  TETRAULT,  MONTREAL 


Features  of 
this  Issue 

Retail  Shoe  Dealers 
and  Advertising 

Retail  Shoe  Trade 
Should  Organize 

Why  Do  Some 
Retailers  Fail? 

Sole  Leather  and 
How  it  is  Made 


ACTON  PUBLISHING  CO  to— 

TORONTO  MONTREAL 
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Quality  Shoes  That 
Will  Bring  You  Business 


We  Sell  Only 
to 

JOBBERS 


Nine  persons  out  of  ten,  when  asked  what  they 
really  want  in  shoes,  will  reply  "Quality."  They 
may  be  attracted  by  the  extreme  designs  or  odd 
leathers  of  some  manufacturers,  but  invariably  the 
far-seeing  person  purchases  his  shoes  with  a  view 
to  quality  and  comfort.  These,  then,  are  the  really 
important  factors  in  shoe  manufacture.  Realizing 
this,  we  have  specialized  in  a  line  of  high-grade 
shoes  in  sensible  though  very  attractive  styles,  and 
much  superior  to  the  ordinary  shoes  in  the  work- 
manship and  quality  of  leather.  And  we  state 
positively  that  we  believe  that  these  principles  are 
responsible  for  our  success. 

Jobbers  who  are  following  the  trend  of  public 
opinion  will  be  well  advised  if  they  inspect  our 
stock. 

OUR  ENORMOUS  OUTPUT 

is  the  evidence  of  the  fact  that  Dealers  who  know 
and  appreciate  QUALITY  SHOES  at  a  popular 
price  stand  by  Airds. 


AIRD  &  SON  (Registered) 

MONTREAL 
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SAMPLES  FOR  1919 

A  N  inspection  this  month 
A    of  next  season's  samples 
will   convince   you   that  the 
RITCHIE  line  of  MEN'S  and 
BOYS'   Goodvear   Welts  is 
without  doubt  the  best  shoe 
value  in  Canada. 

If  you  handle  Men's  welts  you 
cannot  afford  to  overlook  this 
line  of  business-getting  quali- 
ties and  prices. 

Made  in  a  factory  that  speci- 
alizes   exclusively    in  Men's 
Goodyear  Welts. 

The  John  Ritchie  Co.,  Limited 

Boot  and  Shoe  Manufacturers 

QUEBEC  CITY 

THE  SHOE  AND  LEATHER  JOURNAL 


IN-STOCK 


Stock  No.  12 
Dark  Russia  Calf  Bal. 
Talbot  Last 


A  Mid-Season 
Sorter  That  Sells 

HT  this  time  of  year,  before  fall 
shipmints  are  in,  you  may  fre- 
quently need  a  few  sizes  to  tide 
you  over.  At  such  times  use  the  Just 
Wright  Stock  Department.  You  get  not 
only  prompt  service,  but  also  prompt 
sellers. 

Keep  To  The  Wright 

E.  T.  WRIGHT  &  Co.,  Inc. 

St.  Thomas,  Ont.        -:-        Rockland,  Mass. 
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A 

Great 
Hand 


With  Davis  Leathers  you  can  be  sure  of 
pleasing  the  most  fastidious  tastes. 


Duchess  Russia 
Royal  Purple  Russia 
Brown  Russia  No.  33 
Briar  Boarded  Calf 
Cherry  Willow  No.  84 


-DAVIS 


These  shades  are  the  newest  in  shoe 
fashions  and  the  last  word  in  leather 
production. 


DAVIS  CALF  LEATHERS 


MATT  CALF 

The  Trade's  favorite  in  Matt 
Calf  is  Davis'.  The  highest 
value  in  quality  and  quantity  in 
every  skin. 

ABSOLUTELY  DEPENDABLE  IN  TONE  AND  DURABILITY 

Send  for  our  Sample  Book. 

DAVIS  LEATHER  COMPANY 

LIMITED 

NEWMARKET,  ONT. 


NIGRO  CALF 

The  use  of  Nigro  Calf  puts 
superiority  into  your  shoes.  It 
will  repay  you. 
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In  the 

Four  Corners 

of  Canada 
And  all  in  Between 

INDEPENDENT  RUBBERS 


Stand  out  prominently  among  the  best  sellers. 
And  these  include  our 

SPEED      KING      LINES     FOR  SUMMER 

And  "Kant  Krack,"    "Dainty  Mode,"    "Royal,"  "Dreadnought" 
and  "Veribest"  our  general  lines. 

We  suggest  to  those  merchants  who  have  held  back  in  placing,  to 
order  RIGHT  NOW,  for  rubbers  will  be  big  sellers  this  fall  and 
winter,  and  the  Summer  Lines  are  going  fast  NOW. 

These    Wholesalers    Can    Supply  You. 


Amherst  Boot  &  Shoe  Co.,  Limited 
Amherst  Boot  &t  Shoe  Co.,  Limited 
E.  A.  Dagg  8i  Co.  ------ 

A.  W.  Ault  Sf  Co.,  Limited    -    -    -  - 

White  Shoe  Co.     -  ------ 

McLaren      Dallas  ------ 

The  London  Shoe  Co.,  Limited      -  - 

Kilgour,  Rimer  Co.,  Limited  - 

The  J.  Leckie  Co.,  Limited     -     -    -  - 

The  Amherst  Central  Shoe  Co.,  Limitc.l 
James  Robinson  ------- 

Brown,  Rochette,  LimiteJ  - 

T.  Long  8;  Brother  ------ 


Amherst,  N.S 
Halifax,  N.S 

Calgary,  Alta 
Ottawa,  Ont 

-  Toronto,  Ont 

-  Toronto,  Ont 

-  London,  Ont 
Winnipeg,  Man 
Vancouver,  B.C 

Regina,  Sask 
Montreal,  Que 

-  Quebec,  Que 
CoUingwood,  Ont 


The  Independent 
Rubber  Company 


Limited 


Merritton,  Ont. 
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Bell  Shoes  are  CHOICE  shoes. 
They  will  give  per  dollar  ex- 
pended the  very  maximum  in 
Beauty,  Quality  and  Service. 
The  skill  and  art  in  their  pro- 
duction is  the  result  of  over  a 
century  of  shoemaking  experi- 
ence and  study. 

For  satisfaction  and  permanent 
patronage  sell  Bell  Shoes. 


/.  &  T.  BELL 

LIMITED 

MONTREAL 


SHOEMAKERS  FOR  OVER  A  CENTURY  TO 
PARTICULAR  MEN  JNT)  WOMEN 
OF  CANADA 

ALSO 

Manufacturers  for  Canada  of  Dr.  A.  Reed  Cushion  Sole  Shoes 
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IMPORTANT  NOTICE 


To  Shoe  Manufacturers,  Leather  Dealers  and  Repair  Men 

We  have  received  the  following  communication  from  the  War  Trade  Board  of  Canada, 
at  Ottawa,  relative  to  the  conservation  of  heavy  leather  suitable  for  Army  purposes : — 

"THE  WAR  TRADE  BOARD 
CANADA 

Ottawa,   June  28,  1918 
Messrs.   Breithaupt  Leather  Co., 

Kitchener,  Ontario. 

Dear  Si rs : - 

Owing  to  the  demand  of  Shoe  Manufacturers  for 
heavy  sole  leather  to  be  used  in  the  manufacture 
of  Boots  for  the  Allied  Armies,    this  Board  finds 
it  necessary  and  expedient  to  ask  you  not  to  sell, 
ship  or  cut  into  blocks,    strips  or  taps  for  civil- 
ian use  any  leather  suitable  for  army  purposes 
without  first  taking  the  matter  up  with  the  War 
Trade  Board. 

This  would  include  all  heavy  leather  running 
9  gauge  and  over,   which  it  is  absolutely  essential 
to  conserve  for  the  supply  of  soldiers'  shoes. 

I  will  be  glad  to  receive  the  assurance  of 
your  co-operation  in  this  matter. 

Yours  faithfully, 
JHW/M.  J.   W.   McConnell,   Director  of  Licenses." 

We  have  advised  the  War  Trade  Board  that  we  will  work  together  with  them  in  every 
possible  way  to  supply  necessary  leather  for  the  manufacture  of  soldiers'  and  sailors' 
boots. 

We  feel  that  you,  realizing  the  necessity  of  this  action,  will  co-operate  with  us  by 
educating  your  own  trade  in  the  use  of  leather  under  the  gauge  required  by  the  Gov- 
ernment, of  which  we  are  able  to  supply  sufficient  quantities,  and  thus,  with  us, 
continue  to  do  your  bit  to  help  win  the  war,  which,  after  all,  is  the  main  business  in 
hand  at  the  present  time. 

We  thank  you  in  advance  for  your  effective  co-operation. 

The  Breithaupt  Leather  Co.  Limited 

Tanners  of  Hemlock,  Union  and  Oak  Sole  Leathers. 
Manufacturers  of  Tap  Soles  and  Jumbo  Blocks  for  the  Repair  Trade. 

Head  Office,  Kitchener,  Ontario 

Tanneries  at  Kitchener,  Penetang,  Hastings  and  Woodstock,  Ont. 
Representatives:   Montreal,  R.  M.  Fraser  and  John  McEntyre;  Quebec,  Lucien  Borne 
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AMES 
HOLDEN 
McCREADY 

LIMITED 
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Getty  &  Scott  Limited 

MAKERS  OF  THE  CLASSIC  SHOE  FOR  WOMEN 

Gait,  Ontario 


Classic 
Shoes 


for  Growing  Girls 

Comprise  the  Style 
that  reaches  the  heart 
of  the  school  girl  and 
the  Serviceability  that 
pleases  the  parent.; 

They  Make  Friends. 
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Satisfaction  all  round  is  obtained  by  the  use  of 
Star  Brand  Soles. 

The  hardest  kind  of  foot  toil  takes  a  minimum 
of  toll  from  Star  Brand  Tap  Soles. 

Specify  Star  Brand  in  your  order  to-day. 


BEARDMORE  &  CO. 

ESTABLISHED  1844 

TANNERS  AND  SOLE  CUTTERS 
TORONTO  MONTREAL  QUEBEC,  P.Q. 

Tanneries:   Acton  and  Bracebridge 
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CALF  AND  KIP  SIDES 
STORM  CALF 

ALL  COLORS 


H.  B.  JOHNSTON  &  CO. 

TORONTO,  CANADA 
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It  is  the  fascination  of  INDIVIDU- 
ALITY that  gives  HARTT  SHOES 
their  appeal  to  that  class  of  Men's 
trade  that  is  worth  while  in  shoe 
retailing. 


Hartt  Shoes  for  Men 


The  HARTT  BOOT  &  SHOE  CO.,  Limited 

Canada's  Best  Shoemakers 

FREDERICTON      -  N.B. 
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HARTT  Shoes  are  EXCLUSIVE  yet 
are  within  reach  of  every  woman  who 
appreciates  shoes  that  have  ELE- 
GANCE without  FLASHINESS. 
They  flatter  the  wearer  and  commend 
the  seller. 


s  Hartt  Shoes  for  Women 


The  HARTT  BOOT  &  SHOE  CO.,  Limited 

Canada's  Best  Shoemakers 

FREDERICTON      -  N.B. 
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TWO 

T  T         *         111*              1  • 

Unrivalled  in  their 

GREAT 

class  for  Quality, 
Finish  and  Cutting 

LEADERS 

Economy 

PEERLESS'  Glazed  Kid 

In  Grey  and  Brown 

RUBY"  Glazed  Kid 

These  lines  have  been  TRIED  and  PROVEN. 
Their  expert  selection,  superb  texture  and  finish 
giving  them  that  peculiar  value  in  appearance 
and  economy  in  cutting  that  give  them  superiority 
over  all  others. 

WE  SPECIALIZE  IN  THESE  LINES. 


Manufacturers  who  use  EVANS  LEATHERS 
have  satisfied  customers. 


JOHN  R.  EVANS  LEATHER  CO. 

OF  CANADA  LIMITED 

Specialists  in  Glazed  Kid  and  Upper  Leathers 

214  LEMOINE  STREET  MONTREAL 
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HIGH  ' 
GRADE 
:  SIDE  : 
LEATHER 


OSHAWA 


CANADA 


Robson  5 
Mahogany 

Kip 

Means  an  attractive  shoe 
of  good  quality  at  a 
popular  price 

Men's  and  Women's 
weight 


The  Robson  Leather  Company,  Limited 

Oshawa,  Canada 
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PALL 
MALL 


REGAL 
The  Best  at 
Reasonable 
Price" 


STOCK  No.  1504 


Royal  Purple  and  Black  Calf  Bal.;  same  Top;  12  Sq. 
Sole;  Vamp  Seam  Space-Stitched  and  Perforated;  Invis- 
ible Eyelets  to  Top. 

All  sizes;  widths  B,  C  and  D. 

Wire  us  or  write,  as 


IV E  SHIP  FROM  STOCK 


Regal  Shoe  Company,  Limited 

472-474  Bathurst  Street,  Toronto 
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TETRAULT'S 
Very  Latest  Creations 

FOR  FALL 

TETRAULT  always  keeps  just  a  little  bit  ahead  with  the  new 
things  in  Men  s  Welts,  and  now  he  is  two  big  laps  ahead  with 

Two  New  Models 

THE  "BLUE  DEVIL" 

and 

THE  SUMMIT  LAST 

Both  are  the  niftiest  bits  of  shoe  style  he  has  turned  out  for 
some  time  and,  we  prophesy,  will  sell  like  hot  cakes.  Get  them 
in  your  stock  as  quickly  as  you  can,  don't  delay  one  minute  in 
ordering.    You'll  profit  by  it. 

NOTE — A  new  range  of  Goodyear  Welts  has  been  added  to  our 
Youths'  line,  making  this  one  of  the  most  comprehensive  of 
real  good-selling  shoes  for  the  younger  generation. 


Tetrault  Shoe  Manufacturing  Co.  Limited 

Largest  Makers  of  Goodyear  Welts  in  Canada 

Office  and  Warehouse: 

9  Rue  Dc  Marseilles,  \/T         .  ]  Sold  by  all  First-Class 

Paris,  France  iVlOnirCctl  Jobbers  in  Canada 
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Cnttatdldl 
EM 


THE  HORN  THAT  IS  WORTH 
BLOWING  MOST  CERTAINLY 
SHOULD  BE  BLOWN 


The  man  who  thoroughly  believes  in  him- 
self or  his  product  is  quite  justified  in 
tooting  his  horn — sometimes. 

We  believe  our  claim  of  having  the  most 
complete  and  extensive  line  of 


1 


o. 


KID 


yet  shown  in  Canada,  is  no  idle  boast. 

Our  purchasing  power  coupled  with  the 
practical  knowledge  we  possess  has  enabled 
us  to  stock  in  our  Quebec  and  Montreal 
warehouses  a  vast  assortment  of  Kid  to  meet 
every  requirement  of  the  trade. 

Remember  "A  word  spoken  in  good  season, 
how  good  it  is." 

Call  and  investigate  for  yourself. 


J.  A.  SCOTT 


PHONE  MAIN  1087 
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A  Word  to  the  Wise 


>3 


The  shoe  trade  is  facing  a  period  of  unrest  such 
as  it  has  never  known. 

Conditions  in  leathers  and  fabrics  are  becoming 
more  serious  daily. 

Recent  restrictions  placed  on  colors  in  light 
leathers  and  the  absorption  of  desirable  Upper 
and  Sole  Stock  for  army  purposes  must  inevit- 
ably create  more  difficult  conditions  in  the 
production  of  Footwear. 

The  labor  situation  is  becoming  more  and  more 
acute  and  it  is  doubtful  if  shoe  factories  will  be 
able  to  produce  to  capacity  for  some  ^time  to 
come. 

Shoe  Retailers  as  well  as  manufacturers  must 
look  ahead.  The  dealer  who  desires  to  maintain 
his  trade  at  anything  like  normal  must  order 
early  and  be  prepared  to  accept  early  delivery. 

It  should  be  a  time  for  serious  and  earnest  co- 
operation and  the  patience  of  a  broad  under- 
standing. 


PERTH  SHOE  COMPANY  Limited 

Largest  Manufacturers  of  Women's  Goodyear 
Welted  Shoes,  Exclusively,  in  Canada 

PERTH,  ONTARIO 
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DR.  EDISON  CUSHION  SHOE 

FOR  WOMEN 

for  ECONOMY  for  STYLE  for  HEALTH 


Style  J35— Black  Kid.  But- 
ton Boot.  Welt  Sole,  IK  inch 
Cuban  Heel,  Medium  Round 
Toe.  _  $5.00 


Style  J37— Black  Kid,  Lace 
Boot.  IK  inch  Military  Heel. 
Welt  $5.00 


Style  J27— Black  Kid,  Lace 
Boot.  Heavy  Turn  Sole,  1 
inch      Cuban      Heel,  Full 
Round  Toe.  $5.00 


Style  J 25— Black  Kid,  But- 
ton Boot,  Turn  IK  inch 
Cuban  Heel  $5.00 


IN  STOCK 


Active  Women — teachers,  nurses,  tourists,  housewives,  and  business  women — ALL  women  whose 
occupations  or  daily  pursuits  make  it  necessary  for  them  to  walk  or  stand  a  great  deal — women 
who  want  glove-fitting  shoes  that  are  comfortable  and  healthful. 

FOR  THESE  WOMEN  the  DR.  EDISON  CUSHION  SHOE  will  satisfactorily  answer  their 
varied  demands  and  purposes.  From  these  women  shoe  retailers  can  realize  a  tremendous  and 
powerful  field  of  business.  These  women  purchasers  that  repeat — life-long  customers  —  SATIS- 
FIED CUSTOMERS — create  a  profitable  and  safe  trade. 

DR.  EDISON  CUSHION  SHOES  ARE  BUILT  OVER  LASTS 
THAT  FOLLOW  THE  NATURAL  LINES  OF  THE  FOOT— 
THESE  SHOES  ARE  CAREFULLY  CONSTRUCTED  OF  SOFT 
LEATHER  WITH  INNER  SOLES  OF  FINE,  LIVE  WOOL 
PELT,  SO  INBUILT  AS  TO  GIVE  PERFECT  COMFORT. 

Send  for  Special  DR.  EDISON  CUSHION  SHOE  BOOKLET  and  you'll  instantly  see  the  possi- 
bilities of  the  new  business  this  shoe  will  bring  you. 

WRITE  FOR  THIS  BOOKLET  NOW! 

"The  Name  that  Stands  for  Quality" 

UTZ  &  DUNN  CO. 

ROCHESTER    NEW  YORK 


DENVER  OFFICE 
.!1S    Charle*   Building.    Denver,  Colo. 
TIGER  6<  VOORVAART, 
Representative* 


NEW  YORK  OFFICE 
Bush  Terminal  Sales  Building 
I M)-\ :S2  West  42nd  St.,  Room  1521 
S.  A.  MeOMBER,  Representative 


LOS  ANGELES  OFFICE 
319  Story  Building,  Los  Angeles,  Cal. 
G.  C.  McATEE, 
Representative 
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65  South  St.,  Boston. 
HORSE  FRONTS  -  HORSE  BUTTS 


MADE  IN 

mahogany,  pearl  and 
Oyster  Grey,  Medium 
and  Light  Tan 


MADE  IN 

Black,  Tan  and 
Mahogany,  Including 
Box  and  Special  Figures 


INDIA   GOAT   and   CHROME  KID 

HAVANA    BROWN   and  OYSTER  GREY 


OOZE  SPLITS 
For  Gussets 


MONTREAL 


CANADIAN  AGENT 

J.  A.  SCOTT 


DOPED  SPLITS 
Better  known  as  YORKO 
in  Black  &  Colors 


QUEBEC 


WE  SAID  IT  BEFORE 

We  Put  the  "Stay"  in  Staples 

And  that's  why  ACKERMAN  SHOES  have  such  STAYING 
QUALITIES  with  your  customers.  The  line  includes  the 
most  serviceable  and  reliable 

Shoes  for  Men,  Boys,  Youths  and  Little  Gents 

In  addition  to  their  "  Stay"  qualities,  they  have  an  attractiveness 
that  makes  them  good  and  quick  sellers. 

You  Should  Stock  Them. 


B.  F.  ACKERMAN,  SON  &  CO.  LIMITED 

PETERBORO,  ONT.  REGINA,  SASK. 
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"WEAR"  IS  WHAT  YOUR 

CUSTOMERS  DEMAND 

long  wear,  that  means  money  saved  on  each  pair 
oi  snoes.    urive  mem    ±viiiex    ana  oe  aoie  to  guarantee 
this  feature.    You  can  be  sure  of  the  wear  there  is  in 

JLVII  IIS JL 

Long  life  is  built  into  each  pair. 

Better  business  depends  on  your  ability  to  guar- 
antee  your  footwear.    "Rinex"  makes  this  possible. 
Forty-five  per  cent  of  the  shoes  in  your  stock  should  have 
"Rinex"  Soles  and  this  forty-five  per  cent  means  in- 
creased sales  and  bigger  profits. 

"Rinex"  Soles  are  made  and  guaranteed  by  j 

Canadian  Consolidated  Rubber  Co. 

Limited 

Head  Office     -  Montreal, 

Service  Branches  at  Halifax,   St.   John,   Quebec,   Ottawa,  Toronto, 
Hamilton,  Kitchener,  London,  North  Bay,  Fort  William,  Winnipeg, 
Brandon,  Regina,  Saskatoon,  Calgary,  Lethbridge, 
Edmonton,  Vancouver  and  Victoria 

Vol.  XXXI.,  No.  14 


Toronto,  July  15,  1918 
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A  TIME  OF  TESTING 


A  Critical  Time  in  Business — The  Survival  of  the  Fittest — A  Time  to  Set  the 
Business  House  in  Order — A  Question  Not  of  Patriotism  But  of  Self -Preservation 

\  \  /HEN  the  war  started  there  was  a  pause  in  business  for  a  period  that  put  to  the  test  the 
yY  staying  qualities  of  those  engaged  in  ordinary  commercial  enterprises.  Some  of  the  un- 
prepared and  most  of  the  weak  went  to  the  wall  in  that  time  of  readjustment. 

Then  came  a  period  of  activity  in  products,  the  demand  for  which  was  accentuated  by  war  con- 
ditions, and  a  fresh  and  vigorous  impetus  was  given  to  many  lines  of  industry  and  commerce  by 
the  tremendous  demand  that  arose  for  war  materials. 

With  the  birth  and  development  of  the  munitions  and  war  materials,  trade  arose  further 
new  conditions  and  additional  problems  in  materials  and  labour.  Soon  the  abnormal  demand  for 
certain  raw  materials  created  a  scarcity,  or  at  least  such  a  fear  of  scarcity,  as  resulted  in  strongly 
advanced  prices.    To  this  condition  was  added  a  gradual  development  in  the  cost  of  labour. 

This  substantial  increase  of  wages  resulted  in  a  larger  purchasing  power  on  the  part  of  the 
masses,  and  besides  this  marked  inclination  to  spend  that  had  not  previously  been  the  case.  Retail 
business  took  on  an  activity  that  was  not  retarded  to  any  extent  by  the  steady  and  in  many  cases 
marked  advance  in  prices,  and  for  nearly  a  year  it  was  a  seller's  market  and  price  was  a  secondary 
consideration. 

For  many  months  past,  however,  there  has  been  a  tendency  to  get  business  down  to  a  more 
sane  and  reasonable  basis,  but  notwithstanding  values  were  undoubtedly  inflated  to  a  consider- 
able extent  during  1917,  it  has  been  impossible  to  get  prices  back  to  the  old  basis  on  account  of 
the  steady  upward  tendency  in  values  that  has  been  going  on  in  all  commodities  in  the  meantime 
through  world  conditions  and  the  abnormal  financial  conditions  brought  about  by  the  war. 

Just  now  we  are  at  a  critical  stage  in  the  game.  It  looks  as  though  it  were  going  to  be  a 
long  steady  pull,  with  an  ever-increasing  expenditure  of  time,  treasure  and  men.  From,  now  on  it 
seems  to  be  a  matter  of  holding  out  the  longest  and  fighting  the  hardest. 

The  same  outlook  applies  to  business.  Those  who  will  be  able  to  remain  in  business,  cr  who 
may  be  allowed  to  remain  in  business,  will  find  it  more  and  more  a  matter  of  holding  out.  The 
incapable  and  inefficient  will  find  it  more  and  more  difficult  to  meet  the  pressure  of  conditions 
as  they  develop. 

The  war  is  going  to  make  still  greater  demands  not  only  upon  the  country's  resources  but 
upon  its  business.  A  glance  at  the  general  trend  of  affairs  will  convince  anyone  that  if  the  present 
pace  be  kept  up  business  will  call  for  the  utmost  of  sagacity,  energy  and  foresight  of  those  who 
remain  in  it. 

It  is  a  time  when  every  business  man  should  set  his  house  in  order.  Mouldering  branches 
will  have  to  be  lopped  off.  Faulty  business  methods  will  have  to  be  dropped  and  waste  will  have 
to  be  eliminated. 

German  "kultur"  has  made  itself  felt  in  the  fact  that  no  man  these  days  will  be  allowed  to 
live  unto  him.self.  The  country  and  community  is  going  to  demand  the  conservation  of  every 
material  and  energy  that  will  make  for  the  one  great  end  of  winning  the  war. 

Every  business  man  in  Canada  should  to-day  ask  "What  can  I  do  to  bring  about  this  desired 
consummation?"    Herein  lies  not  only  patriotism  but  self-preservation.  25 
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Retail  Shoe 
Trade  Should 
Organize 

Changes  in  Shoe  Styles  and  Materials 
Probable — Unnecessary  and  Freakish 
Legislation  Should  be  Avoided — 
Retail  Shoe  Trade  of  Canada  Ready 
to  Do  Its  Part  in  any  "Win  the  "War" 
Policy.  Changes  Mean  Much  to  the 
Shoe  Handler  with  Large  Stocks — 
What  Dealers  Can  Do  to  Conserve 
Leather  and  Capital 

IN  the  United  States  all  departments  of  the  shoe 
and  leather  trades  have  promptly  volunteered 
their  services  to  help  out  the  government  in 
its  policy  of  conservation.  Fortunately  there  were 
already  in  existence  strong  organizations  that  were 
able  to  co-operate  at  once  with  the  War  Industries 
Board,  the  tanners,  shoe  manufacturers  and  shoe 
retailers,  each  having  strong  vigorous  associations 
that  were  able  to  act  promptly  and  energetically. 
In  this  way  serious  mistakes  have  been  avoided 
that  would  have  meant  unnecessary  interference 
and  loss  of  business. 

In  England  where  there  was  not  this  inter- 
departmental co-operation  there  has  been  consider- 
able friction  and  dissatisfaction,  many  of  the 
regulations  being  cumbersome  and  vexatious,  not 
the  least  being  the  production  and  distribution 
of  what  is  called  the  "National"  shoe.  When  it 
was  proposed  to  follow  the  lead  of  England  with 
a  national  or  "Liberty"  shoe  in  the  United  States 
some  time  ago  the  Shoe  Retailers'  Executive  pointed 
out  the  fact  that  dealers  were  already  carrying  so 
many  shoes  of  this  class  on  their  shelves  that  if 
a  five  dollar  shoe  of  a  "national"  character  were 
made  compulsory,  the  trade  would  be  not  only 
Loaded  with  a  further  difficult  problem,  but  hundreds 
of  thousands  of  dollars  of  capital  would  be  unneces- 
sarily tied  up.  This  is  but  one  instance  of  many 
where  those  coming  in  direct  contact  with  the  public 
were  able  to  prevent  legislation  that  would  have 
been  hurtful  as  well  as  unnecessary.  The  motives 
of  men  in  charge  of  conservation  enterprises  are 
above  reproach,  but  their  experience  in  business, 
and  especially  their  familiarity  with  retail  conditions, 
are  not  always  sufficient  to  enable  them  unaided 
to  reach  sound  conclusions  and  develop  wise  plans. 

The  tanners  of  Canada  some  time  ago  saw  the 
wisdom  of  protecting  their  interests  by  appointing 
a  Council  to  keep  in  touch  with  war  proposals,  both 
in  this  country  and  abroad,  and  have  experienced 
in  many  ways,  the  benefit  of  this  action.  A  few 
days  ago  the  shoe  manufacturers  met  at  Montreal 
and  appointed  a  Council  to  represent  them  in  any 
matters  of  governmental  control  that  might  come 
up  in  connection  with  the  changing  conditions  and 


peculiar  exigencies  that  are  constantly  arising 
through  the  scarcity  of  materials  and  labour  at 
present  existing.  While  there  can  be  no  question 
as  to  the  good  faith  of  shoe  manufacturers  and 
leather  men,  and  their  willingness  to  protect  the 
retailer  who  distributes  their  goods,  no  one  will 
claim  that  the  shoe  manufacturer  is  in  a  position  to 
fully  appreciate  the  retailer's  viewpoint. 

The  retail  shoe  trade  is  ready  to  give  as  loyal 
support  as  any  other  branch  of  the  industry  to 
any  plan  that  is  made  necessary  by  war  conditions, 
but  it .  should  have  at  least  the  same  opportunity 
for  consultation  that  may  be  extended  to  tanners 
or  shoe  manufacturers.  Knowledge  of  conditions 
that  are  hardly  possible  to  those  who  are  not  en- 
gaged in  the  retail  distribution  of  footwear  ought  to 
make  their  advice  valuable  to  the  government 
as  well  as  to  the  other  departments  of  the  trade. 
Uncertainty,  fear  and  distrust,  are  elements  that 
are  always  fatal  to  business  interests,  as  well  as 
the  successful  carrying-out  of  plans  that  call  for 
radical  departures  from  ordinary  procedure  in 
business. 

For  a  considerable  time  past  he  Shoe  and 
Leather  Journal  has  been  in  receipt  of  suggestions 
from  prominent  shoe  dealers  that  a  National 
Association  of  shoe  retailers  should  be  formed 
to  safeguard  the  interests  of  the  trade  in  respect 
to  war-time  shoe  legislation  as  well  as  to  take  action 
on  other  matters  that  require  the  consideration  of 
those  selling  shoes.  Some  time  ago  the  Montreal 
Retail  Shoe  Dealers'  Association  passed  a  resolution 
endorsing  the  idea,  but  no  definite  steps  so  far  have 
been  taken.  The  Shoe  and  Leather  Journal 
sent  out  communications  last  week  to  some  two 
hundred  of  the  leading  dealers  throughout  Canada 
suggesting  a  meeting  to  be  held  in  Montreal  to 
consider  the  formation  of  such  an  association  and 
the  ap  Dointment  of  a  Retail  Shoe  Trade  Council 
or  Executive  to  offer  its  services  to  the  government 
in  a  capacity  similar  to  that  of  the  Tanners'  and 
Shoe  Manufacturers'.  Councils.  We  understand  the 
matter  is  being  taken  up  by  the  Montreal  Associa- 
tion, and  doubtless  action  will  be  announced  in  a 
few  days. 

There  are  many  ways  in  which  retailers  can 
co-operate  in  minimizing  unnecessary  production 
and  facilitating  the  efforts  of  the  War  Trade  Board 
to  put  the  shoe  and  leather  industries  on  a  soi.md 
war  footing.  A  substantial  but  sensible  reduction 
of  lines,  the  curtailment  of  extravagant  styles,  the 
clearing  up  of  dead  stock,  the  simplifying  of  whole- 
sale as  well  as  retail  business  methods,  the  stand- 
ardization of  cartons,  the  reduction  of  "returns" 
are  all  matters  in  which  the  retail  shoe  trade  would 
be  glad  to  lend  its  cheerful  co-operation.  There 
are  other  vital  subjects  of  more  d  rect  interest  to 
the  retailer  of  shoes  that  could  no  doubt  be  profitably 
handled  by  a  well-organized  association.  The  trade 
is  n  the  hands  to-day  of  bright  enterprising  business 
men  who  have  demonstrated  the  fact  th  t  they  are 
as  progressive  as  any  class  in  the  community. 
There  is  not  the  least  doubt  but  that  they  will 
demonstrate  their  a  ility  to  help  simplify  and  eluci- 
date the  problems  that  at  present  confront  the 
trade  in  this  country. 
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Retail  Shoe 
Dealers  and 
Advertising 

Some  Hot  Shots  from  a  Successful 
Dealer — Glass  Houses  and  Stones — 
The  Country  Newspaper  Catches  It — 
Blame  Laid  on  Lazy  and  Unpro- 
gressive  Editors — Lying  Down  on 
the  Job — Service  a  Part  of  Publicity 
Merchandizing 

I WAS  very  much  amused  and  somewhat  scan- 
dalized at  some  of  the  remarks  in  the  July  1st 
issue  of  the  Shoe  and  Leather  Journal  on 
the  subject,  'Are  Retail  Merchants  Poor  Adver- 
tisers?" in  which  the  opinions  of  country  newspaper 
editors  and  proprietors  were  freely  quoted.  As 
one  of  the  "country  merchants"  concerned,  I  would 
like  to  offer  a  little  evidence  "in  rebuttal"  as  the 
lawyers  say,  and  as  the  newspaper  men  have  been 
very  frank  in  voicing  their  views,  I  hope  I  may  be 
permitted  to  use  the  same  candidness  in  expressing 
my  views.  As  no  names  have  been  mentioned  so 
far,  I  trust  the  withholding  of  mine  may  not  detract 
from  the  forcefulness  of  the  points  I  may  argue. 

It  may  be  quite  true  that  the  country  retailer 
is  not  as  enthusiastic  a  believer  in  "printers'  ink" 
as  he  should  be,  but  is  that  altogether  the  result  of 
ignorance,  prejudice  or  meanness  on  his  part? 
One  has  only  to  look  at  some  of  the  sheets  printed 
in  the  average  country,  town  or  village,  to  realize 
that  there  is  little  in  appearance,  not  to  speak  of 
the  character  of  the  paper  or  its  management,  to 
encourage  a  dealer  to  invest  his  money  in  publicity. 
We  have  three  publications  in  our  town  and  none  of 
them  is  in  a  position  to  give  the  average  retailer 
either  the  circulation  or  service  he  needs  and  thus 
afford  him  proper  value  for  his  money.  Two  of 
them  depend  upon  politics  for  their  support  and 
the  third,  which  professes  to  be  "independent"  and 
which  really  has  an  advantage  in  appearance  and 
seeming  vitality,  does  not  appear  to  be  able  to  get 
the  necessary  circulation. 

But  it  is  not  to  the  question  of  matter  or  circula- 
tion that  I  wish  to  refer  at  this  time.  My  reason 
for  discussing  the  subject  at  all  is  the  quaint  remark 
made  by  one  of  your  newspaper  correspondents  in 
which  he  says:  "I  look  upon  the  (shoe)  trade 
from  an  advertising  standpoint  as  a  dead  one  and 
have  even  proposed  to  myself  to  go  out  and  get 
other  city  shoe  ads,  but  have  not  done  so,  as  it 
is  in  direct  contradiction  to  the  usual  policy  of 
my  paper." 

Here  is  a  supposedly  intelligent  newspaper  man 
who  proclaims  the  fact  that  it  is  contrary  to  the 
"policy"  of  his  paper  to  go  out  and  induce  shoe 
merchants  to  advertise.  This  is  the  crux  of  the 
situation.    These  editors  and  newspaper  proprietors 


want  to  sit  in  their  arm  chairs  and  wait  for  "copy" 
to  be  brought  into  their  establishments.  Just  like 
any  other  two-by-four  establishment  that  is  wailing 
about  the  departure  of  trade  from  the  small  town, 
they  are  unwilling  to  make  a  decent  effort  to  re- 
tain it. 

Service  is  the  keynote  of  business  to-day  and 
here  is  a  newspaper  man  who  in  all  candidness  and 
sincerity  admits  that  he  is  not  willing  to  put  a  little 
brains,  a  five  minutes'  walk  and  a  half  hour's  talk 
into  the  effort  to  keep  business  moving  for  the  town 
and  himself.  It  is,  unfortunately,  the  attitude  of 
nine  out  of  ten  of  these  country  newspaper  men, 
many  of  whom  would  be  accomplishing  more  these 
days  for  themselves  and  the  country  if  they  shut 
up  their  shops  and  went  out  on  the  farms  to  help 
get  in  the  crops. 

The  average  shoe  merchant  has  had  little  or 
no  literary  training,  and  the  writing  of  advertise- 
ments is  a  bugbear  of  such  serious  proportions  as 
to  lead  him  to  taboo  the  subject.  True,  he  has 
the  trade  paper,  but  nevertheless,  to  write  good 
advertisements  regularly  calls  for  an  effort  for  which 
the  minds  as  well  as  the  fingers  of  many  dealers 
are  little  adapted.  When  a  merchant  sells  goods 
these  days  he  must  be  prepared  to  show  the  cus- 
tomer the  why  and  wherefore.  He  has  to  know 
his  goods  and  be  able  to  put  the  proposition  in  an 
attractive  and  forcible  way.  Why  should  a  news- 
paper expect  a  man  to  walk  into  his  place,  buy 
space  at  so  much  a  line  and  supply  all  the  brains 
in  the  using  of  the  space?  Service  is  as  much  a 
part  of  the  bargain  as  space,  and  the  least  the  man 
making  the  money  out  of  the  transaction  can  do 
is  to  afford  the  buyer  the  best  possible  value  for 
his  money.  The  newspaper  that  lets  a  retail 
merchant's  ad.  run  without  change  from  Christmas 
to  Easter  may  not  be  a  swindler,  but  he  runs  pretty 
near  the  margin  of  taking  money  tinder  false  pre- 
tences. He  at  least  stands  convicted  these  days 
of  letting  his  paper  fall  seriously  behind  the  times, 
for  an  out  of  date  advertisement  is  as  effective  a 
comment  on  newspaper  enterprise  as  a  news  item 
six  months  old. 

I  think  three-fourths  of  the  blame  for  retail 
merchants  in  rural  districts  neglecting  advertising 
lies  at  the  door  of  the  local  newspaper.  If  the  pro- 
prietor could  back  his  paper  and  its  circulation 
with  good  suggestive  material  in  the  way  of  copy, 
he  could  close  up  enough  business  to  take  the  shoe 
dealers  of  his  town  out  of  the  "dead"  class. 

For  my  own  part,  I  may  say  we  have  made  a 
success  of  our  business  and  built  up  a  patronage 
that  does  not  depend  upon  the  local  paper  as  far 
as  advertising  service  is  concerned.  We  have  the 
goods  and  let  the  people  know  it  by  advertising, 
circulars,  letters,  catalogues  and  above  all  by 
month  to  month  spreading  of  the  idea  that  we  are 
up-to-date  and  our  prices  are  right.  We  do  a  busi- 
ness easily  three  times  that  of  any  other  store  in 
the  line  in  town.  If  we  had  been  as  "dead"  as 
some  of  the  newspapers  we  see  around  the  country, 
we  would  have  had  moss  on  our  tombs  long  ago. 
Yours, 

Country  Shoe  Dealer. 
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Leather 
and  Shoe 
Trade  Jottings 

What  is  Seen  and  Heard  on  the  Street 
— The  Leather  Problems  More  Acute 
— Tanners  Experience   Difficulty  in 
Getting  Supplies, 

SHOE  Manufacturers  have  accepted  their  allot- 
ment of  army  footwear  and  are  preparing  to 
make  good  in  deliveries,  which  must  be  com- 
pleted by  November  next.  It  is  a  large  order 
and  some  doubt  is  expressed  as  to  whether  it  can 
be  put  through,  but  the  leather  and  shoe  men 
have  promised  to  do  their  best.  One  tanner  is 
emoted  as  saying  that  it  will  take  twice  as  much 
sole  leather  as  is  available  in  the  country  and  in 
process,  and  if  this  be  the  case  what  may  be  said 
about  the  upper  leather?  Tanners  placed  their 
difficulties  very  thouroughly  before  the  commission 
some  time  ago  and  promised  that  if  a  little  leeway 
were  given  they  would  be  able  to  make  good.  We 
understand  the  government  is  willing  to  facilitate 
as  much  as  possible  the  production  of  the  leather 
and  shoes. 

Getting  Raw  Materials 

As  one  tanner  said,  the  trade  is  up  against 
it  good  anel  hard  in  their  endeavour  to  keep  up 
production  these  days.  The  embargo  on  hides 
from  the  United  States  is  being  closely  enforced 
and  extends  soon  to  those  in  transit.  Canadian 
hides  have  been  conserved  by  the  Dominion  em- 
bargo, but  a  great  proportion  of  them  are  of 
little  use  for  the  class  of  leather  in  demand.  Ar- 
rangements have  been  made  for  the  importation 
of  heavy  hides  for  army  contracts,  but  these  must 
be  declared  definitely  as  contracts  actually  in  hand. 
For  instance,  hides  needed  for  the  present  army 
contracts  cannot  be  got  through  without  a  certi- 
fied statement  that  they  are  being  used  for  a  de- 
finite army  contract.  This  means  at  least  delay, 
and  will  be  a  serious  hindrance  to  progress  in  getting 
through  the  leather.  The  same  applies  to  tanning 
materials.  Canadians  are  getting  the  "short  end 
of  the  stick,"  as  even  in  the  case  of  Canadian  army 
contracts)  the  army  and  civilian  trade  of  the  United 
States  must  be  provided  for  before  Canada  can 
even  get  hides  through  from  South  America. 

Conservation  of  Styles,  etc. 

Shoe  manufacturers  have  reached  the  con- 
clusion that  it  is  only  a  matter  of  time  when  the 
War  Trade  Hoard  of  Canada  will  follow  the  ex- 
;irnp\b  of  the  United  States  and  demand  a  curtail- 
ment of  shoe  styles  and  a  marked  diminution 
of  the  production  of  non-essential  grades  of  leather. 
The  labour  situation  has  become  so  acute  that 


both  tanners  and  shoe  manufacturers  are  being 
hampered  in  operating,  and  with  the  need  that 
has  arisen  for  army  leathers  there  is  a  material 
disposition  to  cut  out  the  production  of  colors 
that  are  at  present  absorbing  so  much  attention. 
As  to  shoe  styles  there  does  not  seem  to  be  as 
much  to  be  said  in  favor  of  conservation,  although 
there  is  no  doubt  that  a  simplification  of  designs 
and  lines  would  mean  a  lessening  of  the  burden 
upon  the  retailer  as  well  as  the  manufacture:. 
There  is  every  reason  to  expect,  however,  that 
the  example  set  by  the  United  States  will  be  fol- 
lowed here,  and  we  shall  see  in  the  near  future 
some  attempt  to  cut  down  the  variety  of  shoes 
at  present  being  produced.  The  Shoe  and  Leath- 
er Journal  has  for  years  contended  that  if  the 
manufacturers  would  get  together  of  their  own 
accord  and  eliminate  extravagant  and  unnecessary 
competition  in  styles  there  would  be  more  money 
in  the  business  for  all  concerned. 

The  Army  Shoe  Contracts 

Considerable  comment  is  being  indulged  in 
both  in  England  and  this  country  upon  the  prices 
being  paid  in  the  United  States  for  Army  footwear, 
which  is  considerably  higher,  all  things  considered, 
than  British  or  Canadian  manufacturers  are  getting. 
Canadian  manufacturers  have  promised  to  take 
on  the  order  for  340,000  pairs  of  army  shoes  at 
the  prices  named,  namely  $5.17 yi.  and  $565,  but 
say  there  is  no  profit  in  them  at  these  figures. 
Most  of  them  have  undertaken  the  work,  it  is 
claimed,  from  patriotic  reasons  or  the  feeling  that 
there  is  going  to  be  considerable  slackening  off 
in  the  demand  for  civilian  footwear.  At  all  events, 
after  considerable  pressure,  the  order  has  been 
taken  on,  and  to  say  the  least  there  is  not  much 
enthusiasm  amongst  those  interested. 

A  National  Shoe 

The  Germans  are  advocating  sandals  and 
bare  feet,  so  great  is  the  shortage  in  leather  in 
Germany,  while  in  France  and  England  "  National " 
shoes  are  being  produced  under  government  speci- 
fications as  a  war  measure.  From  what  we  can 
gather  from  the  trade  papers  of  both  these  latter 
countries  "national"  shoes  made  to  ensure  wear- 
able shoes  at  a  minimum  price  have  not  proven 
a  marked  success,  either  from  the  viewpoint  of 
the  manufacturer,  distributor  or  consumer.  There 
has  been  a  great  deal  of  heart  burning  in  Great 
Britain  over  the  question,  where  even  now  the 
necessity  for  such  action  is  openly  questioned.  A 
proposition  was  made  some  time  ago  to  put  out 
a  similar  shoe  in  the  United  States  to  sell  at  $5.00, 
but  it  was  shown  that  the  people  did  not  want  it 
and  would  not  buy  it.  The  wage  earning  class 
are  making  too  much  money  to  pay  any  attention 
yet  to  cheap  footwear,  and  a  move  of  this  kind 
would  only  mean  an  additional  burden  to  manu- 
facturers and  retailers.  There  has  been  talk  of  a 
"Victory"  shoe  in  Canada  but  the  government 
will  be  well  advised  if  it  goes  slow  on  a  proposition 
of  this  sort.  Retailers  have  to-day  too  many 
five  dollar  shoes  that  they  cannot  get  rid  of. 
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A  New  Source 
of  Hides 

Skins  of  Fishes  and  Animals  Not 
Now  Used  May  be  Practicable  for 
Leather  Purposes 

THE  scarcity  of  leather  and  its  attendant  high 
prices  have  naturally  caused  ingenius  persons 
to  seek  some  means  or  method  whereby 
the  quantity  could  be  increased  and  the  prices 
lowered. 

The  daily  press  has  printed  much  about  num- 
erous tests  with  various  fishes,  some  of  which  have 
been  very  impractical,  while  others  have  seemed 
more  feasible. 

Before  taking  up  the  matter  of  fish  skins  we 
want  to  call  attention  to  a  source  of  supply  that 
should  materially  increase  the  supply  of  leather, 
and  this  is  no  experiment.  Prof.  George  H.  Glover, 
of  the  Colorado  Agricultural  College  is  emphatic 
in  declaring  that  pig  skins  should  be  used  more 
in  the  production  of  leather.  Pig  skin  leather  has 
been  used  for  many  years  in  making  saddles  and 
portions  of  harness.  It  has  also  been  used  in 
trunk  and  bag  productions.  It  is  particularly 
adapted  for  these.  It  is  reported  to  have  been  used 
in  shoes  with  more  or  less  success.  But  its  peculiar 
porous  nature  seems  to  make  it  not  so  suitable  for 
shoe  manufacturing.  The  hair  pores  are  so  large 
that  even  for  harness  leather  it  is  not  good  for 
straps  for  a  smooth  edge  is  unobtainable  on  account 
of  the  large  size  of  the  hair  pores.  But  it  can  be 
used  in  other  parts  of  harness. 

Mr.  Glover  contends  that  the  hide  or  rind  left 
on  pork  is  a  complete  waste,  and  people  pay  for  it 
and  then  throw  it  away.  He  also  says  it  propagates 
hog  cholera  when  thrown  into  the  garbage  in  an 
uncooked  state. 

Porpoise  has  been  used  in  the  past  in  shoe 
making,  and  with  splendid  success.  Just  why  it 
is  not  more  generally  used  now  is  difficult  to  deter- 
mine. Whale  has  been  used  also,  but  not  exten- 
sively. But  the  various  and  wild  rumors,  par- 
ticularly about  shark  skins,  that  have  been  current 
in  the  daily  press  are  almost  amusing.  It  has  even 
been  intimated  that  some  promoter  may  be  at  the 
back  of  thoae  rumors  with  a  scheme  for  organizing 
a  big  tannery.  If  this  is  true,  how  appropriate 
that  he  should  choose  "shark"  skins. 

Here  is  one  sample  of  the  shark  skin  game  as 
reported  in  the  press:  "The  newest  substitute  for 
cow  leather  is  shark  skin.  Vessels  from  Cuba  are 
now  bringing  up  as  many  as  10,000  raw  shark 
skins  at  a  trip.  A  New  England  manufacturer 
announced  recently  that  he  was  putting  on  the 
market  shoes  made  from  these  scourges  of  the  sea." 

Funny  this  manufacturer  does  not  advertise 
more  in  the  shoe  journals  of  the  United  States. 
One  would  imagine  there  would  be  ready  sale 
for  such  shoes  even  as  a  fad.  If  vessels  are  bringing 
10,000  of  these  skins  at  a  trip  it  strikes  us  as  being 


strange  that  the  trade  papers  of  the  United  States 
have  said  so  little  of  it  and  that  so  little  stir  has 
been  made  about  it. 

Here's  another  clipping:  "Shark  skins  are  to 
be  supplied  by  Hawaii  on  a  strictly  commercial 
basis,  as  well  as  shark  oil  for  medicinal  and  other 
purposes.  Honolulu  is  planning  also  to  develop 
allied  industries  such  as  fertilizer  from  shark  waste 
and  the  curing  and  preparation  of  shark  fins." 

"Mr.  F.  Walter  McFarlane,  of  Libby,  McFarlane 
&  Libby,  has  secured  shark  concessions  at  and 
around  Johnson's  Island.  He  purposes  to  work 
with  the  equipment  of  his  tuna  cannery  during 
the  tuna  season  and  fish  for  sharks  in  the  off  season." 

"It  is  said  a  large  Eastern  leather  company  has 
offered  fifteen  cents  a  pound  for  shark  leather  in 
the  crude  state,  and  has  notified  Mr.  McFarlane 
he  is  willing  to  make  long  term  contracts.  When 
he  first  saw  the  possibilities  of  the  development 
of  the  shark  skin  and  oil  industry,  the  Bureau  of 
Fisheries,  Department  of  Commerce,  were  com- 
municated with,  and  they  in  turn  furnished  the 
information  to  leather  tanners." 

Now  all  that  sounds  good  on  paper,  and  if  it 
is  true  and  any  relief  is  due  the  present  conditions 
of  the  leather  market,  why  not  welcome  it  ?  But 
does  it  sound  plausible,  and  why  is  not  more  noise 
made  about  it  in  the  trade  press? 

We  wrote  the  Department  of  Fisheries  at  Wash- 
ington asking  if  anything  definite  had  been  accom- 
plished in  the  way  of  producing  leather  from  shark 
skins.  All  we  received  in  the  way  of  answer  was  a 
catalog  of  the  various  fish  in  American  waters. 

Not  satisfied  with  this  we  wrote  to  the  Pratt 
Institute,  Brooklyn,  which  was  reported  to  be 
making  experiments  with  shark  skins.  We  received 
the  following  letter  from  Prof.  Allen  Rogers  of  that 
institute  which  speaks  for  itself : 

"Your  letter  of  the  19th  to  Pratt  Institute  in 
reference  to  tanning  of  shark  skins  has  been  handed 
to  me  for  reply.  I  have  conducted  quite  an  ex- 
tensive series  of  tests  during  the  year  and  have 
obtained  some  very  satisfactory  results.  I  have 
finished  the-  skins,  both  on  the  flesh  and  grain,  into 
very  good  leather.  I  had  some  shoes  made  for  my 
boy,  who  is  thirteen  years  of  age,  and  got  a  wearing 
test  of  three  months.  Knowing  my  subject,  I  was 
well  pleased  with  the  outcome. 

Very  truly  yours, 

Allen  Rogers. 

Knowing  that  it  is  one  thing  to  make  tests  on 
a  small  scale  and  obtain  good  quality  results  in  a 
thing  of  this  kind,  and  yet  it  might  not  be  possible 
to  obtain  results  that  would  warrant  commercial- 
izing the  product,  we  wrote  Prof.  Rogers  again, 
asking  if  his  test  would  prove  that  the  tanning  of 
shark  skins  could  be  made  a  commercial  success. 
His  reply  follows: 

Brooklyn,  N.Y.,  July  3rd,  1918. 
Your  letter  of  the  27th  of  June  in  reference  to 
the  tanning  of  shark  skin  received.  My  tests  were 
made  on  a  fairly  large  scale,  following  out  the  same 
procedure  as  employed  on  regular  stock.  .  I  am 
convinced  that  the  skin  can  be  used  for  either  shoe 
{Continued  on  page  ji) 
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Why  Do  Some 
Retailers  Fail? 

Being  a  Few  Observations  of  a 
Traveller  Who  Notices  Things 

FOR  many  years  people  have  wondered  why 
some  fail  in  business,   and  others  succeed, 
and  as  this  article  deals  almost  exclusively 
with  the  retail  trade,  it  will  be  written  considering 
the  retailers  only. 

I  have  been  a  shoe  traveller  for  many  years,  and 
I  well  remember  my  feelings  the  first  few  days  on 
the  road. 

With  my  samples  in  a  modest  grip,  I  ventured 
into  the  city  of  Guelph  to  begin  my  career.  I 
entered  the  first  place  somewhat  timidly,  and  cannot 
say  I  was  gruffly  received,  but  my  reception  was 
not  the  most  cordial,  and  I  was  much  downcast 
when  told  my  goods  were  too  high,  not  up-to-date, 
etc.,  and  that  there  was  "nothing  doing."  I  took 
the  rebuff  cheerfully  as  possible  and  made  up  my 
mind  that,  as  I  was  there,  I  should  call  upon  Mr. 
Xeill,  who  was  doing  a  reputable  business  there, 
and  on  my  way  to  his  place  I  was  arranging  a  list 
of  excuses  for  returning  home  next  day  and  sur- 
rendering my  samples.  This  I  did  not  do,  however, 
for  when  I  went  into  Mr.  Neill's  store  the  reception 
was  so  very  different  that  I  felt  very  much  as  if 
the  line  were  not  too  bad.  I  was  told  that  prices 
were  higher  than  popular  priced  goods,  but  that 
the  quality  was  in  proportion.  Samples  were  criti- 
cized, but  more  by  suggesting  where  they  might  be 
improved,  and  altogether  I  felt  as  if  I  should  not 
carry  out  my  threat  to  resign. 

It  is  a  fact  that  first  impressions  linger  with  one, 
and  these  two  men  differed  so  greatly  that  I  shall 
always  remember  them,  and  that  day.  The  former 
did  not  make  a  success  of  his  business;  the  latter 
did,  and  I  am  convinced  that  a  man  so  tactful  with 
a  traveler  would  be  equally  tactful,  in  turn,  with 
his  customer.  I  have  been  twenty-five  years  now 
on  the  road,  and  have  seen  many  rise  and  fall,  and 
in  nine  cases  out  of  ten,  men  of  the  latter  stamp 
are  the  men  who  win  out. 

Don't  think  that  I  mean  this  is  the  great  reason 
of  their  success.  It  is  not,  but  I  am  trying  to  show 
that  much  of  a  man's  success  in  the  retail  trade 
is  due  to  his  buying,  and  a  man  can  always  do  better 
by  being  in  harmony  with  all  whom  it  is  necessary 
for  him  to  meet,  who  are  representing  various 
manufacturers,  rather  than  antagonizing  or  re- 
pelling them. 

Many  merchants  venture  into  the  shoe  business 
with  very  little  knowledge  of  shoes  and  values, 
while  very  few  good  shoe  houses  are  represented 
by  men  not  having  this  knowledge.  By  this  one 
can  readily  see  the  advantage  of  fbeing  on  good 
terms  with  the  travelers,  who  can  carry  the  ex- 
periences of  merchants  from  town  to  town,  and 
these  experiences  passed  from  one  to  another  make 
good  capital  for  all. 


It  is  also  worth  noticing  that  merchants  succeed 
whose  systems  are  directly  opposed  to  each  other. 
One  will  place  regular  orders  twice  during  the  year, 
sorting  just  a  little  between;  another  will  sort  in 
small  lots  every  week  or  two  the  year  round.  Each 
succeeds.  The  forme  usually  confines  himself  to 
fewer  lines ;  the  latter  has  a  greater  variety  at  stock- 
taking, and  as  a  general  thing,  it  is  not  as  good  a 
stock  to  clear  out  as  the  one  with  fewer  and  fuller 
lines.  Again,  the  former,  placing  his  orders  reg- 
ularly, gets  the  bulk  of  his  shoes  dated  about 
April  1st  or  May  1st,  and  October  1st  or  November 
1st;  the  manufacturer  (in  order  to  have  no  conges- 
tion in  the  factory)  often  makes  shipment  long 
before  these  dates,  and  if  buying  has  been  prudently 
done,  most  of  the  goods  can  be  w:ll  disposed  of 
before  maturity,  and  experience  soon  fits  a  man  for 
such  buying.  At  times  a  retail  business  is  being 
done  too  far  from  the  source  of  supply,  and  in  this 
case,  the  weekly  or  monthly  sorting  is  out  of  ths 
question.  I  have  seen  two  other  systems,  opposed 
to  each  other,  also  succeed,  where  one  is  a  strong 
believer  in  cheap  goods,  rather  than  quality,  and 
the  other  in  quality  rather  than  price.  The  former 
finds  it  easy  to  make  his  sales,  but  his  trouble 
comes  later  usually,  while  the  latter's  troubles  are 
nearly  always  in  making  his  sales.  He  has  very 
few  troubles  later,  and  his  trade  is  apt  to  increase 
later.  If  it  be  in  a  large  centre  where  there  is  a 
great  transient  trade  being  done,  the  chances  are 
sometimes  in  favor  of  the  ch  *aper  lines,  but  it  is 
more  conspicuous  every  day,  that  quality  is  being 
re'eo  nized  and  the  cheap  lines  of  quarter  of  a 
century  ago  are  rapidly  di  appearing. 

Mind  you,  quality  is  not  all,  for  in  those  olden 
days,  boots  and  shoes  were  what  we  might  call 
shapeless  things.  Now  what  have  we?  The  old 
split  and  grain,  sheep  and  plow  boots,  are  rare, 
as  the  old  lasts  are.  They  are  replaced  by  softer, 
newer  tannages,  and  on  snappier  lasts,  special 
attention  being  paid  to  finish.  The  merchant  now 
realizes  that  if  he  has  to  pay  an  extra  ten  cents  to 
get  a  finer  finish,  he  can  get  at  least  fifteen  cents  or 
more  for  it.  The  public  to-day  want  quality,  style 
and  finish  and  the  merchants  who  are  alive  to  this 
are  the  successful  merchants  of  to-day. 

I  might  say  that  I  have  never  entered  a  store  on 
business  but  that  I  have  noticed  something  favor- 
able or  otherwise,  and  as  I  write,  so  many  suggestions 
come  to  my  mind  that  it  is  hard  to  get  them  all 
down  at  once,  and  I  think  another  article  could 
be  written  in  this  same  strain,  and  I  feel  I  shall  be 
forced  to  leave  them  for  another  time,  and  trust 
that  I  may  have  said  something  that  may  prove  to 
be  of  some  assistance  to  some  one  who  is  perhaps 
making  his  start  in  business,  or  to  some  one  who  is 
perhaps  wondering  why  his  efforts  for  some  time 
have  not  met  with  the  desired  success. 


What  do  you  think  of  this  for  an  order?  "Dear 
Sir:  I  wish  you  wood  sen  me  your  shoe  Model  407 
his  sizes  is  5l/i  A  A  last.  Pleas  sent  it  at  once  if 
i  like  thiffl  i  will  pay  it  at  the  exptps  befor  i  get 
thim  out  C.O.D.  ex.  if  you  please  sent  it  at  once 
i  will  have  the  money  when  the  get  here." 
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Retail  Shoe 
Selling 

and  Chiropody 

A  Knowledge  of  the  Human  Foot 
Essential  to  Right  Fitting.  It  will 
Pay  to  Sell  Comfortable  Shoes — By 
MADAM  RAFFALOVITCH 

THERE  is  no  part  of  the  body  that  receives 
so  little  attention  and  care  as  the  feet,  and 
why  one  should  so  neglect  these  important 
members,  while  giving  a  great  deal  of  time  and 
attention  to  the  care  of  other  parts  of  the  body 
is  difficult  to  understand.  Possibly  the  general 
lack  of  education  along  these  lines  is  accountable 
for  it,  and  it  can  never  be  too  forcibly  impressed 
that  negligence  in  this  respect  is  in  many  instances 
productive  of  discomfort  and  suffering. 

Shoe  retailers  up  to  recent  times  have  not  done 
much  in  educational  work  along  these  lines,  but  it 
seems  to  have  fallen  to  their  lot  to  be  the  ones 
who  shall  do  this  work.  In  this  connection  the 
fitting  of  shoes  is  more  and  more  engaging  the 
attention  of  shoe  merchants  and  they  are  beginning 
to  realize  that  it  is  profitable  and  good  business  to 
do  this.  The  building  up  of  a  dependable  trade 
is  a  live  asset  to  any  business,  and  this  is  one  way 
the  shoe  merchant  can  accomplish  this. 

It  is  a  remarkable  fact  that  few  persons  have 
learned  to  recognize  the  services  of  a  chiropodist 
as  a  prevention  and  cure  for  sore  and  uncomfortable 
feet.  In  fact  very  many  are  unfamiliar  with  the 
name  and  its  meaning.  This  is  especially  true  in 
Canada.  In  the  United  States  the  work  of  the 
chiropodist  is  much  more  sought  and  appreciated 
and  good  results  are  obtained. 

Through  various  societies  in  foot  reform  the 
general  public  are  becoming  awakened  to  the  fact 
that  more  knowledge  of  the  human  foot  and  of  its 
needs  are  necessary  if  we  are  to  enjoy  comfort  in 
these  important  members. 

It  is  here  the  chiropodist's  services  come  in, 
for  he  is  in  reality  a  foot  specialist  who  understands 
the  anatomy  and  physiology  of  the  foot,  its  neces- 
sary care  and  treatments  for  its  deformities  re- 
sultant from  improper  shoe  fitting  or  similar  causes. 
In  many  shoe  stores  in  the  larger  cities  chiropodists 
are  located  and  the  patrons  of  the  store  derive 
great  help  and  benefit  from  their  services.  Their 
advice  in  shoe  fitting  is  often  invaluable  to  persons 
who  may  have  trouble  with  their  feet.  But  the 
smaller  stores  and  stores  in  the  smaller  towns 
cannot  give  such  service,  for  it  would  not  pay  finan- 
cially. But  where  it  is  at  all  possible  a  periodical 
visit  to  a  good  chiropodist  is  just  as  essential  as  a 
visit  to  a  dentist  to  keep  one's  teeth  in  normal 
condition.    In  fact  as  people  become  educated  to 


the  necessity  of  having  their  feet  cared  for  more 
scientifically  the  services  of  the  chiropodist  will  be 
sought  and  supported  even  in  the  smaller  towns. 
Or  a  chiropodist  could  establish  a  practice  in  three 
or  four  towns  visiting  them  so  many  days  a  week. 

Until  this  time  the  advice  part  of  a  chiropodist's 
work  should  be  practiced  by  the  retail  shoe  mer- 
chant. The  more  knowledge  he  may  have  of  the 
human  foot  the  more  interest  he  will  take  in  his 
business,  and  the  more  interest  one  takes  in  his 
business  the  more  he  is  liable  to  profit.  Let  him 
study  works  devoted  to  the  human  foot,  its  ailments, 
their  preventions  and  cures.  Let  him  adapt  him- 
self to  the  scientific  fitting  of  shoes,  and  by  "scien- 
tific" is  meant  their  proper  fitting.  People,  as 
mentioned  above,  are  growing  to  realize  that  much 
harm  and  discomfort  may  be  the  result  to  ill-fitting 
footwear,  all  of  which  could  have  been  avoided  by 
a  little  care  on  the  part  of  the  shoe  salesman  and  the 
customer.  It  may  not  be  practical  for  the  average 
shoe  dealer  to  remove  corns  and  calouses,  but  there 
is  much  he  should  know  about  the  boney  con- 
struction of  the  foot  in  order  that  he  may  direct  his 
customer  as  to  what  will  be  best  in  the  way  of  a 
shoe  or  appliance  to  correct  the  difficulty  and  give 
comfort. 

The  shoe  dealer  who  can  sell  shoes  that  will  give 
comfort  and  satisfaction  will  solve  the  question  of 
grouchy  customers,  and  these  customers  will  be- 
come permanent  advertisers. 

A  NEW  SOURCE  OF  HIDES 

{Continued  from  page  2g) 

or  fancy  leather.  The  methods  of  treatment  were 
about  the  same  and  term  of  tannage  equal  to 
ordinary  leather. 

Very  truly  yours, 

(Sgd.)  Allen  Rogers. 

This  report  seems  to  justify  the  theory  that 
shark  skin  leather  is  a  practical  product.  The 
question  will  be  the  securing  of  sufficient  quantities. 
The  process  of  tanning  is  said  to  be  difficult  as  the 
hair  pellicles  of  the  shark  skin  are  hard  to  move 
and  require  heavy  machinery  to  do  so. 


IN  THE  TOP  CLASS 

Here  is  a  letter  that  has  just  arrived  from  the 
Chicago  representative  of  one  of  the  largest  shoe 
manufacturing  concerns  in  the  United  States.  As 
we  have  not  the  authority  of  the  gentleman  writing 
this  letter  for  the  public  use  of  his  name,  and  as 
his  private  opinion  thus  expressed  might  perhaps 
compromise  him  with  other  publications,  we  with- 
hold it. 

Shoe  and  Leather  Journal. 

"Gentlemen:  Enclosed  find  my  check  with 
exchange  for  renewal  of  my  subscription  to 
your  paper.  It  gives  me  great  pleasure  to 
assure  you  that  I  appreciate  and  enjoy  your 
journal  and  class  it  with  "Printer's  Ink"  and 
"System,"  and  in  many  ways  find  it  far  superior 
to  shoe  papers  published  here  in  the  States." 


32 


THE   SHOE  AND  LEATHER  JOURNAL 


Newspaper  Head- 
lines as  Trade 
Stimulators 

A  Few  Words  May  Open  a  Big  Business 
Mine  by  Setting  Your  Thoughts  A- Working 

IT  is  sometimes  remarkable  what  a  suggestion,  expression 
or  dropped  word  may  do  in  the  way  of  giving  an  idea 
that  may  later  result  in  some  important  action.  In 
reading  over  the  headlines  of  the  "Retail  Public  Ledger" 
of  Philadelphia,  the  writer  was  struck  with  the  forcefulness 
of  a  number  of  these  and  it  just  occurred  to  him  that  these 
headlines  might  make  good  suggestions  for  retail  shoe 
merchants  if  they  were  published  in  one  article.  Many 
of  these  do  not  refer  to  retail  shoe  selling:  in  fact  only  one 
has  to  do  with  shoes;  nevertheless,  the  pith  of  these  ex- 
pressions may  be  applied  to  shoe-selling  just  the  same. 

"No  Let-up  in  Advertising  of  Girard  Cigars" 

This  is  a  strong  suggestion  that  if  it  pays  cigar  manu- 
facturers to  keep  up  their  advertising,  even  when  they  are. 
not  able  to  supply  the  trade,  it  will  also  pay  shoe  manu- 
facturers to  do  the  same.  The  advertising  manager  of  this 
cigar  company  says  that  he  is  insuring  for  future  business. 

"Business  Man  Wide-Awake  to  Opportunities" 

What  a  field  this  opens  up  to  the  wide-awake  business 
man.  He  should  immediately  ask  himself,  "Am  I  awake  to 
the  opportunities  which  surround  me  in  the  retail  shoe 
business?"  It  is  just  possible  there  are  those  who  do  not 
arouse  themselves  to.  all  the  opportunities  which  they  have, 
and  as  a  result  will  not  reap  the  benefits  in  their  business 
which  they  would  if  they  were  wider  awake. 

"Side  Lines  Help  Retailers  Meet  Extra  Expenses" 

This  one  will  immediately  suggest  that  in  many  small 
towns  the  retailers  may  introduce  what  may  be  called  side 
lines,  which  will  certainly  help  in  meeting  expenses.  Some 
of  these  may  be  the  various  accessories  that  are  now  available 
to  the  shoe  trade,  such  as  foot  comforts,  shoe  polishes,  hosiery, 
findings,  canes,  umbrellas,  traveling  bags,  etc.,  that  fit  in 
nicely  with  the  retail  shoe  business. 

"Mothers  Drawn  by  Ads.  Buy  3700,000  Worth  of 
'Cuddledown'  Outf.ts" 

This  advertisement  has  absolutely  nothing  whatever 
to  do  with  the  shoe  trade,  but  it  shows  the  possibilities,  of 
advertising,  particularly  when  the  appeal  is  made  to  mothers. 
S7fK).'KK)  worth  of  business  is  no  small  amount,  and  shoe 
manufacturers  who  make  footwear  for  the  little  tots  should 
take  a  lesson  from  this  and  let  their  advertising  appeal 
to  the  mothers. 

"Kensington  Stores  to  Close  Thursday  P.M." 

Evidently  in  this  town  the  weekly  half-holiday  is  up 
for  consideration,  and  the  merchants  have  adopted  it  the 
same  as  is  done  in  many  Canadian  towns. 

"Everybody  Reads  News,  so  Murray  Puts  it  in  His 
Advertisements" 

This  is  the  story  of  Bob  Murray  of  Homesdale,  Pa., 
which  appeared  in  the  Shoe  and  Leather  Journal  some 
time  ago.  It  shows  the  striking  originality  of  Mr.  Murray 
in  introducing  into  his  advertisements  the  personal  touch  of 
news  about  some  of  his  customers.    This  not  only  interested 


the  people  mentioned  in  the  news,  but  other  people  in  the 
neighbourhood  were  equally  as  much  interested.  Why  not 
adopt  this  in  your  locality? 

"Hello!  Mr.  Retailer,  are  You  Getting  All  Your  Phone 
Orders?" 

There  are  certain  classes  of  merchandise  that  adapt 
themselves  to  selling  by  phone  very  much  more  than  do 
boots  and  shoes — groceries,  for  illustration — -but  there  is  no 
doubt  that  the  phone  could  be  utilized  in  the  retail  shoe 
store  more  than  it  is.  One  way  would  be  to  advertise  your 
phone,  asking  that  your  customers  call  you  by  phone.  They 
may  call  asking  if  you  have  a  certain  kind  or  size  of  shoe,  and 
if  you  have  "the  voice  that  has  a  smile  in  it"  you  can  be 
sure  that  you  can  attract  trade  with  your  phone.  Try  it 
and  see  how  far  we  are  out. 

"Advertised  Goods* Sell  Themselves  in  Piggly-Wiggly 
Stores" 

Mention  has  been  made  in  the  Shoe  and  Leather 
Journal  of  Piggly-Wiggly  shoe  stores  that  have  been  estab- 
lished in  the  United  States.  These  are  simply  wait-on- 
yourself  stores.  The  shoes  are  all  classified,  numbered  and 
priced,  and  the  customers  go  in  and  wait  on  themselves  and  . 
then  pay  as  they  go  out.  The  point  we  wish  to  bring  out 
in  referring  to  this  heading  is  that  goods  have  to  be  adver- 
rised  in  order  to  be  sold. 

"Liberty  Bond  Given  Instead  of  Vacation" 

This  is  a  unique  idea.  A  certain  store  that  was  short 
of  help  thought  of  the  idea  of  asking  their  employees  to 
dispense  with  the  regular  annual  two  weeks'  holidays,  and 
for  this  the  store  presented  them  each  with  a  $50  Liberty 
Bond.  This  store  also  began  its  half-holidays  in  April 
instead  of  June  as  formerly.  This  in  a  great  measure  com- 
pensated for  the  lack  of  the  annual  two  weeks'  holidays. 

"May  Close  Early  in  North  Frankford" 

This  immediately  suggests  the  early  closing  idea  which 
seems  to  be  agitating  the  various  communities  on  the  other 
side.  In  Canada  this  question  is  frequently  up  and  there 
are  many  towns  and  cities  now  where  it  has  been  adopted, 
and  wherever  it  has  been  put  into  force  merchants  are 
reluctant  to  return  to  the  old  system  of  keeping  open  late 
at  night. 

"Come  Buy — Not  By — Says  Jenkintown" 

This  is  a  trade  slogan  for  which  $10.00  in  gold  was  given 
to  a  man  as  a  prize.  The  man  stated  that  this  slogan  was 
not  merely  a  theoretical  one,  for  he  had  followed  it  for  a 
number  of  years  with  excellent  results.  The  Merchants' 
Association  which  gave  the  prize  intend  to  see  that  the 
slogan  is  properly  displayed  throughout  the  town  and 
country.  In  these  days  of  tourists  and  automobiling,  this 
slogan  certainly  would  work  well  in  any  small  town  through 
which  people  pass. 

"These  Hustling  Little  Merchants  are  Worth  Watching 
for  Lessons  in  Quick  Salesmanship" 

This,  as  you  may  infer,  refers  to  newsboys  selling  papers  • 
on  the  street,  and  if  you  watch  these  little  fellows  on  a  crowded 
thoroughfare  you  will  see  the  liveliest  bunch  of  merchants 
you  ever  saw  as  they  hustle  around  from  this  one  to  that 
one  trying  to  sell  their  papers.  It  is  a  historical  fact  that 
many  of  these  young  lads  have  amassed  quite  a  fortune  in 
the  selling  of  newspapers,  or  have  laid  the  foundation  for 
future  fortunes  by  their  thriftiness  and  the  splendid  ex- 
perience which  they  have  attained  in  merchandizing  on 
street  corners. 

"War,  the  Dealer  and  Advertised  Merchandise" 

There  are  three  factors  mentioned  in  this  heading  that 
certainly  stand  out  prominently  in  the  mind  of  every  shoe 
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merchant.  In  the  first  place,  it  is  impressed  upon  him  at 
every  turn  that  the  world  is  having  a  great  war,  next  comes 
himself,  the  "Dealer,"  and  third  'Advertised  Merchandise," 
which  latter  suggests  that  if  he  is  going  to  make  a  success  of 
his  business  in  this  war  time  it  will  be  necessary  for  him 
to  advertise  his  merchandise. 

"Carry  On" 

This  is  a  heading  that  the  war  has  brought  into  almost 
general  use.  It  originated  in  the  fighting  lines  in  Europe, 
but  has  been  adopted  in  every  phase  of  business  and  com- 
mercial life  and  means  a  very  great  deal. 

"Quick  Action  of  Merchants  Prevents  Loss" 

Here  is  a  suggestion  for  killing  that  old  hoodoo,  Pro- 
crastination. Many  shoe  retailers  suffer  loss  by  not  acting 
quickly.  This  may  be  in  the  matter  of  purchasing  or  it 
may  be  in  the  matter  of  getting  rid  of  surplus  stocks,  un- 
saleable stocks  or  even  regular  lines.  The  man  who  is 
successful  to-day  is  the  man  who  is  always  on  the  jump; 
in  fact  we  know  one  large  concern  in  which  the  slogan  of 
one  of  the  managers  is  "Be  Quick!" 

"Farm  Vacations  Offered  to  Patriotic  Workers" 

Here  is  a  suggestion  for  shoe  retailers  to  allow  their 
help  to  give  a  hand  in  the  harvest  work  or  to  go  out  and 
help  a  few  days  themselves.  A  half  day  or  two  half  days 
a  week  will  do  wonders  in  this  way;  in  fact  arrangements 
could  be  made  with  other  merchants  whereby  a  certain 
number  could  go  one  half  day  and  a  certain  number  another 
half  day,  and  good  results  would  be  obtained. 

"Bright  Colors  Best  for  Most  Window  Displays" 

This  is  a  keynote  for  your  window  displays.  Bright 
colors  always  attract  attention.  This  opens  up  a  field  of 
thought  as  to  how  you  should  display  your  goods. 

"The  Business  Career  of  Peter  Flint" 

This  is  a  short  write-up  of  a  man  who  has  made  a  success 
of  business  which  will  cause  you  to  wonder  if  the  time  will 
ever  come  when  you  will  have  made  such  a  success  of  your 
business  that  it  will  be  worth  writing  about  in  the  news- 
papers, so  others  may  emulate  you.  Strive  for  it.  You 
will  benefit  by  the  results  more  than  anybody  else. 

"Agencies  Urge  Advertising  Now  to  Prevent  Future 
Stagnation" 

Advertising  agencies  have  their  finger  on  the  business 
pulse  about  as  well  as  any  other  class  of  business  men.  They 
can  see  that  a  cessation  of  advertising  now  on  the  part  of 
merchants  and  manufacturers  would  mean  an  extra  amount 
when  the  war  closes  in  order  to  catch  up  with  the  place  where 
these  merchants  and  manufacturers  left  off. 

"Crowds  Flock  to  See  Display  of  War  Medals" 

These  were  exhibited  in  a  store  window  and  suggest 
that  in  this  war-time  you  may  be  able  to  secure  some  relics 
and  medals  or  something  of  this  kind  that  will  attract  people 
to  your  window  and  store.  It  was  done  with  wonderful 
success  recently  in  the  Hartt  Shoe  Store  in  Montreal. 

"Want  Tailoring  Taught  Boys  in  Public  Schools" 

This  has  absolutely  nothing  to  do  with  the  shoe  business, 
but  if  you  are  an  enterprising  citizen  you  may  be  able  to 
influence  the  educational  authorities  to  teach  more  practical 
subjects  than  are  being  taught  at  the  present  time  in  our 
common  schools. 

"Partners  from  Boyhood  Now  Own  Three  Stores" 

Here  is  a  suggestion  on  partnership.  Men  who  form 
partnerships  should  sec  that  they  are  fitted  temperamentally 
and  every  other  way  so  they  will  pull  together,  not  apart. 
Some  of  the  most  wonderful  successes  in  business  have  been 
achieved  through  partners  being  suitably  adapted  to  each 


other  and  pulling  together  like  a  heavy  draft  team  of  Clydes- 
dales. If  you  should  happen  to  be  in  partnership  and  are 
not  pulling  just  as  well  as  you  should,  you  had  better  have 
a  little  get-together-heart-to-heart-talk  and  see  where  the 
trouble  is,  and  see  if  you  cannot  get  down  and  pull  the  traces 
so  that  not  one  of  the  four  will  have  a  slack  kink  in  it. 

"Liberty  Shoe  is  Advocated  in  Washington" 

On  the  other  side  there  is  some  talk  of  standardizing 
footwear,  but  there  seems  to  be  a  great  deal  of  objection 
to  this.  Whether  it  will  come  or  not  is  a  matter  that  the 
future  alone  will  tell.  From  the  present  outlook,  it  seems 
to  be  far  away  from  Canada. 

"The  High  Cost  of  Non-Advertising" 

This  heading  suggests  that  it  does  not  pay  to  not  adver- 
tise, but  that  it  does  pay  to  advertise. 

"Flowers  to  Women  Got  Men's  Trade" 

A  little  suggestion  that  you  might  work  out  in  your 
own  store. 

"Fall  Models  Show  Smart  Style  Notes" 

Here  is  a  suggestion  for  you  to  be  looking  after  your 
Fall  trade  well  in  advance. 

"No  Profit  in  Violation  of  Food  Rulings" 

Merchants  on  the  other  side  have  found  that  to  avoid 
any  of  the  various  restrictions  which  have  come  in  is  not  a 
profitable  thing  to  do.  Every  patriotic  citizen  will  find  it 
to  his  advantage  to  fall  in  with  these,  even  though  it  may 
mean  the  loss  of  trade  sometimes  or  some  other  small  sacrifice. 

In  presenting  this  article,  we  feel  that  it  is  decidedly 
unique  and  very  much  out  of  the  ordinary,  but  our  intention 
in  doing  so  is  simply  to  stir  up  your  think  chest  and  see  if 
you  will  not  be  able  to  put  your  thoughts  into  action  and 
profit  thereby. 


WOULD  YOU  DO  THIS? 

The  matter  of  service  in  your  store  is  one  that  you  hear 
much  about,  read  much  about  and  think  much  about,  and 
it  is  a  subject  that  can  be  treated  from  many  different 
angles.  It  seems  that  the  average  dealer  in  considering 
service  considers  it  from  the  big  proposition  point  of  view, 
and  forgets  that  little  things  go  far  in  building  up  a  proficient 
service  just  as  little  bricks  go  towards  the  building  of  a  big 
house.  A  gentlemen  entered  a  shoe  store  recently.  There 
were  two  or  three  customers  in  at  the  time.  One  clerk  was. 
waiting  on  one  customer.  The  gentleman  asked  if  the  man- 
ager was  in.  He  was  told  he  was  in  the  back  and  would  be 
in  in  a  moment.  Presently  the  manager  came.  He,  too, 
was  waiting  on  one  of  the  customers  and  had  gone  to  the 
back  to  get  a  shoe  for  her.  When  he  came  in  he  did  not  even 
look  at  the  gentleman.  Not  a  move  of  recognition.  The 
gentleman  was  a  stranger  to  him,  but  was  on  business  of 
importance  to  the  shoe  dealer.  The  business  would  not  have 
kept  the  dealer  two  minutes,  possibly  one  minute. 

It  is  true  the  dealer  did  not  know  this,  but  would  it 
not  have  been  better  had  the  dealer  at  least  have  looked  up 
and  shown  with  a  look  or  nod  of  the  head,  or  a  word,  some 
recognition  of  the  presence  of  the  gentleman?  Still  further, 
would  it  not  have  been  better  had  he  stepped  up  to  the  man 
and  learned  what  he  wanted,  and  had  he  not  been  able  to 
have  given  him  the  time  just  then  he  could  have  asked  him 
to  be  seated  until  he  was  through?  This  would  have  at 
least  shown  the  man  that  the  dealer  was  interested  in  the 
fact  that  he  was  in  the  store.  The  gentleman,  however,  was 
quite  equal  to  the  occasion.  He  went  out,  the  dealer  made 
no  move  to  stop  him,  and  going  to  a  phone,  took  the  dealer 
away  from  the  customer  and  also  took  the  precaution  to 
keep  him  longer  than  he  would,  had  he  come  to  him  in  the 
store  and  obtained  the  information  he  desired.  Would  you 
treat  a  stranger  that  way,  in  your  store? 
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™  BRISCOE'S 

G  ALT'S  leading  dry  goods  store 

BootS  and  ShpCS 

SOME    BROKEN    LINES    FOR  THE 
WEEK  END  SELLING 

MEN'S 

Mrn'i  split  »ork  shoe,  vdid  leather  soles  and  counters, 
made  from  the  *erv  best  leathers,  sizes  7.  8,  10.  f£n  PA 
refiuUr  S3.50  for  s>»C.OU 

Men's  pin  metal  bah,  tnstreh  toe,  rubber  C*A  Qr* 
•ok*,  sues  8>t.  *»•  re*   S*50  foi   ^t.ifO 

BOYS' 

Oix  k  :  ol  boys*  |>ea\-y  cronic,  with  vi.\coli*rd  soles, 
solid  counter*,' sixes  Z3  and  I    RegilfaiX  S3  23  j£  glj 

One  lot  of  bo\V  rtonfiob.  blucher  cut  sizes  PA 
3%,  L  4',.  rcgubr  $330  for   O£.0U 

LADIES' 

Onr  lot  of  ladies'  line  rid  kid.  with  fancy  top  'Tins 
riMM  a  nghl  Bp  to  (be  minute  tn  style,  reft' i la r  fJ|J 

Onr  lot  oLbdre*'  potent  blucher  nil,  sizes  d>o  /»P 
j  3Dd  U.  rrsubr  M.0fi  for  *9a£.03 

One  lot  of  bbBbbb'  hieh  cut.  chocolate  color,  low  *  a  Qp 
hrrL  rrtftibr  S6.00  for  *>4aa7D 

Onr  lot  of  LulicV  potrnt  hultoned  and  gun  met-  d>f.  »TP 
■L  sun  2'«.  3.  3',,.  rx(t.  £100  for  ^l.fO 

One  lot  of  bdieV  rid  Lid.  1  strap  fancy  sflp-  d>'*)  OP 
P".  i.  1U,  5,  rc«.  WOO.  for  s>a«.*K> 

MISSES'  AND  CHILDREN'S 

HERE  ARE  SOME  PRICES 
Misses'  oot-atrap  dungob.  %tics  1 1,  li  J,  clour-  J*J 

Miun'  \ia  kid.  bluclicr  cut.  sizes  11.  11V-.  I.  <f*l  AT 
1~.  for  M.ift 

Girts"  s-ici  kid,  Uucbcr  cut.  all  sixes,  at  J  j  [Jg 
</irb  1  »inp  ifippcn,  in  patent  or  ftun  metal, 

sLL  KINDS  OF  WHITE  SLIPPERS  AND  SHOES  FOR 
THE  LITTLE  FOLKS 


New  Summer  Oxfords 


More  Than  Your  Money's 
Worth  in  These  Pumps 


Brown  Shoes  for  Summer 


■en  .16.00  per  pr. 
II  to  2  14  00  per  pr. 
.  .      JI.85  per  pr. 


J.  READY 


PHONE 
123 


Carey  Shoe  Company's 

Cut  Rate  Stores 

— Store  Open  Saturday  E»c 


WESELOHS 

Daily  Store  News 
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BROL  BAKCaINs 


sLirFER  BARGAINS 
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sW.»s> 
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and  OxfarSW.  blgh  at  lorn  haala, 
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■PI  It    ap    r«    II. M.    |oin|  at 
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TRUNK  BARC 


and  Club  Bagi  , 
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lull  Caaca 
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il  pair  Small  Boys'  and  Ctfb' 
bixa.  aroriti  IJ.TS.  (olnf  at 
  .  nt.9h 


«1  pair  I  lflb  Boya"  and  Ctrl* 
ShoPi.    worth    I J  IS.    (olr.(  at 
■  I.ISi 


pali  Infant'*  Short  and 
Kllpp*r«  -orth  II  IJ  and  IMS. 
frolflf  at  .  9Ht 


S  alorsa  will  b*  <»p*n  t 
all  day  frlday   ih*  ilth 
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Weselohs 


Shoe  and  Clothing 
Merchants 


i  >l  41.  42  ind  44  EaM  Kmc  >hd  34  Frederick  St 


I>0900000C<I 


i»oeooooo<i 


TREADEASY 

BuJt-ui  inner  lole  of  Aoafrsluui  wool 


Buy 
Footwear 
NOW 

Big  Increases 
Coming 


Shoes  will  cost  $2  to  $3  a  pair 
more  soon.  Buy  what  you  need  for 
a  year  or  more.  It's  like  putttng 
money  in  the  bank.— A.  Weseloh. 


As  pnnwi- *ed  T4»r"- 
er  reports  Millions  of 
Dollars'  worth  of  finished 
Leathers  have  been 
Bought  by  British  and 
French    Commissions  for 


Khipmenl  iibrond.  Millions  „f  pait  of  Shoes  by  our  own 
Government  and  the  Unitcil  States*  Government  for  sold- 
ins— these  arc  (he  hlK  factors  that  will  make  Shoes  Cost 
$2  to  ?:{  a  pair  more  very  soon — and  probably  during  th» 
present  season— Unless  yon  want  to  close  your  eyes  to 
this  conditio.,  and  arc  willing  to  pay  heavily  latar  for  vour 
negliKcnce—  you  will  heed  our  advice  and  buy  now."  wc 
have  over  J35.000  Shoe  Stock  in  our  ;t  Stores  and  have 
made  of  late  tremendous  purchases  at  Old  Prices  for  vou- 

Bcncfiti 


houoands  J 

are  pbc-  I 

We  can  I 

and  we'll  J 


AnticlpatinE  the  higher  prices  wc  Bought  Thousands 
nf  Pairs  of  Snoes  In  all  styles,  some  of  which  wi 
ing  on  sale  Next  Week  .for  the  Holiday.  Trade. 
Mil  you  for  less  than  many  Shoe  Dealers  Pav. 
prove  it  when  ynn  come  (o  nay  of  our  3  Big  Shoe  Stores 
'mr  St->ck'i  must  lie  reduced  nl  .nice  st  ;is  to  put  all  in  our 
New  Krmodcird  Store  whMt  will  be  44  King  East  nnd  10 
Frederick  St..  w  that  we  oirer  every  pair  of  Shoes  in  our 
3  Store*  at  SpeHnl  Prices. 

Weseloh 's 

Shoe  and  Clothing  Merchants 

41.  42,  11  Kins  E..  34-Fredtrkb  St. 
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Retail  shoe  ads — see  opposite  page 
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Helpful  Hints  on  Retail  Advertising 

A  Few  Timely  Suggestions  on  Shoe  Advertising — Friendly  Tips 
That  Will  Help  the  Retailer  in  the  Preparation  of  His  Ads. 


THE  group  of  advertisements  on  the  opposite  page 
will  be.  interesting  to  shoe  retailers  because  of  their 
peculiar  variety.  The  two  Weseloh  ads.  at  the 
bottom  of  the  page  are  strikingly  different  types  of  adver- 
tising. In  a  letter  to  us  some  time  ago,  Mr.  Weseloh  stated 
that  he  sometimes  used  the  one  type  and  sometimes  the 
other.  Our  own  feeling  is  that  the  smaller  ad.,  "Buy  foot- 
wear now,"  would  not  bring  the  business  that  the  larger  one 
would.  We  are  strongly  in  favor  of  a  short  description  of 
lines  which  are  for  sale  and  then  a  quotation  of  prices.  In 
this  smaller  ad.  about  the  only  statement  which  is  made 
is  that  shoes  are  liable  to  cost  $2.00  or  $3.00  a  pair  more 
very  soon,  and  the  reasons  for  it  are  that  the  allied  armies 
have  bought  up  a  great  deal  of  leather,  also  the  demand 
for  soldiers'  shoes  for  both  the  Canadian  and  United  States 
armies.  It  seems  to  us  that  this  statement  could  have 
been  made  in  very  much  shorter  terms;  in  fact  one  or  two 
sentences  would  have  made  that  statement  and  then  the 
balance  of  the  space  could  have  been  devoted  to  describing 
the  shoes  on  which  the  public  could  save  this  $2.00  or  $3.00. 
There  is  an  indefiniteness  about  this  advertisement  all  the 
way  through  that  leaves  the  reader  just  about  where  he  was 
when  he  started  to  read.  In  the  first  place,  the  statement 
that  he  will  save  two  or  three  dollars  is  only  a  statement 
without  any  proof  that  he  can  do  it.  The  mental  feeling  of 
the  reader  would  be,  "Well,  if  I  can  save  two  or  three  dollars, 
why  don't  you  show  me  where  I  can  do  it?"  Human  nature 
is  lazy  and  does  not  want  to  go  to  the  store  to  find  out  how 
that  two  or  three  dollars  can  be  saved  when  it  could  have 
been  stated  in  the  advertisement. 

More  Effective  Ad. 

The  other  advertisement,  we  think,  is  more  effective 
in  its  character  and  make-up.  There  is  a  short  description 
of  the  shoes,  the  quantity,  etc.,  and  the  two  prices,  viz., 
the  regular  selling  price  and  the  sale  price.  Now,  in  this 
case,  a  person  has  something  to  grasp  immediately  on  reading 
it.  They  know  exactly  the  kind  of  shoes,  they  know  what 
they  have  been  selling  for  and  they  know  for  how  much 
they  may  be  obtained  now.  This  seems  to  cover  the  ground 
completely  and  we  feel  quite  safe  in  venturing  that  Mr. 
Weseloh  would  reap  much  better  results  from  this  adver- 
tisement than  he  did  from  the  other.  We  think  it  could  have 
been  greatly  improved,  however,  if  the  figures  in  the  prices 
had  been  larger.  There  is  plenty  of  room  in  the  advertise- 
ment for  this  to  have  been  done  and  it  stands  the  prices 
out  much  more  strikingly. 

Mr.  Ready's  ad.  is  one  that  is  very  commendable.  It 
is  not  large — only  two  columns  wide  by  7  inches  deep,  but 
the  matter  is  well  stated  and  the  layout  is  certainly  good. 
In  the  announcement,  "New  Summer  Oxfords,"  there  is 
something  definite.  Following  this  is  a  short  description  of 
the  goods  and  then  the  price.  In  the  centre  is  a  description 
of  pumps  and  the  price  quoted.  Then  "Brown  shoes  for 
Summer"  is  another  definite  statement  followed  by  a  short 
description  and  then  the  price.  We  think  this  ad.  would 
have  been  very  much  strengthened,  however,  had  the  figures 
in  the  prices  been  considerably  larger. 

The  Carey  Shoe  Company's  advertisement  is  one  that  is 
very  striking.  In  the  first  place,  the  illustrations  will  attract 
attention,  then  the  word  "Footwear"  being  in  large  type, 
will  stand  out  next  and  the  words,  "At  moderate  prices" 
will  interest  people.    Having  made  this  definite  statement 


that  this  footwear  is  at  moderate  prices,  the  advertisement 
goes  on  to  prove  this  and  short  descriptions  are  given  of 
the  various  lines  and  sizes  to  be  had,  followed  by  the  regular 
prices  and  sale  prices.  This  seems  to  cover  the  entire  ground 
completely.  We  also  think  if  the  figures  in  this  advertise- 
ment had  been  a  little  larger,  they  would  have  been  more 
effective.  The  size  of  this  ad.  is  three  columns  wide  by 
about  nine  inches  deep. 

Mr.  Briscoe's  ad.  at  the  upper  left-hand  corner  is  one 
we  think  is  very  striking.  It  is  two  columns  wide  by  about 
11  }4  inches  deep.  You  will  see  that  the  general  arrange- 
ment of  this  ad.  is  certainly  extra  good;  in  fact  Mr.  Briscoe 
is  an  adept  at  ad.  writing.  In  all  probability  if  you  should 
ask  him  for  one  reason  why  he  is  now  occupying  two  stores 
with  two  floors  and  employing  ten  or  fifteen  salespeople  when 
a  little  over  twenty  years  ago  he  and  one  clerk  and  a  partner 
were  doing  their  entire  business  on  one  floor  in  a  little  store 
about  sixteen  by  fifty  feet,  he  would  tell  you  "Advertising." 
In  the  first  place,  this  advertisement  states  the  name  of  the 
store  in  fairly  large  type  and  the  next  large  type  is  "Boots 
and  Shoes."  Here  you  have  two  main  objects — -the  place 
and  the  articles  to  sell.  Then  comes  the  very  terse  state- 
ment, "Some  Broken  Lines  for  the  Week-end  Selling." 
These  are  then  arranged  in  different  groups  so  that  they 
may  be  seen  at  a  glance — Men's,  Boys',  Ladies',  Misses' 
and  Children's.  After  each  group  there  is  a  short  description 
of  the  various  lines  with  the  sizes,  regular  prices  and  selling 
prices.  Note,  too,  how  very  prominently  these  prices  stand 
out.  A  person  reading  this  advertisement  will  at  once  be 
attracted  by  the  arrangement  and  by  the  prices.  If  he  wants 
men's  shoes,  he  will  look  in  the  men's  group  and  see  the  price, 
then  he  will  read  the  description,  etc.  This  advertisement 
appeals  to  us  so  strongly  that  we  do  not  see  where  it  could 
be  improved. 

Send  Us  Your  Ads. 

We  shall  be  glad  to  have  retail  shoe  merchants  send  us 
their  advertisements  and  if  we  are  able  to  give  you  any  help 
on  them  we  shall  be  only  too  pleased  to  do  so.  The  following 
letter  from  a  retail  merchant  shows  how  much  good  he  has 
obtained  from  our  suggestions  and  how  much  he  appre- 
ciates it. 

Editor  Shoe  and  Leather  Journal. 

"On  receiving  the  Shoe  and  Leather  Journal  to-day 
it  brought  to  my  mind  the  fact  that  I  had  not  answered 
your  letter  of  some  time  ago  which  referred  to  ad.  (rather 
criticism  on  same). 

"I  was  much  pleased  with  your  criticism,  particularly 
for  the  reason  that  I  have  apparently  at  last  got  the  "right 
idea."  I  profited  by  your  adverse  criticism  of  former  ads. 
and  was  determined  to  "make  good"  in  the  matter  of  adver- 
tising. 

"Your  reference  al*o  to  the  word  "chance"  in  which 
you  suggest  the  word  "opportunity"  is  well  taken  and  I 
shall  keep  it  in  mind;  if  one  keeps  getting  the  little  matters 
(like  dollars)  right  the  larger  matters  will  take  care  of  them- 
selves is,  I  think,  good  logic,  although  a  slow  process.  Again 
thanking  you,  I  am, 

Yours  very  truly, 


"Should  Retailers  be  Given  Exclusive  Selling  Rights 
of  a  Brand  of  Shoes?"  will  be  an  article  in  the  next  number 
of  this  Journal. 
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Shoe  Manu- 
facturers Organize 

A  National  Shoe  Manufacturers'  Council 
Formed — Services  Tendered  to  Govern- 
ment— A  Win-the-War  Policy  for  the  Shoe 
Trade — Representative  Shoe  Men  Chosen 

FOR  the  past  two  months  the  Shoe  and  Leather  Jour- 
nal in  its  editorial  columns,  and  through  personal 
letters,  has  been  urging  upon  shoe  manufacturers  the 
necessity  of  following  the  tanners  in  appointing  a  National 
Council  to  represent  the  trade  in  any  matters  that  might 
come  up  involving  governmental  control  of  the  shoe  industry. 
At  a  meeting  held  in  Toronto  a  month  ago  a  committee  of 
five  was  appointed  to  meet  similar  committees  from  Mon- 
treal and  Quebec.  A  further  meeting  was  held  at  Kitchener 
on  June  28th,  with  the  result  that  a  meeting  was  called  at 
Montreal  for  Friday,  July  5th,  which  was  very  largely  attend- 
ed, the  following  being  present: 

Messrs.  John  Clark,  Clark  Bros.,  St.  Stephen,  N.B.; 
John  A.  Reid,  Hartt  Boot  &  Shoe  Co.,  Fredericton,  N.B.; 


C  junncr  W.  K.  Lewis  of  the  Canadian  Artillery  Reserve. 
Witley  Camp.  Surrey.  England,  son  of  W.  H.  Lewis. 
268  Royce  Avenue.  Toronto,  formerly  with  McLaren 
&  Dallas.  Toronto 


H.  V.  Gale,  Gale  Brothers,  Quebec,  Que.  ;  J.  E.  Warrington, 
The  John  Ritchie  C».,  Limited,  Quebec;  C.  E.  Pepinay, 
Legace  &  Lepinay,  Quebec;  A.  Brandon,  Brandon  Shoe  Co., 
Limited,  Brantford.  Ont. ;  G.  A.  Blachford,  Blachford  Shoe 
Mfg.  Co.,  Toronto;  J.  R.  Walker,  Walker,  Parker  Co., 
Limited,  Toronto;  B.  B.  Detweilcr,  Hydro  City  Shoe  Mfrs., 
Limited,  Kit  ;hencr.  Ont.:  F.  S.  Scott,  M.P.,  Getty  &  Scott, 
Limited,  Gait,  Ont. ;  Geo.  A.  Slater,  Geo.  A.  Slater,  Limited, 
Montreal;  W.  F.  Martin,  Kingsbury  Footwear  Co.,  Mon- 
treal; NT.  Macfarlane,  Macfarlane  Shoe  Co.,  Montreal;  Jos. 
Daoust,  Daoust.  Lalonde  &  Co.,  Montreal;  T.  H.  Lane, 
Ames-Holden-McCready,  Limited,  Montreal;  Albert  Te- 
trault,  Tetratdt  Shoe  Mfg.  Co.,  Montreal;  H.  E.  Moles, 
J.  &  T.  Bell,  Limited,  Montreal;  Ralph  Locke,  Dufresne 
&  Locke,  Montreal;  R.  E.  Dildine,  Ames-Holden-McCready, 
Limited,  Montreal;  W.  Smardon,  Smardon  Shoe  Company, 
Montreal. 

Mr.  F.  S.  Scott,  M.P.,  of  Messrs.  Getty  &  Scott,  Gait, 
Ont.,  was  elected  chairman  by  acclamation. 


A  very  thorough  though  informal  discussion  took  place 
upon  the  general  leather  and  shoe  situation,  in  which  the 
action  of  the  United  States  War  Trade  Board  in  fixing  styles 
and  materials  for  the  coming  spring  season  was  naturally 
considered  at  length.  While  naturally  a  good  deal  of 
difference  of  opinion  as  to  the  effectiveness  and  workableness 
of  the  regulation  was  expressed  the  feeling  developed  that 
the  shoe  trade  of  Canada  was  quite  willing  to  co-operate  in 
any  action  that  might  secure  the  necessary  conservation  of 
materials  and  the  general  good  of  the  country.  The  keynote 
of  the  meeting  was  reflected  in  the  statement  of  the  chair- 
man to  the  effect  that  shoe  manufacturers  in  Canada  were 
prepared  to  assume  their  obligations  and  do  all  in  their 
power  to  meet  the  country's  need  under  war  conditions. 
This  spirit  was  renewed  in  the  attitude  which  the  meeting 
took  toward  a  possible  embargo  on  the  importation  of  boots 
and  shoes  from  the  United  States.  The  meeting  expressed 
itself  as  opposed  to  any  such  embargo  being  placed,  except 
for  war  purposes,  unlessit  was  found  tobe  absolutely  necessary 
by  the  Dominion  Government. 

In  order  that  the  boot  and  shoe  industry  might  be  better 
prepared  to  do  its  full  share  toward  winning  the  war,  it  was 
decided  to  create  a  Shoe  Manufacturers'  Council,  consisting 
of  the  following: 

Quebec  City — H.  V.  Gale,  Gale  Bros.;  J.  E.  Warrington, 
The  John  Ritchie  Co.,  Limited;  C.  E.  Lepinay,  Legace  & 
Lepinay.  Ontario — A.  Brandon,  The  Brandon  Shoe  Co., 
Brantford,  Ont.;  G.  A.  Blachford,  Blachford  Shoe  Mfg. 
Co.,  Toronto;  J.  R.  Walker,  Walker,  Parker  Co.,  Toronto; 
N.  B.  Detwiler,  Hydro  City  Shoe  Mfrs.,  Kitchener;  H.  C. 
Dayfoot,  C.  B.  Dayfoot  &  Co.,  Georgetown;  F.  S.  Scott, 
Getty  &  Scott,  Limited,  Gait.  Montreal — W.  Smardon, 
The  Smardon  Shoe  Co. ;  W.  F.  Martin,  Kingsbury  Footwear 
Co.,  Limited;  J.  I.  Chouinard,  Regina  Shoe  Co.,  Limited; 
N.  Macfarlane,  The  Macfarlane  Shoe  Co.;  Jos.  Daoust, 
Daoust,  Lalonde  &  Co.;  T.  H.  Lane,  Ames-Holden-Mc- 
Cready, Limited;  Albert  Tetrault,  Tetrault  Shoe  Mfg.  Co.; 
H.  E.  Moles,  J.  &  T.  Bell,  Limited;  Ralph  Locks,  Dufresne 
&  Locke,  Limited;  Geo.  A.  Slater,  Geo.  A.  Slater,  Limited; 
R.  E.  Dildine,  Ames-Holden-McCready,  Limited.  Mari- 
time Provinces — John  Clark,  Clark  Bros.,  St.  Stephen,  N.B.; 
John  A.  Reid,  Hartt  Boot  &  Shoe  Co.,  Fredericton,  N.B. 

For  the  purpose  of  making  representations  to  the  Do- 
minion Government  with  reference  to  matters  which  are  of 
common  interest  to  the  Trade  and  the  public  at  large,  a 
special  committee  of  this  Council  was  chosen,  consisting 
of  Messrs.  F.  S.  Scott,  Geo.  A.  Slater,  G.  A.  Blachford, 
R.  E.  Dildine  and  C.  E.  Lepinay. 

The  question  of  a  National  Association  of  Boot  and 
Shoe  Manufacturers  in  Canada  also  received  the  attention 
of  the  meeting. 

It  was  decided  to  hold  a  Convention  of  all  boot  and 
shoe  manufacturers  in  Canada  some  time  before  the  end 
of  the  year.  This  will  probably  be  held  the  first  week  in 
December  next  in  Montreal.  Aspecial  committee,  consisting 
of  the  chairmen  of  the  local  Associations,  was  constituted  to 
carry  out  this  plan. 

Expression  was  given  in  the  meeting  to  the  necessity 
for  some  action  in  providing  technical  schools  where  training 
could  be  given  in  the  manufacture  of  boots  and  shoes.  The 
Government  was  commended  for  the  action  they  were 
already  taking  in  this  direction  in  connection  with  returned 
soldiers,  and  it  was  decided  to  get  into  closer  touch  with 
the  Government  Committee  charged  with  this  work. 


TAXING  SHOES  IN  FRANCE 

In  Canada  we  have  never  considered  shoes  as  luxuries. 
To  us  they  are  necessities.  In  France  it  is  not  considered 
that  men's  shoes  selling  at  above  $10  and  women's  selling 
above  $8  retail  are  in  the  luxury  class  and  are  so  taxed. 
The  tax  is  collected  by  the  sale  of  stamps  affixed  to  the  shoes. 


A  brief  history  of 
one  of  Canada  s 
most  outstanding 
industries. 


With  illustrations 
indicating  the 
magnitude  of  the 
business  to-day. 


Portrait — Griffith  B.  Clarke 
President 
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Men,  women  and  chil- 
dren in  every  part  of  Canada 
have  come  to  know  A.  R.  Clarke 
&  Company's  mitts,  gloves, 
moccasins,  coats  and  shirts. 
Progress  in  these  departments 
ran  parallel  with  that  in  other 
sections  and  they  came  to  be 
very  important  branches  of  the 
business. 

But  one  of  the  happiest 
inspirations,  perhaps,  was  that 
which  led  the  firm  to  produce 
patent  leather.  There  was  at 
the  time  an  open  field  and  very 
large  existing  demand  for  patent 
leather,  despite  the  fact  that 
what  was  being  turned  out  had 
still  many  imperfections. 


THE  evolution  of  this  busi- 
ness is  a  verification  of 
all  platitudes  about  big 
things  from  small  beginnings,  for 
never  was  the  seed  of  signal 
success  more  truly  in  small 
enterprise  than  when,  back  in 
1852.  the  late  John  Clarke 
undertook  the  tanning  of  hides 
on  a  very  small  scale  in  the  then 
village  of  Peterborough. 

None  could  have  foreseen 
in  that  inauspicious  event  the 
germ  of  a  great  indu  try. 

Moreover,  the  business  ran 
along  for  a  good  many  years 
after  its  inception  without  giv- 
ing very  much  promise.  The 

building  in  which  it  was  housed  for  twenty-four  years  be- 
came a  landmark  familiarly  known  as  "Clarke's  Tan- 
nery." 

In  1876  the  originator  transferred  his  activities  to  a 
factory  of  modest  dimensions  on  Francis  street.  Toronto, 
where  five  or  six  hands  were  employed. 

Co-incident  with  the  late  Mr.  A.  R.  Clarke's  assum- 
ing charge,  the  business  entered  upon  its  career  of  rapid 
expansion. 

Another  move  was  made,  this  time  to  quite  large 
premises  at  M)f)  Eastern  avenue.  The  pay-roll  now  num- 
bered fifty  to  one  hundred  hands. 

The  production  of  sheepskins  ami  glove  kid  developed 
•'■  tucfa  an  extent  that  by  1880  the  building  in  which  the 
industry  was  located  proved  inadequate,  necessitating 
removal  to  633-661  Eastern  avenue. 

Experiencing  depression  in  the  glazed  kid  market, 
the  firm  discontinued  its  manufacture  and  attention  was 
devoted  to  upper  leather  and  patent,  glove  leather, 
shearlings,  sheepskins,  pigskins,  etc. 


Tannery 

Early  in  their  experience  A.  R.  Clarke  &  Co.  succeeded 
in  making  an  article  of  very  high  quality,  overcoming 
many  of  the  objections  that  had  militated  against  the 
wider  use  of  this  material  in  footwear,  most  notably  the 
tendency  to  crack.  The  merit  of  their  product  became 
recognized  abroad  as  well  as  at  home  and  success  in  this 
field  was  assured. 

Articles  possessing  the  power  of  brilliant  reflection 
appeal  strongly  to  human  instinct,  and  the  request  for 
patent  leather  is  at  bottom  attributable  to  that  peculiarity. 
For  this  reason,  it  will  always  be  sought  and  employed 
for  footwear  and  other  purposes  for  ornamentation.  It  is 
the  standard  foot  covering  for  dress  occasions,  which 
establishes  it  as  the  acme  of  good  taste. 

Patent  leather  is  coming  into  more  extensive  use  on 
the  streets  all  the  time.  It  has  been  found  to  give  the 
much  desired  edge  of  style  to  both  women's  costumes  and 
men's  suits.  Moreover,  the  dust  does  not  odge  on  it  in 
the  same  manner  as  on  other  leathers  and  it  retains  its 
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immaculate  appearance  with 
little  attention.  When  of  good 
make,  it  is  flexible  and  elastic 
with  no  tendency  whatever  to 
cramp  the  feet. 

Difficulties  in  the  way  of 
obtaining  other  varieties  of 
upper  stock  are  becoming  ever 
more  acute  and  attention  turns 
to  patent  leather  to  take  the 
place  of  these.  There  is  not  a 
reason  in  the  world  why  it 
could  not  do  so  in  all  lines  for 
street  wear. 

The  greater  availability 
and  utility  of  raw  material  and 
the  large  spread  make  patent 
the  most  economical  of  leathers 


Glove-Leather  Finishing  Room 

for  good  shoes.  On  these  points  it  has  won  the  endorsa- 
tion  of  leather  conservation  commissioners  everywhere. 

It  is  well  that  we  have  a  leather  of  this  character  to 
fall  back  on  in  such  an  emergency,  one  already  held  in  such 
high  esteem  that  little  opposition  to  its  general  adoption 
is  to  be  anticipated  from  the  public. 

It  is  reassuring  to  know  that  we  have  in  ur  midst 
an  industry  of  immense  capacity  in  which  this  material 
has  been  brought  to  its  highest  perfection. 

In  the  space  allotted  to  us,  it  is  impossible  to  do  jus- 
tice to  the  plant  of  A  R.  Clarke  &  Co.;  we  can  only  hope 
by  means  of  the  few  illustrations  shown  to  convey  some 
idea  of  the  enormous  output  of  this  firm. 

Since  the  death  of  Mr.  A  R.  Clarke,  as  the  result  of 
injuries  sustained  in  the  sinking  of  the  Lusitania,  the 
business  has  been  under  the  supervision  and  manage- 
ment of  Mr.  Griffith  B.  Clarke,  who  devotes  his  entire 
time,  energy  and  enthusiasm  to  it  and  has  proven  his 
ability  to  assume  this  very  heavy  responsibility. 

The  building,  internally  and  externally,  is  regarded 


as  one  of  the  finest,  safest, 
cleanest  and  most  modern  fac- 
tories in  Toronto  It  is  sprink- 
led throughout.  Power  is  fur- 
nished by  twenty-five  motors 
and  one  250  h.p.  engine.  The 
many  different  departments  call 
for  the  constant  employment  of 
from  three  to  four  hundred 
hands. 

The    company    is  repre- 
sented by  sixteen  salesmen,  has 
its   own   offices   in  Montreal, 
Vancouver,  London,  England, 
Australia   and    New  Zealand, 
while  maintaining  agencies  in 
Rochester,    Boston    and  New 
York.    Australian  business  has 
developed  wonderfully,  which  helps  considerably  to  take 
care  of  the  leather  that  formerly  went  to  England,  but 
which  is  now  denied  that  market  by  the  embargo. 

The  organization  impresses  one  with  its  capability 
for  handling  big  business  with  the  most  up-to-date  effici- 
ency, whether  it  be  of  a  domestic  or  foreign  nature. 

The  A.  R.  Clarke  business  has  been  brought  to  its 
present  flourishing  condition  by  the  slow  process  of  time; 
and  it  is  builded  upon  the  solid  rock  of  sterling  business 
methods  which  have  always  been  characteristic  oc  the 
men  at  its  head. 

It  is  one  of  those  institutions  to  which  we  can  look 
with  confidence  to  meet  that  commercial  competition 
after  the  war  which  it  is  expected  will  be  the  keenest  the 
world  has  ever  seen. 

Certain  it  is  that  all  of  the  principal  commercial 
nations  will  battle  for  world's  trade  to  recoup  themselves 
for  the  fabulous  expenditures  entailed  by  the  present 
struggle. 

Perhaps  most  of  us  have  not  given  enough  thought 
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Leather  Assembling  Room 


to  this  matter.  We  do  not  realize  until  we  have  gone 
through  a  plant  of  this  kind  just  what  is  involved  in  get- 
ting together  an  industrial  structure  such  as  Canada  will 
need  to  hold  her  place  when  the  bitter  strife  begins.  If 
we  do  not  want  to  be  unprepared  when  that  time  comes, 
as  we  were  for  war,  we  must  begin  by  co-operating  with 
the  businesses  we  have,  by  seeing  that  they  suffer  no  handi- 
cap of  our  imposing,  and  by  devoting  every  minute  of 
time,  every  ounce  of  energy  to  constructive  work  along 
industrial  lines. 

I  would  say  that  the  A.  R.  Clark  Company  are  pre- 
pared to  meet  competition  in  this  or  any  country,  now  or 
at  the  conclusion  of  the  war.  Their  plans  are  laid,  their 
organization  complete,  their  dependence  placed  upon 
giving  buyers  the  best  of  which  they  are  capable,  whether 
that  be  leather,  gloves,  coats,  shirts  or  moccasins. 


There  is  no  boastfulness  in  this  attitude,  merely  the 
confidence  that  comes  from  efficient  organization 

The  huge  revolving  drums  in  this  tannery,  while 
they  rumble  in  giant  chorus,  let  us  know  they  are  per- 
forming their  part  in  the  increased  production  of  necessi- 
ties that  will  be  appreciated  in  our  own  country  and 
possibly  in  England,  France,  Belgium,  Italy,  Australia 
and  New  Zealand. 

The  eagerness  of  the  employees  to  get  to  work, 
which  a  number  of  times  threatened  destruction  to  our 
photographs,  had  a  certain  significance.  It  was  evidence 
of  the  good-will  and  enthusiasm  which  is  known  to  prevail 
among  the  workers  in  this  establishment.  More  than  that, 
it  bore  testimony  to  what  has  been  the  policy  of  the  firm 
in  relation  to  its  workers.  It  is  a  difficult  matter  to  take 
a  man  or  a  girl  away  from  the  A.  R.  Clarke  Co.,  and 
herein  is  one  of  the  company's  best  assets. 


latent  (xathcr  from  Ovens — Air  exposure 


One  of  four  Finishing  Rooms— Enamelling  Department 
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Sole  Leather  and 
How  it  is  Made 

An  Interesting  Article  on  One  of  Canada's 
Great  Manufacturing  Industries. — By  L. 
O.  BREITHAUPT 

r"l"^HE  subject  of  sole  leather  is  such  a  large  one  and  there 
1  are  so  many  different  processes  of  manufacture  that 
it  is  only  possible,  in  an  article  such  as  this,  to  deal 
with  the  subject  in  a  more  or  less  general  way. 

Sole  leather  consists  of  the  hides  of  animals,  especially 
hides  of  cattle,  prepared  by  certain  chemical  processes  which 
preserve  them  from  putrefactive  decay,  give  them  the  power 
of  resisting  moisture,  communicate  a  mellow  uniform  tenacity 
to  the  whole  hide  substance.  This  preparation  is  effected 
by  several  different  processes,  all  of  which  depend  upon  the 
opening  of  the  pores  of  the  skin  and  combining  the  gelatinous 
tissue  with  the  essence  of  tanning  materials. 

This  tanning  material  varies  according  to  the  tannage 
of  sole  leather  desired.  There  are  three  main  tannages, 
commonly  known  as  hemlock,  union  and  oak.  The  hem- 
lock tannage  is  produced  by  the  use  of  a  liquor  leached 
from  the  bark  of  the  hemlock  tree;  the  oak  tannage  is  pro- 
duced by  the  use  of  the  extract  of  oak  bark  or  wood,  which  is 
only  procurable  from  foreign  countries;  and  the  union  from 
a  combination  of  the  two  liquors. 

Under  normal  conditions  a  great  variety  of  hides  are 
available  for  the  purpose  of  manufacturing  sole  leather. 
The  best  sole  leather,  however,  is  manufactured  from  hides 
grown  under  severe  climatic  conditions,  for  example:  the 
mountainous  regions  of  South  American  produce  a  hardy 
species  of  animals  whose  hides  are  much  thicker  and  tougher 
than  those  of  the  animals  grown  under  milder  climatic 
conditions.  Even  in  our  own  country  there  is  a  vast  differ- 
ence in  hides  according  to  the  locality  in  which  the  animal 
is  grown.  The  heavy  hides  of  Western  Canada  are  much 
better  adapted  for  heavy  leather  than  the  thin  spready 
country  hide  of  Ontario  or  Quebec,  which  are  very  unsuitable 
for  this  purpose.  Hides  of  range  cattle  are  much  better 
adapted  for  sole  leather  than  those  of  domestic  growth  and 
the  trade  in  dry  and  salted  hides  from  South  America  and 
other  foreign  countries  is  consequently  of  the  greatest  im- 
portance to  tanners  of  sole  leather. 

This  market  being  for  the  present  cut  off  is  the  cause 
of  a  great  deal  of  hardship  to  the  producers  of  this  line  of 
leather  who  formerly  used  practically  nothing  else  but  hides 
originating  from  these  countries.  .Never  was  there  a  time 
in  the  history  of  the  world  when  plump  mountain  hides  were 
more  in  demand  and  never  was  there  a  time  when  they  were 
more  difficult  to  obtain. 

Sole  leather  is  manufactured  from  dry,  drysalted,  or 
green-salted  hides,  according  to  the  class  of  stock  desired. 
In  the  tannage  of  heavy  service  Spanish  hemlock  leather 
dry  hides  are  most  commonly  used,  as  the  tendency  in  this 
sort  of  hide  is  to  produce  a  firm  plump  leather  such  as  is 
required  by  the  cutters  of  hemlock  sole  stock.  In  oak  or 
union,  where  a  mellower  leather  is  required,  dry-salted  and 
green-salted  hides  are  found  to  produce  very  satisfactory 
results. 

To  prepare  a  hide  for  tanning  it  is  first  necessary  to  get 
it  back  as  nearly  as  possible  into  the  natural  state  in  which 
it  was  removed  from  the  animal.  In  the  case  of  green  and 
dry-salted  hides  this  end  is  easily  accomplished  by  soaking 
in  water.  In  dry  hides  the  task,  however,  is  not  so  light,  as 
it  sometimes  takes  many  hours,  after  soaking,  of  "kicking" 


L.  O.  Breithaupt,  Kitchener 


or  "paddling"  in  hide  mills  before  they  are  in  workable 
condition. 

Hides,  as  received  at  the  tannery,  are  soaked  and  thor- 
oughly washed  to  free  them  from  blood,  salt  and  other  sub- 
stances adhering  to  or  impregnating  them.  In  this  process 
they  are  rendered  uniformly  soft  and  supple.  They  are 
then  placed  on  a  splitting  rack  where  a  long  sharp  knife 
divides  the  hide  into  two  separate  sides.  The  ears  or  other 
parts  left  on  by  the  butcher  are  then  cut  off  and  put  into 
glue  stock.  The  hides  are  then  immersed  in  pits  of  lime 
water.  The  action  of  lime  loosens  the  hair,  which  is  sub- 
sequently removed.  In  the  pioneer  days  of  tanning  most  of 
this  hair  was  removed  by  hand  on  the  beam — a  sloping 
cylindrical  table — but  under  present  more  modern  conditions 
this  operation,  as  also  fleshing,  is  done  by  special  machinery. 

The  next  operation  consists  in.  again  washing  the  hides 
in  water  and  in  removing,  by  use  of  a  beam  knife,  the  loose 
parts  of  the  hide  untouched  by  the  machine.  The  operation 
of  plumping  follows,  its  object  being  to  open  the  pores  of 
the  hide  material  and  so  enable  it  more  readily  to  receive 
and  absorb  the  tanning  solution.  This  is  effected  by  im- 
mersing the  hides  in  vats  of  sour  liquor  which  not  only  strikes 
and  sets  the  first  color,  but  also  contains  sufficient  acidity 
to  free  the  hide  from  the  soluble  lime  soap  still  adhering 
to  it  from  the  liming  process. 

These  vats  are  commonly  known  as  the  handlers  or 
color  vats.  When  the  hides  arc  properly  plumped  and 
colored  in  these  vats  of  sour  liquor  they  are  then  ready  to 
undergo  any  of  the  ordinary  processes  for  converting  them 
into  sole  leather.  In  other  words,  they  are  in  a  state  of 
preparation  to  start  on  their  gradual  growth  of  hide  fibre 
through  the  various  stages  of  tanning.  The  materials 
employed  in  the  actual  process  of  tanning  are,  as  outlined 
above,  extracted  from  the  bark  or  wood  of  the  hemlock  or 
oak  trees.  These  may  of  course  lie  augmented  by  tanning 
materials  such  as  Myrabolan,  Chestnut,  Quebracho,  Valonia, 
Gambicr,  Mangrove,  etc.,  etc.,  produced  from  plants  and 
trees  which,  in  some  stage  of  their  growth,  yield  a  hirge 
percentage  of  tannin. 

The  operation  of  tanning  itself  consists  in  impregnating 
the  hide  fibre  with  the  tannin,  contained  in  any  of  the  sub- 
stances above  referred  to  and  the  ordinary  processes  are 
very  slow  in  operation.  In  heavy  hides  it  takes  from  five 
to  six  months  from  the  raw  hide  condition  lo  that  of  the 
(Continued  on  page  44) 
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One  Thousand  Cases 

LADY  WHITE 

for 

1  9  1  9 


A  Pleasing 
Announcement 

to  the-  many  ethusi- 
ast  j  cdealersin  LADY 
WHITE  BOOTS. 

This  Best  Looking, 
Best  Fitting,  Best 
Selling  canvas  boot, 
the  same  style  and 
shape  so  popular  pre- 
vious years,  can  still 
be  had  at  practically 
the  same  price,  in 
spite  of  the  doubled 
cost  of  Sea  Island 
Duck,  as  well  as  the 
more  pointed  toe 
lasts  with  higher 
heel,  also  the  lower 
12/8  heel;  but  the 
SURE  SELLER  will 
still  be  the  original 
LADY  WHITE 
made  on  identically 
the  same  Lasts  and 
Patterns  as  before. 


TO  THE 
TRADE 

We  are  prepared  to 
book  your  order 
now,  at  all  prices, 
notwithstanding  the 
big  advances  in 
cost,  providing  you 
order  in  time  and 
providing  we  can 
arrange  on  deliver- 
ies so  as  to  admit  of 
making  the  goods 
up  at  convenience 
of  the  factory. 

We  have  contract 
for  materials  to 
make 

1000  CASES 

After  that  the  prices 
will  be  much  higher. 


1919  LADY  WHITE 

Made  of  Sea  Island  Duck.  Exactly  as  illustrated. 
Thirty-six  pairs  to  the  case,  assorted  as  follows:  2  to  5; 
3  to  5;  2Y2  to  6  and  i'/2  to  7. 

REMEMBER  If  you  don't  get  the  style  of  a  boot  right,  you  can't  give  it  away.  Women  are  paying  for  the  style  cf 
a  shoe  more  than  the  wear,  and  LADY  WHITE  gives  them  the  wear  as  well.    If  your  jobber  don't  keep  them 

NOTE    There  are  quantities  of  cheap  canvas  boots  on  the  market — but  Lady  White  is  a  QUALITY  boot. 
We  have  a  stock  on  hand  for  immediate  delivery.    Wire  orders  at  our  expense. 

CHAS.   E.  SLATER 


491  St.  Valier  Street,  QUEBEC 

Novelty  Footwear  in  Case  Lots  Only  at  Factory  Prices. 


10  High  Street,  BOSTON 

Quotations  by  wire  at  our  expense. 
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Rochester  Shoe 
Style  Show 

The  Fifth  Big  Success  of  This  Now  Twice- 
a-Year  Style  Shoe  Event. — Manufacturers' 

Key  Note  Was  Not  To  Take  Orders,  But 

"Get  Out  the  Work" 

THE  Shoe  Style  Show  which  just  closed  at  Rochester 
was  as  big  a  success  as  was  any  of  the  four  shows 
that  preceded  it.  Nearly  fifty  exhibitors  had  samples 
displayed  and  buyers  were  many  and  enthusiastic. 

The  committees  deserve  a  great  deal  of  praise  for  the 
marvelously  smart  manner  in  which  everything  ran,  even  to 
the  smallest  detail.  Both  Mr:  Smith,  the  chairman,  and  Mr. 
Chase,  the  secretary,  were  untiring  in  their  efforts  to  see 
that  everyone  was  made  happy  during  their  stay. 

The  programme  was  run  off  almost  to  the  letter.  At 
10.30  on  Monday,  July  8th,  visiting  buyers  registered  at 
headquarters,  Room  No.  569,  Power's  Hotel  and  at  12.30 
partook  of  luncheon  in  the  hunting  room.  At  12.30  on  Tues- 
day there  was  a  special  luncheon  of  the  Rochester  Association 
of  Traveling  Shoe  Salesmen,  which  was  more  than  a  success. 
A  special  programme  was  provided  which  was  wonderfully 
enjoyed  by  all  present.  At  3.30  the  visiting  ladies  were 
given  an  automobile  ride  through  the  parks. 

Exhibits  were  open  until  5.30,  but  special  appointments 
could  be  arranged  for  evenings.  On  Wednesday,  at  2  p.m., 
there  was  a  special  exhibit  for  shoe  manufacturers  from  out  of 
town,  and  at  8  p.m.  was  the  big  feature  of  living  models  and 
fashion  revue  in  the  grand  ballroom.  Naturally,  this  created 
much  interest.  Mr.  Clark  B.  Rowley  made  an  efficient 
"announcer"  at  this  function.  Shoe  manufacturers  and  their 
superintendents  with  their  ladies  were  guests  of  the  associ- 
ation at  this  exhibit.  Mr.  Asa  P.  Peck  was  chairman  in 
charge. 

On  Thursday  evening  at  9  o'clock  was  another  revue 
with  a  special  programme  of  vocal  and  instrumental  music. 


Harry  A.  Chase.  Vice-President  Merleau  C.  Smith,  Sales-Manager 

Shoe  Retailers' Association,  Boston,  Utz  &  Dunn  Compaiy,  Rochester, 

Secretary.  Chairman. 


There  were  also  introduced  some  special  patriotic  features 
that  took  with  the  visitors  and  others  present,  The  special 
guests  were  the  officials  of  the  Chamber  of  Commerce,  mem- 
bers of  the  manufacturers'  and  salesmen's  council,  and  the 
merchants  who  supplied  -the  living  models  with  costumes. 
There -was  orchestra  music  both  evenings. 

On  Friday  there  was  a  special  exhibit  at  2  p.m.  for  the 
retail  shoe  trade  of  Rochester.  On  Saturday  was  the  big 
event.  At  12.30  the  annual  outing  and  luncheon  of  the 
Rochester  Association  of  traveling  shoe  salesmen  at  Manitou 
Beach.  The  members,  ladies  and  visiting  buyers  were  taken 
in  autos  and  a  splendid  programme  of  sports  was  pulled  off; 
Then  at  6.30  was  the  annual  fish  and  chicken  dinner,  which 
took  place  at  Manitou  Beach,  and- that  closed  one  of  the  most 
successful  style  shows  of  all  that  have  been  held  in  Rochester. 
Owing  to  the  very  unsettled  condition  of  the  shoe  trade, 
through  proposed  government  restrictions,  new  styles  were 
not  featured  to  any  extent.  In  fact,  while  there  were  a  goodly 
number  of  buyers  very  few,  were  in  a  position  to  take  orders. 

Among  the  exhibitors  of  shoes  were :  Blum  Shoe  Mfg.  Co. , 

(Continued  on  page  45) 
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SOLE  LEATHER  AND  HOW  IT  IS  MADE 

(Continued  from  page  41) 

finished  leather.  While  various  other  methods  of  tanning 
have  been  tried  out  with  the  idea  of  shortening  the  time, 
still  it  is  a  well-known  fact  amongst  the  tanners  of  the  best 
sole  leather  that  the  results  obtained  in  the  six-months'  vat 
tannage  are  not  to  be  equalled  by  any  forced  processes  of 
more  recent  discovery. 

From  the  handlers  or  color  vats  the  hides  are  transferred 
to  the  regular  tanning  vats  of  sweet  liquors  in  which  they  are 
flatly  laid  away  with  usually  a  fine  layer  of  freshly  ground 
tan  bark  spread  evenly  between  each  skin.  As  the  hide 
substance  continues  to  grow  the  pack  is  then  advanced 
through  four  or  five  layers  of  tan  liquor  of  gradually  in- 
creasing strength  until  the  fibre  is  completely  penetrated 
and  fully  grown.  This  completes  the  actual  process  of 
tanning  the  hides. 

The  next  operation  is  to  prepare  the  stock  for  finishing. 
This  consists  of  evening  up  the  color  and  of  oiling  to  produce 
a  uniformly  pliable  substance.  After  this  is  accomplished 
the  leather  is  ready  for  the  dry  lofts,  where  under  favorable 
weather  conditions  the  natural  atmospheric  drying  produces 
an  even  color  throughout.  When  thoroughly  dry  the  leather 
is  dampened  or  sprinkled  on  the  grain  side  to  prepare  it  for 
the  rollers. 

Probably  the  most  interesting  and  absorbing  feature 
of  the  entire  process  is  to  see  the  leather  in  the  finishing 
department,  being  transformed  under  pressure  of  the  ma- 
chines, from  a  rough  tanned  hide  to  a  beautifully  uniform 
and  well-worked  out  piece  of  sole  leather  with  every  possible 
inch  of  surface  properly  packed  and  polished,  thus  finally 


producing  from  nature's  own  material  a  sole  substance  which 
is  healthful  and  serviceable. 


BOOK  REVIEW 

It  is  beyond  the  province  of  a  trade  journal  to  do  book 
reviewing,  but  in  this  case  we  feel  justified.  Mr.  John  Lennox, 
of  Hamilton,  has  written  a  de  luxe  volume  entitled  "What  I 
know  about  Fishing."  It  is  bound  in  red  morocco  and  tied 
with  the  same  material.  It  is  illustrated  by  M.  Narcisse 
Gagnon,  to  whom  it  was  presented  by  Mr.  Lennox.  The  title 
is  printed  in  gold  on  the  front  cover.    But  the  censor  spared 


This  is  tne  booK  tnat  JaCK  builc 


no  pains  in  the  use  of  his  pencil  on  the  manuscript.  By  the 
time  he  was  through  and  sent  it  to  the  publishers  there  was 
really  no  work  for  the  typesetters  to  do.  So  the  200  pages 
and  cover  passed  along  to  the  binders.  Oar  artist  was  able 
to  obtain  a  glimpse  of  the  book  and  shows  a  closed  and  open 
view.  The  latter  gives  a  perfect  idea  of  the  contents,  although 
we  had  always  presumed  Mr.  Lennox  knew  considerable 
about  fishing. 


YAMASKA   BRAND  SHOES 

are  medium-priced  lines  of  sterling  worth.    They  are  made  for 
every  member  of  the  household,  including  • 

Mens,  Women's,  Boys,    Youths ,  Girls',  Children's. 

They  are  quick  selling  shoes  that  have  a  snappy  style  and 
finish  far  above  what  the  price  would  indicate. 


YOUR  JOBBER  WILL  HAVE  THEM  :: 

LA  COMPAGNIE 

J.  A.  &  M.  COTE 

St.  Hyacinthe,  Que. 


ST.  HYACINTHE  , 
CA  N ADA • 
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ROCHESTER  SHOE  STYLE  SHOW 

[Continued  from  page  43) 

Danvilee,  N.Y.;  Coon  Co.,  W.  B.,  Rochester;  C-Saw  Shoe 
Co.,  Inc.,  Rochester;  Dugan  &  Hudson  Co.,  Rochester; 
Dunn  &  McCarthy,  Auburn,  N.Y.;  Flexible  Shoe  Co., 
Rochester;  Ford  &  Co.  Inc.,  C.  P.,  Rochester;  Hahn  Co., 
F.  W.,  Rochester;  Joy,  Clark  &  Nier,  Inc.,  Rochester;  Kelly, 
Inc.,  John, Rocxester ;  Leach  Shoe  Co.,  Rochester;  McElwain, 
Morse  &  Rogers,  New  York  City;  Menihan  Co.,  The,  Roches- 
ter; Manzies  Shoe  Co.,  Milwaukee,  Wis.;  Moore-Shafer  Shoe 
Mfg.  Co.,  Brockport,  N.Y. ;  Piehler  Shoe  Co.,  Rochester; 
Reed  &  Co.,  E.  P.,  Rochester;  Sherwood  Shoe  Co.,  Inc., 
Rochester;  Stearns  Shoe  Co.,  C.  S.,  Boston;  Tuttle  Co.,  The 
W.  E.,  Rochester;  Utz  &  Dunn  Co.,  Rochester;  Williams, 
Hoyt  &  Co.,  Rochester;  Wilson,  George  J.,  Rochester. 

The  leather  exhibitors  were:  Brown  &  Co.,  C.  D., 
Rochester;  Blumenthal  &  Co.,  P.,  New  York;  Hecht  &  Co., 
F.,  New  York;  Lane,  C.  M.,  Rochester;  New  Castle  Leather 
Co.,  Wilmington,  Del.;  Ohio  Leather  Co.,  Girard,  Ohio; 
Pfister  &  Vogel  Leather  Co.,  Milwaukee;  Stern,  Chas., 
Rochester;  Schmidt  &  Sons,  Traugott,  Detroit,  Mich.; 
Trostel  Leather  Co.,  Milwaukee,  Wis. 

The  Boot  and  Shoe  Recorder,  the  Shoe  and  Leather 
Reporter  and  the  Shoe  Retailer  had  exhibits. 

Among  Canadian  visitors  at  the  show  were:  Ken  Murray, 
Mr.  Jarvis  and  Mr,  Settle,  of  the  Murray  Shoe  Co.,  London; 
Mr.  Chas.  A.  Blachford,  Mr.  H.  McKean  and  Mr.  S.  Arthur 
Bell,  of  the  Blachford  Shoe  Co.,  Toronto;  Mr.  J.  A.  Reid 
and  Mr.  Jas.  Lauther,  of  the  Hartt  Boot  &  Shoe  Co.,  Mr. 
J.  A.  Walker,  of  the  Walker,  Parker  Co.,  Mr.  Wm.  Chamber- 
lain, of  Getty  &  Scott  Co.,  Gait,  Mr.  Alex.  Inrig,  of  Lady 
Belle  Shoe  Co.,  Kitchener. 


THE  BOSTON  SHOE  STYLE  SHOW 

As  was  to  be  expected,  the  government's  proposed  re- 
striction on  shoemaking  had  much  to  do  in  quieting  the  tone 
of  the  style  exhibit  at  the  Boston  Show.  There  were  no  new 
and  striking  models,  the  exhibits  being  confined  chiefly  to  the 
present  and  prevailing  lasts.  There  were,  as  in  the  past,  a 
goodly  number  of  buyers  and  the  exhibitors  were  fully  up  to 
past  shows  in  numbers,  but,  strange  as  it  may  seem,  very  few 
exhibitors  were  prepared  to  take  orders. 

One  was  much  impressed  with  the  showing  of  white 
goods  and  also  that  of  low  shoes.  It  is  plain  to  be  seen  that 
women  are  taking  a  very  sensible  view  of  war  conditions  and 
are  dropping  extravagant  and  gaudy  apparel.  It  is  hardly 
becoming,  nor  does  one  often  see  it  now,  for  a  woman  to 
appear  overdressed  at  a  Red  Cross  meeting  or  any  other 
patriotic  meeting  in  connection  with  the  war. 


SOME  IMPRESSIONS  FROM  THE  STYLE  SHOW 

Legislation  may  be  a  crack  at  shoe  production.  Women 
for  the  past  couple  of  years  have  been  able  to  obtain  shoes 
in  colors  to  match  their  costume.  With  the  new  style  regu- 
lations,  an  eight-inch  top  and  confined  to  four  colors — white, 
black  and  two  shades  of  tan — she  will  be  greatly  restricted  in 
her  choice.  The  effect  will  be  on  retailers  and  manufacturers 
— a  great  curtailing  of  business.  Black  and  white  will  be 
her  choice  in  a  real  dressy  shoe.  The  result  will  be 
that  the  black  can  and  will  be  worn  much  longer  than  fancy 
colors.  Not  so  many  shoes  will  be  purchased,  although  the 
money  will  likely  go  for  other  things.  That  will  surely  cur- 
tail trade.  If  the  styles  are  limited  every  manufacturer  will 
practically  be  making  the  same  line  of  shoes.  The  enterpris- 
ing fellow  will  be  sitting  up  nights  devising  some  special 
plan  whereby  he  can  get  ahead  of  the  other  fellow.  He  will 
have  some  new  idea  in  a  patented  shoe,  some  special  feature 
like  a  cushion  heel  or  arch  support  that  he  can  add  to 
the  style. 


A  PRIZE  PROBLEM 

In  the  June  issue  of  the  Shoe  and  Leather  Journal 
we  printed  the  following  problem  under  the  caption  "What 
would  you  do?"  offering  the  prizes  as  stated  therein: — 

'"A.  is  a  shoe  retailer  in  a  town  where  there  are  three 
other  dealers.  He  has  made  it  a  policy  of  carrying  several 
exclusive  lines  which  he  has  pushed  until  he  has  created 
quite  a  sale  for  them.  He  has  been  buying  a  certain  line 
of  women's  shoes  from  a  well-known  manufacturer  for 
six  or  seven  years,  and  has  regarded  it  as  a  leader  which 
gave  him  a  good  deal  of  prestige  and  brought  him  a  good 
profit.  He  finds  that  the  firm  he  has  been  buying  this  line 
from  has  sold  practically  the  same  line  to  a  competitor. 

B.,  at  the  other  end  of  the  street,  who  has  begun  ad- 
vertising the  shoes  using  the  manufacturer's  name.  The 
line  has  been  made  popular  through  A.'s  advertising,  upon 
which  he  has  spent  considerable  money.  A  has  been  quite 
friendly  with  B.  and  otherwise  his  dealings  with  the  manu- 
facturer in  question  have  always  been  satisfactory,  but 
the  latter  urges  that  he  has  never  made  any  regular  exclusive 
arrangement  with  A.  and  does  not  feel  justified  in  con- 
fining the  line  to  A.,  although  he  has  sold  him  very  satis- 
factory bills  of  goods.  A  does  not  want  to  waste  his  ad- 
vertising in  the  interests  of  a  competitor,  but  feels  that 
his  store  may  suffer  by  commencing  to  introduce  an  abso- 
lutely new  line.  He  also  feels  that  B.  is  unjustly  reaping 
advantage  of  the  advertising  he  has  been  doing  for  the 
six  or  seven  years.    What  would  YOU  do? 

To  the  best  answer  to  the  above  question  the  Shoe 
and  Leather  Journal  will  give  a  book  entitled  "Skinners' 
Dress  Suit,"  and  to  the  next  best  a  book  entitled  "You 
Can."  These  books  are  bright  crisp  interesting  business 
talks,  useful  to  either  merchant  or  clerk.  Replies  to 
be  not  more  than  500  words,  addressed  to  "Service  De- 
partment," Shoe  and  Leather  Journal. 

Below  is  published  the  solutions  of  the  winners  and 
while  they  are  entirely  opposite  we  feel  they  will  be  interest- 
ing to  our  readers : 

First  Prize  Solution 

1st.  Advertise  more. 

2nd.  Dress  my  windows  more  attractively  than 
before  with  these  goods. 

3rd.  I  would  make  my  advertising  tell  more 
detail  about  the  quality  and  advantages  of  the  shoes. 

4th.  I  would  make  my  story  a  real  human 
interest  appeal  from  every  viewpoint,  by  picture 
and  prose. 

5th.  I  would  make  store  service  a  very  strong 
point. 

6th.  I  would  go  one  better  than  the  other  fellow 
every  time,  without  of  course  showing  any  ani- 
mosity or  feeling. 

7th.  To  sum  up: — Having  already  secured  a 
large  business,  and  a  good  start  of  the  other  fellow, 
I  would  beat  him  to  it,  by  persistence,  and  well 
thought  out  plans  of  advertising;  by  form  letter, 
street  car  cards,  window  display,  newspaper  ads., 
and  good  service  generally. 

Geo.  E.  Girling. 

Second  Prize  Solution 

In  answer  to  your  query,  "What  Would  You 
Do?"  I  would  cut  out  that  manufacturer,  at  once, 
and  start  in  again,  with  a  new  line. 

As  B's  motive,  no  doubt,  was  to  take  advantage 
ot  the  demand  that  had  been  created  for  that  line  of 
shoes,  it  was  a  small  piece  of  business  on  the  part  of  B 
the  traveler,  and  manufacturer  as  well. 

Sharp  practice  like  that  will,  no  doubt,  rebound 
and  in  the  end  B  will  not  reap  much  benefit. 

J.   H.  GlLLESPiE. 
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SOMETHING    NEW  AGAIN 


us*c 


I 

18  Ft.  Shoe  Repair  Outfit 
without  Stitcher          —          Model  N 


MADE    IN  CANADA 

Designed  for  the  man  who  wants  the  very  best  in  Shoe  Repair  outfits,  and  whose  require- 
ments do  not  justify  installing  a  Stitcher. 

May  also  be  secured  in  the  well  known  16  Ft.  and  22  Ft.  Styles  of 

The  Famous  Model  N  Series  of  Shoe  Repair  Outfits. 

Featuring  new  special  Stand  made  to  accommodate  the  Model  A  or  Model  B  Skate  Sharpening 
or  other  small  machines  if  preferred  in  line  for  direct  drive  from  the  main  shaft.  Operators'  tool 
bench  or  work  shelf  can  easily  be  attached  to  this  stand  if  desired. 

By  simply  exchanging  this  Stand  for  our  regular  Stitcher  leg  the  Goodyear  Rapid  Outsole 
Lockstitch  Machine  may  be  added  at  any  time  without  extra  extensions,  shafting  or 
couplings,  and  your  Outfit  remains  Standard. 

Easy  terms  that  place  it  within  the  reach  of  all 
Write  for  further  particulars 

UNITED  SHOE  MACHINERY  CO.  OF  CANADA 

LIMITED  MONTREAL,  QUE. 


90  Adelaide  St.  West 
Toronto 


179  King  St.  West 
Kitchener 


28  Demers  St. 
Quebec 
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Suitable  back  for  Summer 
Goods  window 


OUTING  SHOE  WINDOW  BACKGROUND 
By  K.  R.  Kimmerly 

This  is  a  most  attractive  setting  for  a  holiday  window 
and  one  that  is  bound  to  compel  admiration.  The  best 
part  of  it  is,  it  is  easily  made  and  costs  very  little. 

The  shamrock  border  is  a  stencil  which  can  be  obtained 
from  the  Alabastine  Co.,  Paris,  Ont.,  and  is  Number  51  in 
their  catalogue  of  stencils.  The  wider  stencil  is  from  the 
same  catalogue  and  is  Number  307.  Stencil  Number  51 
is  2>y2  inches  wide  and  costs  20  cents.  Number  307  is  10% 
inches  wide  and  costs  60  cents.  Be  sure  and  enclose  suffi- 
cient extra  to  cover  cost  of  mailing. 

Secure  enough  wall-board  to  answer  for  your  window, 
and  be  sure  it  is  the  widest  width  as  your  stencils  alone  will 
take  up  14  inches  of  the  width  of  the  board,  and  there  should 
be  good  space  left  between  the  two  stencils.  A  light  blue 
shade  of  alabastine  should  be  used  for  a  body.  Alabastine 
Number  21  will  be  about  right.  Around  wall-board  a  nar- 
row wooden  border  should  be  placed  and  stained  a  dull  brown. 

The  narrow  border  should  then  be  put  on  by  means  of 
your  stencil.  This  should  be  of  a  shade  as  near  the  color 
of  a  shamrock  as  possible. 

The  wider  stencil  should  come  next,  and  for  this  use  a 
very  dark  shade  of  green  for  the  rushes,  but  do  not  fill  in 
the  cat-tails  except  the  stem.  The  rest  of  the  tail  should 
be  brown  and  should  be  made  with  show-card  color.  With 
what  is  left  of  the  light  blue  alabastine  mix  enough  lamp- 
black to  make  a  shade  about  three  shades  darker  than  body 
of  the  back  ground,  use  this  for  the  water.  Mix  lamp-black 
alone  with  water  in  which  has  been  dissolved  borax  or  wash- 
ing soda,  then  pour  into  color.  It  will  be  necessary  to  touch 
up  the  lilies  with  a  little  white  and  yellow  centres,  but  of 
course  if  you  haven't  the  time  to  do  this  you  may  use  the 
darker  blue  shade  for  the  wider  stencil  and  leave  the  other 
shades  out  and  still  have  a  very  pretty  window.  If  you  do 
this  I  would  use  blue  for  the  narrow  stencil  also.  If  you  have 
the  time  you  can  make  a  beautiful  window  by  adding  colors 
as  advised  at  first. 

From  the  ceiling  suspend  a  shelf,  as  shown,  so  that  it 
comes  just  above  the  wall-board  and  use  for  displaying. 
A  couple  of  cards  such  as  supplied  by  the  different  rubber 


companies  can  be  used  to  advantage.  In  the  one  corner  of 
the  window  stand  a  paddle  and  use  two  or  three  cushions 
on  the  bottom,  on  which  shoes' may  be  displayed.  With  a 
little  thought  a  really  attractive  window  will  be  the  result. 


TETRAULT  WELTS  FOR  A  BLUE  DEVIL 

Upon  the  recent  visit  of  the  Blue  Devils  of  France  to 
Montreal,  one  of  them  who  had  business  relations  with  the 
Tetrault  Shoe  Co.'s  branch  in  Paris,  France,  called  on  them 
in-  Montreal  and  was  presented  by  Mr.  Nap.  Tetrault  with 
a  pair  of  shoes  made  on  their  very  latest  last,  the  ' '  Blue  Devil. ' ' 
A  soldier  of  France  was  the  first  man  to  wear  this  new  shoe. 
This  firm  has  added  to  their  already  extensive  line  a  new 
range  of  Goodyear  welts  for  youths. 


Pershing  Shoe  Plans  have  been  changed  somewhat. 
A  meeting  of  the  eastern  tanners  was  held  on  Thursday, 
June  20th,  in  the  rooms  of  the  New  England  Shoe  and 
Leather  Association  at  Boston.  Capt.  O'Neill  and  Fred.  A. 
Vogel,  jr.,  were  present  from  the  Quartermaster's  Department 
and  representatives  of  the  big  houses  were  there  in  a  big 
number.  The  programme  has  been  changed  regarding  the 
output  of  the  Pershing  Shoe  from  1,500,000  pairs  a  month 
from  September  to  the  end  of  the  year  to  1,000,000  pairs  for 
the  balance  of  this  year.  These  will  be  made  strictly  of 
hard  tanned  leather.  It  is  estimated  that  England  is  now 
making  3,000,000  pairs  of  boots  for  the  American  Army. 

As  an  evidence  of  what  manufacturers  are  up  against 
in  the  labor  problem  it  is  reported  that  the  Brockton  cutters 
are  asking  for  an  increase  of  $12  a  week  and  other  operators 
are  asking  for  a  20  per  cent,  raise.  An  increase  of  $5  a  week 
was  accepted  by  the  Haverhill  cutters. 

Here's  something  that  cheers  the  heart  of  a  Canadian 
manufacturer  and  the  Robert  Ralston  Co.,  Hamilton,  were 
the  ones  to  be  cheered.  A  Canadian  soldier  in  England 
wrote  like  this:  Dear  Sirs, — If  I  am  not  asking  too  much  I 
would  like  you  to  mail  me  a  box  of  your  tan  Beauty  Paste. 
Since  back  from  France  have  not  been  able  to  obtain  it  in 
this  country.  I  am  mighty  particular  what  polish  I  use  and 
a  fellow  can't  obtain  any  real  good  polish  here.  Hoping  it 
comes,  I  anij  yours  respectfully,  
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These  are  the  days  when  the  store  as 
well  as  the  proprietor  gets  "OUT  of 
SORTS."  Styles  and  Sizes  run  short, 
and  so  does  the  temper  of  the  Shoe 
Dealer  and  Shoe  Wearer. 


.0 


Right  at  the  end  of  the  line  you  have 
the  remedy  for  SHORT  STOCK.  A 
wire  or  telephone  message  puts  within 
your  immediate  reach  the  COMPLETE 
ASSORTMENT  and  the  PROMPT 
SHIPMENT  that  are  symbolized  by 


Everything1  in  Summer  Footwear. 
Keep  Your  Customers  Satisfied. 
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A  UNIQUE  WINDOW  DISPLAY 

The  Hartt  Shoe  Store,  467  St.  Catherine  street  west, 
Montreal,  recently  had  a  very  attractive  window  that  was 
purely  patriotic  in  its  design.  It  was  originated  todo  honor 
to  the  twelve  hundred  United  States  troops  who  passed 
through  Montreal  on  Saturday,  June  29th,  and  as  this  was 
so  near  Dominion  Day,  it  permitted  the  window  to  be 
dressed  in  a  doubly  patriotic  manner;  thus  one  of  the  win- 
dows was  devoted  to  the  United  States  and  its  flags  and 
colors,  while  the  other  was  given  over  to  our  own  Canadian 
emblems  and  colors.  The  window  devoted  to  Uncle  Sam 
had  a  large  American  flag  in  the  background  and  above  this 
and  on  both  sides  were  borders  of  red,  white  and  blue.  The 
panels  below  the  flag  were 
draped  with  a  separate  strip  of 
the  colors  and  tied  at  the  centre 
with  ribbons  of  the  same  red, 
white  and  blue,  making  a  very 
pretty  design.  Silk  American 
flags  were  hung  between  the 
panels. 

The  walnut-panelled  sides 
of  the  window  were  draped  with 
strips  of  red,  white  and  blue, 
which  crossed  and  were  tied  at 
the  centre  with  ribbons  in  colors 
to  match  and  around  these 
American  flags  were  arranged. 
Because  of  the  rich,  dark  wal- 
nut background  this  draping  of 
the  colors  stood  out  in  most 
effective  relief  and  caught  the 
eye  immediately. 

In  the  bottom  of  the  window 
were  arranged  two  mahogany 
plateaus  covered  with  blue 
plush  and  draped  with  small 
American  flags  and  silk  cord;  on 
these  were  attractively  arranged 
oxfords,  outing  shoes  and  mili- 
tary boots.    The  front  of  the 


window  was  reserved  for  a  very  fine  display  of  war  trophies 
from  France  and  Belgium  with  a  card  attached  to  each, 
detailing  its  history. 

In  the  centre  of  the  window  was  an  attractive  show  card 
bearing  the  message  "Welcome  to  our  Ally,"  and  below  that 
a  vivid  picture  in  colors  of  the  Stars  and  Stripes. 

The  companion  window  was  given  over  to  a  Dominion 
Day  display,  dressed  to  correspond  with  the  United  States 
window  except  that  all  the  flags  were  our  beloved  Union 
Jack,  and  in  one  corner  was  shown  a  most  wonderful  speci- 
men of  the  British  flag  done  in  solid  silk  needlework  by 
a  returned  Canadian  hero  while  in  hospital  at  Montreal. 
This  window,   also,   contained  rare  and  very  interesting 


trophies  from  the  British  and 
Canadian  fronts  in  France 
and  Belgium,  while  towards  the 
centre  was  a  card  painted  with 
the  Union  Jack  and  above  it 
was  [lettered  "July  1st — Can- 
ada's Day!" 

;  The  splendid  results  and 
effect  of  these  windows  amply 
repaid  the  thought  and  time 
expended  in  their  arrangement. 
They  literally  drew  hordes  of 
people  to  see  them  from  the 
day  they  were  put  in  until  they 
were  taken  out.  The  Hartt 
Shoe  Store  management  is  cer- 
tainly to  be  congratulated  on 
its  live  up-to-dateness  in  seizing 
this  opportunity  and  taking 
advantage  of  it. 


In  our  next  issue  will  appear 
an  interesting  article  about 
leather,  entitled  "Waste,  Scrap 
or  By-Product." 


Patriotic  windows  of  Hartt  Shoe  Co.'s  Store,  Montreal 
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"Acme"  Soles  have  been  time-tested. 
They  will  last  much  longer  than  leather; 
keep  your  feet  dry  on  wet  days;  prevent 
slipping  and    give   you  the 
appearance  of  always  being  well 
shod.     Made  in  various  colors 
and  thicknesses,  and  for  Men's, 
Women's  and  Children's  Boots 
and  Shoes. 


Here's  one  tax  you  do 
pay — the  Foot  Tax. 

Wear  "Acme"  Whole  Heels  and  the 
tax  on  your  feet  is  automatically 
cancelled. 

"Acme"  Soles  go  well  with 
either  "Acme"  Whole  Heels  or 
"  Peerless"  Half  Heels. 

H.83-F.  18 
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WHOLESALERS  SELLING  AT  RETAIL 

We  have  a  communication  from  a  retail  shoe  dealer 
protesting  against  the  practice  of  wholesale  houses  selling  at 
retail.  This  is  a  practice  that  possibly  does  not  exist  to-day 
to  the  extent  it  did  in  the  past.  On  investigation  we  find  that 
wholesalers  do  not  care  to  sell  goods  at  retail,  because  it 
takes  up  too  much  time.  A  salesman  can  sell  a  bill  of  goods 
at  wholesale  amounting  to  $150  or' $200  almost  as  quickly 
as  he  can  sell  one  pair  of  shoes  at  retail.  Practically  all  the 
Toronto  houses  have  cards  posted,  announcing  that  they 
do  not  sell  at  retail. 

One  house  made  this  reply  to  a  deputation  that  waited 
upon  it  about  this  matter  that  they  did  not  want  to  sell  at 
retail  and  discouraged  it  all  they  could,  as  it  did  not  pay  and 
they  did  not  have  the  time  to  bother  with  it. 

The  letter  follows: — - 

Toronto,  June  24th,  1918. 

The  Shoe  and  Leather  Journal: 

Dear  Sirs, — Kindly  grant  me  space  in  your  journal  to 
call  the  attention  of  the  shoemen  of  Ontario,  and  particularly 
Toronto,  to  a  practice  of  sending  customers  to  wholesale 
houses.  Are  you  aware  what  this  practice  is  leading  up  to? 
Each  time  when  you  give  a  customer  an  order  to  purchase  a 
pair  of  shoes  in  a  wholesale  house,  of  course  the  first  pair  is 
charged  up  to  your  account.  But  did  you  ever  stop  to  think 
that  that  is  an  introduction  between  consumer  and  whole- 
saler? Next  time  they  do  not  need  your  order,  and  you  lose 
the  customer  and  the  profit  that  is  justly  yours.  Now,  sir, 
I  do  not  believe  that  this  is  generally  done,  except  by  some 
thoughtless  merchant  who  has  not  stopped  to  consider  the 
results.  I  venture  to  say  that  more  of  it  is  done  by  mer- 
chants in  smaller  towns.  If  this  practice  does  exist,  for  heav- 
en's sake  consider  what  you  are  doing  and  stop  it.  Also,  Mr. 
Commercial  Traveler,  I  ask  you  to  stop  sending  your  friends 
and  their  friends  and  someone  else's  friends,  until  it  has  be- 
come an  endless  chain,  as  it  is  through  the  retailer  you 
have  the  position  you  now  hold,  and  we,  the  retailers,  are  the 
friends  you  should  protect  instead  of  trying  to  cater  to  the 
consumer.  I  know  of  one  wholesale  clothing  house,  the  fore- 
man, of  which  (who  pretends  to  be  a  friend  of  mine)  told  me 
that  there  is  not  one  employee  in  his  department  who  has  any 
conception  of  the.  retail  price  of  footwear.  One  day  not  long 
ago  I  was  in  a  wholesale  shoe  house — a  lady  came  in  to  get 
a  pair  of  shoes.  After  she  had  selected  a  pair  from  sample, 
the  salesman  went  to  the  stock  room  to  get  her  size.  I  then 
spoke  to  him  concerning  the  matter.  His  excuse  was  that 
she  was  the  bookkeeper's  wife.  Well,  if  she  was,  she  has 
more  than  one  husband,  for  I  recognized  her  as  a  resident 
of  not  more  than  two  minutes,  walk  from  my  store,  and  she 
buys  her  laces  and  polish  from  me.  From  there  I  went  into 
another  wholesale  house  and  found  two  girls  who  live  over  a 
store  next  door  to  mine  buying  shoes.  The  salesman  there 
told  me  that  they  had  an  order.  I  offered  to  bet  him  two  to 
one  that  he  did  not  get  an  order.  He  then  offered  the  excuse 
that  they  did  very  little  of  that  kind  of  business.  Now,  Mr. 
Shoeman,  do  not  blame  the  consumer.  Do  not  give  the  whole- 
saler the  opportunity  of  excusing  his  retail  trade  by  saying 
they  have  an  order,  and  at  your  next  regular  meeting  of  the 
Retail  Merchants'  Association  let  this  be  the  topic  of  your 
discussion. 

Fair  Play. 


MARRIAGE  OF  A  POPULAR  SHOE  TRAVELLER 

The  many  friends  of  Mr.  John  Cameron,  popularly 
known  as  Jack  Cameron,  who  represents  the  Minister,  Myles 
Co.  on  the  road,  will  be  interested  in  knowing  he  took  it  into 
his  little  head  to  get  married.  When  Jack  takes  it  into  his 
head  to  do  something  he  usually  carries  it  through.  But  in 
this  case  it  takes  two  to  make  a  bargain,  so  Miss  Bradford, 


of  Goderich,  was  the  party  of  the  second  part,  and  the  great 
event  occurred  on  June  the  29th.  Jack  has  a  host  of  friends 
around  the  country  and  it  looks  as  if  his  firm  had  some  regard 
for  him  too.  On  the  night  before  he  left  for  his  wedding 
they  called  him  into  the  office  and  handed  him  a  neatly 
wrapped  parcel  which,  when  opened,  proved  to  be  a  handsome 
cabinet  of  silver.  It  nearly  took  Jack's  breath  away  but  he 
recovered. 

He  was  for  a  number  of  years  with  the  T.  Eaton  Co., 
in  their  shoe  department,  before  going  on  the  road  for  the 
M.  M.  Co.,  and  knows  the  shoe  business  well,  and  says  his 
fall  trip  on  the  road  was  a  big  business  getter.  He  and 
Mrs.  Cameron  are  spending  some  weeks  at  Woodington, 
Ont.  The  Shoe  and  Leather  Journal  extends  congratu- 
lations and  best  wishes  to  both  bride  and  groom. 


Narcisse  Gagnon's  "sample"  fish  sent 
to  the  S.  and  L.  Journal 


JUST  A  SAMPLE 

Montreal,  July  10,  1918 

Dear  Sir, 

I  am  sending  you  to-day,  by  express,  a  little 
salmon  that  I  caught  on  my  last  trip  up  Matour. 
This  is  not  a  very  big  one  and  the  size  of  it  is  only 
a  small  thing  beside  what  I  am  going  to  catch 
for  the  contest. 

Hoping  that  you  will  enjoy  a  good  steak  of  it. 

I  remain, 

Narcisse  Gagnon. 
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They  Appreciate  this  Extra  Service 


It  is  true  that  your  customers  do 
not  base  their  preference  for  shoes 
largely  on  the  question  of  rubber 
heels. 

Compared  with  the  question  of 
style  or  fit,  rubber  heels  are  of  minor 
significance. 

Indeed,  not  one  customer  in  ten, 
we  believe,  will  think  of  asking  for 
rubber  heels. 

But,  on  the  other  hand,  the  major- 
ity of  your  customers  will  be  better 
pleased  if  they  find  the  shoes  they 
choose  are  equipped  with  good  rubber 
heels — Wingfoot  Heels. 

MAKE  THIS  TEST: 

WearWingfoot  Heels  your- 
self. Note  how  they  relieve 
you  as  you  trudge  around 
the  store.  Note  how  they 
wear. 


They  know  that  these  rubber  heels 
are  better,  that  they  add  noticeably 
to  any  shoe's  comfort.  They  know 
they  give  longer  wear.  They  know 
they  cost  more. 

Thus,  they  appreciate  rubber  heels 
as  an  extra  service  you  are  rendering. 
They  are  pleased  enough  to  talk  about 
your  good  dealing. 

Especially  if  these  heels  are  Wing- 
foot  Heels.  For  they  bear  a  name 
known  all  over  America  for  quality 
products.  They  are  of  high-grade 
rubber.  They  are  long-wearing. 
They  look  smarter  and  keep  shoes 
smarter. 

And  you  can  sell  shoes  equipped 
with  Wingfoot  Heels  on  this  basis — 
We  guarantee  Wingfoot  Heels  to  out- 
wear any  other  rubber  heel.  If  they 
fail  to  measure  up  to  our  claims  we 
will  give  your  customer  another  pair 
without  charge. 

Because  they  cost  the  manufac- 
turer slightly  more  .  than  ordinary 
heels  you  may  have  to  insist  on  Wing- 
foots  when  you  specify  shoes  with 
rubber  heels. 


THE  GOODYEAR  TIRE  AND  RUBBER  CO. 
OF   CANADA,   LIMITED,   TORONTO,  Ont. 
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M.  R.  Thorns,  repairer,  of  Broadway,  has  installed  a 
power  finisher. 

N.  Nakano,  repairer,  of  5th  avenue,  has  installed  a  new 
curved  needle  Champion  stitcher  with  electric  heating 
apparatus. 

The  shoe  repair  men  of  Vancouver,  B.C.,  are  some  class. 
Seven  of  them  own  flivvers,  which  says  that  business  is  good 
on  the  Coast. 

Vice-President  Hendry  expects  to  have  to  go  over  with 
his  car  to  bring  home  all  the  prizes  he  will  win. 

Arthur  Butterworth  hopes  to  win  that  Breithaupt 
chair,  because  he  says  it  just  fits  him. 

Mr.  T.  Manders,  a  returned  soldier,  has  opened  a  repair 
business  at  Eburn  and  has  installed  a  new  power  finisher. 

At  the  mention  of  rationing  of  findings  the  same  as  is 


Pte.  E.  D.  Stalling,  killed  in  action  May  4th,  1917,  at 
Fresnay.    Enlisted  as  bugler,  81st  Batt.,  in  September, 
1915.    Son  of  W.  W.  Skilling,  shoe  repair  merchant, 
633  College  Street,  Toronto 


being  operated  in  Great  Britain  to-day,  the  Vancouver  re- 
pairers answer  with  a  broad  smile,  still  it's  not  impossible, 
it  may  be  necessary  on  this  side  in  the  near  future. 

A  t  Christ  Church  on  Saturday,  June  29th,  Miss  Naylor 
was  married  to  Mr.  J.  G.  Clapperton,  shoemaker,  Robson 
street,  Vancouver.  The  happy  pair  left  with  the  night  boat 
for  Victoria,  where  they  spent  their  honeymoon. 

A  progressive  shoe  repairer  of  Toronto  has  this  on  his 
advertising  cards,  "Ladies,  your  heel  straightened  and 
enamelled."  We  thought  the  straightening  of  ladies'  heels 
was  the  work  of  an  orthopedic  physician  and  we  never  heard 
of  ladies  having  their  heels  enamelled.  Possibly  the  repair 
man  has  reference  to  ladies'  "boot"  heels  and  not  to  ladies' 
heels. 


Mr.  Frank  L.  Hickox,  owner  of  the  Union  Electric 
Shoe  Repair  Shop  of  Gait,  Ont.,  has  opened  a  branch  store 
in  Preston  and  Mr.  W.  W .  Butcher,  of  Preston,  is  in  charge 
of  the  new  place.  Mr.  Hickox  has  been  conducting  an  up- 
to-date  repair  and  custom  made  shoe  shop  for  two  and  a  half 
years.  He  has  a  22-foot  Goodyear  outfit.  Next  to  good  work- 
manship Mr.  Hickox  says,  "Delivery  when  promised"  is  the 
best  key  with  which  to  open  the  door  of  business  to  success. 

Mr.  C.  H.  Easter,  who  has  a  repair  shop  in  Portage  la 
Prairie,  Man.,  writes  us  that  he  finds  business  good.  He  has 
a  No.  D  17  finisher  and  Victor  stitcher  and  has  just  installed 
a  Crow  nailing  machine.  Mr.  Easter  is  an  old  subscriber  to 
the  Shoe  and  Leather  Journal  and  says  he  does  not  think 
any  progressive  shoemaker  or  repair  man  should  be  without 
it.  as  it  contains  a  lot  of  valuable  information  which  a  shoe- 
maker should  know. 

Watch  out,  Mr.  Shoe  Repair  Man,  or  the  judge  may 
get  you.  Out  in  Vancouver  a  boot  maker  accepted  a  check 
from  a  man  in  payment  for  work.  The  bank  refused  the 
check  and  the  shoemaker  had  the  man  arrested  for  obtain- 
ing credit  under  false  pretences.  The  case  was  dismissed 
and  the  man  sued  the  shoemaker  and  was  awarded  by  the 
court  $3C0  damages.  But  a  friendly  settlement  was  effected 
between  the  time  o  fhearing  and  delivery  of  judgment. 
But  you  can't  always  depend  on  friendly  settlements. 

Charlie  Wren  threatens  the  Shoe  and  Leather  Journal 
with  vengeance  if  he  does  not  see  his  name  in  as  winner  of 
the  fat  men's  race.    Charlie  has  a  reason  to  be  sore,,  we 


Pte.  W.  J.  Skilling,  Mechanical  Transport,  81st  Batt,, 
wounded  at  Somme,  son  of  W.  W.  Skillinii,  shoe 
repair  merchant,  633  College  Street,  Toronto.  Was 
with  the  U.S.M.C.  before  enlisting 


omitted  his  name  in  our  report  of  the  Hamilton  imprompt u 
meeting  and  concert  when  the  Toronto  Association  visited 
Hamilton  recently.  Among  his  versatile  acts  is  singing,  and 
Charlie  sang  particularly  well  that  evening  and  everybody 
enjoyed  it  too. 
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COLLIS  COLORS 
CREATE  CUSTOM 

The  exactness  of  tone  and  the  delicacy  of  finish  that  appeal  to  the  careful  buyers  are 
characteristic  of 

COLLIS  LEATHERS 

They  are  a  HIGHLY  SPECIALIZED  product,  the  combined  result  of  the  BEST  EXPERT 
SELECTION  OF  RAW  SKINS  and  the  BEST  EXPERT  TANNING  AND  FINISHING 
PROCESSES.    They  have  no  equal. 

Onllie    PaIavc  Collis  Khaki  Brown       Collis  Toney  Red 

V/Olllo    vOIUfO       Collis  London  Brown     Collis  Mahogany  Brown 

These  are  the  recognized  leaders  in  high-class  shoe  production.    When  you  buy  Collis  Leathers  you  know 

what  you  are  getting. 

They  Give  Life  as  well  as  Attractiveness  to  the  Shoe 

Collis  Leather  Company,  Limited 


Send  for  Sample 
Book  of  Colors 


Aurora,  Ont. 


SHOE  DRESSING 


3  sty  ran 


&  CO.  ' 

*MltTON.CAH» 


The  Biggest  Ever 

White  Footwear  Season 

Most  Retailers  will  require 
to  Replenish  their  stocks 
of  White  Dressings  this 
month. 


Order    RALSTON  Lines 

and  help  build  your 
reputation  for  selling  the 
best. 


Robert  Ralston  &  Co. 

Hamilton,  Ont 


wmite 

BEAUTY 

lmpjrtSane«enn«S 
ol  "lor 
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BUTTS 

i — ^Surface  ^SfSp "'^  ^ 

GLAZED  KID 

Waterproof 
Gun  Metal 

\           i^fW   Kid  f 

SHEEPSKIN 

Dull  or  Glazed 
Also  Butts  in  Colors 

THERE    IS     TRUE     ECONOMY    IN    THE    USE  OF 

SURFACE  KID. — It  is  cheaper,  very  durable,  and  has  a  satin 
like  appearance  when  made  up.    Being  close  in  grain  and 
pliable,  it  makes  an  excellent  looking  shoe. 

MADE  IN  BLACK  AND  COLORS 

CABRETTAS 

Quebec  Office:  491  ST.  VALIER 

ST.          L,UCIEIN     BORINE           Montreal  Office:  225  LEMOINE  ST. 

MEETING  OF  THE  TORONTO  SHOE  REPAIRERS 

The  regular  semi-monthly  meeting  of  the  Toronto 
Shoe  Repairers'  Association  was  held  Thursday  evening, 
July  11th.  There  was  a  good  attendance  and  all  the  officers 
were  in  their  chairs.  That's  one  good  thing  about  the  To- 
ronto Association,  the  officers  are  always  on  the  job.  When 
the  officers  are  alive  it  is  encouragement  for  the  members. 

The  business  was  principally  in  connection  with  the 
coming  picnic  and  excursion  at  Niagara.  There  is  a  splendid 
lot  of  prizes  for  this  occasion,  upwards  of  sixty-four  are  to  be 
awarded  and  everyone  is  keen  on  the  contest.  The  follow- 
ing firms  donated  prizes:  Breithaupt  Leather  Co.,  oak  rocker; 
Goodyear  Co.,  silver  tea  set;  Domestic  Specialty  Co.,  clock; 
Nonsuch  Polish  Co.,  two  special  prizes;  Gutta  Percha  & 
Rubber  Limited,  six  pairs  rubber  shoes ;  Consolidated  Rubber 
Co.,  two  pairs  rubber  boots;  Miner  Rubber  Co.,  one  pair 
rubber  boots;  Nugget  Polish  Co.,  cash  and  special  outfit. 

The  following  firms  donated  cash  aggregating  in  all 
$146.00:  Beardmore  Co.,  C.  S.  Hyman  Co.,  United  Shoe 
Machinery  Co.,  Dalley  Co.,  Dunlop  Rubber  Co.,  Chas  F. 
Tilley  &  Sons,  Parsons  &  Co.,  B.  F.  Wallace  &  Son,  Nugget 
Polish  Co.,  King  Shoe  Co.,  and  Philip  Jacobi. 

If  the  weather  will  behave  there  will  be  a  regular  mob 
at  this  picnic.  There  is  a  splendid  programme  of  sports, 
including  six  races  for  boys,  four  for  girls,  a  married  ladies' 
race,  a-.-fat  ladies'  race,  one  for  wives  of  members  of  Toronto 
Association,  one  for  single  ladies,  four  races  for  men,  fat 
man's  race,  and  one  for  men  over  fifty.  There  will  be  a  tug- 
of-war  and  a  baseball  match  will  be  played  between  the  Ham- 
ilton and  Toronto  teams.  This  is  just  the  sort  of  a  try  out 
for  the  match  that  is  to  be  played  in  Toronto  in  August  when 
the  Hamilton  boys  come  down.  The  prizes  for  this  match 
at  the  picnic  are  two  boxes  of  cigars. 

Those  who  go  with  the  Toronto  boys  on  Wednesday 
will  be  sure  of  no  disappointments.  • 


A  GOOD  PULLING  TEAM 

(By  some  oversight  this  was  left  out  of  last  issue.  It 
refers  to  the  photo  that  appeared  on  the  July  1st  cover.) 

On  the  front  cover  of  this  issue  of  the  Shoe  and  Lea- 
ther Journal  is  a  very  excellent  interior  view  of  "Chis- 
holm's"  store  in  West  Toronto.  The  inset  shows  Mr.  J. 
L.  Chisholm  and  Mr.  M.  L.  Chisholm  on  the  right.  These 
are  two  brothers  who  make  a  strong  pulling  team  in  the 
retail  shoe  business.  It  is  a  little  over  a  year  since  they 
went  into  their  present  store  and  had  it  all  remodeled. 
They  have  had  abundant  experience  in  the  shoe  business, 
both  of  them  having  been  in  it  nearly  twenty  years.  Mr. 
J.  L.  Chisholm  looks  after  the  men's  shoe  department  and 
Mr.  M.  L.  Chisholm  the  women's  department.  This  rule, 
however,  is  not  so  cast-iron  that  they  cannot  consult  each 
other  about  the  various  departments;  in  fact  it  is  very 
seldom  that  a  smoother  pulling  team  is  found  than  these 


MR.   ALBERT  TETRAULT 

(See  Front  Cover) 

The  photo  on  the  front  cover  of  this  issue 
is  that  of  one  of  our  younger  Canadians,  who  is 
a  potential  factor  in  the  shoe  manufacturing  in- 
dustry of  the  Dominion. 

Mr.    Albert    Tetrault    is   Vice-President  and 
j      General    Manager   of  the   Tetrault   Shoe  Manu- 
*      facturing  Co.,  of  Montreal  and  is  the  oldest  son 
1     on  Mr.  Nap.  Tetrault.    He  is  an  Honor  Graduate 
in  Science  of  Mont  St.  Louis  College,  Montreal. 
His  first  position,   after  graduation  was    in  the 
office  of  his  father's  company.    Having  acquired 
a  knowledge  of  the    office    details  he 
devoted  considerable  time  to  the  various  depart- 
ments of  the  factory  that  he  might  have  a  thorough 
knowledge  of  the  practical  side  of  shoe  manufac- 
turing. .■■  -  . 

Mr.  Tetrault  has  inherited  much  of  his  father's 
executive  ability  as  manifested  on  various  occasions, 
especially  during  a  nine  months,  absence  in  Europe 
of  his  father,  when,  despite  the  fact  that  prices  v 
of  materials  were  changing  daily,  he  increased 
the  volume  of  the  firm's  business  to  most  immense 
proportions. 

He  has  few  hobbies,  is  passionately  fond  of 
classical  music,  plays  good  tennis,  is  genial  though 
quiet  in  manner,  is  a  tireless  worker,  philanthropic 
and  is  exceedingly  popular  with  his  business  and 
personal  friends  of  whom  he  has  a  strong  following. 

«|»u  na  ,„,  „  .  ,  ,„_,„_„„_„;  ,_„  „„_„  ,  „_„_4 

two  boys  and  the  growth  of  their  business  is  an  evidence 
of  their  splendid  pull-together-team-work. 


HAMILTON  SHOE  REPAIRERS  MEET 

The  regular  meeting  of  the  Hamilton  Association  was 
held  on  Thursday  evening,  July  4th,  in  their  regular  meeting 
place,  at  which  the  reports  of  the  gathering  of  the  Toronto 
Association's  visit  to  Hamilton  were  read  and  discussed. 
The  members  are  now  getting  a  real  ball  team  together  to 
show  the  Toronto  fellows  when  they  go  over  in  August  just 
where  baseball  sprang  from. 

It  is  the  intention  of  the  Hamilton  Association  to  join 
the  Toronto  Association  at  the  latter's  annual  picnic  at 
Niagara  Falls  on  Wednesday  July  17lh.  The  Association 
took  up  the  matter  of  revising  the  price  list  for  repairing, 
but  after  considerable  discussion  it  was  decided,  to  let  the 
matter  stand  for  the  present,  but  any  member  has  the  privi- 
lege of  charging  above  the  list  price  if  he  desires  to  do  so. 
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A.  DAVIS  &  SON 


MANUFACTURERS  OF 


High-Grade  Shoe  Leathers 

There  is  nothing  too  good  for  DAVIS  LEATHERS.  The  best  stock,  the  best  workmen,  the 
best  methods,  the  best  finish  and  packing  is  the  DAVIS  WAY.  It  has  made  Davis  Leathers 
the  leaders  in  their  class  on  this  continent.    It  means  better  shoes  and  greater  economy 


in  shoe  building. 


OUR  SPECIALTIES 


ELK— Black  and  Colors 
RUSSET— Oil  Grain 
MENNONITE  GRAIN— Black  and  Red 
COMBINATION— Smooth  and  Boarded  Pebble 


Russet  and  Black  Collar  Leather 

Vegechrome — Black  and  Chocolate 
Imitation  Gun  Metal 

Ooze  Splits  in  Black  and  Colors 
Military  Leather 


OUR  SMOOTH  CHROME 
AND  MATT  SIDES 


Are  pronounced  by  those  who  have  used  them 
as  the  best  value  on  the  market.  They  have 
those  qualities  that  not  only  mean  wear  but 
appearance,  and  above  all 


THEY  ARE  ECONOMICAL  IN  CUTTING 

SEND  FOR  SAMPLE  LOT 

KINGSTON,  ONT. 


MARTIN 

Corrugated  Paper  Boxes 


Facilitate  the  despatch  of  shipments. 

Give  the  greater  security  of  a  sealed  package. 

Cut  freight  and  express  cost. 

Make  the  work  of  putting  up  orders  almost  noiseless. 
Ensure  the  arrival  of  goods  in  the  best  condition. 
Occupy  a  minimum  of  storage  space. 

WRITE  TO-DAY 


Martin  Corrugated  Paper  &  Box  Co. 

353  Pape  Avenue,  Toronto 


Limited 
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There  is  a  trade  war  reported  to  be  on  between  the 
leather  merchants  and  shoe  manufacturers  of  Switzerland. 

The  Canadian  Consolidated  Rubber  Co.  have  a  fine  new 
warehouse  in  Saskatoon,  Sask. 

Mr.  Louis  Beaubien,  of  Louis  Beaubien,  Reg.,  Quebec 
City,  was  in  Montreal  for  a  few  days  lately. 

Mr.  Higgins,  jr.,  of  L.  Higgins  &  Co.,  Moncton,  N.B., 
was  a  recent  visitor  to  Montreal. 

A  report  comes  from  Holland  that  a  wooden  soled,  fabric 
topped  slipper  is  sold  there  at  $1  a  pair.  It  is  a  woman's 
slipper  at  that. 

The  Getty  &  Scott  Co.,  of  Gait,  are  introducing  a  new 
feature  by  teaching  girls  to  do  shoe  cutting,  a  thing  previously 
done  almost  exclusively  by  men. 

The  shoe  factory  of  L.  Beaubien,  Quebec  city,  was  de- 
stroyed by  fire.    Loss  about  $25,000.    It  will  be  rebuilt  soon 

It  is  reported  the  Gutta  Percha  and  Rubber,  Limited, 
will  erect  a  new  factory  building  on  O'Hara  street,  Toronto, 

Mr.  J.  Johnston,  of  J.  A.  Johnston  &  Co.,  Brockville, 
recently  called  on  the  trade  in  Montreal. 

Mr.  W.  A.  Hamilton,  of  W.  B.  Hamilton  Co.,  Toronto, 
has  been  in  Montreal  and  other  eastern  shoe  centres  for  a 
week  or  more. 

A  large  number  of  the  exclusive  shoe  dealers  of  Kitch- 
ener have  lined  up  against  a  petition  of  other  merchants  to 
the  council  to  change  the  present  by-law  to  keep  open  Satur- 
day nights  and  nights  before  holidays  till  1 1  instead  of  10 
o'clock.  They  say  this  is  unprogressive  and  going  back  to 
country  store  methods. 

Geo.  H.  Wilkinson,  shoe  merchant,  of  .Windsor,  Ont., 
sued  the  Straus  Land  Co.  for  $2,000  damages  to  boots  which 
were  soaked  with  water  which  came  from  the  basement  of  the 
International  Hotel.    He  was  awarded  $500. 

The  T.  Sisman  Shoe  Co.  have  purchased  the  Mr.  B.  F. 
Davis  lot  and  storehouse  adjacent  to  their  factory,  which 
will  give  the  company  ample  yard  room  to  extend  their  pres- 
ent plant. 

Among  the  shoe  men  who  are  horticultural  hobbiests 
are  Mr.  C.  B.  Hamilton,  of  the  W.  B.  Hamilton  Shoe  Co., 
Toronto,  and  Mr.  Thos.  Sisman,  of  Aurora.  Mr.  Hamilton 
recently  attended  a  horticultural  convention  in  Pittsburg 
and  says  he  had  difficulty  in  securing  hotel  accommodation 
as  three  big  hotels  had  been  commandeered  by  the  govern- 
ment for  500  engineers  who  are  spending  $40,000,000  in 
reclaiming  and  improving  an  island  in  the  river  nearby, 
and  on  which  will  be  built  and  extensive  munition  plant. 
That  does  not  sound  like  a  speedy  close  of  the  war. 

A  police  sergeant  in  Vancouver  was  sentenced  to  three 
years' imprisonment  for  having  stolen  goods  in  his  possession, 
part  of  which  were  shoes  taken  from  J.  Mitchell's  store  on 
Yew  street  last  November.  The  judge  was  scathing  in  his 
remarks  as  the  officer  had  abused  the  trust,  and  he  charac- 
terized the  theft  as  cowardly  and  disgraceful.  Defence 
council  asked  for  suspense  of  sentence  that  accused  should 
go  to  front.  Previous  good  record  and  his  family' were  also 
urged.  The  minister  of  justice  said  clemency  would  be  con- 
sidered after  imposition  of  sentence. 

During  the  week  the  Hudson's  Bay  Co.,  at  Vancouver, 
have  opened  their  new  men's  boot  department  in  the  store 
originally  used  by  their  wine  and  spirit  deaprtment,  which 
was  closed  on  the  advent  of  prohibition.    New  fronts  and 


fresh  decorations  have  made  a  great  improvement.  The 
store  adjoins  the  Ingledew  Shoe  Co.  on  Granville  street. 

Mr.  Rising  '  and  Mr.  Featherstone,  of  Waterbury  & 
Rising,  St.  John,  N.B.,  were  in  Montreal  lately  in  the 
interests  of  their  firm. 

The  new  home  of  the  "K"  boot  store,  Vancouver 
(Messrs.  Woods  Limited),  is  being  rapidly  completed  and  is 
expected  to  be  opened  by  the  end  of  July.  It  bids  to  be  one 
of  the  largest  and  best  equipped  retail  emporiums  in  Western 
Canada. 

Messrs.  Jas.  Robinson,  Montreal;  J.  A.  McLaren,  Jas. 
Young  and  Hugh  White  went  on  a  little  motor  jaunt  around 
the  head  of  Lake  Ontario  recently  .and  ended  up  at  the 
Independent  Rubber  Co.,  Merritton.  On  the  return  trip 
they  were  about  three  second  s  too  slow  to  catch 
a  train  at  Hamilton,  on  which. one  of  the  party  wished  to 
embark. 

John  R.  Walker  has  resigned  from  the  Hartt  Boot  & 
&  Shoe  Co.,*Fredericton,  N.B.    He  has  accepted  a  position  as 


CONDENSED  ADVERTISEMENTS 

Two  cents  a  word.    Minimum  charge  for  an  advertisement  50  cent*. 
Cash  must  accompany  all  orders. 


WANTED — Position  as  travelling  shoe  salesman.  Will  take 
any  territory  but  have  connection  in  Maritime  provinces. 
Six  years'  experience  on  the  road.  Box  69,  Shoe  and 
Leather.  Journal. 

SHOE  FIXTURES  ON  SALE— 2  best  quality  plate  glass 
mirrors,  4  feet  by  5  feet.  Light  colored  oak  frames. 
Worth  $47  each,  sale  $32  each. 

1  Foot  mirror  best  quality  plate,  1  inch  bevelled,  36  inches 
by  36  inches,  square  posts,  oak  frames  mounted  on 
castors,  strongly  reinforced.    Worth  $30,  sale  $20. 

12  Solid  oak  chairs  with  arms,  concave"  slat  backs, 
Worth  $9  each,  sale  $5  each. 

2  Beautiful  mahogany  settees,  5  feet  long,  solid  leather 
backs  and  seats,  heavy  square  mahogany  arms.  Worth 
$75  the  pair,  sale  $50.    Will  sell  separately. 

WINDOW  FIXTURES— 8  Brass  nickel  plated  mirror 
top,  6  inch  base  stands,  telescopic  standard,  top  adjust- 
able to  any  angle,  extensions  from  22  inches  to  40  inches. 
Worth  $3.50  each,  sale  $2.50  each. 
1 8  Brass  nickel  plated  5  inch  base  stands,  telescopic 
standards,  top  adjustable  to  any  angle,  extensions 
from  12  inches  to  20  inches.  Worth  $18  a  doz.,  sale 
$13  a  doz. 

14  same  as  above,  only  extensions  18  inches  to  30  inches, 
same  price. 

12  same  as  above,  extensions  24  inches  to  40  inches, 
same  price. 

1. pair, shelf  supports,  15  inches  to  24. inches  adjustable. 
Worth  $4.50,  sale  $3. 

4  dozen  nickel  plated  Heel  rests,  Worth  $4.50  a  doz., 
sale  $3  a  doz. 

Crating  extra,  terms  30  days.  All  fixtures  practically  as 
good  as  new. 

Earl  Stewart,  228,  8th  St.  West,  Owen  Sound,  Ontario. 
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HEWETSON  LINES 
in  Demand. — 350  Shoe 
Salesmen,  representing 
45  wholesalers,  from  the 
Atlantic  to  the  Pacific, 
are  showing  the  Hewet- 
son  Line  as  their  high- 
est grade  of  Children's 
Shoes  for  the  Season 

1918-19. 

It  is  good  business  to 
see  these  Hewetson 

lines. 


In  Stock  with  the  following  Houses 


F.  S(  F.  Henderson,  Vancouver,  B.C. 
A.  McKillop,  Co.,  Limited,  Calsjary,  Alta. 
Maybee's,  Limited,  Moose  Jaw,  Sask. 
Harley  Henry,  Limited,  Saskatoon,  Sask. 
Dovtling  Shoe  Co.,  Brandon,  .Man. 
Kileour,  Rimer  Co.,  Limited,  Winnipeg  Man. 
Congdon,    Marsh,  Limited,  Winnipeg,  Man. 


Coates,  Burns  8s  Wanless,  London,  Ont. 

London  Shoe  Co.,  Limited,  London,  Ont. 

John  McPherson  Co.,  Ltd.,  Hamilton,  Ont. 

McLaren  &s  Dallas,  Toronto,  Ont. 

A.  W.  Ault  Co.,  Limited,  Ottawa,  Ont. 

A.  L.  Johnson  Shoe  Co.,  Ltd.,  Montreal,  P.Q. 

J.  M.  Humphrey  %  Co.,  St.  John,  N.B. 


J.  W.  HEWETSON  CO.,  Limited 


Shoemakers  to  Children 


Brampton 


Ontario 
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A.C.  Lewis  Leather  Co. 


LYNN,  MASS.,  U.S.A. 

SHOE  STOCK 

Grain,  Split  and  Pasted;  Taps;  Innersoles 
and  Sock  Linings ;  Leather  Covered  Board; 
Sheepskins  and  Skivers;  Split  Leather  for 
Covering  Fibre  Welt  Innersoles;  Cut  Top 
Lifts  and  Top  Lift  Stock. 

CURRYING  SPLITS  FOR  TANNERS 
ALSO  JOBBERS  OF  SOLE  LEATHER 
AND  SPLIT  LEATHER  OFFAL. 


sales  manager  with  the  John  Palmer  Co.  of  that  city.  He 
expects  to  take  over  his  new  duties  about  July  15th. 

0.  J.  Killam,  of  St.  John,  manager  of  the  Kaufman 
Rubber  Co.,  was  a  recent  visitor  in  Yarmouth. 

Mr.  R.  L.  Stiles,  of  the  John  R.  Evans  Leather  Co., 
Montreal,  has  been  paying  a  business  visit  to  Toronto, 
Kitchener  and  other  western  Ontario  centres. 

Messrs.  S.  R.  Caldwell  and  W.  McGregor,  of  the  shoe 
department  of  the  T.  Eaton  Co.,  Limited,  Winnipeg,  have 
been  down  in  Ontario  on  a  little  vacation  and  business  trip. 

Mr.  C.  0.  Davies,  of  Blachford,  Davies  Co.,  Toronto, 
has  been  on  a  buying  and  inspection  trip  to  Montreal, 
Quebec,  Boston  and  other  points  in  New  England. 

Mr.  A.  E.  Perry,  of  the  John  R.  Evans  Co.,  Philadel- 
phia, was  in  Montreal  and  Toronto  for  a  few  days  recently. 

Mr.  R.  Orenstein,  of  Sault  Ste.  Marie,  was  on  a  buying 
trip  to  Toronto  recently. 

Mr.  Jos.  Daoust,  Montreal,  was  in  Toronto  on  Tues- 
day, July  9th,  attending  the  meeting  of  the  Tanners'  Sec- 
tion of  the  Manufacturers'  Association. 

Mr.  Vandeel,  of  Tilsonburg,  was  .a  visitor  to  Toronto 
recently. 

Mr.  F.  O'Dea,  of  Congdon,  Marsh  Co.,  Winnipeg, 
dropped  off  at  Toronto  the  other  day  on  his  way  home 
from  Montreal. 

Messrs.  Gravlin  &  Scott,  of  the  White  Shoe  Co.,  took 
a  run  up  to  the  Sisman  Co.'s  picnic  on  Saturday,  July  13th. 
The  Sisman  Co.  have  an  annual  picnic  for  their  employees, 
which  is  much  enjoyed  by  a  host  of  friends  as  well  as  the 
employees. 

Shoe  stores  with  others  are  feeling  the  effect  of  the 
street  car  strike  out  in  Vancouver.    In  keeping  with  the.  old 


proverb  "It's  an  ill  wind  that  blows  no  one  any  good,"  shoe 
clerks  and  boot  repairers  who  possess  automobiles  have  got 
busy  and  are  putting  in  all  their  spare  time  on  the  road  as  jit- 
neys; needless  to  say  they  are  making  a  good  harvest  at  10c. 

Ernest  E.  Boye,  for  the  past  eight  years  superintendent 
at  the  Nursery  Shoe  Go's,  factory  at  St.  Thomas,  has  resigned 
his  position  and  will  leave  early  for  Toronto,  where 
he  has  secured  a  new  position.  Mr.  Boye  has  many  warm 
friends  in  St.  Thomas,  who  will  regret  his  departure,  but  will 
wish  him  success  in  his  new  home. 

Representatives  of  the  Canadian  boot  and  shoe  indus- 
try, in  conference  at  Montreal,  have  decided  to  form  a  special 
committee  to  confer  with  the  Dominion  Government  on 
matters  pertaining  to  the  industry.  The  delegates  expressed 
themselves  opposed  to  any  embargo  being  placed  on  shoes 
rfom  the  United  States  by  the  Government,  unless  for  war 
purposes  it  was  found  absolutely  necessary.  In  order  that 
the  boot  and  shoe  industry  might  be  better  prepared  to  do 
its  full  share  towards  winning  the  war  it  was  decided  to 
create  a  shoe  manufacturers'  council. 

Mr.  Blouin,  of  the  Eastern  Shoe  Co.,  Montreal,  was  in 
Toronto  recently.  Messrs.  H.  W.  Rising  and  J.  C.  Fether- 
ston,  of  Waterbury  &  Rising,  St.  John,  N.B.,  have  been  in 
Toronto  and  other  Ontario  points  on  a  business  trip. 

Female  labor  is  rapidly  obtaining  foothold  in  the  best 
stores  of  Vancouver.  All  the  departmental  stores  have  sev- 
eral saleswomen  in  both  the  ladies'  and  men's  departments. 
The  other  boot  stores  are  following  suit  and  from  reports 
the  ladies  are  holding  down  their  jobs. 

The  new  regulations  that  are  contemplated  by  the  U.  S. 
Government  restricting  the  colors  of  boots  is  favorably 
looked  upon  by  the  proprietors  of  shoe  stores  in  Vancouver, 
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YOU  CAN 
BE  SURE 


When  you  sell  a  pair  of  BEST  EVERY -DAY 
SHOES,  or  AURORA,  that  the  customer 
will  be  satisfied. 


CONFIDENCE  is  the  keynote  in  successful  shoe  retailing.    You  can  back  Sisman 
Shoes  with  every  ounce  of  assurance  you  can  put  into  them. 

The  "AURORA"  is  a  shoe  that  has  style  as  well  as  leather  and  good  shoemaking 
behind  it. 

The  BEST  EVERY-DAY  SHOE  is  absolutely  the  best  HONOR  BRIGHT  general 
purpose  shoe  that  can  be  found  on  the  market. 

Armed  with  these  two  lines  your  trade  is  sure.     Ask  your  Jobber. 

The  T.  Sisman  Shoe  Co.,  Limited 

Aurora,  Ontario 


Genuine  Canadian  Indian  Hand  Made 

MOCCASI NS 

Sheepskin 


No.  43 

With  beaded  fronts,  suitable  for  house  slippers. 
They  run  in  sizes  same  as  shoes. 

We  have  many  other  lines.  Ask  for  Samples 

PRICES 

42—  Men's       sizes,  8  to  12    -    $11.00  doz. 

43—  Women's     "       3  to   7    -       9.50  " 

44—  Misses'        "     11  to   2    -       7.50  " 

45—  Children's    "       7  to  10    -       6.00  " 

46—  Infants'       "       1  to  6    -       5.00  " 

We  also  carry  a  big  line  of  Sweet  Grass  Baskets  and  Novelties 
CATALOGUE  ON  REQUEST 

N.  SABA  &  CO. 

Wholesalers  to  the  Trade 
81-86  WELLINGTON  ST.  W.,  TORONTO,  ONT 


c. 


OWN  YOUR  REPAIR  PLANT 


The  Sterling  Sole  Stitcher 

Hand  Power 
Stitches  Neolin  and  Fibre  Soles 
Indispensable  to  Repairmen 

WRITE  FOR  PARTICULARS 

C.  PARSONS  &  SON 

LIMITED 
Repair  and  Shoe  Store  Supplies 
79  Front  St.  E.  Toronto,  Ont. 
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as  it  is  considered  a  move  in  the  right  direction  and  will- 
materially  reduce  the  volume  of  stock  to  be  kept  on  hand  with 
a  corresponding  amount  of  invested  capital.  From  the  shoe 
clerks' point  of  view  they  think  it  will  help  to  materially 
reduce  the  help  in  the  stores,  which  is  also  one  of  the  aims 
'the  government  had  in  veiw  in  framing  the  restrictions, 

Mr.  Hugh  White,  of  the  White  Shoe  Co.,  Toronto,  was 
a  recent  visitor  to  Montreal. 


WINNIPEG  SHOE  NOTES 

Mr.  Wm.  Paterson,  of  Kilgour,  Rimer  Co.,  has  returned 
from  a  successful  selling  trip  to  the  Coast. 

Mr.  John.  Affleck,  President  the  Yale  Shoe  Store,  was  a 
delegate  of  the  Rotarians  to  St.  Louis,  U.S.A. 

W.  A.  A'ioyer  has  resumed  business  after  his  fire  some 
weeks  ago. 

Mr.  Geo.  Lock,  manager  Ind.  Sales  Co.,  formerly  of 
Calgary,  is  selling  Regal  stock.  His  next  sale  is  in  Society 
Shoe  Store. 

J.  P.  Kilgour,  Vice-President  Kilgour  Rimer  Co.,  and 
family  have  a  cottage  at  Detroit  Lakes  this  summer.  He 
comes  home  occasionally  to  see  how'  business  is  progressing. 

Mr.  Jack  Thompson,  manager  Rannard's  No.  3  store, 
has  returned  to  work  after  extended  holidays  in  West, 
Mrs.  Thompson  and  son  Jack  are  still  enjoyingthe  trip. 

Rannard  Shoe  Co.  expect  to  resume  No.  2  store  business 
in  old  stand  where  they  were  burned  out  last  winter.  They 
are  at  present  doing  business  across  the  street. 

Pocock's  have  had  interior  of  their  store  changed 
and  painted  "ivory  white,"  a  pleasing  improvement. 

Harry  Stark  is  showing  some  fine  styles  in  Slater  shoes. 
•He  is  pleased  with  Portage  avenue  business. 

Driver  Roy  Edwards,  formerly  with  the  Rannard  Shoe 
Co.,  Winnipeg,  is  reported  having  died  of  wounds  in  France 
on  Jtme  12th.    He  was  26  months  in  France. 

Mr.  Ran  K.  Jenkins,  manager  Harvard  Shoe  Store, 
is  closing  out  present  stock  and  in  near  future  the  store  will 
be  an  entire  Invictus  boot  shop,  selling  nothing  but  Geo.  A. 
Slater's  shoes  under  stamp  of  Invictus. 

Mr.  L.  Farewell,  who  represents  the  Hartt  Boot  &  Shoe 
Co.  in  Middle  West,  has  just  completed  his  season's  trip, 
"Tiny,"  as  he  is  known  to  the  trade,  states  it's  the  biggest 
and  most  satisfactory  business  trip  he  has  ever  had.  On 
July  15th  he  leaves  for  the  East  to  visit  his  father  in  Toronto, 
spend  several  days  in  Hartt's  retail  store,  Montreal,  then  to 
Fredericton,  N.B.  He  will  also  visit  Boston  and  New 
York  cities. 


REPORT  OF  THE  FEDERAL  TRADE  COMMISSION 
IN  THE  UNITED  STATES 

The  report  ot  the  Senate  by  the  Federal  Trade  Com- 
mission of  the  United  States  shows  that  profiteering  in  shoes 
and  leather  has  been  found.  Packers,  tanners,  manufactur- 
ers and  retailers  are  all  in  the  category,  and  while  there  seems 
to  be  strong  evidence  produced  the  National  Shoe  Retailers' 
Association  claim  the  charges  are  unfounded.  Mr.  A.  H. 
Genting,  secretary  of  the  National  Association,  has  sent  an 
exhaustive  report  to  the  Federal  Trade  Commission.  In 
this  he  disclaims  that  the  retailers  have  been  profiteering 
and  says  that  a  careful  record  shows  that  shoes  which  have 
not  been  changed  in  style  and  workmaship  prices  were  not 
increased  over  65  to  70  per  cent.,  taking  three  lines,  a  super- 
fine, fine  and  medium  in  men's,  women's  and  children's. 
He  claims  that  no  shoe  has  advanced  more  than  75  per  cent., 
and  few  have  advanced  less  than  60.  This  dates  from  1914 
to  the  present  time. 


HARTT  BOOT  &  SHOE  CO.  MEETING 

The  directors  of  the  Hartt  Boot  &  Shoe  Co.  held  their 
first  meeting  of  the  new  business  recedtly.  They 
organized  with  the  following  officers:  President,  J.  D. 
Palmer;  secretary,  Chas.  F.  Roberts;  treasurer,  J.  A.  Reid. 
Since  embarking  in  the  manufacture  of  women's  shoes  the 
company  have  found  it  necessary  to  extend  their  plant. 
When  this  is  done  it  will  be  one  of  the  most  modern  buildings 
on  the  continent,  fashioned  after  the  best  conception  of 
.ideality  in  this  line. 

The  directors  purpose  pushing  their  retail  business  in 
'the  larger  cities  and  already  have  placed  their  women's 
lines,  in  their  store  in  Montreal. 

The  splendid  record  achieved  by  this  company  in  its 
men's  shoes  will  assure-  equal  success  with  their  women's 
lines,  and  as  the  policy  of  the  company  has  always  been  one 
of  expansion  success  will  follow  success  in  its  undertakings. 


Sandals  of  Substance 


We  have  the  most 
highly  specialized 
labor  and  equipment 
in  Canada  for  the 
production  of  the  best 
type  of  sandal,  both 
in  leather  and  canvas. 


When  ordering  Sandals  specify  B.  F.  jBrand. 

We  also  make  a  splendid  range  of  Children's  Stitch- 
down  Shoes.- 

Humberstone   Shoe  Co. 

Humberstone,  Ont. 


FILLERS 

You  can  save  money  by  order- 
ing Fillers  for  your  samples 
NOW. 

We  specialize  in  a  high  quality, 
light  weight  filler,  and  we  are 
in  a  position  to  quote  low  prices 
and  give  quick  deliveries  of 
same. 

We  manufacture  hinged  and 
Block  Lasts,  Wooden  and  Paper 
Patterns,  Trees,  etc. 

Sole  agents  in  Canada  for  the 
Belcher  Fibre  Filler. 


ROBIN  BROS. 

Corner  of  Carriere  and  Gilford  Sts. 

Montreal,  Que. 
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The  Only 
Thing 

For  use  in  the 
trenches  to 
ensure  warm, 
dry  feet  under 
all  conditions. 
Absolutely  re- 
liable in  leath- 
er and  shoe- 
making. 

Own  Make 

Write 
for  full 
informa- 
tion to 


Seventeen-inch  leg,  full  leather  sole, 
sewed  or  nailed  on,  also  hob  nailed. 


The  R.  M.  Beal  Leather  Co. 


LINDSAY,  ONT. 


LIMITED 


The 

VULCO-UNIT  BOX  TOE 


Patented 
Dec.  30th,  1913 


Patented 
Oct.  26th,  1915 


Solves  the  box  toe  problem 
for  the  shoe  manufacturer. 
A  unit  system  of  box  toe 
making  that  has  replaced  the 
old  processes  in  the  best 
factories  everywhere. 


Beckwith  Box  Toe  Ltd. 

SHERBROOKE,  QUEBEC,  CANADA 


Logan's 
The 

Leather 

of 
Quality 


LOGAN'S 

have  started 
tanning  some 


of  their  old  time 


SLAUGHTER 

Mellow 
Clean 

Close  Cutting 


write  us 


Office  and  Tanneries 

LYONS  BROOK,  N.S. 


780  Dupont  St.,  Toronto    -    Toronto  and  Woodbridge 
Quebec  and  Maritime  Provinces 

Represented  by 


John  McEntyre,  Limited    -    Montreal,  Que. 
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F.  G.  CLARKE,  President 
C.  E.  CLARKE,  Vice-President  and  Treasurer 
Established  1852 


Manufacturers  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years 

Clarke  &  Clarke,  Limited 

General  Offices  &  Works 

Christie  Street,  Toronto 

City  Office  &  Warehouse 

63  Bay  Street,  Toronto 

BRANCH  WAREROOMS 
252  Notre  Dame  St.  W.,  Montreal 
553  St.  Valier  Street,  Quebec 
RICHARD  FRERES,  Agent 


JOSEPH   S.  FRY 

SHOE  AND  UPPER  MANUFACTURER 

168  Seaton  St.,  Toronto 

Men's  Strong  Working  Shoes,  Blu.  Double  Soles 

Goodyear  Stitched         -      -      -      -      -  §4.50 

Boys',    Goodyear  Stitched  -      -      -      -  -3.75 

Youths'       "  «_____  3.00 

Lads'     -      --      -      -      --      --  2.50 

Box  Calf,  50c.  Extra 
Men's  Strong  Uppers   -       -       -       -       -       -  2.50 

Boys'        "         "      -      -      -      -      -      -  2.25 

Youths'  "  2.00 
Lads'        "  1.75 

We  Make  All  Kinds  Terms  Net  Cash 


OUR  STANDARD  SCREW  SHOES 

Will  stand  plenty  of  bard  wear.  Made  on  foot-fitting  lasts  that 
will  give  comfort  to  the  wearer  and  are  durable.  The  range  in- 
cludes MEN'S,  BOYS',  YOUTHS',  LITTLE  GENTS'  and  CHILD- 
REN'S BOX  KIP.  Don't  fail  to  see  our  line  for  Spring  Nineteen- 
Eighteen.    Your  jobber  will  quote  you  prices,  or  write  us  direct. 

St.  Hyacinthe  Soft  Sole  Shoe  Co.,  Limited 

St.  Hyacinthe,  Quebec 


Pan  American 

Grey  KID  Seal 


Brown 


Black 


Perkins  &  McNeely 

Philadelphia 


Ed.  R.  Lewis,  Toronto 


JOHN  McENTYRE,  LIMITED 

LEATHER  and  SHOE  GOODS 
28  St.  Alexander  Street 
MONTREAL 


PLANTS 
Rubber  Cement  Factory 
26  Gltdstone  Ave. 


TANNERY 
1704  Iberville  St. 


W.H.StaynesS  Smith, 

Leicester,  Eng. 


CASH  ADVANCED 

ON  CONSIGNMENTS 


Cable  "HIDES"  Leicester. 


HIDE  and  LEATHER 
FACTORS 

and  at  Kettering,  Northampton 
Bristol,  and  Norwich. 


An  all 
"Canadian' 
Company 
At 

Your 
Service 


Mr.  Merchant,  are  you  on  the  Safe  Side  of  your  Banker  and  Wholesaler  ? 
Why  not  Reduce  Your  Stock  for  Cash,  and  Play  Safe  ? 

THE  BUSINESS  SALES  SYSTEM 

SUCCESSFUL  RETAIL  8ALES  MANAGERS 

285  Salem  Ave.,  Toronto  Telephone  Junction  5668 


Write  for 
"Personal 
Interview" 
It's 
The 
Best 
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"ALL  ABOARD  !"   Direct  Through  Connections  from    "HOOF  TO   BE AMHOUSE." 

Only  stops  to  improve  quality  and  selection.    Depots  at  all  principal  Hide  Centres,  including 
CHINA,  INDIA,  JAVA,  BRAZIL,  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  &  CO. 


International  Hide  Merchants 


PARIS 


HAVANA 


BASLE 


NEW  YORK 


CHICAGO 


"  We  deliver  what  you  buy'" 
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Your  Guarantee  of  Quality 

MACHINERY 

AND 

SUPPLIES 

FOR  THE  UP-TO-DATE 
SHOE  REPAIRER 

SHOE  REPAIRING  OUTFITS 

SUPPLIED  WITH  OR  WITHOUT 

THE  GOODYEAR  RAPID  LOCKSTITCH  MACHINE 


EQUIPMENTS  for  the  largest  shops  with  a  large  staff. 
Smaller  OUTFITS  suitable  for  the  busy  little  shop. 
Rolling  Machines  Skiving  Machines 

McKay  Sewing  Machines        Skate  Sharpening  Machines 

Machine  Supplies 

FINDINGS 

HAVE  YOU   HAD  OUR   NEW  CATALOGUE  YET  ? 


United  Shoe  Machinery  Co.  of  Canada,  Limited 

MONTREAL     -     -  QUE. 

90  Adelaide  Street  West,  TORONTO  28  Demers  Street,  QUEBEC 

179  King  Street  West,  KITCHENER 


Adams  Shoes 

for  Children 


■llllltllllllll  []  IlltC 


Throughout  the  land,  from  East  to  West, 
Trade  and  Children  love  them  best; 
They  have  the  features  that  attract 
And  these  by  quality  are  backed, 
Which  gives  them  value  very  rare 
—The  quality  of  iron  wear. 

.  U      mij — mini— Ml  Minimi  i        '  ■  i .  ■(  t)  i  II  1111111111  minim  (mm  it]  i  n  <  u  n<  mini  rinin  »  Uini  run  miiiQiiilniilliH^ 


The  Adams  Shoe  Co.,  Limited 

284  King  St.  West       -:-  TORONTO 


MR.  A.  S.  COX'S  STORE,  VANCOUVER,  B.C. 
FEATURE  ARTICLE— Shoe  and  Leather  Men  Offer  to  Co-operate  With  War  Board 
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You  Can 
Depend  on 
Them 


The  goods  that  sell  all  the  year  round, 
that  are  the  backbone  of  successful  re- 
tailing and  that  are  the  safe  anchor  of 
profitable  business. 


AIRD  SHOES 


They  have  the  STYLE  to  suit  the  most  fas- 
tidious ;  the  WEAR  to  meet  the  most  exact- 
ing criticism  and  that  SHOEMAKING 
QUALITY  that  proclaims  FIT  and  COM- 
FORT.   There  is  NONE  BETTER. 

Made  for  Women,  Misses,  Growing  Girls, 
Boys  and  Little  Ones  and  sold  only  to 
jobbers. 


The  Aird  Line  is  a  Sure  Line. 


AIRD  &  SON  (Registered) 

MONTREAL 


THE  SHOE  AND.  LEATHER  JOURNAL 


3 


WHITE  FOOTWEAR 

For  Springy  1919 


OUR  salesmen  will  begin  to  show,  on  or 
about  August  10th,  the  largest,  best  and 
most  complete  assortment  of  White  Goods 
we  have  yet  offered  to  the  trade  in 

Men's,  Women's,  Misses',  Girls' 
Children's  and  Infants' 
Footwear 

Including  a  number  of  really  Exclusive 
High-Class  Novelties  which  are  bound  to 
appeal  to  discriminating  buyers. 

We  also  carry  the  complete  range  of  The 
Hood  Rubber  Company's  splendid  line 
of  Leisure,  Tennis,  Sporting  and  Outing 
Footwear. 

Wait  for  Our  Salesmen 


SCHEUER,  NORMANDIN  &  CO 

8  St.  Helen  Street,  Montreal 
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The  « 


Classic  Shoe 

f°r  Canadian  Women 

and  Children 


THE  fine  fitting  qualities  1 
and  dainty  elegance  of 
"Classic"  Shoes   are  unsur- 
passed.    They  are  the  last 
j    word  in  style  and  finish. 


Makers  oj 

The  Classic  Shoe 


Getty  &  Scott 


Limited 


Gait,  Ontario 


THE  SHOE  AND  LEATHER  JOURNAL 


S 


The  Largest  Tanners  of  Calf  Leather  in  the 
British  Empire 


DAVIS  LEATHERS 


COLORED  CALF 

There  is  nothing  finer  in  tone,  lustre  and 
texture  than  our  New  Tan  Russia  No.  24, 
New  Grey  Calf,  Cherry  Willow  No  84, 
Royal  Purple  Russia,  Brown  Russia  No.  66, 
Briar  Boarded  Calf,  Brown  Russia  No.  33, 
Brown  Russia  No.  14,  Mahogany  Russia, 
Khaki  Calf  No.  74,  Duchess  Russia. 

NIGRO  and  MAT  CALF 

All  our  standard  selections  in  men's  and 
women's  weights. 

VEALS 

Our  Veals  are  popular  with  all  who  appre- 
ciate quality — Black  D iamond  Veals, 
Diamond  Mat  Veals,  Boarded  Veals. 


DURABLE 
In  Quality 

ACCURATE 
In  Shade 

II ELVETY 

In  Texture 

Ideal 

In  Touch 

SUPERIOR 
In  Cutting 

Made  from  the 
Best  Raw  Skins 
Only. 


DAVIS  LEATHER  COMPANY 

LIMfTED 

NEWMARKET,  ONT. 
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BY  THE  STAMP  SHALL 
YOU  KNOW  THEM! 

There  is  no  substitute,  explanation,  excuse  or 
subterfuge  that  should  satisfy  the  retailer  for  the 
absence  of  the  Union  Stamp  on  his  footwear. 

There  is  only  one  stamp,  the  official  seal  of 
the  Boot  and  Shoe  Workers'  Union. 

Look  for  this  stamp  on  the  salesmen's 
samples,  and  insist  upon  it  on  all  the  lines 
which  you  carry. 

It  means,  bigger,  better,  increased  business 
among  the  best  wage  earners  in  the  world — 
the  union  workers  of  our  country. 

Boot  and   Shoe  Workers'  Union 

Affiliated  with  the  American  Federation  of  Labor 

246  Summer  Street  -  Boston,  Massachusetts 

JOHN  F.  TOBIN  -  -  General  President 

CHAS.  L.  BAINE  -        General  Secretary-Treasurer 
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BELL  SHOES  have  for  over  a 
century  stood  for  the  very  best 
that  High  Ideals  and  Good 
Shoemaking  can  be  combined 
to  produce.  There  has  been  no 
wavering  in  all  these  years  in 
the  determination  to  maintain 
this  standard  in  spite  of  changes 
in  styles,  materials,  methods  and 
other  conditions. 

BelV s  Shoes  have  only  one  standard- 
The  Best — 


/.  &  T.  BELL 

LIMITED 

MONTREAL 


SHOEMAKERS  FOR  OVER  A  CENTURY  TO 
PARTICULAR  MEN  JINT)  WOMEN 
OF  CANADA 


AMES 
HOLDEN 

McCREADY 

LIMITED 
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The  hard  working  walker,  whether  it 
be  his  to  tramp  clay  and  stubble,  to 
clamber  over  rocks,  to  scrabble  through 
the  bush,  or  to  travel  the  hard  city 
pavements,  comes  to  have  a  sort  of 
friendly  feeling  for  the  shoes  that  see 
him  through.  It  is  something  of  the 
same  feeling  as  one  has  for  a  horse  or 
a  dog  that  has  rendered  long,  faithful 
service. 

They  have,  meanwhile,  accommodated 
themselves  to  the  individuality  of  his 
feet,  perhaps  with  a  merciful  avoidance 
of  pressure  on  bunion,  callous  or  corn. 


When  he  brings  them  to  you,  Mr. 
Repairer,  seeking  to  have  restored 
their  usefulness  which  the  ravages  of 
wear  have  impaired,  he  is  not  wholly 
actuated  by  frugality,  but  has  a  genu- 
ine reluctance  to  part  with  the  shoes. 

See  in  this  your  opportunity  to  win 
•this  man's  trade  and  testimony  by 
extending  the  life  of  those  shoes  as  far 
as  in  your  power  lies. 

If  re-soling  be  their  need,  put  on  a 
pair  with  real  stamina  in  them. — Star 
Brand  Soles. 


BEARDMORE  &  CO. 


ESTABLISHED  1844 


TANNERS  AND  SOLE  CUTTERS 
TORONTO  MONTREAL  QUEBEC,  P.Q 

Tanneries:   Acton  and  Bracebridge 
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Pont  Aicssiocfaf ! 
Play  safe. 


Be  sure! 


USE  ONLY  CERTAIN  COUNTERS 

All  UNCERTAINTY  is  removed  in  making  the  BENNETT 

6  — twa^  MM«  v^ounter 

We  make  all  our  fibres.  We  make  one  especially  for  counters.  The  raw 
material  is  carefully  selected  and  tested.  The  fibre  undergoes  rigid  inspec- 
tion at  every  stage  of  manufacture.  We  are  certain  of  the  quality  of  the  fibre. 

This  fibre  is  then  moulded  into  BENNETT  COUNTERS  under  the  super- 
vision of  experts  by  a  process  that  is  best  suited  to  our  fibre.  The  result 
is  a  sturdy  counter,  flexible,  comfortable  and  lasting. 

Our  factory  is  the  finest  equipped  counter  factory  in  Canada.    The  very 
latest  in  Machinery,  Moulds,  Process,  etc. 

You  will  find  BENNETT  COUNTERS  fit  the  last  better,  retain  the  lines 
of  the  last,  feel  most  comfortable  and  are  guaranteed  to  out-wear  the  shoe. 

BENNETT  LIMITED 


L 


Sales  Office: 
59  St.  Henry  Street, 
Montreal 


Factory : 
Chambly,  Canton 
Que. 
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TETRAULT  WELTS 


Gingering  Up 
Your  Trade 


What  is  needed  to  day  is  not  MORE  shoes  but 
BETTER  SHOES;  not  more  VARIETY,  but 
more  SNAP  and  QUALITY.  Herein  lies  the 
difference  between 

Tetrault  Welts 

And  other  kinds.  They  have  the  APPEAL  as 
well  as  the  SHOEMAKING.  Those  who  have 
seen  our  new  lasts  pronounce  them  true  to 
TETRAULT  TRADITIONS. 

The  Blue  Devil"  and 
The  Summit" 

Are  the  last  word  in  welt  shoe  production. 
You  will  make  a  mistake  if  you  fail  to  see  these 
lines  before  completing  your  Fall  purchases. 

ASK  YOUR  JOBBER 

Have  you  seen  our  Youths'  Goodyear  Line  f 


ft 


Tetrault  Shoe  Manufacturing  Co.  Limited 

Largest  Manufacturers  of  Goodyear  Welts  in  Canada 

Office  and  Warehouse: 

9  Rue  De  Marseilles,  MnnfrAO  1  Sold  by  all  First-Class 

Paris,  France  lVlUIlLICd.1  Jobbers  in  Canada 
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THE 


SHOE 

REG'D 


THE 


MID-SUMMER 

SORTING  LINES 

To  Meet  the  Demands  that  Come 
with  the  Sweltering  Heat 

Ladies'  White  Canvas  Footwear 
Bals 

Strap  Slippers 
Pumps 

Ladies^  Lines  in  Popular  Leathers, 
Lasts  and  Colors 

Pumps 
Oxfords 
Strap  Slippers 

Barefoot  Sandals 

Also  the  speedy  selling  SPEED  KING 
LINES,  Tennis  and  Sporting  Shoes, 
for  men  and  women. 

McLaren  &  Dallas 

IVholesale  Shoe  Distributors 
30  Front  St.  West  Toronto,  Ont. 
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To  supply  EVERYTHING  YOU  NEED 
in  the  SHOE  LINE.  With  our  complete 
and  well-assorted  stock  of  SUMMER 
SELLERS  we  are  in  a  position  to  serve 
you  at  a  MOMENT'S  NOTICE.  We 
have  been  over  thirty  years  at  the  game  and 
know  the  requirements  of  the  retailer, 
whether  his  business  is  big  or  small. 


OP  T© 


Y®0 


To  let  us  know  when  you  are  short.  Do 
not  lose  sales  by  needless  waiting,  or  anta- 
gonize customers  by  annoying  delays.  Write 
or  wire  us  at  once  your  needs  and  make 
available 


LA 


J 


mm 


©Ibnon 


Liirtesfi  S&®<8  J®lblfe8ni4  Eton®®  5aa  Caaasidlai 
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REGAL  and  MAN  POWER 


REGAL  saves  man  power.  The  name 
does  it  and  the  shoes  do  it.  REGAL 
helps  to  do  away  with  useless  effort  and 
wasted  energy  in  these  days  of  stress. 
We  must  deal  in  known  merchandise 
and  avoid  miscalculation,  unnecessary 
selling  effort,  and  lost  motion.  REGAL 
is  a  known  name.  REGAL  shoes  are 
known  shoes. 

Standardized  styles,  produced  by  skilled 
workmen,  and  kept  in  Stock  for  quick 
delivery  mean  time  and  money  to  the 
REGAL  dealer  and  man  power  to  the 
nation. 


REGAL 


SHOES 


Regal  Shoe  Company,  Limited 

472-474  Bathurst  Street,  Toronto 
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The  old  way 


The  new  way 


A  man  should  not  do  the  work  a 
machine  will  do  for  him 


A  merchant,  with  all  his  troubles, 
should  never  do  the  work  that  a 
machine  does  better  and  quicker. 

Our  newest  model  National  Cash 
Register  makes  the  records  which  a 
merchant  needs  to  control  his  busi- 
ness. It  does  fifteen  necessary  things 
in  three  seconds. 

Without  the  register  a  man  cannot 
do  these  things  in  half  an  hour. 


can  do  them  just  by  pressing  the 
keys. 

Our  new  electric  machines  are  as 
much  better  than  old  machines  as 
an  up-to-date  harvester  is  ahead  of  a 
sickle  for  cutting  grain. 

The  latest  model  National  Cash 
Register  is  a  great  help  to  merchants 
and  clerks. 


With  the  register,  even  a  new  clerk      It  pays  for  itself  out  of  what  it  saves. 

Merchants  need  National  Cash  Registers  now  more  than  ever  before 


Fill  out  this 
coupon  and  mail 
to-day 


Dept.  Cl,  The  National  Cash  Register  Company  of  Canada,  Limited, 

Toronto,  Ont. 

Please  give  full  particulars  about  the  up-to-date  N.CR.  System  for 
my  kind  of  business. 


Name 


Business 
Address. 
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Co-operation  in  Conservation 


w 


We  urge  the  Co-operation  of  our  customers 
to  the  end  of  Conserving  heavy  Sole  Leather 
requisite  for  army  shoes. 

It  is  imperative  that  the  boys  at  the  front 
shall  have  an  ample  supply  of  footwear  of 
the  staunchest  kind,  and  the  available 
suitable  soling  is  limited. 

It  is  therefore  the  duty  of  the  trade  to  re- 
strict the  employment  of  sole  leather  to 
gauges  lower  than  those  specified  by  the 
government. 

This  will  not  impose  any  very  serious  hard- 
ship, as  the  leathers  we  are  still  free  to  use, 
if  of  good  tannage,  answer  the  majority  of 
civilian  requirements. 

If  we  judge  the  spirit  of  the  trade  rightly, 
they  will  cheerfully  fall  in  line,  realizing 
that  all  these  things  have  an  important  in- 
fluence in  deciding  the  issue  that  is  before 
the  world  to-day. 


A 


The  Breithaupt  Leather  Co.  Limited 

Tanners  of  Hemlock,  Union  and  Oak  Sole  Leathers. 
Manufacturers  of  Tap  Soles  and  Jumbo  Blocks  for  the  Repair  Trade. 

Head  Office,  Kitchener,  Ontario 

Tanneries  at  Kitchener,  Penetang,  Hastings  and  Woodstock,  Ont. 
Representatives:   Montreal,  R.  M.  Fraser  and  John  MeEntyre;  Quebec,  Lucien  Borne 
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IT'S  A  QUESTION 
OF  TIME 

Eventually  fibre  soles  will  replace  leather  on  a 
large  percentage  of  shoes  you  sell.  Time  is  teaching 
your  customers  that  it  is  economy  to  buy  shoes  that  are 
soled  with 

Rinex 

They  are  learning  its  superior  qualities — -its  long 
wear,  its  resiliency,  its  waterproofness  and,  above  all, 
that  it  saves  money  on  the  family  shoe  bill. 

These  purchasers  of  footwear  will  insist  on  the  long- 
est wear  and  the  best  sole  for  the  money,  and  RINEX  is 
that  sole. 

Take  advantage  of  this  in  your  business.  Stock 
"RINEX-ED"  shoes  and  meet  the  demand  that  means 
larger  shoe  profits. 

Ask  your  shoe  manufacturer  to  put  RINEX  Soles 
on  the  shoes  you  order. 

RINEX  Soles  are  made  and  guaranteed  by 
Canada's  largest  manufacturers  of  rubber  goods. 

Canadian  Consolidated  Rubber  Co. 

Limited 

Head  Office     -  Montreal, 

Service  Branches  at  Halifax,   St.   John,   Quebec,   Ottawa,  Toronto, 
Hamilton,  Brantford,  Kitchener,  London,  North  Bay,  Fort  William, 
Winnipeg,  Brandon,  Regina,  Saskatoon,  Calgary,  Lethbridge, 
Edmonton.  Vancouver  and  Victoria 
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SHOE  AND  LEATHER  CONDITIONS 


The'Outlook  in  Leather  and  Shoes— Shortage  in  Upper  and  Sole — Manu- 
facturers Seeking  to  Cover  Themselves — Large  Purchases  for  Foreign  Needs 

SUMMER  business  has  been  exceptionally  good,  especially  with  the  retail  shoe  trade,  and  next 
to  these  with  the  jobber.  There  has  been  a  tremendous  demand  for  summer  footwear,  more 
particularly  of  the  "fancy"  type.  From,  what  can  be  gathered  the  low  cuts  have  not  gone 
as  well  as  they  might,  probably  on  account  of  the  fact  that  the  stories  circulating  through  the  press 
regarding  the  possible  future  elimination  or  reduction  of  high-cut  styles  have  had  the  effect  of 
alarming  some  of  the  fair  sex  who  are  aiming  to  provide  for  their  requirements  not  only  for  this 
summer  but  next.  At  all  events,  wholesalers  report  not  only  slow  sale  on  such  1  nes  as  patent 
oxfords  and  pumps,  but  actual  cancellations.  This  would  seem  to  be  rather  an  astonishing  pro- 
cedure, seeing  that  there  has  been  considerable  advance  in  prices  on  these  lines  over  last  season 
and  there  are  likely  to  be  more. 

Shoe  manufacturers  report  an  act've  sorting  trade,  although  they  claim  that  the  interest 
is  not  as  lively  as  might  be  expected  from,  existing  conditions.  Those  who  have  been  showing 
spring  samples  say  that  dealers  are  buying  carefully,  and  even  frugally,  and  seem,  to  take  the 
attitude  that  they  will  let  the  price  question  take  care  of  itself  Undoubtedly  prices  on  shoes  have 
advanced  materially  and  are  likely  to  be  considerably  higher  in  the  next  two  months.  Some  of 
those  who  have  started  the  season  early  have  already  been  compelled  to  change  their  quotations 
already,  but  by  the  first  of  September,  when  m.ost  of  the  new  lines  will  be  on  the  road,  it  is  expected 
that  the  market  will  have  become  more  settled 

Just  now  the  entire  shoe  trade  is  agitated  as  to  what  move  the  War  Trade  Board  is  likely 
to  make  with  regard  to  shoe  and  leather  interests.  Unless  the  announcement  is  definitely  made 
by  August  1st  it  will  be  practically  impossible  to  make  any  radical  changes  for  the  spring  season. 
As  it  is,  many  manufacturers  have  their  orders  pretty  well  in  hand  and  will  find  it  difficult  to  change 
them  to  meet  any  legislation  that  may  result  from  the  deliberations  of  the  Board.  However, 
all  must  co-operate  in  order  to  successfully  carry  out  the  general  scheme  for  the  betterment  of 
shoe  and  especially  leather  conditions  during  the  war 

The  leather  trade  is  practically  "on  its  toes"  to  meet  the  demands  made  upon  its  produc- 
tive capacity  just  now.  Some  months  ago  the  situation  did  not  look  particularly  bright  for  the 
tanner,  but  the  advent  of  army  shoe  orders  and  the  recent  heavy  purchases  of  both  upper  and 
shoe  leathers  by  the  British  Purchasing  Commission,  as  well  as  previous  contracts  for  shipment 
across  the  line,  have  contributed  to  provide  the  leather  men  with  all  they  can  think  of  for  the  next 
six  or  eight  months. 

The  general  situation  is  such  that  it  requires  no  guessing  ability  to  reach  the  conclusion 
that  in  the  near  future  it  will  be  a  question  not  of  price  but  of  getting  the  goods.  Those  who  have 
studied  the  outlook  carefully  say  that  unless  there  is  a  practical  cessation  of  war  operations  the 
coming  fall  and  winter  we  are  likely  to  witness  the  same  scramble' for  shoes  there  was  a  year  and 
a  half  ago.  The  wise  man  is  he  who  carefully  estimates  his  requirements  now  and  plans  for 
exceeding  them  to  an  extent  that  will  keep  him  out  of  the  crush. 
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Getting  the 
Most  Out  of 
the  Vacation 

Wisdom  and  Folly  of  Summer  Flit- 
ting—What to  do  for  that  "Tired 
Feeling" — Wasting  Money  for  that 
Which  is  not  Rest — Making  the 
Holiday  Tell  in  Your  Business 

WHEN  you  hear  a  man  boast  that  he  has 
not  had  a  holiday  in  ten  years,  put  him 
in  the  same  category  with  the  fellow  who 
says  he  can  do  more  work  than  any  three  prople  in 
his  employ  and  do  it  better.  These  vaunting 
claims  mean  the  one  making  them  is  not  doing 
justice  either  to  himself  or  his  business. 

A  man  should  be  ashamed  to  say  he  can  not 
get  away  from  his  business  for  two  reasons.  In 


Rochester  Style  Show  Puzzle  Picture.  From  left  to  right 
W  A  Smith.  Hamilton:  P.  H  Hcalev.  Ken  Murray.  John 
Seattle  of  Murray  Shoe.  Ijjnd  >n:  Drew  Jarvis.  Murray 
Shoe.  London  and  Jake  McDermot.  Puzzle: — Find  the  man 
who  bought  Ice  Cream  Cones  for  all  the  kids  and  other 
things  for  the  farmers  in  LeRoy.  N  Y. 

the  first  place,  he  must  be  running  it  so  that  his 
sudden  removal  by  illness  or  death  would  spell 
calamity  to  his  family  and  those  associated  with  him. 
A  business  should  be  planned  with  such  an  even- 
tuality in  view,  and  the  man  who  does  everything 
himself  is  storing  up  trouble  for  his  widow  and 
often  for  his  creditors.  A  business  that  will  not 
standi  a  ten  days'  absence  of  the  proprietor  is  in 


a  dangerous  condition.  Besides,  a.  man  owes  it 
to  himself  to  get  out  and  see  what  others  are  doing 
in  his  line.  A  vacation  may  mean  many  times 
its  expense  in  gain  in  this  way. 

A  story  is  told  of  a  large  manufacturing  con- 
cern that  lost  its  president  through  death  three 
years  ago.  He  was  a  man  who  never  spent  more 
than  six  hours  a  day  at  the  business  and  took  a 
month's  holidays  in  the  summer  as  well  as  a  trip 
south  in  the  winter,  His  mantle  fell  on  the  should- 
ers of  a  man  who  was  known  as  intensely  "prac- 
tical." He  was  on  the  job  from  eight  to  six  and 
often  longer.  He  was  called  a  "horse"  to  work. 
At  the  end  of  the  year  the  profits  had  fallen  off, 
but  reasons  were  advanced  that  practically  satis- 
fied the  directors.  At  the  end  of  the  second  year 
they  became  alarmed  when  they  had  to  "pass" 
the  dividend.  It  was  found  that  the  president 
and  general  manager  was  trying  to  do  every- 
thing himself  and  in  the  process  had  dislocated 
the  organization.  The  sales  manager  had  quit 
and  the  factory  superintendent  had  joined  a 
rival  concern.  Finally  one  of  the  directors,  who 
was  a  close  personal  friend  of  the  president,  who 
had  by  this  time  worked  himself  into  a  state  of 
collapse,  persuaded  him  to  go  away  for  three 
months.  The  former  salesmanager  was  brought 
back  and  put  in  temporary  charge  and  a  new 
superintendent  was  secured,  and  in  three  months 
the  place  had.  got  almpst  back  to  its  old  gait 
Now  the  president's  office  hours  are  nine  to  four, 
and  he  has  joined  the  noble  army  of  golfers.  The 
concern  is  making  money  and  expanding  its  busi- 
ness. The  moral  is  ".don't  try  to  do  everything 
yourself."  Men,  as  a  rule,  respond  to  responsi- 
bility and  do  better  work  when  given  the  oppor- 
tunity to  take  the  initiative. 

But  a  man  needs  a  vacation,  whether  he  knows 
it  or  not.  Even  machinery  requires  an  occasion- 
al rest.  A  business  man  may  enjoy  his  work 
and  even  revel  in  it,  but  if  he  keeps  on  month  after 
month  and  year  after  year  using  the  same  brain 
cells  and  following  the  same  routine,  he  will  final- 
ly give  out.  The  saying  that  hard  work  never  kills 
anybody  is  one  of  those  half-truths  that  are  more 
dangerous  than  falsehoods.  Continous  work  will 
impair  any  mind  or  constitution,  no  matter  how 
much  zest  may  be  put  into  it. 

But  merely  stopping  work  and  loafing  can 
never  prove  either  satisfactory  or  helpful  to 
anyone  who  is  actively  engaged.  Vacations  that 
are  mere  relaxations  and  that  leave  one  flabby 
and  unfit  for  the  duties  of  the  store,  desk  or  factory 
can  never  be  a  source  of  real  recuperation.  What 
the  tired  or  overwrought  body  or  mind  needs 
is  a  change.  What  most  men  require  is  occupation 
for  mind,  hands  and  feet  absolutely  different 
from  that  in  which  they  are  usually  engaged. 
It  matters  not  whether  it  be  fishing,  canoeing, 
gardening  or  farming,  so  long  as  he  puts  into  it 
the  thought  and  energy  he  has  been  devoting 
to  business. 

It  should  be  the  aim  to  come  back  from  a  vaca- 
tion with  a  feeling  of  gladness  to  take  up  the  old 

(Continued  on  page  43) 
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Restrictions 
on  Canadian- 
Made  Shoes 

The  Effect  New  Regula- 
tions will  have  on  the  Retail 
Trade — An  Opportunity  to 
Clean  Out  Old  Stocks. 

Situated  so  closely  to  the  United  States,  both 
geographically  and  in  trade  relations,  and  now 
they  having  become  linked  with  us  in  the  issues 
of  the  great  war,  it  is  but  natural  that  what  affects 
one  country  will  affect  the  other.  Canada  having 
been  in  the  war  before  the  United  States,  the  latter 
has  profitted  by  our  experience  and  mistakes. 
The  United  States,  even  if  not  so,  soon  in  the  con- 
flict, has  felt  the  stress  and  effect  of  the  war  in 
many  ways  equally  with  us.  Therefore,  it  is  not 
surprising  that  they  should  take  action  in  many 
things  more  quickly  than  we  have. 

One  of  these  was  the  recognition  of  the  short- 
age of  leather.  Despite  Yumors  to  the  contrary 
and  reports  of  hoarding  of  skins  and  hides  and 
even  finished  leathers,  they  realized  that  this 
shortage  was  a  serious  1  matter;  possibly  more 
serious  than  the  retailers  or  even  the  manufac- 
turers realized.  This  being  true,  it  is  not  surpris- 
ing that  they  should  put  into  effect  some  restrict- 
ing measures  that  would  have  for  their  object 
the  conservation  of  this  commodity.  Naturally, 
the  army  needs  came  first.  Therefore,  not  over 
harsh,  yet  sufficiently  effective  restrictions  were 
placed  on  the  selling  of  leathers  for  civilian  use 
that  could  be  utilized  for  army  wear. 

It  is  remarkable  the  way  the  various  concerns 
affected  by  these  fell  into  line,  showing  a  magnifi- 
cent spirit  and  determination  to  do  all  within 
their  power  in  supporting  the  government  in  any 
measure  that  had  a  win-the-war  policy  to  it. 

It  was  noteworthy  that  manufacturers  and 
retail  shoe  dealers  in  the  United  States  got  to- 
gether on  the  matter,  with  the  result  that  a  mutual 
understanding  was  arrived  at,  and  despite  the 
fact  that  some  of  the  restrictions  will  inconveni- 
ence a  number  of  the  manufacturers  and  retail- 
ers, on  the  whole  the  results  will  not  disrupt 
trade  as  much  as  might  be  expected. 

The  restrictions,  in  a  nut  shell,  that  refer  to 
women's  shoes,  are  that  they  shall  be  no  more 
than  eight  inches  in  height,  moderate  heels  and 
colors  limited  to  black,  white  and  two  shades 
of  brown.  For  a  time,  certain  classes  of  the  public 
will  find  these  difficult  to  fall  in  with,  but  time  and 
use  will  accustom  the  wearers  to  the  existing  con- 
ditions and  little  trouble  is  anticipated. 

These  restrictions  having  gone  into  effect 
we  have  every  reason  to  believe  that  before  this 
article  is  printed  similar  restrictions  will  be  in- 
augurated   in    Canada.    From    our    close  trade 


relationship  with  the  United  States,  it  may  be 
expected  that  these  regulations  will  follow  very 
closely  those  adopted  there.  It  is  exceedingly 
important,  in  anticipation  of  some  such  course 
being  pursued  by  the  government,  that  Canadian 
retailers  and  manufacturers  should  get  together 
for  mutual  consultation.  The  retailer  is  more 
closely  in  touch  with  the  buying  public — the  con- 
sumer, and  should  be  in  a  position  to  offer  prac- 
tical suggestions  that  the  manufacturer  should 
not  ignore  and  can  profit  greatly  by. 

The  opinion  among  the  shoe  men  is  that  some 
regulations  of  a  restrictive  and  conserving  char- 
acter will  soon  or  later  be  adopted  in  Canada, 
and  that  these  will  be  similar  to  those  in  force 
in  the  United  States.  One,  therefore,  immediate- 
ly wonders  what  will  be  the  effect  upon  trade.  It 
has  been  pointed  out  by  some  that  when  these 
restrictions  are  placed  in  Canada,  if  the  impor- 
tation of  high  and  fancy  models  be  permitted,  it 
will  be  a  great  injustice  to  the  Canadian  makers 
of  fancy  shoes.  But  it  should  be  presumed  that 
the  government  will  look  after  the  interests  of 
manufacturers  either  by  a  time  limit  or  direct 
embargo  on  lines  of  this  type. 

Retailers  are  somewhat  divided  in  their  opinions 
as  to  the  effect  it  will  have  on  their  trade,  Those 
who  are  doing  a  big  trade  in  women's  high-grade 
shoes  contend  that  the  cancellation  of  these  lines 
will  seriously  affect  their  trade.  The  introduction 
of  various  shades  of  leather  in  shoes  has  educated 
many  women  to  select  their  footwear  to  match 
their  dresses  and  suits.  This  means  that  more 
shoes  have  been  purchased  than  formerly,  for  natur- 
ally, fancy  shoes  scuff  and  become  shabby  sooner 
than  black  and  are  cast  aside  and  not  worn  so 
long  as  the  plainer  colors.  The  result  will  be  that 
the  stores  dealing  largely  or  exclusively  in  the 
fancy  grades  will  suffer  for  a  long  time. 

Some  retailers  take  a  more  optimistic  view  and 
reason  that  it  will  be  the  best  thing  that  can  happen. 
To  use  one  man's  expression,  "It  is  enough  to  drive" 
a  retailer  crazy  to  know  what  to  buy  in  this  mil- 
linery footwear  craze  to  meet  the  multitude  of  de- 
mands for  shapes,  shades  and  colors  and  what  may  be 
called  for  this  week  may  be  considered  a  back  number 
next  week."  And  there  are  a  goodly  number 
who  have  this  view.  If  the  styles  are  held  down 
to  certain  regulations,  it  will  do  away,  to  a  great 
extent,  with  the  "hunting"  on  the  part  of  many 
women  to  obtain  something  a  little  different  and 
possibly  a  little  nicer  than  her  neighbor  may  have. 
It  will  also  make  it  possible  for  retailers  to  do  as 
large  a  turnover  on  a  much  smaller  capital,  all 
of  which  will  be  a  decided  advantage.  It  will 
also  afford  an  opportunity  for  many  to  reduce 
their  stocks  of  standard  or  staple  lines.  There 
are  many  retail  stores  that  are  heavily  stocked 
with  lines  very  similar  to  those  adopted  by  the  new 
regulations.  The  craze  for  novelties  has  prevented 
these  from  meeting  with  favorable  reception  of 
late,  with  the  result  that  they  have  remained  in 
stock.  Even  some  jobbers,  while  scouring  the 
country   for    colored    novelty    effects    and  being 

(Continued  on  page.  25) 
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What  Clerks 
Should  Know 
About  Feet 


Impress  on  the  Customer  the  Fact 
That  Comfort  is  as  Important  as 
Style — Learn  the  Important  Bones 
of  the  Foot  and  Their  Relation  to 
Shoe  Fit  —  Study  Common  Foot 
Troubles  and  Their  Popular  reme- 
dies, so  that  You  may  Talk  about 
Them  in  a  Way  that  the  Customer 
will  Understand — Don't  Talk  too 
Much — When  a  Customer  has  Foot 
Trouble,  Diagnose  the  Case,  and 
Explain  it  to  Him  (or  to  Her)  Tact- 
fully—  Don't  Advise  Anything  of 
Which  you  Are  not  Sure. 

Note. — This  article,  taken  from  the  "  Shoe 
Section  of  the  Economist"  of  New  York,  we  con- 
sider so  timely  and  important  that  we  reprint  it 
entire. — Editor. 

Feet  are  to  the  body  what  the  engine  is  to 


THE  BONES  OF  THE  FOOT 

A  side  or  sectional  view  of  the  bones  of  the  foot 
is  shown  above.  C  and  B  are  the  largest  bones  of  the 
foot,  called  respectively  by  anatomists  the  "calcaneum" 
or  "oscalcis"  heel  bone;  and  the  "astragalus."  The 
jointed  framework  extending  forward  is  three  to  five 
fold  in  character,  ending  in  the  toes.  There  are  five 
other  irregularly  shaped  bones  closely  articulated  with 
the  heel  bones  and  the  "astragalus"  forming  the  "tarsus" ; 
then  come  the  five  bones  of  the  "metatarsus,"  the  long- 
est bones  in  the  foot,  extending  from  the  instep  forward 
to  the  ball  of  the  foot;  then  the  fourteen  "phalanges" 
or  toe  bones  two  in  the  great  toe  and  three  in  each 
of  the  others,  thus  making  a  total  of  26  bones  in  each 
foot,  closely  bound  by  intricatigaments  and  tendons 
and  forming  a  structure  which,  next  to  the  human  hand, 
is  the  most  wonderful  piece  of  anatomical  structure 
to  be  found  in  nature. 


the  automobile.  Also  foot  troubles  may  be  just- 
ly compared  with  engine  troubles. 

Feet  properly  shod  will  propel  the  body  grace- 
fully and  without  causing  friction  of  the  nervous 
system  just  as  a  good  engine  will  propel  a  machine 
smoothly,  whereas  a  poor  one  will  cause  the  cre- 
ation of  new  cuss  words. 

Starting,  then,  with  the  sound  premise  that 
shoes  are  very  closely  related  to  feet,  what  need 
the  shoe  clerk  know  about  feet?  What  should 
he  know  about  foot  troubles,  the  causes  and  the 
remedies? 

First  Aid  to  the  Feet 

The  experienced  shoe  man  knows  all  these 
things,  so  for  the  benefit  of  those  who  have  entered 
the  profession  recently  through  the  general  shift- 
ing of  labor  due  to  war  conditions,  the  case  in  the 
interest  of  the  grand  American  foot  will  be  restated, 
with  the  thought  that  department  heads,  retail- 
ers and*  executives  generally  will  place  this  infor- 
mation in  the  hands  of  those  who  need  it. 

The  very  first  consideration  that  should  be 
impressed  upon  the  shoe  salesman  is  the  respon- 
sibility that  he  assumes  when  he  fits  the  consumer. 

Foot  Trouble  Causes  "Nerves" 

This  cannot  be  emphasized  too  strongly.  For 
example,  an  army  doctor  of  standing  recently 
said  that  more  nervous  disorders  are  caused  by 
ill-fitting  shoes  than  by  any  other  single  cause. 
Thus  the  responsibility  of  the  shoe  clerk  in  fitting 
the  consumer  is  parallel  in  seriousness  of  con- 
sequences with  the  responsibilities  of  a  doctor 
in  the  diagnosis  of  the  ailment  of  a. patient.  Hence 
when  the  consumer  presents  a  foot  to  be  fitted, 
the  salesman  should  know  from  an  examination 
of  the  foot,  what  kind  of  a  shoe  will  give  the  pur- 
chaser comfort  instead  of  "nervous  prostration." 

Fortunately,  not  all  feet  require  special  atten- 
tion; if  that  were  the  case,  the  lot  of  the  shoe 
salesman  would  indeed  be  an  unhappy  one  and 
fraught  with  many  trials.  But  there  are  a  great 
many  feet  that  do  require  special  attention,  and 
they  should  not  be  neglected,  nor  an  opportunity 
lost  to  serve  the  possessor  of  them.  Many  shoe 
departments  that  operate  at  a  big  annual  profit 
owe  their  success  in  a  large  measure  to  the  ability 
of  their  salesforce  to  gain  the  everlasting  grati- 
tude of  customers  so  well  fitted  that  so-called 
foot  troubles  no  longer  disturb  their  peace  of  mind. 

Hence  every  shoe  salesman  who  knows  some- 
thing about  feet  is  not  only  that  much  more  val- 
uable to  himself  and  to  his  firm,  but  is  also  a  public 
benefactor.  Ask  any  person  who  has  been  pro- 
perly served  in  this  regard  and  he  will  more  than 
second  this  sentiment. 

Knowledge  a  Valuable  Asset 

So  well  do  some  salesmen  serve  their  cus- 
tomers that  year  after  year  the  customers  come 
back  and  will  not  have  any  other  individual  wait 
on  them.  It  becomes  almost  a  superstition  to 
be  served  by  the  same  salesman.    And  when  the 
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salesperson  makes  a  change  the  customers  follow 
to  his  new  connection — so  attached  are  they  to 
this  shoe-department  benefactor. 

In  order  to  achieve  such  results,  what  should 
a  sales-person  in  a  shoe  department  know  about 
feet?  Assuming  that  he  knows  the  stock  of  his 
department  and  assuming  that  he  knows  the  dif- 
ferent kinds  of  lasts  and  their  relative  fitting 
qualities,  and  assuming  that  he  knows  leather 
and  how  they  affect  certain  feet— assuming  the 
salesman  knows  these  things,  how  much,  without 
going  through  a  general  scientific  course,  should 
he  learn  about  feet,  the  kind  of  shoes  that  certain 


The  important  bones  of  the  foot  are  numbered. 
This  shows  the  bones  in  perfect  alignment. 


shaped  feet  require  or  what  corrective  measures 
to  suggest  for  certain  common  foot  faults?  What 
should  he  know,  too,  that  he  may  avoid  the  dan- 
ger of  prescribing  remedies  that  necessarily  come 
within  the  province  of  the  physician? 
fv  Four  charts  shown  here  will  give  the  new  clerk 
a  fair  idea: — 

(1)  the  relation  of  the  important  bones  of 
the  foot  to  the  shoe; 

(2)  the  bones  of  a  perfectly  arched  foot; 

(3)  the  bones  of  a  flat  foot  (or  foot  with  a 
broken-down  arch) ; 

(4)  the  common  foot  troubles,  their  causes 
and  remedies. 

Construction  of  Human  Foot 

The  elementary  construction  of  the  foot  would 
be  worth  studying  from  plaster  casts  or  rubber 
models.  These  are  easily  obtainable.  A  note 
to  any  shoe  manufacturer  will  bring  word  as  to 
where  to  get  such  models,  in  the  event  of  difficulty 
being  experienced  in  obtaining  them. 

Major  E.  L.  Munson,  M.D.,  U.S.A.,  has  pre- 
pared a  very  comprehensive  book  on  the  subject 
"The  Soldier's  Foot  and  the  Military  Shoe."  The 
book  is  replete  with  information  and  it  is  strongly 
urged  that  every  shoe  salesman  make  an  effort 
to  obtain  a  copy  for  desultory  reading  during 
off  hours. 

Summarized,  these  are  the  facts  about  the 
human  foot  that  the  salesman  should  know: 

There  are  26  bones  in  the  human  foot.  In 
a  normal  foot  these  26  bones  articulate  perfect- 
ly, and  are  closely  bound  together  with  tendons, 
ligaments  and  muscles  in  such  a  manner  that  each 
part  of  the  foot  sustains  its  share  of  the  weight 
of  the  body. 

As  long  as  civilization  necessitates  shoes  with 
heels  there  will  be  more  or  less  foot  trouble,  because 
the  shank  of  the  shoe  is  an  elevated  surface  having 
no  support. 


Through  the  lack  of  support  the  arch  of  the 
foot  becomes  a  bridge  supported  by  the  heel  and 
ball  of  the  foot.  This  causes  undue  strain  on  the 
muscles  of  the  arch  and  the  bones  are  gradually 
forced  out  of  position  and  the  arch  breaks  down. 

What  is  Fiat-Foot  ? 

If  the  supports  gf  the  foot — the  muscles  and 
ligaments — waste  away  or  stretch,  the  ends  of 
the  arch  spread,  the  instep  flattens,  the  bones 
press  upon  the  sensitive  nerves  and  cause  pain, 
while  the  natural  springiness  of  the  foot  is  impair- 
ed and  walking  becomes  less  easy.  One  of  three 
conditions  results — a  weak  foot,  a  flat-foot  without 
pain  or  a  painful  flat-foot. 

A  weak  foot  is  one  in  which  the  tone  of  the 
muscles  and  ligaments  is  more  or  less  diminished, 
but  the  arch  shows  little  or  no  deformity.  The 
shape  of  .  such  a  foot  is  good,  but  after  walking  or 
standing  there  is  discomfort  or  even  pain,  which 
is  relieved  by  resting  or  changing  to  a  different 
shape  of  shoe.  This  condition  is  quite  easily 
cured  by  exercise,  correct  walking  and  proper  shoes. 

Flat-foot  without  pain — "Splay-foot" — is,  as 
the  name  indicates,  a  condition  in  which  the  natural 
arch  of  the  instep  has  flattened  without  causing 
pain.  It  is  often  present  from  birth  and  commonly 
found  in  certain  races,  as  the  negro.  A  graceful 
springy  step  is  difficult  with  such  a  foot,  but  it 
may  not  interfere  with  endurance  or  speed  and 
does  not  call  for  treatment  unless  pain  develops. 

Painful  flat-foot  is  the  combination  of  deform- 
ity with  pain.  It  may  be  present  in  moderate 
or  severe  degree  and  demands  careful  attention 
and  patience  for  its  cure. 

Causes  of  Flat'Feet] 

The  common  causes  of  flat-foot  are  improper 
shoes  and  faults  in  standing  and  walking.  Bare- 
foot people,  for  the  most  part,  walk  with  toes 
pointing  forward  or  a  little  inward.  Their  toes 
all  get  a  firm  hold  on  the  ground,  the  front  of  the 
foot  is  broad  and  elastic,  the  foot  muscles  are 
strong  and  springy  and  well  developed  and  the 
weight  of  the  body  is  carried  on  the  strongest 


Showing  the  alignment  of  bones  of  a  foot  with  a 
broken  or  fallen  arch.  Compare  it  with  sketch 
above. 


part  of  the  foot — the  outer  side,  which  rests  on 
the  ground  for  its  whole  length. 

Shoe-wearing  people  are  taught  to  toe  out, 
so  that  they  get  little  use  from  the  fourth  and  fifth 
toes,  and  so  throw  their  weight  on  the  inner  oi 
weak  side  of  the  foot.  The  stiff  shoe  does  not 
permit  free  play  for  the  muscles,  which  becomes 
cramped,  weak  and  wasted.  This  is  made  worse 
in  the  case  of  ploicemen  and  others  whose  calling 
{Continued  on  page  43) 


24 


THE  SHOE  AND  LEATHER  JOURNAL 


Shoe  and 
Leather 
Trade  Jottings 

What  is  Seen  and  Heard  on  the 
Street  Amongst  the  Shoe  and  Leather 
Trade,  etc. 

LEATHER  conditions  during  the  past  month 
have  been  quite  interesting  notwithstanding 
the  extreme  heat  of  the  weather.  There  has 
been  an  active  demand  for  all  lines,  especially 
in  light  upper  and  sole  leathers.  A  feature  of  the 
trade  has  been  the  demand  created  by  the  regis- 
tration regulation  which  has  called  for  the  pro- 
duction  of   a   tremendous   number   of  certificate 


Mr  E.  P.  Matte.  Montreal,  the  Popular  Repre- 
sentative of  The  Canadian  Arrowsmith  Co..  in 
Quebec  and  the  Maritime  Provinces 


holders.  Some  of  the  makers  of  light  stock  have 
had  a  busy  time  endeavouring  to  meet  this  demand. 
In  upper  leather,  manufacturers  have  been  buying 
quite  freely  in  staple  lines  and  the  scarcity  has 
further  strengthened  the  market. 

The  Government  war  orders  have' made  such 
a  demand  upon  the  resources  of  the  light  upper 
manufacturers  as  well  as  sole  leather  that  the 
civilian  trade  is  finding  it  difficult  to  get  that  atten- 
tion usually  bestowed  upon  it.  Tanneries  are  so 
handicapped  by  the  scarcity  of  help  and  shortage 
in  materials  that  they  are  finding  it  very  hard 
to  make  headway  against  the  demands  made  upon 
their  capacity.    Sole  leather  tanners  are  up  against 


the  same  proposition.  The  British  War  Purchas- 
ing Commission  have  been  in  the  market  during 
the  last  month  and  have  made  large  purchases 
both  of  upper  and  sole  leather.  From  what  we 
can  make  out,  nearly  three-quarters  of  a  million 
dollars  worth  of  orders  have  been  placed  and  we 
understand  that  further  requirements  are  at  pre- 
sent before  the  leather  trade. 

Hide  Conditions. — There  has  been  some  easing 
up  on  the  other  side  of  the  line  in  hide  conditions, 
but  this  will  have  no  material  effect  upon  the  leath- 
er .market  as  the  hides  that  have  dropped  are  not, 
under  the  present  regulations,  available  for  Cana- 
dian consumption.  The  pressure  on  the  demand  for 
desirable  hides  in  Canada  is  keeping  the  prices 
of  certain  classes  of  take  off  strong  and  tanners 
do  not  hope  for  any  material  advantage  from  the 
embargo  put  upon  the  general  export  of  hides. 
Through  arrangement  with  the  American  Govern- 
ment, a  proportionment  has  been  made  of  imports 
of  South  American  hides,  which  is  helping  tanners 
considerably  and  this  with,  the  easement  of  imports 
of  materials  is  placing  tanners  in  Canada  in  a  some- 
what better  position  than  they  were  a  month  or 
two  ago.  Leather  conditions  on  the  other  side 
of  the  line  continue  in  strength  and  with  the  tremen- 
dous war  demand  there  and  here,  the  market  will 
undoubtedly  strengthen  from  now  on. 

War  Trade  Regulations. — We  understand  the 
statement  made  by  the  Canadian  shoe  manufac-. 
turers  last  month  to  the  War  Trade  Board  has 
largely  met  with  the  latter's  approval.  The  pro- 
posed regulations  are  practically  along  the  same 
lines  as  those  of  the  United  States,  leaving  out 
the  legislation  with  regard  to  cartons  and  other 
side  issues.  The  shoe  trade  of  Canada  will  un- 
doubtedly benefit  by  this  cleaning  up  and  con- 
centration upon  really  essential  lines  that  will 
be  involved  by  the  change  in  colors  and  styles. 
A  good  many  shoe  manufacturers  welcome  the  action 
of  the  War  Trade  Board  apart  from  any  war  necess- 
ity as  along  lines  very  essential  to  the  prosperity 
of  the  shoe  industry. 

British  Conditions. — Conditions  in  the  old  land 
with  regard  to  the  shoe  and  leather  trades  seem  to 
continue  to  be  more  or  less  mixed.  They  are  having 
trouble  continually  with  regard  to  the  national  boot. 
The  latest  difficulty  that  seems  to  have  arisen 
has  been  the  fact  that  some  of  the  retailers  are 
cutting  their  prices  in  order  to  get  rid  of  the  goods. 
It  seems  to  have  turned  out  as  predicted,  that  people 
desire  some  inducement  in  order  to  get  them  to 
avail  themselves  of  the  government's  legislation 
with  regard  to  shoes.  The  Shoe  and  Leather 
Record  in  a  recent  issue  has  this  to  say  with  regard 
to  the  problems  associated  with  war  trade  shoes. 

"The  reports  concerning  the  production  of 
War-time  boots  indicate  that  the  output  is  stead- 
ily increasing,  while  the  proportion  of  uncontrolled 
footwear  for  civilians  shows  a  corresponding  shrink- 
age. Not  quite  so  much  is  heard  as  to  the  diffi- 
culty of  obtaining  supplies  of  leather  for  Govern- 
ment goods,  although  the  shortage  of  sole  leather 
is  still  very  marked.    The  policy  of  the  Depart- 
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ment  is  succeeding,  if  not  according  to  plan,  better 
than  a  month  or  two  since;  but  only  so  far  as 
production  is  concerned.  Distributors  still  look 
askance  at  the  scheme,  and  will  continue  to  do  so 
until  the  conditions  under  which  the  goods  are 
sold  are  amended.  That  is  a  fact  to  which  the 
authorities  are  fully  alive;  but  their  powers  of 
control  are  unlimited,  and  they  are  not  at  present 
prepared  to  alter  the  terms  in  favor  of  the  retail 
shoe-seller.  They  do  not  see  why  they  should. 
Isolated  complaints  are  heard  from  time  to  time; 
but  no  collective  protest  is  made  on  behalf  of 
the  trade.  And  until  such  a  protest  is  presented, 
there  is  no  reason  why  more  liberal  terms  should 
be  conceded.  That,  at  any  rate,  is  the  official 
view  of  the  present  situation.  Whether  it  is 
wise  may  be  doubted.  For  so  long  as  shoe  retail- 
ers are  required  to  handle  controlled  goods  on  terms 
which  do  not  provide  a  living  profit,  the  sale  of 
War-time  boots  will  be  carried  on  in  only  a  half- 
hearted fashion  by  some,  and  by  others  not  at 
all.  There  is  no  direct  compulsion  to  stock  Gov- 
ernment boots,  although  it  is  sought  to  compel 
retailers  to  do  so  by  indirect  means.  By  cutting 
off  or  greatly  reducing  the  supplies  of  free  civilian 
goods,  the  Department  expect  that  War-time 
goods  will,  ere  long,  be  taken  tip,  although  unwil- 
lingly. That  point  is  not  yet  reached,  but  we 
are  approaching  it. 

What  Will  Sell  In  Women's  Shoes.— Now  that 
the  restrictions  on  colors  for  spring  have  been 
understood  by  the  trade  there  seems  to  be  lively 
speculations,  says  an  American  Shoe  paper,  as 
to  what  leather  will  benefit  the  most  by  the  elim- 
ination of  gray  and  other  light  shades.  Some 
believe  that  more  tan  shoes  will  be  sold;  others 
that  black  kid  or  calf  will  come  forward.  More 
opinions  lean  toward  an  extensive  use  of  all  kinds 
of  white  leathers  and  materials  and  to  a  renewed 
period  of  popularity  for  patent  leather. 

It  is  as  yet  too  early  to  know  who  is  right  in 
this  matter,  but  there  is  a  feeling  that  at  least 
more  white  and  patent  leather  shoes  will  be  shown. 
Quite  a  good  deal  of  talk  is  also  heard  about  a 
revival  of  colonial  effects.  Well  posted  men  think 
that  buckles  will  be  popular  and  base  themselves 
on  large  sales  of  these  to  be  attached  to  pumps 
by  high-grade  New  York  stores  during  the  spring. 

At  any  rate,  oxfords  will  be  shown  to  the  ful- 
est  extent,  the  majority  of  styles  contemplated 
to  be  very  plain.  High  and  low  heels  will  sell 
according  to  sections. 

In  the  meantime,  every  manufacturer  is  plan- 
ning to  reduce  sample  lines  to  one-half  or  even 
one-quarter  of  previous  seasons. 

Peculiar  Light  Leather  Situation. — A  rather 
peculiar  situation  exists  in  the  light  leather  mar- 
ket at  the  present  time,  says  the  Leather  Man- 
ufacturer. Whereas  black  glazed  kid  is  selling 
at  prices  proportionately  lower  than  colored  stock, 
we  find  that  black  calf  is  selling  at  a  price  propor- 
tionately higher  than  colored  leather. 

In  analyzing  the  reasons  for  this  situation,  wc 
find  that  going  back  six  months,  or  perhaps  a  year, 


the  tanners  of  calfskins  had  large  stocks  of  black 
leather  and  that  many  of  them  became  somewhat 
frightened  at  the  accumulation  and  unloaded 
these  stocks  at  prices  somewhat  reduced  from  those 
prevailing  at  that  time  and  immediately  commenced 
to  put  all  their  best  skins  into  colors,  believing 
that  this  was  the  proper  thing  to  do. 

Now,  with  Government  restrictions  we  find 
that  there  is  a  tendency  toward  black  calf  leather 
and  very  few  of  the  tanners  have  anything  in 
amount  on  hand,  consequently  in  some  similar 
grades  manufacturers  are  giving  five  to  ten  cents 
per  foot  more  for  blacks. 

The  kid  situation  is  exactly  opposite,  because 
there  are  a  good  many  tanners  of  kid  leathers 
who  produce  nothing  but  blacks  and  have  been 
working  their  factories  near  to  capacity  for  some 
time.  Consequently,  we  find  in  the  market  a 
sufficient  supply  of  black  kid  stock  for  present 
requirements  at  least. 

No  one,  of  course,  knows  exactly  how  the  re- 
striction on  import  is  going  to  affect  the  future 
supply.  If  it  is  not  removed  within  a  reasonable 
time,  there  will  certainly  be  a  shortage  of  black 
and  colors  both.  A  buyer  the  other  day  located 
a  lot  of  glazed  kid  in  black  which  was  off ered  for 
sale  for  56c,  an  especially  fine  skin  in  every  way, 
and  he  remarked  that  he  was  paying  eighteen 
cents  per  foot  more  for  the  same  grade  of  skin 
in  colors. 


RESTRICTIONS  ON  CANADIAN-MADE  SHOES 

{Continued  from  page  21) 

unable  to  procure  them,  had  their  warehouses 
full  of  the  more  staple  goods  for  which'  there  was 
no  call  or  sale,  and  under  the  new  regulations  these 
should  close  out  rapidly. 

The  effect  on  manufacturers  will  vary.  Those 
who  have  been  making  novelty  effects  exclusively 
may  be  inconvenienced  for  a  time  in  swinging 
into  the  regulation  lines,  but  this  will  be  temporar- 
ily. One  is  interested  in  knowing  what  will  be 
the  effect  when  all  plants  are  tied  to  practically 
the  same  models.  It  will  work  out  something 
like  the  Pullman  car  service.  The  rates  are  fixed 
and  a  berth  is  a  berth,  but  little  side  effects  in 
service  determine  much  in  securing  trade.  This 
company  now  puts  an  electric  light  in  some  of 
the  berths,  others  one  at  the  foot  to  throw  light 
on  the  floor,  and  various  little  acts  of  obligement 
that  meet  the  approval  of  patrons. 

And  so  with  shoes.  The  regulations  may  be 
adhered  to  with  added  touches  of  betterness  and 
neatness  that  will  at  once  appeal  to  the  customer. 

But  the  best  spirit  was  expressed  by  one  re- 
tailer and  a  manufacturer.  They  practically  said, 
"What  difference  does  it  make  how  this  regulation 
will  affect  us  commercially?  If  it  is  a  win-the-war 
measure,  let  us  accept  it  in  good  grace  and  follow 
it.  Winning  the  war  is  the  most  important  thing 
to  us  NOW.  Better  lose  business  NOW  and  win 
the  war  than  lose  the  war  and  business  as  well 
two  years  from  now." 
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Unusual 
Idea  in 
Handling 
Salesmen 


How  a  Chicago  Shoeman  Lets 
His  Salesmen  Run  His  Business 

IN  a  busy  shoe  store  one  Saturday- 
morning  recently,  the  proprietor 
was  nervously  fidgeting  about, 
watching  every  person  who  entered. 
Should  a  salesman  not  reach  each  pei- 
son  before  they  were  three  feet  inside 
the  door,  the  owner  would  start  to  call 
"Forward  One"  and  if  no  salesperson 
was  free  he  would  rush  down  himself 
to  see  what  was  wanted. 

He  bustled  and  fretted  and  finally 
found  vent  in  the  explosion  — ' '  Heaven 
help  the  proprietor  who  is  not  on 
the  job  himself." 

In  strong  contrast  with  this  is  the 
way  a  Chicago  shoe  merchant  handles 
his  help,  or  rather  allows  his  help  to 
handle  his  store,  according  to  an 
article  in  July  System,  The  Magazine 
of  Business  of  Chicago.  The  article 
is  here  reprinted  as  it  appeared  in 
System. 

Not  very  long  ago  a  merchant 
came  to  Chicago  to  open  a  shoe  store. 
He  then  advertised  for  salesmen,  offering  liberal 
salaries.  The  result  was  a  flood  of  enquiries.  He 
got  replies  from  salesmen  employed  in  every  im- 
portant store  in  town — except  one.  That  store, 
which  no  salesman  wanted  to  leave,  belongs  to  F. 
E.  Foster. 

You  can  talk  with  Foster  for  an  hour  about 
the  cost  of  doing  business  and  the  price  of  leather, 
and  perhaps  never  cause  him  to  show  more  than 
a  courteous  flicker  of  interest.  But  two  subjects 
make  his  eyes  light  up:  his  farm  and  his  salesmen. 
Talk  with  him  about  either,  and  he  will  hitch  his 
chair  a  bit  closer  and  start  pounding  the  desk. 

"The  salesmen  run  this  place,"  he  will  say. 
"If  one  of  them  shows  signs  of  becoming  a  slackei 
— in  sales,  or  deportment,  or  ability — I  don't  have 
to  say  a  word  to  him;  my  men  take  care  of  that. 
The  dead  ones  have  a  hard  time  here.  I  doubt 
if  I  could  bring  my  own  son  here  to  work — if  he 
weren't  right." 

Probably  you  think  a  store  run  by  the  employ- 
ees isn't  much  of  a  store.  But  you  think  different- 
ly after  you've  talked  with  Foster  a  few  minutes, 
and  watched  the  sales  his  men  are  making 

"  We  used  to  have  'store  meetings,  "'  says  Foster, 


Mr.  F.  E.  Foster,  son  and  collie,  on  his  farm.    Note  that  smile.    The  inset  shows 
him  in  his  office,  where  he  can  look  down  into  his  store 


"mestings  that  were  'just  meetings.'  We  decided 
that  wasn't  the  way  to  do  it.  So  now  we  buy 
a  reasonably  good  dinner  for  the  salesmen  once 
a  month;  after  they  get  through  with  their  coffee 
you  should  hear  them  light  into  the  discussions! 
It's  the  hardest  thing  I  do — sitting  there  answering 
the  questions  they  shoot  at  me. 

"They  don't  hesitate,  either,  to  turn  down 
suggestions  I  make — turn  them  down  cold.  The 
other  night,  for  instance,  I  didn't  have  any  luck 
at  all.  I  made  several  proposals;  and  they  were 
cold  to  all  of  them. 

"  'Well,'  I  said  to  them  at  last,  'I'm  going 
to  make  only  one  more  suggestion  tonight — I 
propose  that  we  come  to  work  half  an  hour  later, 
without  any  reduction  in  pay.' 

"There  was  a  roar!  I  didn't  hear  a  single 
objection." 

And  this  incident  illustrates  another  fact  about 
his  method  of  managing  men.  The  store  had 
been  opening  at  8  o'clock.  Many  of  the  men 
arrived  15  or  20  or  30  minutes  late;  so  Foster 
took  the  bull  by  the  horns  and  gave  them  the  extra 
half  hour.    "But,"   he  said,   "8.30  means  8.30, 
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and  not  8.45.  If  the  new  plan  doesn't  work, 
we'll  have  to  go  back  to  opening  at  8." 

And  Foster  leaves  it  to  the  men  themselves 
to  enforce  the  new  regulation. 

The  men  are  organized  for  discipline.  They 
elect  their  chairman;  he  in  turn  appoints  three 
special  policemen — secret  service  operatives,  if 
you  like — who  attend  to  the  discipline  of  the  store. 
Nobody  knows  who  they  are,  except  the  chair- 
man. And  they  report  -to  nobody  except  the  chair- 
man.   None  of  the  reports  come  to  Foster. 

"Woe  to  any  man  who  is  late  now,"  says  Foster. 
"The  others  corner  him  and  ask  him  what  in  tarn- 
ation he  means  by  making  them  all  liable  to  the 
loss  of  half  an  hour's  sleep  in  the  morning!" 

What  makes  the  salesmen  so  eager  to  do  the 
right  thing  and  do  it  well?  Good  salaries,  in  the 
first  place.  A  shoe  salesman  who  works  for  Foster 
gets  a  good  salary.  But  even  more  important 
than  that,  perhaps,  is  the  pride  that  the  men  have 
in  the  character  of  their  organization. 

How  a  Salesman's  Value  is  Determined 

Every  six  months,  too,  the  men  get  a  "dividend." 
Each  salesman's  value  to  the  concern  is  determined 
by  a  comparison  of  his  sales  and  his  cost  of  selling, 
with  the  average  cost  of  selling  in  the  entire  store. 
At  the  last  dividend  day  only  one  man  failed  to 
get  a  dividend.  "And  that  was  a  shame,"  says 
Foster. 

It's  easy  for  a  man  to  get  a  raise  with  Foster, 
too. 

"Yes,"  he  is  likely  to  say,  "I  can  give  you  a 
little  more  money — if  you  can  earn  it.  You  are 
getting  $20?  Well,  you  may  draw  $25  a  week, 
if  you  like.  But,  of  course,  it's  likely  to  cut  down 
on  the  amount  of  your  'dividend' — unless  you  can 
more  than  earn  the  raise.  We  figure  out  what 
you  are  worth,  based  on  the  cost  of  making  your 
sales,  and  the  'dividend'  is  the  extra  over  what 
you  draw  week  by  week." 

Another  instance  will  show  how  the  men  hold 
the  stop  watch,  so  to  speak,  on  one  another.  A  big 
majority  of  Foster's  customers — he  sells  only  to 
women  and  children — are  those  who  habitually 
say  "Charge  and  send."  When  the  need  for  cut- 
ting down  on  service  was  widely  urged,  Foster 
decided  to  try  the  plan  of  giving  each  customer 
25  cents  in  cash — a  thrift  stamp  if  the  customer 
wishes  it — if  she  would  pay  cash  and  carry  her  own 
parcel.  This  plan  brought '  immediate  response: 
the  increase  in  cash  sales,  averaged  over  a  period 
of  six  months,  was  100%. 

But  the  change  also  brought  one  difficulty: 
the  salesmen  were  frequently  careless  about  getting 
down  on  the  sales  slips  the  names  and  addresses 
of  these  "cash  and  carry"  customers.  Foster 
wanted  the  names  for  his  mailing  list.  At  the  next 
monthly  dinner  he  put  it  up  to  the  men  about 
like  this: 

"Miss  Barry  tells  me  that  a  good  many  of  the 
cash  sales  slips  haven't  the  customers'  name  and 
address.  Now  it's  for  your  sakes  that  we  want 
the  names.  If  we  don't  have  them  we  can't  notify 
your   customers   when   we   have  announcements 


to  make — and  so  you  will  lose  sales."  The  men  saw 
the  point  at  once;  they  watch  each  other's  sales 
slips;  and  Foster  doesn't  have  any  more  trouble. 

A  new  salesman  is  an  event  in  Foster's  store 
— it's  hard  to  get  a  job  there,  because  there  are 
few  vacancies.  But  when  a  new  man  does  come 
in,  three  salesmen  stick  with  him  after  hours  for 
several  days.  They  are  bound  that  he  shall  learn, 
quickly,  to  sell  shoes  "the  Foster  way;"  that 
he  shall  have  the  "Foster  organization  spirit;" 
that  he  shall  learn  at  once  that  drones  "don't  go." 

"A  new  man,"  says  Foster,  indulgently,  "has 
a  pretty  tough  time  with  the  boys." 

Foster  does  everything  he  can  to  put  selling 
on  a  personal  basis.  The  floor  manager  meets  each 
customer  in  an  attractive  reception  room  at  the 
entrance  and  asks  if  she  wishes  to  be  served  by  any 
particular  salesman.  If  not,  she  is  served  at  once 
by  whatever  man  is  available. 

Most  of  his  men  have  been  with  Foster  a  long 
time.  One  of  them,  for  instance,  has  built  up  a 
wonderful  clientele. 

"Mr.  Brown,"  says  Foster,  speaking  of  this 
salesman,  "surely  knows  how  to  sell  shoes.  I 
guess  he  sells  more  shoes  at  retail  than  anybody 
else  in  the  world.  I'm  not  much  of  a  salesman 
myself — I  talk  too  much  and  don't  seem  to  realize 
when  a  customer  is  'sold.'  Mr.  Brown  hustles 
her  out  in  a  hurry — but  very,  very  courteously. 
He  rarely  shows  more  than  two  shoes.  Often  he 
has  to  tell  a  customer:  'I  will  serve  you  in  15  min- 
utes.'   That  indicates  how  busy  he  usually  is." 

Twice  a  year  Foster  has  sales.  He  doesn't 
buy  a  dollar's  worth  of  merchandise  for  a  sale — 
simply  clears  out  the  shoes  he  has  failed  to  get  rid 
of.  It  is  an  event — on  the  first  of  August,  and 
of  January,  without  a  line  of  advertising,  customers 
would  come  to  buy  their  shoes  at  reduced  prices, 
he  says.  Women  came  to  the  last  sale  in  the  morn- 
ing with  their  knitting;  some  of  them  waited  three 
hours  to  be  served  by  their  favorite  salesmen. 
And  when  Foster  tells  you  about  this  you'll  see 
his  expression  brighten;  for  he  appreciates  the 
men  who  can  build  trade  like  that. 

Foster  would  much  rather  talk  about  his  sales- 
men than  himself.  It's  typical  of  the  man — his 
modesty  and  his  interest  in  the  men  who  a:e  link- 
ed to  him  in  business.  But  persistence  will  win 
in  the  end,  and  bit  by  bit  you  can  learn  that  he 
started  20  years  ago  in  a  little  store  with  two  part- 
ners, some  money,  the  idea  of  quality  that  has 
built  his  present  business,  and  a  knowledge  of  shoes 
gained  by  buying  his  own  for  some  30  years. 

"Inside  of  six  months,"  he  says,  "we  succeeded 
in  losing  so  much  money  that  both  my  partner  s 
quit.  I  paid  $333.33  a  month  for  rent — I  can  re- 
member the  figures  yet  on  the  checks  I  wrote. 
It  was  a  lot  of  money  to  spend  in  those  days,  when 
my  first  years  sales  were  only  $50,000.  But  I 
didn't  lose  sight  of  my  idea,  and  after  about  a 
year,  things  began  to  come  easier." 

They  have  been  coming  easier  ever  since. 

"That's  why  I  bought  the  farm,"  he  will  say, 
pointing  to  the  lad.  "I  wanted  him  to  have  a 
farm  bringing  up. " 
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-0-0-H" 
came  a 
shrill, 
sharp  cry  that 
startled  every 
dancer  on  the 
floor.  It  was  the 
exclamation  of  a 
prettily  dressed 
little  creature  at 
the  result  of 
someone  stepp- 
ing on  her  foot, 
accidently,  during 
a  two-step.  She 
immediately 
stopped,  and  de- 
spite the  attempt 
at  smiling  her 
drawn  face  show- 
ed she  suffered 
pain. 

"Let  us  sit 

down  awhile,"  she  suggested,  and  she  could  not  hide  a  little 
limp  as  she  held  closely  to  her  partner's  arm  as  he  led  her 
to  a  seat  in  one  of  the  side  rooms  off  the  dance  hall. 

When  the  hostess  came  the  young  man  withdrew  to 
join  the  other  dancers.  Then  the  young  woman  looked  up 
into  the  face  of  her  friend,  the  hostess,  and  petulently  im- 
plored:   "Do  tell  me  what's  good  for  a  corn." 

"Her  friend  smiled  sweetly,  and  with  a  twinkle  in 
her  large  brown  eyes  answered:  "If  I  did  you  would  be 
offended." 

"Oh  no  I  wouldn't,"  came  the  quick  reply,  half  plead- 
ingly, "I'd  do  anything  to  get  rid  of  this  awful  horrid  pain- 
ful corn.  Someone  stepped  on  it  while  we  were  dancing, 
and  I  nearly  fainted.  They  are  so  painful,  and  I  have  tried 
everything  I  can  think  of  and  it  comes  right  back  again. 
I  have  one  on  the  other  foot,  but  it  is  not  so  painful  as  this. 

"Have  you  tried  to  stop  wearing  tight  shoes?"  her  friend 
asked  slowly  and  half  apologetically. 

"Tight  shoes!"  came  the  almost  indignant  reply,  "I 
don't  wear  tight  shoes." 

"There,  there  now,  never  mind,  didn't  I  tell  you  you'd 
I  a-  offended  if  I  told  you  ?"  her  friend  reminded  her  soothingly. 
"I  have  never  seen  anyone  who  did  wear  tight  shoes,  or 
rather  who  thought  they  wore  tight  shoes.  And  I  have 
seen  plenty  of  young  women  who  admitted  their  feet  hurt 
them  but  very  few  will  admit  their  shoes  hurt  them.  Corns 
are  a  simple  matter  of  cause  and  effect.  If  you  remove 
the  cause  you  will  have  no  effect.  Corns  are  caused  by 
pressure.  If  the  pressure  is  removed  there  will  be  no  corns. 
I  know  you  think  you  do  not  wear  tight  shoes,  and  the 
splendid  soft,  pliable  leathers  in  present  use  are  liable  to 
befog  one  into  that  same  belief.  I  had  the  same  idea  for 
many  years,"  and  by  this  time  the  young  woman  was  forced 
to  retire  and  remove  her  irritating  dance  slipper. 

Then  the  friend  continued:  "Any  good  shoe  salesman, 
who  knows  something  of  the  art  of  "Fitting,"  will  tell  you 
that  seventy-five  per  cent,  of  women  would  be  more  com- 
fortable and  just  as  stylish  in  shoes  from  one  full  size  to  a 
size  and  a  half  larger  than  they  usually  wear.  But  it  is 
difficult,  if  not  almost  impossible,  to  convince  them  of  this 
fact.  That  is  why  so  many  shoe  salesmen  are  compelled 
to  fit  the  head  rather  than  the  feet." 


FOOT  FASHIONS  AND  COMFORT 


Does  [Foot  Vogue  Create  Discomfort — 
Are  Corns  Natural  or  Cultivated  Products? 

"In  fact  it  is  quite  true,"  she  continued,  "that  the 
majority  of  foot  dis-ease  is  preventable.  Bunions  are 
another  source  of  painful  annoyance  and  are  really  manu- 
factured deformities.  But,  unlike  corns,  they  may  become 
next  to  incurable,  if  allowed  to  go  too  long." 

"The  common  understanding  is  that  bunions  are  caused 
by  short  shoes.  This  is  but  half  a  truth.  Short  shoes  may 
cause  them,  but  equally  as  great,  if  not  greater,  cause  is 
pointed  toed  shoes.  The  great  toe  should  never  start  off 
at  an  angle  towards  the  centre  of  the  foot.  Years  ago  a  man 
named  Meyer  discovered  that  in  a  well-formed  baby's  foot 
a  straight  line  drawn  from  the  centre  of  the  end  of  the  great 
toe  through  the  centre  of  the  base  of  the  same  toe  would 
pass  through  the  centre  of  the  heel  of  the  foot.  It  is  upon 
preservation  of  this  line  that  a  woman's  freedom  from 
bunions  depends.  Shoes  that  distort  the  toe  to  deviate 
from  this  line  are  bunion  makers,  and  should  be  avoided." 

"The  young  woman  had  become  interested  by  this 
time,  despite  the  pain  and  disappointment  at  having  to 
remain  away  from  the  dancing  so  long.  Her  friend  kept  on: 
"Those  who  have  developed  this  distressing  deformity 
may  cure  it  by  removing  all  pressure  on  the  inflamed  joint, 
and  by  wearing  shoes  that  will  permit  and  induce  the  great 
toe  to  resume  its  natural  position,  as  mentioned  above. 
To  do  this  you  will  see  how  very  necessary  it  is  to  choose 
footwear  that  will  permit  this  toe  returning  to  that  position." 

"Oh,  bother  the  bunions,"  broke  in  the  young  woman 
impatiently,  "it's  a  corn  that  worries  me;  what  will  cure  it?" 

Her  friend  smiled  as  she  replied:  "I  thought  that  little 
lecture  would  do  you  good,  by  way  of  preparing  your  mind 
for  the  corn  cure.  Every  opportunity  you  have  in  the  house 
or  away,  wear  an  old  slipper  from  which  you  have  cut  a 
piece  of  the  material  immediately  -  over  the  corn.  Within 
ten  days  the  corn  will  be  gone,  provided  also,"  she  kept  on, 
"that  you  wear  shoes  properly  fitted  that  will  relieve  the 
pressure  on  the  corns." 

"Then  again,"  she  explained,  "frequently  not  enough 
care  is  exercised  in  the  selection  of  hosiery.  Much  ?.s  it 
may  seem  preposterous,  tight  stockings  are  a  source  of  great 
discomfort,  and  the  difficulty  with  this  phase  of  foot  dis-ease 
is  that  hosiery  may  be  large  enough  when  first  purchased, 
and  then  shrink  with  frequent  laundrying  and  the  moisture 
from  the  feet.  That  is  why  much  care  should  be  exercised 
in  the  selection  of  hosiery." 

The  disappointment  at  being  forced  to  remain  away 
from  the  floor  and  the  sound,  sensible  talk  of  the  hostess 
determined  the  young  woman  to  let  common  sense  have 
something  to  do  with  fitting  her  next  shoes. 

At  last  the  hand  bag  industry  has  come  into  its  own. 
Women  have  been  knitting  since  the  war  started,  and  the 
ubiquitous  bag  of  cretonne  with  big  rings — a  gaudy,  clumsy 
and  freakish  creation — held  sway  until  quite  recently. 
Now  the  frame  bag  is  the  thing.  The  wonder  is  it  came  so 
late.  But  better  late  than  never,  and  knitting  bags  will 
be  first  in  the  war  industry  of  leather  goods  makers  for  1918. 


There  seems  no  legitimate  reason  why  shoe  laces  should 
not  be  sold  by  the  yard,  as  has  been  proved  by  a  Philadelphia 
store.  The  various  heights  of  shoes  and  sizes  of  wearers 
make  a  standard  lace  almost  impossible.  A  lace  furnished 
on  a  spool  and  of  material  that  needs  no  tips  would  be  a 
boom  to  the  lace  selling  department. 
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Does  Adver- 
tising Pay? 

It  May  Be  Made  An  Expense  or 
An  Investment. 

A  writer  in  "American  Shoemaktng"  tells  a  little 
story  of  having  met  four  business  men  at  luncheon  and 
when  the  conversation  drifted  around  to  advertising  one 
said:  "That  is  all  guff.  I  did  not  bother  with  it  when 
I  was  in  the  manufacturing  business." 

The  writer  then  comments  that  his  words  told  the 
story. 

He  had  neglected  to  advertise  and  he  had  failed  in 
the  business.  He  did  not  believe  in  advertising,  nor  many 
other  useful  things  which,  if  followed,  probably  would 
have  been  conducive  to  his  success.  In  his  opinion  any- 
one who  had  opinions  about  anything  to  help  their  busi- 
ness different  from  his,  was  a  fool.  He  had  failed  in  busi- 
ness, therefore  his  ideas  were  hardly  the  ones  for  any  man 
to  follow  who  wished  to  be  successful. 

There  are  very  many  who  have  similar  ideas  to  this. 
They  look  upon  advertising  as  an  expense  rather  than 
an  investment.  We  are  compelled  to  admit  that  with 
some  retailers  their  advertising  may  be  an  expense,  but 
that  it  is  not  the  fault  of  advertising — it  is  the  fault  of  the 
advertiser  and  the  advertising  he  may  do.  He  may  have 
a  wrong  idea  of  what  the  purpose  of  advertising  is  or  he 
may  not  have  the  knack  of  expressing  in  type  what  he 
could  say  verbally  about  his  shoes;  in  fact,  there  are  many 
causes  and  reasons  why  his  advertising  may  not  be  effective. 

Possibly  the  best  simple  recipe  for  ad.  writing  is,  after 
having  selected  the  lines  you  wish  to  advertise  ,to  imagine 
you  are  talking  to  a  customer  in  the  store  and  are  telling 
him  the  best  qualities  of  the  shoe  and  the  good  value  it 
is  and  then  end  up  with  the  price.  We  have  clipped  from 
somi  American  paper  a  few  pointed  paragraphs  that  appeal 
to  us  as  being  extra  good.  "Link  up  shoe  descriptions 
with  some  human  interest.  See  that  your  ad.  carries  a 
definite  message.  Be  brief  and  to  the  point."  These 
two  last  paragraphs  are  certainly  pithy.  The  most  im- 
portant definite  message  about  your  shoes  is  the  price, 
after  you  have  stated  briefly  what  the  shoes  are  and  what 
they  are  like.  And  making  the  statement  brief  and  to  the 
point  is  the  important  thing. 

"  Don't  crowd  men's  shoe  advertising  in  with  women's." 
This  is  very  important.  Keep  each  shoe  you  advertise 
separate;  don't  speak  in  general  terms  unless  it  is  a  sale, 
and  you  have  a  collection  that  a  general  description  will 
cover  pretty  well  and  are  selling  at  one  price.  And  keep 
the  men's  lines  by  themselves  and  the  other  lines  the  same 
way. 

In  considering  the  expenditure  of  advertising  as  to 
whether  it  is  an  expense  or  an  investment,  the  question 
will  immediately  areise,  who  pays  for  the  adveritsing?  Does 
the  advertiser  or  the  purchaser?  In  a  sense,  both,  in  an- 
other sense,  neither.  Admitting  that  the  retailer  pays 
the  bills,  if  his  advertising  has  been  effective  his  sales  should 
have  increased  sufficiently  to  have  made  more  than  the 
outlay  for  advertising.  Look  at  all  advertising  the  same 
as  the  advertising  of  a  special  sale.  Suppose  a  merchant 
does  no  general  advertising  but  occasionally  runs  a  special 
sale.  If  he  did  not  advertise  in  some  way  and  make  known 
the  fact  he  was  running  a  special  sale  hw  eould  obtain  no 
extra  results  from  the  sale.  But  if  he  advertises  it  well 
and  the  values  are  genuine,  he  will  beat  his  regular  sales 


record  and  can  afford  to  apy  the  expra  money  the  .  adver- 
tising cost,  because  of  the  increased  revenue.  The  prices 
of  the  shoes  were  not  raised,  so  the  customer  did  not  pay 
the  advertising,  therefore  it  may  be  said  strictly  that  the 
business  or  trade  paid.  Now,  this  is  the  view  to  take 
of  all  successful  advertising.  Big  national  advertisers  have 
demonstrated  that  by  big  advertising  campaigns  the  prices 
of  many  commodities  have  actually  been  lowered.  Surely 
in  such  cases,  the  consumer  does  not  pay  it  and  the  adver- 


A  Striking  Illustration  with  Some  "  Kick  "  to  It.  Used 
by  The  Robert  Simpson  Co..  Limited,  of  Toronto,  in 
Their  Advertisements 


tiser  can  well  afford  to  pay  it.  Because  of  the  extra  busi- 
ness it  can  be  safely  said  that  the  goods  pay  the  adver- 
tising.—Keep  Advertising. 


GOVERNMENT  CONTROL  NO  NEW  THING 

If  any  one  thinks  government  control  is  some  new 
feature  he  will  have  more  thinks  coming.  As  far  back  as 
1642  the  General  Courts  of  Massachusetts  Bay  Colony, 
did  a  little  leather  controlling  according  to  an  old  edict 
which  has  been  found.    Here  is  what  it  says: 

"Ye  order  for  preventing  ye  sale  of  insufficient  leather, 
etc.,  shal  bee  extended  to  leather  wrought  into  shewes 
or  boots,  as  well  as  unwrought  leather,  and  searchers  are 
to  bee  chosen  by  ye  severale  Townes,  &  presented  to  some 
magistrates  to  be  sworne  to  ye  due  execution  of  ye  trust 
committed  to  them." 


POSTIES'  STRIKE 

Unfortunately  the  Posties'  Strike  occurred  just  at  the 
time  the  July  15th  "Shoe  and  Leather  Journal"  was  mailed. 
A  few  complaints  are  coming  in  that  some  Toronto  sub- 
scribers have  not  received  this  Journal.  We  regret  this  and 
would  gladly  send  other  copy  but  the  edition  has  been 
exhausted. 
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Waste,  Scrap  or 
By-Product 

Save  Your  Cuttings,  But  Better  Still, 
Have  as  Few  as  You  Can — The  War  is 
Teaching  Us  to  Be  Thrifty. 

THE  war  has  brought  very  vividly  to  our  attention 
the  matter  of  thrift  and  salvage.    Where  we  were 
once  prodigal,  we  are  learning  the  meaning  of  wast- 
age and  its  opposite  meaning,  conservation.    We  have  been 
made  frugal  from  necessity  and  should  continue  to  do  so. 

With  leather  at  present  prices,  it  is  very  important 
that  cutters,  whether  manufacturers  or  repairers,  should 
do  their  cuttings  as  economically  as  possible.  Of  course, 
there  will  always  be  cuttings,  and  wastage  and  scraps,  and 
it  is  worthy  of  consideration  as  to  whether  these  cuttings 
can  be  considered  a  by-product  or  just  waste.  The  mean- 
ing of  "waste"  is,  to  be  of  no  use  or  service.  The  meaning 
of  "scrap"  is  literally  something  scraped  off  which  may 
or  may  not  be  waste  or  may  be  considered  a  by-product. 
When  leather  was  cheaper,  repair  men  especially  were 
not  particular  in  their  cutting.  More  leather  went  into 
the  waste  heap  than  is  the  case  to-day. 

With  leather  jumped  in  price  and  small  heels  in  vogue 
on  women's  shoes,  the  repair  man  and  manufacturer  found 
a  place  for  small  cuttings  and  so  both  became  saving.  The 
'half  heelings"  of  former  years  for  which  there  was  a  mar-, 
ket  may  be  used  now  by  the  repair  man  himself.  Still, 
there  will  be  the  sanding  dust  and  sweepings.  In  the 
United  States,  according  to  an  article  in  the  "Shoe  Repair 
Shoe"  these  sweepings  have  a  value  of  about  $18.00  a  ton, 
varying  in  different  localities.  Makers  of  fertilizers  and 
certain  chemicals  are  the  chief  purchasers. 

But  this  price  is  for  car  lots  of  fifteen  to  twenty  tons. 
As  the  small  repair  men  in  outside  districts  would  have 
to  deliver  his  sweepings  to  some  central  point,  it  would 
cost  him  more  to  collect  and  deliver  them  than  they  are 
really  worth  at  the  place  delivered.  In  other  words,  for 
repair  men  situated  .as  mentioned  above,  scrap  leather 
has  no  commercial  value  and  is  literally  waste. 

In  Canada  the  situation  is  about  the  same.  The 


average  repair  man  does  not  have  enough  sweepings  to 
make  it  worth  his  while  to  save  them.  He  hustles  it  out 
into  the  garbage  or  whatever  other  means  of  disposal  is 
at  his  command.  It  has  been  claimed  that  if  the  sanding 
dust  and  small  cuttings  are  sprinkled  on  the  ground,  it  will 
make  a  good  fertilizer.  But  this  is  claimed  by  chemists 
to  be  a  mistaken  view.  The  action  of  the  rain  is  not  suffi- 
cient to  extract  the  necessary  amount  of  plant  food  from 
the  leather  to  be  of  any  value  or  benefit  to  the  ground. 
The  process  of  converting  the  leather  into  a  commercial 
fertilizer  is  a  rather  elaborate  one  conducted  by  packing 
houses.  The  leather  scraps  or  cuttings  are  ground  and 
treated  with  acids  for  the  purpose  of  converting  or  extract- 
ing from  the  leather  an  appreciable  amount  of  soluble 
ammonia  or  plant  food.  Unless  the  leather  is  so  converted 
into  this  soluble  condition  it  is  no  more  a  fertilizer  than 
wheat  is  bread.  Wheat  contains  all  the  elements  of  bread 
but  must  be  ground  into  flour,  mixed  with  yeast,  etc., 
and  submitted  to  heat  before  it  becomes  bread.  And 
so  with  scrap  leather.  It  must  be  submitted  to  various  pro- 
cesses before  it  is  converted  into  a  practical  fertilizer  al- 
though it  may  contain  all  the  elements  in  its  leather  con- 
dition. 

Prices  in  Canada  vary  for  the  different  kinds  of  leather 
from  $10  to  $20  a  ton,  and  at  these  figures  it  will  be  only 
the  large  manufacturing  plants  that  will  have  sufficient 
quantity  to  make  the  saving  of  it  worth  while.  However, 
if  any  repair  man  thinks  he  can  save  enough  sweepings 
to  make  it  worth  while  let  him  do  so,  for  everything  in  the 
way  of  conservation  these  days  is  worthy  of  consideration. 

As  intimated  above,  the  conservation  must  be  made 
in  the  cutting.  The  government  has  asked  that  heavy 
leathers  be  retained  for  army  purposes,  and  this  will  mean 
that  lighter  weights  will  have  to  be  used  for  civilian  wear, 
which  will  need  a  certain  amount  of  explaining  to  custom- 
ers. It  is  remarkable  with  what  grace  manufacturers 
fall  in  with  government  regulations  in  helping  to  carry 
out  war  measures,  and  so  the  general  public  will  fall  in  line 
readily  and  accept  the  conditions  laid  down.  But  every 
effort  should  be  made  to  cut  to  the  greatest  advantage, 
so  there  will  be  as  little  waste  as  possible.  This  will  mean 
a  saving  of  leather,  which  is  greatly  needed  at  this  time. 

An  embargo  has  been  placed  on  the  exportation  0£ 
scrap  leather,   which  complicates  the  matter  still  mor 
and  also  tends  to  lower  the  price. 

t»—  » — ■ — *f 
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A GROUP  of  prominent  Canadian 
business  men  at  the  recent 
Canadian  Manufacturers'  Association 
Convention  in  Montreal.  The  three 
front  figures,  reading  from  left  to  right, 
are  W.  J.  Bulman,  Winnipeg,  First 
Vice-President;  S.  R.  Parsons. Toronto, 
President,  and  T.  P.  Howard,  Mont- 
real, Second  Vice-President. 
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Does  it  Pay  a 
Retailer  to  do 
Repairing? 

That  Will  Depend  on  Conditions  and  Cir- 
cumstances— It  May  Pay  Bill  Jones  but 
Not  Tom  Smith 

THERE  is  possibly  no  trade  question  that  can  be 
answered  with  a  plain  "yes"  or  "no,"  for  there  are 
so  many  issues  that  enter  into  the  subject.  By 
"Trade  question"  we  mean  a  question  that  is  applicable 
to  all  merchants  engaged  in  the  selling  of  merchandise. 
The  question  of  whether  it  will  pay  shoe  retailers  to  do 
repairing  will  depend  greatly  on  the  location  of  the  store, 
the  size  of  the  business  and  the  man  who  conducts  it. 

Drop  into  a  down-town  city  store  to-day  and  ask  that 
question  and  you  will  be  promptly  told  that  it  will  not  and 
that  the  proprietor  does  not  want  to  be  bothered  with  repair- 
ing. The  same  question  asked  of  a  man  conducting  a  store 
farther  removed  from  the  heart  of  the  down-town  district 
and  he  may  tell  you  the  very  opposite. 

A  few  years  ago  nearly  all  stores  did  repairing  and  the 
greater  number  of  them  did  the  work  on  the  premises.  It 
was  the  custom  to  take  one's  shoes  to  the  store  where  he 
purchased  his  footwear  to  have  them  repaired.  But  of 
later  years  the  repair  business  has  jumped  into  such  prom- 
inance  that  the  name  "Cobbler"  has  been  tabooed  and  many 
repair  shops  are  conducted  on  such  extensive  scales  that 
they  are  well  within  the  class  of  merchants  or  even  manu- 
facturers. This  being  the  case  the  public  have  gradually 
become  educated  to  take  their  shoes  to  these  places  for  re- 
pairs rather  than  to  their  shoe  merchants  from  whom  they 
are  in  the  habit  of  purchasing  their  footwear.  Still  there 
will  always  be  a  goodly  number  who  will  feel  that  to  drop 
into  a  shoe  store  is  the  proper  place  to  have  one's  shoes 
repaired. 

This  is  particularly  true  in  the  smaller  towns  and  vil- 
lages. In  the  larger  trade  centres,  and  especially  in  the 
down-town  districts  where  the  merchants  and  his  help  will 
find  their  time  taken  up  all  day  in  selling  shoes  the  matter 
of  taking  in  repairing  will  be  rather  a  trouble. than  anything 
else.  In  a  down-town  district,  room  for  a  repair  shop  would 
not  be  available  in  all  likelihood,  and  merchants  so- situated 
usually  discourage  the  idea  of  taking  in  repair  work. 

There  are  cases  where  retailers  find  that  repairing  does 
pay.  If  a  shoe  merchant  should  be  a  practical  shoe  maker 
and  has  time  on  his  hands  it  will  certainly  be  to  his  advan- 
tage to  do  repairing,  for  it  will  find  employment  for  his 
unoccupied  time  and  will  be  like  found  money.  There  are 
also  merchants  who  find  that  it  pays  to  farm  the  work  out 
to  repair  men.  This  is  particularly  true  if  he  is  able  to 
obtain  the  services  of  a  reliable  man  and  one  who  will  give 
him  good  and  prompt  attention.  But  some  merchants  find 
that  repair  men  are  liable  to  neglect  their  work  because  it, 
in  a  sense,  interferes  with  their  own  on  which  they  have 
larger  profits.  The  result  is  that  work  is  not  returned  so 
promptly  as  it  should  be,  and  unfulfilled  promises  regarding 
the  delivery  of  repairs  is  very  bad  business. 

There  have  been  men  who  started  in  the  repair  business 
and  then  added  small  stocks  of  shoes,  and  as  this  branch  of 
the  business  grew,  it  was  only  a  question  of  time  until  the 
tail  began  to  wag  the  dog.  Men  who  have  established 
their  business  in  this  way  almost  invariably  must  continue 
the  repairing,  for  they  will  have  a  strong  following  who  will 
remember  them  through  this  department  of  their  business. 


The  difficulty  with  a  large  shoe  store  maintaining  a 
repair  plant  when  the  proprietor  is  not  a  practical  shoe 
maker  is  in  obtaining  and  being  able  to  keep  competent 
help.  One  store  in  a  fairly  good  sized  city  says  that  just 
at  a  time  when  there  would  be  a  heap  of  work  on  hand  the 
man  would  suddenly  leave  and  the  piled  up  work  would  have 
to  stand  until  another  man  could  be  secured.  As  this 
might  take  some  days  it  will  be  seen  where  the  store  was 
with  its  repair  customers.  This  store  was  one  of  the  first 
to  put  in  a  power  machine,  and  because  of  the  difficulty  of 
keeping  suitable  help  they  abandoned  the  repair  business 
entirely. 

Another  factor  just  now  in  favor  of  doing  repair  work 
is  the  great  demand  for  economy.  The  public  is  being 
educated  to  have  repair  work  done  whereever  it  is  at  all 
feasible.  So  there  is  much  more  work  being  done  than  in 
past  years  despite  the  higher  prices  charged.  But  this 
of  course  does  not  determine  whether  a  retailer  is  justified 
in  maintaining  a  repair  department.  That  is  a  matter  to< 
be  decided  by  one's  own  local  conditions  and  circumstances. 

One  objection  raised  by  some  dealers  to  maintain  a 
repair  department  is,  so  much  work  has  to  be  done  gratis. 
Some  dealers  have  a  rigid  rule  to  charge  for  every  little 
thing  done.    But  this  seems  impossible  to  carry  out  rigidly. 


If  a  customer  asks  to  have  a.  few, nails  driven  into  a  shoe  or 
a  few  stitches  and  waits  while  the  work  is  done,  and  is 
charged  five  cents  for  it,  he  may  consider  the  dealer  a  little 
stingy  when  it  took  him  but  (what  seemed  to  the  customer) 
a  few  seconds  to  do  it.  It  is  a  matter  of  good  will  and  a 
merchant  may  feel  he  lost  on  that  little  deal,  but  he  may 
make  it  up  in  the  good-will  of  the  customer.  In  fact  one 
man  recounts  of  having  done  a  small  job  for  a  stranger  and 
the  man  came  back  and  brought  quite  a  bill  of  goods  because 
of  it.  He  happened  to  be  a  contractor  passing  through  the 
town  with  his  men  and  outfitted  several  of  them  with  shoes 
at  this  dealer's  because  of  the  little  courtesy. 

But  the  question  still  resolves  itself  into  one  of  local 
conditions  as  to  whether  it  will  pay  a  retailer  to  do  repairing. 


WHO  CAN  BEAT  THIS? 

Mr.  W.  Berryhill,  member  of  Yale  Shoe  Co.,  also  a. 
salesman  of  no  mean  reputation  in  same  store,  sold  in  one 
day  $626  in  ladies'  shoes.  Bill  has  charge  of  ladies'  shoe 
display.  He  and  his  wife  are  leaving  for  the  East  on  a  vaca- 
tion to  Toronto,  Peterboro,  Detroit,  St.  Paul  and  Minne- 
apolis. 
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SHOW  CARDS  FOR  AUGUST 

A  shoe  window  is  not  com- 
pleted without  a  display  or  show 
card  in  it.  These  cards  may  be 
ever  so  simple  in  design,  if  well 
executed  they  will  add  greatly  to 
the  attractiveness  of  the  display. 

The  cards  shown  herewith 
are  exceedingly  easy  to  execute. 
The  S5  Superba  card  may  be 
changed  to  any  other  name  and 
price,  the  idea  or  layout  being 
retained.  It  can  be  made  on  any 
tint  card  that  will  harmonize  with 
the  window  setting.  If  done  on 
a  white  card  the  main  word  and 
price  can  be  done  in  red  and  the 
balance  in  black  and  shading  in 
grey  or  pale  green. 

The  5()c.  card  is  a  humorous 
picture  that  can  be  drawn  or  a 
similar  picture  taken  from  a  mag- 
azine and  pasted  on.  The  water 
should  be  light  blue,  the  boy's  suit 

dark  blue  and  the  price  in  red  and  small  letters  in  black. 

The  S4.  S5,  S6  cards  can  be  treated  similarly  to  the 
first  card  as  to  color. 

The  S3  card  is  a  suggestion  for  school  shoes.  Septem- 
ber school  opening  will  soon  be  around  and  shoes  will  be 
needed  for  the  little  folks  who  will  be  returning  to  their 
studies.  Prepare  for  it  at  least  two  weeks  ahead  of  the 
event.  Dress  your  windows  with  a  school  opening  dis- 
play, featuring  a  moderate  priced  shoe  for  boys  and  girls 
This  card  may  be  treated  the  same  as  the  others  and  will 
give  a  finish  to  your  window  display. 


ADVERTISING  IN  PEACE  AND  WAR — By  W.  T.  Baird 

The  greatest  driving  force  back  of  human  accomplish- 
ment is  advertising. 

This  had  come  to  be  recognized  as  true  in  the  field  of 
commerce,  and  has  now  earned  that  recognition  in  the  sphere 
of  war. 


Suggetions  for  Window  Cards  for  August  Selling 

Great  Britain  acknowledges  her  indebtedness  to  adver- 
tising for  the  manner  in  which  she  was  enabled  to  assemble 
her  resources. 

The  United  States  brought  into  the  war  one  powerful 
weapon  which  she  had  perfected  to  a  higher  degree  than  any 
other  country  in  the  world — advertising. 

Germany  knew  that  Uncle  Sam  possessed  immense 
potentialities  for  war,  but  believed  her  impotent  to  employ 
them. 

Yet  the  death-knell  of  Hun  ambition  was  sounded  when 
the  giant  American  advertising  machine  began  to  siren  the 
slogans  of  war  throughout  The  Republic. 

Advertising  has  won  a  place  in  the  curriculum  of  war. 

One  might  well  ponder  the  possibilities  of  achievement 
in  normal  times  of  this  agency  which  has  proven  so  powerful 
a  factor  in  war;  if  used. on  a  national  scale  and  directed  to 
the  end  of  human  advancement. 


A  LIVE  WESTERN  SHOE  MAN 

(See  Front  Cover) 

Mr.  A.  S.  Cox  is  the  leading  shoe  man  in  the 
Grand  view  suburb  of  Vancouver. 

He  was  born  near  the  City  of  Bath  in  the  West 
of  England  and  came  to  Canada  in  1890  and  took 
up  his  residence  in  Winnipeg.  Eleven  years  later 
he  commenced  in  business  in  that  city  in  the  boot 
and  shoe  trade  at  the  corner  of  Higgins  and  Main 
and  continued  until  1907.  Selling  out  then,  he 
came  west  and  took  up  a  fruit  ranch  in  the  Okaha- 
gan  Valley  from  1907  to  1912,  leaving  there  to 
come  to  Vancouver. 

It  was  in  the  summer  of  1914  that  Mr.  Cox 
opened  up  at  the  present  store  just  previous  to 
the  commencement  of  the  war  and  at  the  time 
when  it  required  courage.  Anyhow,  with  a  strong 
conviction,  foresight,  personal  attention  and  great 
faith  in  the  district  Mr.  Cox  has  won  out  and  is  to 
be  congratulated  upon  his  fine  success. 

At  the  formation  of  the  Grandvicw  Chamber 


of  Commerce  his  fellow  tradesmen  showed  their 
appreciation  of  his  sterling  worth  by  electing  him 
as  their  first  president,  a  position  he  most  faith- 
fully fills. 


OUR  "WHAT  WOULD  YOU  DO?"  PRIZE 
Open  to  Shoe  Clerks  Only 

We  will  give  a  brand  new  crisp  one  dollar  bill 
to  each  of  the  two  shoe  clerks  who  will  give  us  the 
best  solution  for  the  following  problem. 

"A  woman  customer  comes  into  your  store 
to  purchase  a  pair  of  shoes.  She  has  a  friend 
with  her.  The  friend  has  more  to  say  and  more 
objections  to  raise  than  has  the  customer.  In 
other  words,  you  are  positive  you  could  satisfy 
and  sell  to  the  customer  if  her  friend  would  let 
her  alone." 

What  is  your  best  solution  of  this? 

Hurry  your  answer,  you  may  win  one  of  the 
dollars. 
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Shoe  and  Leather 
Men  Offer  to  Co- 
operate With 
War  Boad 

Magnificent  Spirit  Shown  by  Tanners, 
Manufacturers  and  Retail  Shoe  Merchants 
in  Offering  to  Assist  the  Government  in 
Forming  Regulations 

IT  is  many  months  now  since  the  Shoe  and  Leather 
Journal  began  to  advocate  that  members  of  the  Can- 
adian leather  industries  should  bestir  themselves  and 
organize  for  the  purpose  of  rendering  the  Government  aid, 
advisory  and  otherwise,  in  the  present  national  crisis  which 
has  brought  the  leather  situation  to  its  present  serious  con- 
dition. Both  in  editorials  and  leading  articles  it  has  em- 
phasized the  seriousness  of  the  situation  and  that  soon  or 
later  the  government  would  be  compelled  to  take  some  action 
that  would  conserve  the  leather  first  for  our  army  and  then 
for  civilian  wear. 

What  could  be  more  reasonable  than  the  men  directly 
connected  with  the  industry  should  be  the  ones  that  give 
necessary  aid  to  the  government,  through  the  War  Board, 
in  framing  any  regulations  that  shall  be  truly  win-the-war 
measures. 

Repeatedly  it  has  been  pointed  out  that  the  spirit  of 
self  should  be  forgotten,  and  that  everything  should  be  done, 
and  done  quickly,  that  would  help  the  empire  to  a  speedy 
and  successful  end  of  the  war.  Notably  the  editorial  of 
April  15th,  "Let  George  Do  It!"  This  aroused  many  to 
their  sense  of  duty.  The  May  1st  editorial,  'A  Time  for 
Faith,"  was  one  in  which  was  urged  calmness  and  confidence 
in  the  government  and  army,  and  if  necessary  a  sacrificing 
on  the  part  of  everyone  if  it  would  help  the  boys  over  there 
and  the  government  here. 

In  the  May  15th  number  was  pointed  out  the  Demon 
of  Sinn  Feinism,  which  is  none  other  than  a  magnified  SELF 
"me  for  mine"  disposition,  which  sought  to  attract  all 
things  to  one's  self. 

Coming  on  down  to  June  1st  we  urged  editorially  that 
something  definite  should  be  done  for  Canada  was  approach- 
ing a  danger  mark  in  the  matter  of  obtaining  supplies. 
Embargoes  were  beginning  to  be  placed  on  commodities 
that  would  hamper  the  leather  industry  and  curtail  pro- 
duction. 

The  Tanners'  Council  was  active  in  its  endeavors  to 
meet  the  situation  by  united  effort  through  Ottawa  and 
Washington.  But  up  to  this  time  the  shoe  trade  had  prac- 
tically done  nothing  to  protect  itself  from  adverse  con- 
tingencies that  might  arise.  In  this  same  editorial  we 
urged  the  immediate  calling  together  of  shoe  manufacturers 
to  discuss  the  situation,  present  and  future.  Also  the 
calling  together  of  the  principal  shoe  distributors,  both 
wholesale  and  retail,  in  a  general  conference  on  shoe  con- 
ditions and  the  best  means  to  meet  the  present  situation  and 
any  future  contingencies  that  might  arise.  The  result  of 
such  a  conference  might  be  to  appoint  a  permanent  council 
whose  duties  would  be  to  assist  the  War  Board  and  see  that 
Canada  should  not  suffer  and  the  shoe  industry  be  swept 
away  by  the  introduction  of  plans  or  restrictions  that  might 
be  unintentionally  impractical. 

i  The  result  of  all  this  and  direct  communication  with 
eading  manufacturers,  meetings  were  held  in  Toronto  and 


Kitchener,  at  which  the  entire  situation  was  canvassed  and 
a  committee  or  council  appointed  to  confer  with  the  War 
Board  and  suggest  regulations  that  would  meet  the  require- 
ments of  the  Canadian  shoe  trade. 

They  have  already  taken  action  and  suggested  to  the 
Board  that  the  restriction  which  shall  be  placed  on  Canadian 
shoe  manufacturing  shall  be  very  similar  to  those  in  effect 
in  the  United  States. 

We  next  sent  letters  to  prominent  shoe  retailers  all  over 
asking  what  they  thought  of  a  conference  to  be  held  possibly 
in  Montreal,  for  the  discussion  of  the  trade  under  war  con- 
ditions. We  were  more  than  gratified  at  the  result.  The 
response  from  dealers  was  one  of  great  unanimity  and 
loyalty  and  expressions  of  willingness  to  help  in  every  pos- 
sible way  the  government  through  the  War  Board,  by  giving 
advice  or  suggestions  and  then  carrying  out  the  adopted 
plans,  even  though  some  might  lose  thereby,  financially, 
although  this  was  scarcely  considered  problematic. 

.  The  following  excerpts  from  the  shoe  trade  all  over  the 
Dominion  show  the  splendid  patriotic  spirit  and  loyal  senti- 
ments that  actuate  the  men  who  are  foremost  in  the  retail 
shoe  industry: 

Toronto,  July  12th,  1918. 
I  have  received  your  favor  of  July  10th.  I  think  the 
retail  merchants  should  meet  and  appoint  an  advisory 
council,  as  you  have  stated.  I  would  be  willing  to  attend, 
and  would  think  about  August  12th,  if  a  meeting  could  be 
arranged  that  soon. 

I  remain, 

Yours  very  truly, 


Kingston,  Ont.,  July  12th,  1918. 
In  reply  to  your  letter  of  July  10th,  just  received,  re- 
garding the  organization  of  a  Retail  Shoe  Dealers'  Associa- 
tion for  Canada.  We  are  already  members  of  a  Retail 
Merchants'  Association  of  Canada.  This  is  quite  an  active 
body  and  the  Association  keeps  a  secretary  at  Ottawa,  who 
is  at  all  times  in  touch  with  the  Government  and  keeps 
posted  on  matters  pertaining  to  our  interests.  We,  how- 
ever, would  be  in  favor  just  at  this  time  of  advocating  forma- 
tion of  a  Shoe  Dealers'  Association,  and  think  that  in  getting 
together  in  this  matter  we  can  bring  before  the  Government 
and  the  manufacturers  a  number  of  ideas  that  would  not 
only  help  ourselves,  but  further  the  interests  of  the  business 
men  as  a  whole.  As  far  as  the  date  is  concerned  for  a  meet- 
ing of  this  kind,  September  would  seem  to  me  the  most 
suitable  month. 

Yours  very  truly, 


Brockville,  Ont.,  July  12th,  1918. 
Your  favor  of  10th  inst.  to  hand  re  a  meeting  of  Shoe 
Retail  Merchants  in  Montreal.     I  believe  in  organization 
if  anything  is  to  be  accomplished,  and  would  be  pleased  to 
attend  such  meeting  if  possible. 

Yours  truly, 


Kitchener,  July  20th,  1918. 

Your  favor  of  10th  inst.  to  hand;  importance  of  same 
was  deserving  of  an  eailier  reply.  We  trust  it  is  not  too 
late  to  express  our  opinion  even  at  this  date. 

Your  suggestion  of  calling  a  meeting  of  shoe  retailers 
is  certainly  timely  and  a  step  in  the  right  direction.  Permit 
us  to  offer  a  suggestion  as  to  place  or  places  of  meeting. 
We  believe  that  a  meeting  held  in  Toronto  or  Hamilton  for 
Ontario,  one  in  Montreal  or  Quebec  City  for  the  Maritime 
Provinces,  a  meeting  or  meetings  in  one  or  more  of  the 
centres  of  the  West  and  the  same  for  the  Maritime  Provinces. 
Thus  prominent  shoemen  throughout  Canada  could  attend 
without  losing  the  time  necessitated  by  traveling  from  on 
end  of  Canada  to  the  other.    We  believe  the  more  attending 
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these  meetings  the  better  the  results,  and  they  would  thus 
be  able  to  organize  their  various  districts,  take  up  the  ques- 
tions of  the  day.  appoint  delegates  to  meet  at  some  Can- 
adian city,  central,  who  would  form  a  National  Council 
similar  to  the  United  States,  and  would  be  in  a  position  to 
act  on  the  opinions  and  suggestions  offered  at  the  various 
meetings  they  variously  represent.  This  Council  could 
present  such  matters  before  the  government  as  they  affect 
the  retail  shoe  business  as  well  as  co-operate  with  the  govern- 
ment in  relieving  the  present  crisis. 

Our  duty,  even  if  affecting  our  pockets,  is  to  do  our 
utmost  in  what  little  way  we  can  do,  that  will  assist  the 
Empire  at  the  present  time.  We  do  not  know  whether  the 
above  suggestions  are  expedient  at  the  present  time,  but 
we  believe  that  they  are  feasible  if  only  in  improving  and 
bettering  the  conditions  of  the  retail  shoe  business  of  Canada. 

Yours, 


Dear  Sir—  Winnipeg,  July  22nd,  1918. 

Your  favor  of  the  10th  inst.  received,  in  regard  to  calling 
a  meeting  of  representatives  Shoe  Retailers  at  Montreal, 
to  discuss  situation  and  appoint  an  advisory  council  to  work 
with  the  War  Trade  Board.  I  approve  of  this  course  and 
would  suggest  that  this  be  held  the  latter  week  in  August. 

Would  Montreal  or  Ottawa  be  the  best  place  to  have 
this  meeting  ? 

I  am  willing  to  attend  and  as  I  expect  to  be  in  the  East 
the  latter  part  of  August,  and  if  it  could  be  arranged  about 
that  time,  it  would  suit  me  best. 

Yours  very  truly, 


Yarmouth,  N.S.,  July  20th,  1918. 

Gentlemen, — 

We  are  in  receipt  of  yours  of  the  10th  inst.  re  proposed 
retailers'  advisory  council  in  connection  with  any  move 
which  may  be  made  by  the  Government  re  retail  shoe  trade. 
We  think  this  move  is  in  order  as  too  many  times  these  mat- 
ters are  left  in  the  hands  of  experimenters,  to  the  sorrow  of 
the  ones  who  are  directly  interested. 

We  are  heartily  in  sympathy  with  any  War  Measure 
which  will  cut  down  the  varieties  and  fads  now  rampant  in 
the  shoe  trade,  as  for  the  past  two  years  we  have  found  it 
worse    than  millinery  in  keeping  abreast  of  the  demand. 

Standardize  much  of  the  staple  stuff  and  cut  out  a  lot 
of  the  unnecessary  lines  would  do  much  to  help  out  the 
wholesaler  as  well  as  the  retailer. 

We  do  not  think  it  would  be  possible  for  either  of  the 
firms  to  get  up  to  Montreal,  but  you  would  doubtless  get 
a  large  and  representative  gathering  when  you  call  same. 

We  are. 

Yours  truly, 


Victoria,  B.C.,  July  18th,  1918. 

Dear  Sir, — 

Your  favor  of  July  10th  received  regarding  calling  a 
meeting  of  shoe  retailers  in  Montreal  to  discuss  the  leather 
situation. 

I  certainly  think  this  would  be  a  step  in  the  right  direc- 
tion, as  the  manufacturers  and  retailers  of  Canada  should 
have  protection. 

I  should  like  very  much  to  attend  such  a  meeting,  but 
at  present  cannot  see  my  way  clear  to  leave  home  for  some 
time  to  come. 

Yours  truly, 


Montreal  Shoe  Dealers  Meet 

The  Montreal  retail  shoemen  took  action  quickly  and 
held  a  meeting  in  their  hall,  St.  Denis  street,  Thursday 
evening,  July  25th,  Mr.  Geo.  G.  Gales,  the  president,  in 


the  chair.  After  the  minutes  of  the  previous  meeting  had 
been  read  and  adopted,  the  first  matter  of  importance  to 
the  members  of  the  Association  was  dealt  with,  viz.,  a  letter 
from  Mr.  Jas.  Acton,  of  the  Shoe  and  Leather  Journal, 
Toronto,  regarding  the  holding  of  a  convention  of  shoe  le- 
tailers  in  Montreal  to  deal  with  the  grave  conditions  which 
at  present  confront  the  shoe  business  throughout  the  Dom- 
inion. 

The  matter  was  very  thoroughly  discussed,  several 
of  the  members  present  being  of  the  opinion  that  the  meeting 
was  not  sufficiently  representative  to  deal  with  the  matter; 
besides  there  was  a  rumor  that  the  War  Board  would  issue 
regulations  regarding  the  sale  and  manufacture  of  shoes  on 
August  1st.  These  regulations,  it  was  understood,  would 
be  similar  to  those  put  into  effect  by  the  United  States  War 
Board. 

The  majority,  however,  were  of  the  opinion  that  some- 
thing should  be  done,  even  though  the  new  regulations  would 
soon  be  announced.  The  shoe  retailers  should  be  united 
with  the  object  of  being  in  a  position  to  take  some  action  if 
the  new  regulations  were,  in  their  opinion,  not  satisfactory. 
The  opinion  was  expressed  that  the  members  of  the  Wai 
Board  were  undoubtedly  excellent  men  and  were  anxious 
to  be  fair  to  everybody,  yet  they  were  not  practical  shoe 
men  and  might  unintentionally  put  through  some  ruling 
which  would  be  injurious  to  the  trade  at  large  and  at  the 
same  time  not  attain  the  object  sought. 

It  was  finally  moved  by  Mr.  S.  E.  Wygant,  of  the  Walk- 
Over  Shoe  Company,  and  seconded  by  Mr.  A.  S.  Many, 
that  a  committee  be  appointed  to  get  in  touch  with  the  shoe 
retailers  of  other  sections  throughout  the  Dominion  with 
a  view  of  getting  their  ideas  as  to  the  advisability  of  having 
a  convention  in  Montreal  or  forming  a  Dominion  shoe  re- 
tailers' council  to  deal  with  the  questions  relative  to  the 
sale  and  manufacture  of  boots,  shoes  and  rubbers  which 
may  from  time  to  time  arise,  but  to  deal  particularly  with 
questions  which  may  arise  owing  to  war  conditions.  The 
following  nine  members  were  named  to  act  on  the  committee : 
Geo.  G.  Gales,  Louis  Adelstein,  C.  R.  Lasalle,  S.  E.  Wygant 
of  Walk-Over  Shoe  Co.,  R.  Jones  of  Regal  Shoe  Co.,  A. 
Demontigny,  A.  S.  Many,  J.  T.  Lemire  and  L.  Hoffman 
of  Lyon  Shoe  Co. 

It  was  then  decided  that  Mr.  Geo.  G.  Gales  should 
write  Mr.  Jas.  Acton,  of  Toronto,  asking  his  co-operation 
in  getting  Toronto  shoe  retailers  together  with  a  view  of 
taking  some  definite  action  in  dealing  with  questions  which 
may  arise  and  affect  shoe  retailers  throughout  Canada. 
The  meeting  then  adjourned. 

Toronto  Merchants  Meet 

Acting  on  the  suggestion  of  the  Montreal  retailers  a 
most  enthusiastic  meeting  of  Toronto  shoe  men  was  held, 
at  which  it  was  decided  to  co-operate  with  the  Montreal 
Association  and  those  of  any  other  parts  of  the  Dominion 
and  offer  their  services  or  assistance  to  the  War  Board  in 
formulating  any  regulations  that  might  be  expedient  at 
this  time  in  the  conservation  of  leather.  A  committee  was 
therefore  appointed  to  take  this  matter  up  with  the  Montreal 
people  and  also  with  the  manufacturers  and  inquire  from 
the  latter  what  they  had  already  done  and  offer  to  co-operate 
with  them  also  in  any  way  they  could.  The  committee 
was  composed  of  Mr.  A.  T.  Fegan,  chairman,  J.  H.  Mc- 
Lclland,  Secretary,  and  Messrs.  Levy,  Waller,  Jupp,  Budreo 
and  Shinnick.  As  soon  as  this  committee  learn  something 
definite  from  the  Montreal  men  and  the  manufacturers  a 
meeting  of  all  the  Toronto  shoe  retailers  will  be  called  to 
consider  the  situation. 

It  is  worthy  of  note  that  everyone  present  showed  a 
most  earnest  and  loyal  spirit  and  a  desire  to  lend  the  govern- 
ment and  War  Board  every  assistance  within  his  power. 

(Continued  on  page  4Q) 
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SERIES  of  newspaper  adver- 
tisements that    have  been 


appearing  in  Canadian  leading 
papers. 

These  have  been  building  busi- 
ness for  retailers  handling  Blach- 
ford  Shoes. 
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Always  Keep  Abreast  of  the  Season 

Don't  let  your  stock  get 
too  low.    Remember  that 

SPEED  KING  LINES 

Will  Keep  You  up  to  the  Winning  Post 

There  will  be  a  steady  demand  for  Sporting 
and  Vacation  Shoes  right  along,  so  keep 
well  assorted.  Any  of  the  wholesalers  be- 
low will  fill  your  order  promptly. 

Independent  Rubber  Company,  Limited 

Merritton,  Ontario 


NAMES  OF  OUR  JOBBERS 

Amherst  Boot  8s  Shoe  Co.,  Limited      -    --    --     --    --    -    Amherst,  N.S 

Amherst  Boot  #  Shoe  Co.,  Limited      -    --     --    --     --    -      Halifax,  N.S 

E.  A.  Dagg  #  Co.     -    --     --     --    --    --     --     -       Calgary,  Alta 

A.  W.  Ault  Si  Co.,  Limited    -     --    --    --     --     --    --      Ottawa,  Ont 

White  Shoe  Co.     -      -    --     --    --     --    --    --    --    Toronto,  Ont 

McLaren  $  Dallas       -     --     --     --    --     --    --    --    Toronto,  Ont 

The  London  Shoe  Co.,  Limited      -    --     --    --     --    --    London,  Ont 

Kilgour,  Rimer  Co.,  Limited       -----------       Winnipeg,  Man 

The  J.  Leckie  Co.,  Limited     -    --    --     --    --    --    -       Vancouver,  B.C 

The  Amherst  Central  Shoe  Co.,  Limited     -    --    --    --    --      Regina,  Sask 

James  Robinson  -    --    --    --    --    --    --    --        Montreal,  Que 

Brown,  Rochette,  Limited    -    --    --     --    --     --     --     Quebec,  Que 

T.  Long  8,  Brother    -    --    --    --    --    --     --     -    Collingwood,  Ont 
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The  3hoe  Repair  Man 


TORONTO  REPAIRMEN'S  BIG  PICNIC 

On  Wednesday,  July  17th,  the  members  of  the  Toronto 
Shoe  Repairers'  Association  didn't  open  up  shop,  but  instead 
boarded  the  Niagara  steamer  at  7.30  a.m.  with  their  wives, 
kiddies,  sweethearts,  friends  and  lunch  baskets,  and  hied 
them  away  across  the  lake  to  Niagara  Falls  for  an  all-day 
picnic.  And  believe  us,  they  had  it.  When  the  Toronto 
fellows  set  out  to  do  something  they  usually  do  it.  The 
morning  was  muggy  but  cleared  away  to  an  ideal  picnic 
day.  The  lake  was  calm  and  a  delightful  breeze  blew  the 
strains  of  merriment  and  music  out  over  the  water's  stillness. 
Who  made  the  music?  Everybody,  especially  E.  J.  Skilling 
with  his  cornet  and  Arthur  Smallwood  with  his  banjo  and 
J.  W.  Hendry  with  his  bones,  and  anyone  at  all  at  the  piano, 
and  everyone  sang  while  Arthur  Butterworth  and  Charlie 
Wren  lead  the  singing. 

Nothing  marred  the  trip,  and  after  luncheon  everyone 
lined  up  for  the  various  race  events.  And  here  was  more 
jollity.  It  would  delight  the  heart  of  a  graven  image  to  see 
the  old  fellows  and  young  fellows  and  middle-aged  fellows 
tear  over  the  green  to  reach  the  tape  first.  Did  you  ever 
see  Walter  Burnil  run,  or  Butterworth,  or  Burnett,  or  Hen- 
dry, or  Canning,  or  Barry  or  Charlie  Wren  with  his  trousers 
turned  up  to  his  knees,  or  that  grey-haired  veteran  Charlie 
Jeeves?    If  not,  you  have  something  coming. 

And  the  fat  women — did  you  think  they  couldn't  run? 
You  have  another  guess.    The  way  they  sped  over  that 


lawn  would  make  your  eyes  blink.  Now  look  at  this  list 
and  see  if  it  was  not  a  good  one. 

100  yards  (Handicap)  open  to  members  of  Toronto 
Association.  Won  by  F.  Barrie,  J.  Ozard,  F.  Barker,  J. 
Hendry. 

100  yards,  open  to  married  men  of  Toronto  Association. 
Won  by  J.  Ozard,  Mr.  Ketsen,  A.  Canning. 

100  yard  Employees'  Race.  Won  by  Mr.  Lewis,  Mr. 
Pinniger,  Mr.  Robertson. 

Men's  Special  Race  for  Anglo-Canadian  Leather  Com- 
pany's prizes.  Won  by  E.  Skilling,  S.  Burnett,  Mr.  Lewis, 
J.  Ozard. 

Fat  Man's  Race,  50  yards.  Won  by  Chas.  Jeeves, 
Mr.  Steinfult,  Chas.  Wren. 

Men  over  50  race,  50  yards.  Won  by  Mr.  Barker, 
Mr.  Burnill,  C.  Wren. 

Race  for  wives  of  members  of  Toronto  Association. 
Won  by  Mrs.  C.  F.  Robertson,  Mrs.  Barrie. 

Open  Race,  for  single  ladies.  Won  by  Miss  McGufnn, 
Miss  Mould,  Miss  McBride. 

Women's  Special  Race  for  Anglo-Canadian  Leather 
Company's  prizes.  Open  to  members'  wives  only.  Won 
by  Mrs.  Smallwood,  Mrs.  Bastock,  Mrs.  Robertson,  Mrs. 
Barrie. 

Open  race  for  married  women.  Won  by  Mrs.  Bastock, 
Mrs.  Robertson,  Mrs.  Dufhn. 

Fat  Women's  Race.  Won  by  Mrs.  Barrie,  Mrs.  Robert- 
son, Mrs.  Wager.  W 


A  few  scenes  flora  the  Toronto 
Repairers'  Picnic  at  Niagara.  July 
17th. 


Start  of  Women  s  Race. 
Start  of  Men's  Race.  Caning 

with  the  "can.'' 
Start  of  Fat  Women's  Race. 
Testing  a  new  "shoe  polish." 
Some  of  the  clear  little  girls 

ready  to  run. 
Fat  Men's  Race. 
Finish  of  Men's  Race. 
The  Kiddies'  race. 
Just  a  family  group  at  "eats." 
Close  of  a  perfect  Fat  Women's 

Race. 

12.  Charlie  Wren  and  Arthur 
Butterworth  in  the  Fat 
Men's  Race. 
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FINE  SHOES 


YOUR  CUSTOMERS- 

Only  return  to  your  store  if  your  shoes  or  your  work  give  satisfac- 
tion. You  are,  therefore,  very  careful  in  buying  your  shoes  or 
leather.  You  should  be  just  as  careful  in  buying  your  shoe  polish. 
You  can  depend  on  satisfied  customers  if  you  sell 

"  NUGGET" 

SHOE  POLISH 

And  you  can  safely  recommend  it. 


!  POINTS   TO  REMEMBER 

!  "NUGGET" 

! 

!  Gives  a  brilliant,  lasting  shine,  keeps  the  leather 


soft,  makes  shoes  waterproof, 
will  not  rub  off. 


THE  NUGGET  POLISH  CO.,  LIMITED,  TORONTO 
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Boys'  Race,  12  years  and  under.  Won  by  H.  Pilling, 
P.  Katson,  W.  Smallwood. 

Boys'  Race,  16  years  and  under.    Won  by  Willie 
Marshall,  Albert  Duffin,  Master  Durrant. 

Boys'  Wheelbarrow  Race.  Won  by  Wallace  Small- 
wood  and  Arthur  Barnes,  Harry  Mockridge  and  Andrew 
Lambden. 

Consolation  Prize  Race.    Won  by  Mr.  Fallows. 
We  are  unable  to  obtain  the  names  of  the  winners  of 
the  following  juvenile  events: 

Girls'  Race,  6  years  and  under. 
Girls'  Race,  8  years  and  under. 
Girls'  Race,  12  years  and  under. 
Girls'  Race,  15  years  and  under. 
Boys'  Race,  6  years  and  under. 
Boys'  Race,  8  years  and  under. 

The  race  between  the  Hamilton  and  Toronto  Association 
team  for  a  box  of  cigars  was  easily  won  by  the  Hamilton  man. 

In  order  to  save  time  the  prizes  were  awarded  at  the 
end  of  each  race.  Possibly  the  only  thing  to  mar  the  day 
was  the  conduct  of  the  races,  over  which  there  was  some 
dissatisfaction.  While  the  committee  tried  to  have  every- 
thing well  in  hand  the  management  and  conduct  of  these 
events  seemed  to  have  been  overlooked.  But,  profiting 
by  this  experience,  the  association  hopes  to  overcome  all 
these  mistakes  next  year. 

The  return  trip  was  just  a  continuation  of  the  delight- 
ful day.  The  evening  on  the  boat  passed  all  too  quickly 
with  song,  jest  and  joke,  and  by  eleven  o'clock  the  Lewiston 
boat  discharged  at  Toronto  a  tired  but  happiest  company 
of  shoe  repairers,  with  their  families  and  friends,  that  ever 
went  on  an  outing. 


REGULAR  MEETING  OF  THE  TORONTO 
SHOE  REPAIRERS 

The  regular  meeting  was  held  on  Thursday  evening, 
July  25th,  at  which  much  general  business  was  discussed.  A 
great  deal  of  discussion  took  place  over  the  conduct  of 
the  races  at  the  picnic  and  much  dissatisfaction  was  ex- 
pressed. However,  it  was  decided  that  next  year's  event 
would  be  conducted  on  entirely  different  lines.  A  base- 
ball team  was  organized  to  meet  the  Hamilton  Association's 
team  at  Scarboro  Beach,  some  time  in  August.  C.  F. 
Robertson  was  appointed  captain  and  practices  were  to 
begin  at  once.  The  Hamilton  fellows  must  look  out  for 
a  real  game  when  they  come  over. 


THE  HAMILTON  SHOE  REPAIRERS  GO  A- 
PICNICING 

THE  second  annual  picnic  and  outing  of  the  Hamilton 
Shoe  Repair  Men  took  place  on  July  17th.,  in  con- 
junction with  the  Toronto  Association  Picnic  at 
Niagara  Falls.  The  day  passed  off  as  one  of  the  most 
pleasant  possible.  The  weather  was  everything  that  could 
be  desired,  and  certainly  the  Committee  had  everything 
well  in  hand,  so  that  there  was  absolutely  not  one  single 
jar  in  the  whole  proceedings  of  the  entire  day.  The  races, 
which  were  well  selected,  were  run  immediately  after  lun- 
cheon. Several  very  amusing  things  occurred  during  the 
day.  It  developed  that  the  ladies  of  Hamilton  are  some 
runners,  as  was  evidenced  by  those  who  took  part  in  the 
fifty-yard  dash.  Next  year  they  are  going  to  challenge 
the  ladies  of  the  Toronto  Association,  and  feel  confident 
that  they  will  be  just  as  successful  in  winning  everything  as 
the  Hamilton  men  have  been  winning  from  the  Toronto 
men.  In  the  race  which  was  arranged  between  the  runners 
of  the  Toronto  Association  and  the  Hamilton  boys,  Mr. 
Pilling  of  Hamilton  had  no  trouble  whatever  in  reaching 
the  tape  first  man,  and  carried  away  the  box  of  cigars  which 
was  given  as  a  prize.    In  the  fifty-yard  race,  the  second 


and  third  runners  both  had  the  misfortune  to  make  the 
acquaintance  of  Mother  Earth.  The  Officers  of  the  Associ- 
ation expect  to  hear  any  day  from  the  Park  Commission 
asking  for  damages  for  the  way  the  green  was  ploughed 
up  by  these  fellows'  noses.  It  is  a  notable  fact  that  the 
entire  day's  sports  went  off  without  one  single  hitch  in  any 
of  the  events  and  no  complaints  from  any  of  the  partici- 
pants. 

After  the  races  were  over  the  prizes  were  distributed 
by  President  Ross,  whose  tall,  Lincoln-like  figure  towered 
above  the  other  men  as  he  humorously  distributed  »the 
various  winnings.  During  the  distribution  of  these  prizes 
Mr.  Revell,  one  of  the  members  of  the  Association,  took 
occasion  to  present  to  Mr.  Thornton,  another  member, 
a  silk  hat  on  behalf  of  the  Association.  We  show  an  illus- 
tration of  Mr.  Thornton,  not  as  he  actually  looked  in  this 


President  Ross  extols  Secretary  Wilton  on  his  pedestal  of  fame 


new  hat  which  he  received,  but  as  he  actually  felt.  You 
will  note  that  his  head  is  considerably  larger  that  usual, 
and  when  the  hat  was  placed  on  him  it  felt  just  as  big  as 
it  shows  in  the  picture,  and  shone  with  that  glossy  glitter 
which  made  everyone  imagine  it  was  polished  with  Ralston's 
Black  Beauty.  The  presentation  of  this  hat  was  half  a 
joke  and  half  in  earnest.  Every  one  of  the  boys  in  the 
Association  thinks  the  world  of  Mr.  Thornton.  He  is 
not  only  a  good  business  man  but  he  is  always  there  on  the 
job  with  anything  that  the  Association  undertakes,  and 
he  has  a  million  dollar  smile  that  won't  come  off  and  which 
everybody  envies.  He  also  has  a  hand  shake  for  every- 
body in  sight,  and  now  that  he  has  been  presented  with 
this  new  silk  hat  everybody  declares  he  is  going  to  dress 
up.  However,  he  was  very  much  delighted  with  the  present, 
as  it  was  a  token  of  the  boys'  great  love  for  him. 

Secretary  Arthur  Wilton  was  certainly  on  the  job 
all  the  time,  and  the  way  the  races  and  everything  else 
came  off  showed  that  he  did  a  colossal  amount  of  work 
before  the  picnic,  in  order  to  get  everything  run  off  so 
smoothly.  There  is  some  talk  in  the  Association  of  present- 
ing him  with  a  leather  medal,  and  the  illustration  herewith 
shows  in  what  high  esteem  he  is  regarded  by  the  crowds 
of  people  who  were  at  the  picnic,  and  President  Ross  is 
explaining  to  the  crowd  what  a  gallant  and  noble  fellow 
and  hard  worker  the  Secretary  is.  Before  Mr.  Ross  got 
through  making  explanations,  Arthur's  head  was  so  large 
that  his  body  could  hardly  be  seen.  You  will  notice  that 
his  usual  sober  face  wore  a  smile  that  you  don't  get  only 
on  picnic  days  of  the  Hamilton  association. 

The  baseball  team  was  very  much  disappointed  in 
the  flunking  of  the  Toronto  Association  Team,    The  Ila.mil- 
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A  Quality  Point 
That  Will 
Interest 


You 


IT  is  a  well-known  fact  that  leather— especially  high- 
grade  leather — is  extremely  scarce.  But  this  condi- 
tion does  not  worry  our  customers.  They  know  we 
have  a  continual  supply  of  finest  quality  leather  from 
our  own  tanneries,  and  that  it  is  made  into  neat,  service- 
able shoes  with  wonderful  wearing  qualities  and  in  the 
latest  styles.  Furthermore,  they  know  these  shoes  are 
sold  to  them  at  the  lowest  price  possible,  thus  yielding 
them  a  good  profit,  and  with  the  assurance  that  they 
will  get  them  when  ordered. 


Men's  Welts — Women's  McKays 


Women's  McKays    Men's  Welts 


Women's  Welts  and  Turns 


Metropolitan 


Patricia 


Paris 


Montreal 


Branch:    The  Metropolitan  Shoe  Co.,  91  St.  Paul  Street,  Montreal 
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ton  fellows  went  down  with  every  expectation  of  a  game, 
but  the  Toronto  boys  evidently  were  afraid,  for  they  couldn't 
get  two  of  them  together  long  enough  at  one  time  to  catch 
a  cold,  much  less  a  fly  ball  from  one  of  Willman's  bats. 

President  Ross  was  always  in  the  right  place,  directing 
like  a  worthy  general  the  proceedings  of  the  day.  About 
sixty  members  and  friends  attended  the  picnic,  a  number 
of  them  going  in  autos  and  the  others  by  train.  All  of  the 
autos,  except  one,  arrived  home  quite  early  in  the  evening. 
This  one  got  lost  somewhere  along  the  road  and  did  not 
reach  Hamilton  until  about  twelve  o'clock. 

Among  the  cash  contributors  to  the  Association's 
picnic  fund  were  the  following  firms,  to  whom  the  members 
feel  greatly  indebted:  C.  S.  Hyman  Co.,  London;  Goodyear 
Rubber  Co.,  Hamilton;  A.  J.  Angus,  Hamilton;  Chas 
Tilley  and  Son,  Toronto;  Domestic  Specialty  Co.,  Hamilton; 
C.  Parsons  and  Son,  Toronto;  A.  E.  Alexander,  Hamilton; 
P.  Jacobi,  Toronto;  John  Lennox  and  Co.,  Hamilton; 
United  Shoe  Mch.  Co.,  Toronto;  P.  B.  Wallace  and  Son, 
Toronto;  Gutta  Percha  Rubber  Co.,  Toronto;  Dalley  Cor- 
porations Ltd.,  Hamilton;  Alexander  Hardware  Co., 
Hamilton. 

The  following  very  interesting  programme  of  races 
was  run: — 

L.  Girls'   Race,   12  years  and  over:  First,   Vanity  set, 

Winnie  Gent;  Second,  Skirt  hanger,  Emma  Ludwig; 

Third,  Hand  mirror',  Miss  Durand. 
2..  Girls'  Race,   12  years  and  under:  First,  Hand  bag, 

Annie  Wilter;  Second,  Handkerchiefs,  Winnie  Gent; 

Third,  Child's  Tea  Set,  Miss  Burnell. 
3..  Boys'  Race,  12  years  and  up:  First,  Indoor  baseball, 

H.  Pacey;  Second,  Baseball  bat,  H.  Durand;  Third, 

Jack-knife,  D.  Surridge. 


Jennings;  Second,   Olive  dish,   Mrs.   Clark;  Third, 
Pepper  and  salt  shaker,  Mrs.  Snelling. 
7..  Men's  Race,  under  40:  First,  Carving  set,  Mr.  Pilling; 
Second,  Military  brushes,  Mr.  Yankoo;  Third,  Coffee 
pot,  Mr.  J.  Jarvis 


The  Hamilton  Shoe  Repairers'  Baseball  Team,  who  challenge 
any  other  Association  Team  in  Canada 

8..  Single   Ladies'    Race:  First,    Boudoir   slippers,  Miss 

Moulds;  Second,  Manicure  set,  Miss  Gent;  Third, 

Hair  brush,  Miss  Ludwig. 
9..  Men's   Race,   over  30:  First,   Complete  shaving-set, 

Mr.  Jarvis;  Second,  Umbrella,  Mr.  Yankoo;  Third, 

Collar  box,  Mr.  Tebbs. 
10-  Men's  Race,  40  and  over:  First,   Gillette  razor,  Mr. 

Ludwig;  Second,  Shell  vase,  Mr.  Williams;  Third' 

Teapot,  Mr.  Thornton. 
11..  Men's  Race,  40  and  under:  First,  Merchandise,  A.  E, 

Alexander,  Mr.  F.  Clark;  Second,  Big  Ben  clock, 

Mr.  Tebbs;  Third,  Watch,  Mr.  Pilling. 
12..  Small  Children's  Race,  Six  prizes:  Boys,  L  Wilman, 

J.  Gent,  G.  Hills;  Girls,  E.  Clark,  M.  Gent,  H.  Jarvis. 
Candies  for  the  Children. 

Special  Drawing  for  Goodyear  Rubber  Co.  Prize, 
won  by  Mr.  F.  Wilman. 

Special  Drawing  for  Domestic  Specialty  Co.  Prize 
won  by  Mr.  Pilling. 

No  Competitor  will  be  allowed  to  win  more  than  one 
First  and  one  other  prize. 

Consolation  Race  for  Men:  Fiist,  Merchandise,  Gutta 
Percha  Co.,  A.  R.  Wilton;  Second,  Neolin  soles, 
F.  Wilman;  Third,  Shoe  polish,  D.  Surridge. 

Consolation  Race  for  Ladies:  First,  Blouse,  Miss  Shearns; 
Second,  Blouse,  Miss  Brown;  Third,  Shirt  waist, 
Mrs.  Beauchamp. 

Race  between  the  best  men  of  the  two  associations  was 
won  by  Mr.  J.  Pilling,  of  Hamilton:  Prize,  Box 
of  cigars. 


REGULAR  MEETING  OF  THE  HAMILTON 
REPAIRMEN 


Not  the  way  Bro.  Thornton  looked  but  the  way  he 
felt  when  presented  with  the  hat 

4..  Boys'  Race,  12  years  and  under:  First,  Mouth  organ, 
Ketson;  Second,  Jack-knife,  Mockridge;  Third,  Rub- 
ber ball,  Pilling. 

5..  Men's  Race,  over  50:  First,  Club  bag,  Mr.  Thornton; 
Second,  Thermos  bottle,  Mr.  Hunt;  Third,  Tobacco 
pouch,  Mr.  Sumerlin. 

6..  Married  Ladies'  Race:  First,  Boudoir  slippers,  Mrs. 


At  the  regular  meeting,  which  took  place  Thursday 
evening,  July  18th.,  only  routine  business  was  transacted, 
because  everybody  had  not  recovered  from  the  enjoy- 
ment of  the  picnic  of  the  day  before.  A  vote  of  thanks 
and  appreciation  was  given  to  the  Secretary  for  the  capa- 
ble manner  in  which  the  picnic  was  arranged  and  managed 
and  some  discussion  took  place  regarding  the  intended 
visit  of  the  Association  to  Toronto,  when  it  is  their  purpose 
to  clean  up  the  Toronto  Association  with  a  game  of  base 
ball. 
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"UNDERFOOT" 


"Overhead,"  as  nearly  everybody  knows,  is  a  word 
that,  through  repeated  usage,  has  come  to  mean  the  gen- 
eral cost  of  doing  business,  as 
apart  from  the  particular  cost  of  ^ 
making  a  given  article. 

Why  shouldn't  the  word  "Un- 
derfoot" stand  for  the  general  cost 
—to  the  human  system — of  wear- 
ing boots  or  shoes  as  against  the 
particular  cost  of  buying  them  ? 

As  the  object  in  a  big  business 
is  to  cut  down  "Overhead,"  so  the 
object  in  individual  business, 
like  shoe -buying,  is  to  cut 
down  the  cost  of  "Underfoot." 

The  way  to  cut  it  down, 
without  losing  an  atom  of  ser- 
vice, or  general  efficiency,  is 
to  get  "Acme"  Soles  on  your 
boots  or  shoes. 


Dunlop  Tire  &  Rubber  Goods  Co., 

Limited 

Head  Office  &  Factories :  TORONTO 

Branches  in  the  Leading  Cities.    F.  15 


7 
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" The 

Sole  of 

Perfection99 
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GETTING  THE  MOST  OUT  OF  VACATION 

{Continued  from  page  20) 
task.  When  your  vacation  makes  you  lazy,  in- 
different or  dissatisfied  you  may  put  it  down  that 
it  has  been  of  the  wrong  kind.  When  you  get 
back  to  your  old  job  with  the  feeling  that  you  can 
do  twice  as  much  as  you  did  before  you  went  away, 
your  holiday  has  done  you  good. 

Some  people  are  criticized  for  making  hard 
work  out  of  their  vacation.  Nine  times  out  of 
ten  they  get  more  benefit  from  a  holiday  at  hay- 
making or  potato  hoeing  than  they  could  pos- 
sibly realize  out  of  sitting  in  a  hammock  with  a 
book  or  idling  around  a  summer  resort.  The 
man  who  sets  himself  some  definite  object  when 
he  goes  away  for  a  vacation  trip,  whether  it  be 
some  necessary  reading  or  catching  so  many  fish 
or  going  so  many  miles  in  a  canoe,  is  certain  to 
come  back  with  that  glow  of  achievement  which, 
after  all,  is  what  makes  life  worth  while. 

These  stay-at-homes  who  pride  themselves 
on  "standing  by  the  ship"  or  who  sneer  at  the 
"vacation  craze"  do  not  understand  the  first 
principles  of  getting  the  most  out  of  their  bodies 
or  business.  The  lazy,  idling,  aimless  holiday 
maker  is  just  as  bad.  He  is  encouraging  one  of 
the  most  dangerous  ana  fatal  temptations  of 
human  nature — softness.  Do  with  your  might 
what  your  hands  find  to  do  (even  when  holiday 
making)  and  above  all,  make  somebody  else  as 
well  as  yourself  be  better  for  laying  aside  the  regu- 
lar duties  or  responsibilities  of  life  for  the  time  being. 


WHAT  CLERKS  SHOULD  KNOW  ABOUT  FEET 

(Continued  from  page  23) 
compels  them  to  stand  for  long  periods  or  walk 
slowly.  Their  foot  muscles  get  very  little  exer- 
cises and  are  apt  to  waste  more  rapidly.  Pointed 
shoes  crowd  the  great  toe  against  the  other  toes, 
make  the  foot  grow  inward  and  increase  the  ten- 
dency to  flat  feet. 

Excessive  weight  is  also  a  frequent  contribut- 
ing cause,  especially  in  those  whose  feet  are  small 
in  proportion  to  their  height  and  weight,  or  those 
who  have  long,  thin  feet,  as  the  feet  are  called 
on  to  carry  weight  out  of  proportion  to  their 
strength. 

Injuries  to  the  feet,  such  as  sprains  and  bruises, 
are  often  the  starting  point  of  flat  feet.  Diseases 
such  as  typhoid  fever,  sever  attacks  of  grippe, 
pneumonia  and  so  forth,  by  causing  general  de- 
bility, may  act  as  pre-disposing  causes  through 
the  muscular  weakness  that  follows  them. 

Corns,  bunions,  callouses,  in-growing  nails, 
excessive  sweating,  are  all  conditions  that  make 
walking  and  standing  painful  and  predispose 
to  flat-foot.  The  first  four  usually  are  caused 
by  ill-fitting  shoes  that  press  unequally.  Do 
not  cut  corns.  Soak  them  and  apply  a  corn  cure 
daily  until  they  can  be  picked  out.  Toe-nails 
should  be  cut  square  across  and  not  too  short 
This  will  prevent  in-growing  nails.  Excessive 
sweating  can  usually  be  relieved  by  daily  applic- 
sweating  can  usually  be  relieved  by  daily  washing 
in  cold  water  and  the  application  of  a  10  per  cent 
solution  of  formalin  with  a  dusting  powder  of  8 
per  cent  of  talcum,  10  per  cent  of  starch  and  three 
parts  salicylic  acid. 


MR.  H.  B.  McGEE  GOES  TO  PERTH  SHOE 

The  many  friends  of  Mr.  H.  B.  McGee,  formerly  with 
the  Minister- Myles  Co.,  Toronto,  may  be  surprised  to  learn 
that  he  has  joined  the  selling  force  of  the  Perth  Shoe  Co. 
He  will  look  after  the  city  of  Toronto,  and  Eastern  and 
Northern  Ontario  with  the  exception  of  Ottawa  city.  While 
with  the  M.  M.  Co.  he  was  sales  manager  and  looked  after 
Eastern  and  Northern  Ontario  and  Montreal  and  Quebec. 

"Mac"  is  a  real  good  head,  been  in  the  shoe  game  for 
seventeen  years,  some  of  which  was  in  the  manufacturing 
line,  so  he  knows  the  inside  of  a  shoe  as  well  as  the  out. 
That  he  has  been  with  the  Minister- Myles  people  for  eleven 
years  speaks  well  for  his  ability  as  a  salesman.    The  firm 


H.  B.  McGEE 


and  staff  did  not  let  him  go  without  letting  him  know  of 
their  good  wishes.  So  they  "stuck"  not  for  but  with  a 
diamond  pin  merely  as  a  little  reminder  of  his  old  job  and 
the  friendly  bunch  he  leaves  behind. 


THINK  TWICE  BEFORE  CANCELLING  AN  ORDER 

A  practice  that  has  been  in  vogue  for  too  many  years 
is  that  of  cancelling  orders  after  having  given  them.  The 
custom  is  a  ruinous  one  in  normal  times.  Retailers  become 
indifferent  in  ordering,  feeling  that  they  can  look  the  order 
over  and  cancel  any  part  or  all  at  will.  They  do  not  con- 
sider the  inconveniences  it  may  cause  the  manufacturer, 
not  the  unbusineslike,  careless  habit  it  may  develop  in 
themsleves.  Few  retailers  may  know  that  if  a  manufac- 
turer chose  to  hold  them  they  are  legally  responsible  to 
take  the  goods  ordered. 

But  now,  in  these  present  war-condition  times,  it  is 
extremely  necessary  that  just  as  few  cancellations  as 
possible  should  be  made.  Both  manufacturing  and  selling 
are  carried  on  at  a  point  and  pitch  that  leaves  little  lee- 
way or  come  and  go.  Retailers  should  order  carefully. 
They  should  know  what  they  need,  place  these  orders  as 
early  as  possible  and  take  the  goods  at  any  time  they  may 
be  shipped,  whether  in  part  or  whole.  Cancellations  may 
mean  higher  prices  for  the  retailer  when  he  orders  later. 
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Skates  Sharpened 

Properly 

You  can  hang  up  your  sign  with  confidence  this  winter 
if  you  are  equipped  with 


WRITE  US  NOW 

(j^Q    Skate  Sharpening  Machine  Model  B. 


Can  be  attached  to  any  of  our  regular  Model  N  Outfits  or  can  be 
operated  separately. 

Additional  revenue  from  your  Repair  Department  without  in- 
creased cost. 

Does  not  conflict  with  your  regular  repair  business. 

Skate  sharpening  comes  from  your  regular  customers  just  when 
the  leather  business  is  dull. 


United  Shoe  Machinery  Co.  of  Canada,  Limited 

MONTREAL 


90  Adelaide  Street  West 
TORONTO 


179  King  Street  West 
KITCHEN  E  R 


28  Demers  Street 
QUEBEC 
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ifflffi"^^^!  ——————— 

IpmongIhe  vShoe  Men 

EBlill   ~ 


W  Mr.  Fred  Blachford,  of  H.  &  C.  Blachford,  Toronto, 
has  been  spending  a  holiday  in  Muskoka. 

Mr.  Harris,  of  the  Goodyear  Rubber  Co.,  took  in  the 
Toronto  Shoe  Repairers'  pic-nic  at  Niagara  Falls,  on  July  17. 

In  order  to  facilitate  the  distribution  of  their  goods, 
as  well  as  to  still  further  increase  their  business,  Scheuer 
Normandin,  of  Montreal,  have  added  three  new  salesmen 
to  their  selling  staff,  making  in  all  ten  travelers  who  will 
be  showing  their  goods  for  the  coming  season.  They  will 
show  an  extensive  line  of  high-class  novelties  in  conjunction 
with  their  regular  range  of  white  goods  and  the  Hood  Rubber 
Co.'s  leisure  lines.  This  will  further  increase  their  volume 
of  business,  which  has  had  such  splendid  growth  of  late. 

Mr.  Albert  Wallace,  of  P.  Wallace  &  Son,  and  Mr.  W. 
Mills,  of  the  Dalley  Co.,  Hamilton,  made  a  little  fishing  trip 
to  Northern  Ontario  recently.  They  say  they  caught  some 
dandies.  Billy  says  he  cannot  understand  why  people  will 
insist  on  fishing  when  they  go  on  a  fishing  trip. 

Mr.  Albert  Tetrault,  manager  of  the  Tetrault  Shoe  Co., 
Limited,  Montreal,  accompanied  by  Mrs.  Tetrault,  is  at 
present  enjoying  an  extensive  motor  trip  to  New  York  and 
Boston.  They  will  also  take  in  the  various  watering  places 
en  route. 

Messrs.  White  and  Allen,  of  C.  Parsons  &  Son,  enjoyed 
a  whole  day's  fun  at  the  Toronto  Shoe  Repairers'  pic-nic 
at  Niagara  Falls  recently. 

Mr.  R.  Foy,  for  the  past  three  years  Toronto  city 
traveler  for  The  Mimster  Myles  Shoe  Co.,  Toronto,  is  leaving 
this  firm  and  taking  a  partnership  with  R.  B.  Griffith  &  Co., 
Wholesale  Shoes,  Hamilton,  Ont. 

Mr.  Chas.  Blachford  and  family  have  been  spending  a 
few  days'  vacation  at  their  delightful  summer  home  on  the 
Blachford  Island  "Mazengah,"  in  the  Muskoka  Lakes  district. 

Mr.  Alfred  McDirmid,  who  has  represented  the  Minister- 
Myles  Shoe  Co.,  in  Manitoba,  Alberta  and  Saskatchewan, 
has  severed  his  connection  with  this  firm. 

The  Tetrault  Shoe  Manufacturing  Co.,  Limited,  of 
Montreal,  in  order  to  allow  for  greater  space  in  their  plant, 
as  well  as  to  better  accommodate  their  Montreal  City  trade, 
have  opened  an  extensive  sample  room  in  the  Dandurand 
Building,  at  the  corner  of  St.  Catherine  and  St.  Denis  streets, 
Montreal,  which  is  in  charge  of  the  ever-smiling  and  popular 
Fred  Lessard. 

W .  G.  Fisher,  of  P.  Wallace  &  Son,  made  merry  with 
the  Toronto  Shoe  Repairers  at  their  annual  outing  over  at 
Niagara  Falls,  on  the  17th  of  July. 

Isaac  McMullen,  of  1162  Yonge  street,  Toronto,  has 
sold  his  shoe  business  to  Mr.  J.  E.  Bryant. 

Mr.  A.  Wallace  put  in  the  day  with  the  Toronto  Shoe 
Repairers  at  their  pic-nic  on  Wednesday,  July  17th. 

Oliver  M.  Brooks,  of  the  U.S.M.C.,  is  now  out  in 
British  Columbia  on  the  coast.  In  addition  to  business 
being  good  he  says  the  weather  is  delightful,  the  flowers 
and  fruit  at  their  best  and  bathing  on  the  beaches  is  a  big 
attraction  for  everyone  in  the  evenings. 

The  Wilson  Shoe  Co.,  of  Hastings  street,  Vancouver, 
are  holding  a  clearance  sale  previous  to  linking  up  the  adjoin- 
ing store,  which  has  been  found  necessary  owing  to  increasing 
business,  and  too  limited  space.  Alterations  to  the  new 
store  have  been  going  on  for  several  weeks.  A  spacious 
arch  will  connect  at  the  north  of  the  new  building.    This  will 


give  double  the  present  floor  space  and  frontage,  with  four 
■handsome  show  windows  and  two  distinct  entrances.  The 
new  store  will  be  used  exclusively  as  a  women's  and  chil- 
dren's department,  while  the  old  store  will  be  devoted  to 
men's    and  boys'  footwear. 

Two  worthless  cheques  were  passed  in  exchange  for 
boots  and  shoes  and  change  at  two  of  the  leading  stores  in 
Vancouver. 

The  shoe  repairers  of  Vancouver  are  getting  time  for 
breathing  just  now,  owing  to  the  dry  weather,  the  wearing 
of  much  white  rubber  goods  and  many  families  away  at  the 
seaside  camping. 

Mr.  W.  Eckles,  of  Vancouver,  is  again  back  from  his 
vacation  to  the  East. 

Mr.  C.  Culley,  of  Vancouver,  with  his  son  and  friends, 
was  away  in  the  interior  during  the  Dominion  Day  week-end 
on  a  fishing  expedition  and  all  had  good  sport  amongst  the 
rainbow  trout. 

Mr.  W.  Riddle,  of  Keefer  street,  Vancouver,  has  in- 
stalled a  new  power  finisher. 

Mr.  J.  C.  Bryant,  of  the  Kaufman  Rubber  Co.,  Toronto, 
has  just  returned  from  a  pleasant  holiday  trip  through 
Western  Ontario  in  his  little  flivver.  He  took  in  Brantford, 
London,  St.  Thomas  and  other  towns,  finally  reaching 
Combre.  Mrs.  Bryant  and  the  kiddies  enjoyed  the  trip 
with  J.  C. 

Mr.  W.  Waller,  manager  of  the  Robt.  Simpson  Shoe 
Dept.,  is  taking  a  well  earned  holiday  for  a  couple  of  weeks. 

Mr.  Fred  Saunders,  who  is  well  acquainted  with  the 
shoe  trade  in  Alberta,  has  joined  the  traveling  staff  of  the 
A'lcFarland  Shoe  Co.,  Edmonton,  Alta. 

Mr.  Frank  Slater  was  at  the  Queen's,  Toronto,  recently 
with  his  samples. 

Here's  an  opportunity  for  big  shoe  business.  An  expert 
agency  in  New  York  have  a  cable  order  from  Italy  for  6,000 
pairs  of  shoes  similar  to  Queen  Quality,  No.  4792,  tan,  vici, 
Louis  heel,  half  each  oxford  and  blucher.    Any  Canadian 

WANTED — Position  as  traveling  shoe  salesman.  Will  take 
any  territory  but  have  connection  in  Maritime  provinces. 
Six  years'  experience  on  the  road.  Box  69,  Shoe  and 
Leather  Journal. 

WANTED — Experienced  'Pattern    Maker;  steady  work 

guaranteed;  working  conditions  the  best.  Reply  stating 

experience  and  salary  expected  to  Box  73,  Shoe  and 
Leather  Journal. 

MANUFACTURERS'  AGENT— Experienced  shoeman 
with  warehouse  at  Saskatoon,  handling  the  business 
for  Northern  Saskatchewan  for  an  old-established  bag- 
gage firm,  desires  to  get  in  touch  with  manufacturer  of 
footwear  or  reliable  house  contemplating  change  or 
opening  up  new  territory  for  business.  Apply  Box 
677,  Saskatoon,  Sask. 

FOR  SALE — In  barrel  lots,  Oak  Bark  Tanning  Liquid, 
Rcid  Brothers,  Both  well,  Ont. 

FOR  SALE — A  third  interest  in  Evans  new  "slip  on" 
rubber  heel.  A  pronounced  success.  No  experiment.  A 
real  money  maker.  Address  Geo.  Evans,  458  Yonge 
St.,  Toronto. 
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RELEASING  MORE  LEATHER* 
FOR  WAR  PURPOSES 


FOR  CONSERVATION 

The  two  foremost  shoe  organizations  of  America  have  placed  themselves  on 
record. 

The-  National  Boot  and  Shoe  Manufacturers'  Association  in  its  1918  convention  agreed  to  adopt 
tne  use  of  materials  other  than  leather  wherever  possible,  without  sacrifice  of  quality. 
1 1,1  '  National  Shoe  Retailers'  Association  pledged  itself  to  conservation  through   the  following 
resolution,  at  its  annual  convention  in  Chicago: 

, "Wntreay  the  conservation  of  leather  is  a  war-time'necessity,  the  National  Shoe  Retailers'  Asso- 
ciation recommends: 

'1-    The  use  in  manufacturing  shoes  of  every  form^'of  material  other  than  leather  when  such 
material  may  he  used  without  prejudice  and  to  the  advantage  of  the  consumer. '" 

If  you  are  in  accord  with  this  patriotic  movement  your  first  thought  should  be 
"Tcnax  Soles."     They  are  not  a  substitute  for  leather 
but  a  Better  Alternative. 


GUTTA  PERCHA  &  RUBBER,  LIMITED,  TORONTO 

BRANCHES  AT 

HALIFAX,  MONTREAL,  OTTAWA,  FORT  WILLIAM,  WINNIPEG,  REGINA, 
SASKATOON,  EDMONTON.  CALGARY,  LETHBRIDGE,  VANCOUVER,  VICTORIA 
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factory  who  wants  this  contract  should  communicate  with 
the  Shoe  and  Leather  Journal  at  once. 

Mr.  Peter  Doig,  the  popular  sales  manager  of  the  Te- 
trault  Shoe  Co.,  Montreal,  has  been  in  Toronto  recently 
on  business.. 

H.  W.  Rising  and  Mr.  Murphy,  of  Waterbury  &  Rising, 
St.  John,  N.B.,  have  just  returned  from  a  very  successful 
trip  to  Boston,  Toronto,  Montreal  and  Quebec. 

Fraud  and  gross  profiteering  in  many  contract  i  for 
army  shoes  have  just  been  uncarthd  in  Washington  and 
many  arrests  will  have  been  made. 

It  is  reported  that  the  Canadian  boot  and  shoe  manu- 
facturers sent  a  deputation  to  Ottawa  to  oppose  the  import 
embargo.  The  deputation  was  composed  of  F.  S.  Scott, 
M.P.,  Gait;  Geo.  A.  Slater,  Montreal;  C.  H.  Blachford, 
Toronto;  J.  Deldine,  Montreal,  and  M.  Lepinay,  Montreal. 

Mr.  Edward  B.  Knowles,  of  Henry  Knowles  &  Sons, 
Liverpool,  England,  has  been  elected  President  of  The 
National  Federation  of  Leather  and  Grindery  Merchants' 
Associations  of  Great  Britain  and  Ireland. 

It  is  reported  that  five  new  shoe  stores  have  been 
opened  in  a  Toronto  suburb  recently. 

The  following  shoemen  were  in  Quebec  recently: — 
J.  M.  Quinn,  of  The  Merchant  Mercantile  Co.,  Montreal; 
Harry  L.  Taylor,  of  International  Supply  Co.,  Montreal; 
J.  L.  Rockford,  of  Parkes  Irwin,  Limited,  Montreal;  E. 
St.  Armand,  of  Goodyear  Tire  &  Rubber  Co.,  Montreal; 
J.  T.  Sansoucy,  of  Goodyear  Tire  &  Rubber  Co.,  Montreal. 


F.  L.  BARBER  GOING  WEST 

Mr.  F.  L.  Barber,  who  for  the  past  three  years  has 
been  assistant  manager  of  the  Robert  Simpson  Shoe  De- 
partment, will  leave  about  August  the  10th  to  accept  a 
position  with  David  Spencer,  Limited,  of  Vancouver,  B.C. 
Mr.  Barber  is  one  of  Canada's  bright  shoe  men.  Eighteen 
years  in  the  selling  of  shoes,  some  of  which  have  been  spent 
in  the  United  States  in  large  stores,  have  gained  for  him 
wide  experience.    Just  previous  to  coming  to  the  Robert 


F.  L.  BARBER 


Simpson  Co.,  he  spent  three  years  with  the  R.  H.  Fyfe  Co., 
in  Detroit. 

It  was  exceedingly  gratifying  to  Mr.  Barber  to  receive 
a  letter  from  the  Executive  Committee  of  the  Managers 
of  the  Company  in  which  was  expressed  their  regrets  at 


his  leaving  his  present  position  which,  they  stated,  he  had 
filled  in  more  than  an  acceptable  way,  and  also  in  which 
they  wished  for  him  every  success  in  his  new  field. 

Mr.  Barber  is  very  popular  with  the  customers  and  has 
a  knack  of  ma-king  many  friends  because  of  his  amiable 
disposition  and  desire  to  please.  He  also  has  the  faculty 
of  being  popular  with  his  help,  without  losing  their  respect. 
The  members  of  the  department  presented  him  with  a 
handsome  suit  case  as  a  token  of  their  regard. 

While  Mr.  Barber's  new  position  on  the  coast  is  one 
entailing  more  responsibilities  and  remuneration,  the  prim- 
ary reason  for  the  change  is  to  benefit  Mrs.  Barber's  health. 
Mr.  Barber's  many  friends'  good  wishes  go  with  him  to 
his  new  position. 


AN  ENTERPRISING  SHOE  LADY 

Miss  Sadie  Walker  is  not  only  a  good  saleslady  in  the 
employ  of  J.  W.  Leslie,  shoe  merchant  of  Hamilton,  Ont., 
but  she  takes  an  active  interest  in  things  pertaining  to  the 
trade.    She  "is  2nd  Vice-President  of  the  Retail  Shoe  Clerks' 


MISS  SADIE  WALKER 


and  Shop  Assistants'  Association,  of  Hamilton,  and  was  the 
first  woman  delegate  to  the  Hamilton  Trades  Council. 

Miss  Walker  is  thoroughly  wrapped  up  in  shoe  selling. 
She  has  sold  mantles  and  clothing,  but  for  the  last  five  years 
or  more  has  been  in  shoe,  which  she  says  is  so  much  more 
interesting.  She  is  a  great  believer  in  proper  fitting  and 
says  that  the  most  of  her  personal  friends  in  Hamilton  are 
those  made  through  her  painstaking  care  in  fitting  their 
feet.  She  is  a  Canadian,  her  native  town  being  Exeter,  and 
while  she  has  no  Devon  accent  she  says  she  has  not  lost  her 
taste  for  peaches  and  cream  and  Devonshire  dumplings. 


E.  A.  REDDING  GOES  WITH  HARTT  SHOE  CO. 

Amongst  the  changes  taking  place  recently  in  the 
Shoe  Circles  in  The  Maritime  Provinces  is  that  of  Mr. 
E.  A.  Redding,  who  for  the  last  few  years  has  been  connected 
with  the  J.  M.  Humphrey  Co.,  of  St.  John,  N.B.,  as  factory 
superintendent,  and  who  has  lately  become  associated 
with  the  Hartt  Boot  and  Shoe  Co.,  of  Fredericton,  N.  B. 
as  salesman. 

Having  started  to  work  in  the  shoe  business  when 
quite  a  young  lad  in  Yarmouth,  N.S.,  and  having  spent 
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Staples  That  Are  Stylish 


Isn't  this  just  what  you  need  — a  line  of  staple  shoes  that  have  a 
touch  of  stylishness  rarely  found  in  staples?  This  is  why  the 
Ackerman  line  for 

Men,  Boys,  Youths  and  Little  Gents 

has  become  so  popular.  They  are  substantial  shoes  with  won- 
derful wearing  qualities  and  well-finished  appearance  that  is  sure 
to  please  your  customers.  And  the  prices  are  such  that  without 
sacrificing  any  of  your  handsome  profit,  the  customer  will  be 
well  satisfied. 

B.  F.  Ackerman  Son  &  Co.  Limited 

Peterborough,  Ont. 

Western  Branch:  Regina,  Sask. 


CANADIAN  NATIONAL  EXHIBITION 
Aug.  26th  -  TORONTO  -  Sept.  7th 

Greatest  Achievement  in  40  j  j   Education  and  Recreation  | 

Years  of  Exhibition  Effort    I  on  a  Colossal  Scale  I 

J   I  I 

THE  HEROES  OF  BRITAIN 

1200  brilliantly  attired  participants 

The  militant  spirit  of  Empire  translated  into  flesh  and  blood.     All  the  colorful  paraphernalia  of  romance 
and  history  in  the  making.     Simple,  inspiring,  dramatic  and  made  supremely 
worth  while  by  supberb  musical  treatment. 

A  Spectacle  Every  Canadian  Should  See 

Creatore's  Famous  Band;  Allies"  Exhibit  of  Fine  Arts;  Acres  of  "Made-in-Canada"  Manufactures;  Govern- 
ment Patriotic  Food  Show,  occupying  one  entire  building;  Gigantic  Live  Stock  and  Agricultural  Display. 

Putting  the  War  Hero  back  on  the  Civil  Pay  Roll^Demonstrations  of  Vocational 

Training  by  50  Crippled  Soldiers. 

AND  A  WORLD  OF  OTHER  SPECIAL  ATTRACTIONS 

n     „mo  inn  an  ■naatau  luioiimroiioiiil/miiioiliiiniiino  Mio  iiiiniMiiiiiiimo  nunc  iiiijio  mum  mm  mtf 

Your  Local  Agent  Has  Interesting  Information  Regarding  Railroad  Fares  j 

tr  ,-,„,     u         _         -         u  f         jr        r         tll       M        ,  ]  r  qn-mn  nr"i r-fr ""  WKMBIUIWiWOU  IBM  MlWMMMUBIMM  Rill  IHIO  IIIIIIC3  tMIIPMIllUMIomiMWllflUMIIUMDM  "Ul  IIIUIDIII  IIIDUIIII  Kmniliiliilttjj^ 
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A.C.  Lewis  Leather  Co. 

LYNN,  MASS.,  U.S.A. 

SHOE  STOCK 

Grain,  Split  and  Pasted;  Taps;  Innersoles 
and  Sock  Linings ;  Leather  Covered  Board ; 
Sheepskins  and  Skivers;  Split  Leather  for 
Covering  Fibre  Welt  Innersoles;  Cut  Top 
Lifts  and  Top  Lift  Stock. 

CURRYING  SPLITS  FOR  TANNERS 
ALSO  JOBBERS  OF  SOLE  LEATHER 
AND  SPLIT  LEATHER  OFFAL. 


several  years  in  the  United  States  in  the  different  depart- 
ments of  the  shoe  business,  especially  in  women's  shoes, 
Mr.  Redding  has  naturally  acquired  a  large  and  varied 
experience  in  the  shoe  business.  Mr.  Redding  has  been 
spending  some  time  in  The  Hartt  Factory  at  Fredericton, 
assisting  in  getting  up  some  new  models  in  addition  to 
already  well-known  and  popular  lines  of  Hartt's  women's 
high  grade  shoes.  He  will  represent  The  Hartt  Co.  as 
a  special  salesman  of  women's  shoes,  and  will  have  the  pleas- 
ure of  showing  one  of  the  finest  lines  of  ladies'  high  grade 
footwear  ever  shown  in  Canada.  Buyers  of  this  class  of 
goods  would  do  well  to  reserve  their  orders  until  they  see 
these  splendid  samples  and  have  Mr.  Redding  explain 
the  profits  and  benefits  of  handling  a  line  of  these  beauti- 
ful and  up-to-date  shoes. 


A  serious  fire  took  place  some  time  ago  and  caused 
$50.00  damage  at  Jos.  Fortin  shoe  shine  parlor  on  St.  John 
street.  Several  bottles  of  Patent  leather  dressing  were  in  the 
window,  and  the  sun  was  so  hot  that  there  was  an  explosion 
which  set  fire  to  the  building. 


QUEBEC  ITEMS 

Shoe  factories  in  general  are  keeping  busy. 

Shoe  dealers  are  keeping  busy.  There  are  large  quanti- 
ties of  white  shoes  sold. 

Calls  for  rubber  heels  and  soles  are  in  great  demand 
for  men's  shoes,  but  it  is  very  difficult  to  procure  this  material, 
the  demand  being  larger  than  the  production. 

Louis  Beaubien,  shoe  jobbers  of  this  city,  have  finished 
the  repairs  made  to  their  building. 


SHOE  AND  LEATHER  MEN  OFFER  TO  CO-OPERATE 

(Continued  from  page  34) 

The  result  of  the  Shoe  and  Leather  Journal  work 
along  the  lines  has  been  most  gratifying.  As  mentioned 
above  it  is  reported  that  the  shoe  manufacturers  have  already 
sent  a  deputation  to  Ottawa,  composed  of  F.  S.  Scott,  M.P., 
Gait;  Geo.  A.  Slater,  Montreal;  C.  H.  Blachford,  Toronto; 
J.  Dildine,  Montreal,  and  M.  Lepinay,  Montreal,  to  meet 
the  War  Board  and  have  offered  to  co-operate  with  them, 
in  fact  have  suggested  that  the  restriction  in  styles  placed 
in  the  manufacture  of  shoes  in  Canada  shall  follow  closely 
those  adopted  by  the  United  States.  Generally  speaking, 
these  are  women's  shoes  limited  to  8-inch  height.  Only 
four  colors  to  be  used,  black,  white  and  two  shades  of  brown 
and  patents  in  black  only.  It  is  also  reported  that  the 
War  Trade  Board  will  be  given  power  to  restrict  the  importa- 
tion of  fancy  shoes  in  the  way  of  issuing  licenses. 


KANGAROO 

Wa  are  Headquarters  for  all  Finishes, 
Grades  and  Kinds 


SlMtpsklnt  Skivers 


Ryco"  Matt  Kid 


RICHARD  YOUNG  CO. 

36  and  38  Spruce  Street   -   NEW  YORK,  U.  S.  A. 

Branch:  54  South  Street,  BOSTON,  MASS. 
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BUTTS 

Waterproof 
Gun  Metal 
Dull  or  Glazed 
Also  Butts  in  Colors 


SURFACE  KID — Is  a  substitute  which  in  many  ways  is  de- 
cidedly superior  to  real  kid.  It  is  not  as  expensive — finishes 
well  when  made  up — is  smooth,  soft  and  pliabb,  yet  very  dur- 
able.   Made  in  black  and  colors. 

A  Trial  Will  Convince  You  of  Its  Merits. 


GLAZED  KID 
SHEEPSKIN 
CABRETTAS 


Quebec  Office:  491  ST.  VALIER  ST. 


LUCIEIN  BORNE 


Montreal  Office:  225  LEMOINE  ST. 


THE  T.  SISMAN'S  ANNUAL  OUTING 

About  three  hundred  and  fifty  employees  and  friends 
of  the  T.  Sisman  Co..  Aurora,  enjoyed  a  delightful  day  at 
their  picnic  on  Saturday.  July  17th.  Interesting  races 
were  participated  in  by  big  folks,  little  folks,  fat  folks, 
lean  folks  and  kiddies.  The  White  Shoe  Co.,  of  Toronto, 
sent  up  their  usual  quota -of-ball  players,  but  the  only  ones 
really  worth  mentioning  as  players  in  the  W.S.C..  bunch 


was  Messrs  Gravlin  and  Scott  and  Ernest  Pretty  of  the 
United  Shoe  Machinery  Co.,  whom  the  White  Shoe  fellows 
rung  in  to  their  team.    The  picture  of  Raymond  diving 


TORONTO  HEEL  CO. 

MANUFACTURERS  OF 

All  styles  of    Heels   in  Leather 
and  Composition 

WE  ARE  ALSO  MAKERS 
OF  THE  HAVERHILL 

Write  for   Samples  and  Prices.     These  will 
interest  you 

THE 

TORONTO  HEEL  COMPANY 
13  JARVIS  ST.  TORONTO 


The  "Hoosafraid"  Baseball  Team  of  the  T.  Sisman  Shoe 
Company.  Aurora,  Ont. 


Raymond  Gravlin  reaching  for  that  specially  protected  home 
plate  with  Messrs.  Sisman  watching 

for  home  bag  (which  was  purposely  put  over  the  plate 
so  he  would  not  hurt  himself)  would  make  Charlie  Chaplin 
green  with  envy.  The  Sisman  team  won  as  usual  and  are 
ready  to  play  any  other  shoe  factory  team  in  this  district. 
Their  slogan  is  "Hoosafraid." 


WANTFH      Thc  namei  of  merchants  who  desire  to  dispose  of  their  entire  stock,  with  a  profit,  or  of  merchants  who  may  be 

yy  rtl^l  I  VLiU      anxious  to  turn  the  undesirable  portion  of  their  stock  into  cash. 

A  prominent  Shoe  Merchant  for  whom  we  conducted  a  ten  days'  sale  says  of  our  system: 

"  Scepticism  in  your  method  of  doing  business  is  forever  banished  from  my  mind.  The  ten  days'  reduction  sale, 
conducted  by  your  Mr.  Beadle,  has  been  eminently  satisfactory;  not  only  has  the  stock  been  reduced  at .a  fair  mar- 
gin, but  many  undesirable  lines  have  been  cleared,  leaving  the  stock  in  a  healthy  condition.  I  am  a  BOOS  1  r-K  tor 
your  system."  For  full  particulars  of  our  service  write  or  wire  at  our  expense. 

E.  Si  B.  SALES  SERVICE,  229  College  Street,  Toronto 
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WOOD-MILNE  RUBBER  HEELS 

STATIONARY  SHAPES 


WOOD-MILNE,  LIMITED   -   PRESTON,  LONDON  and  PARIS 

Wholesale  Canadian  Agents,  James  Dunn  &  Co.,  Finsbury  St.,  London,  E.  C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 


Announcement! 


We  have  not  reduced  the  quality  of  our  dressings  or  finishes  for 
uppers  in  quality  or  quantity  of  merchandise  used  in  order  to  talk  price. 
We  have  kept  the  quality  up,  and  we  are  going  to.  We  believe  in 
quality  and  service,  and  that  is  what  we  offer. 

Leather  dressed  with  our  dressings  will  not  have  that  starved, 
skimpy  appearance.  We  would  be  glad  to  make  for  you  the  kind  of 
dressing  or  finish  which  your  leather,  or  conditions  in  your  factory, 
demand. 

We  want  to  please  you 

BOSTON  BLACKING  COMPANY 

152  McGill  Street,      -      -      MONTREAL,  CAN. 
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Honest  Value  Our  Watchword 

Ever  since  we  made  our  first  shoe  in  1865,  our 
efforts  have  been  directed  toward  giving  the 
purchaser  the  best  in  quality  and  value  that 
can  be  given.  That  people  have  recognized 
this  policy  explains  why 

Yamaska  Brand  Shoes 

have  attained  such  popularity.  And  this  pop- 
ularity confirms  our  opinion  that  a  line  of 
up-to-the-minute  shoes  that  give  excellent 
wear,  is  what  our  customers  want.  If  you 
desire  a  shoe  that  sells  readily  and  yields  a 
steady  profit,  do  not  fail  to  stock  up  with  these. 

La  Compagnie  J.  A.  &  M.  Cote 

ST.  HYAC1NTHE,  QUE. 


Shoe  and  Glove  Leathers 

GLOVE  HORSE  * 
Creemore 

*  SIDE,  NECK  & 
HORSE  SPLITS 

Creemore 
Boulevard 
Black 
Alaska 

*  Smoked 

Boulevard 
Smoked 
Alaska 
Pearl  Grey 

PFISTER 

&    V  O  G  E  L 

85=87  South  St. 

Boston,  Mass. 

ST  HYACINTHE  . 
CANADA 


Buy  them 

from 
Your  Jobber 
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TWO 
GREAT 


WHITE  0 


PACKARD'S 
WHITE  "O" 

No.  3  (put  up  in  Cardboard  Boxes)  is  a  BIG  CAKE  for  the  Money 
No.  5  in  Zinc  Boxes  is  put  up  especially  for  Travellers'  use 

WHITE  "O"  CLEANS  WHITE  CANVAS  SHOES,  BELTS,  Etc. 

GIVES  A  PURE  WHITE  FINISH  AND  CONTAINS  NO  ACIDS 
White  Canvas  Shoes  are  now  worn  extensively 

Are  you  getting  your  share  of  Profits  on  White  Cleaners? 

L.  H.  PACKARD  &  CO.,  LIMITED,  MONTREAL 


The 

VULCO-UNIT  BOX  TOE 


Patented 
Dec.  30th,  1913 


Patented 
Oct.  26th,  1915 


Solves  the  box  toe  problem 
for  the  shoe  manufacturer. 
A  unit  system  of  box  toe 
making  that  has  replaced  the 
old  processes  in  the  best 
factories  everywhere. 


Beckwith  Box  Toe  Ltd. 

SHERBROOKE,  QUEBEC,  CANADA 


F.  G.  CLARKE,  President 
C.  E.  CLARKE,  Vice-President  and  Treasurer 
Established  1852 


Manufacturers  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years 

Clarke  &  Clarke,  Limited 

General  Offices  &  Works 

Christie  Street,  Toronto 

City  Office  &  Warehouse 

63  Bay  Street,  Toronto 

BRANCH  WAREROOMS 
252  Notre  Dame  St.  W.,  Montreal 
S53  St.  Valier  Street,  Quebec 
RICHARD  FRERES,  Agent 
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A  Louis  Heel  Breast 
Trimmer 

that  finishes  the  Heel  Breast 

from  edge  to  edge  following  line  of  sole, 
requiring  no  hand  work  or  rough  scouring 

SAFE  and  RAPID 

Every  pair  of  heels  like  template  used 

Manufactured  and  Sold  by 

The  Louis  G.  Freeman  Co. 

Cincinnati,  Ohio,  U.S.A. 

Canadian  Representatives: 
INTERNATIONAL  SUPPLY  CO., 
Kitchener,  Ont.  Montreal,  Que. 

Write  Us  For  List  Of  Oar  Machines 


Edwards 


Edwards 

Head  Office  ^  Tanneries 

780  Dupont  St.,  Toronto    -    Toronto  and  Woodbridge 
Quebec  and  Maritime  Provinces 

Represented  by 

John  McEntyre,  Limited    -    Montreal,  Que. 


GUARANTEED  TO 

OUTLAST  THE  SHOE 


FIBRE  COUNTERS 

For  forty-five  years  we  have  specialized  in  counters,  and 
this  specialization  has  enabled  us  to  guarantee  them  to 
outwear  the  shoe.  Use  these  in  manufacturing,  and  you 
will  eliminate  all  complaints. 

Representatives : — 

For  Ontario,  E.  R.  Lewis,  45  Front  St.  East,  Toronto 
For  Quebec  City,  Richard  Frere,  St.  Valier  St.,  Que. 

DUCLOS  &  PAYAN 


ESTABLISHED  1873 


Tannery  and  Factory 

ST.  HYACINTHE 


Sales  Office  and  Warehouse 

MONTREAL 
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THE 

WM.  A.  MARSH  CO, 


Limited 


Manufacturers  of 

Fine  Boots  and  Shoes 


GOODYEAR  WELTS 


TURNS 


TOURIGNY  &  MAROIS 

(Reg.) 

Makers  of  Shoes  for 

MEN  BOYS  YOUTHS 

WOMEN        MISSES  CHILDREN 
To  Jobbers  Only 

Capacity  5000  pairs  a  day,  enabling  us  to 
make  10  Days  Delivery  on  Rush  Orders 


McKAYS 


S.S. 


LUC  ROUTIER 

Manufacturer  of 

Men's,  Boys',  Youths', 
Little  Gents'  Shoes  in 

McKays  and  S.S. 

Enquiries  Solicited 


Jobbers 

Our 
Specialty 
is 

Hockey 
Boots 


J.  E.  SAMSON,  ENR. 


MEN'S 
BOYS' 
YOUTHS' 
LITTLE  GENTS' 

LAGACE  &  LEPINAY 

McKAY  and  S.  S.  SHOES 

MADE  FOR  THE  JOBBER 

We  are  now  in  our  new  factory  at 

30  St.  Anselme  Street 


READ  THE 

Shoe  and  Leather 
Journal 

24  issues  in  a  year  for  $1.50 

It  is  filled  with  bright  helpful  pointers 
for  Retailers 

ACTON  PUBLISHING  CO.,  LIMITED 
MONTREAL  TORONTO 


Rivaling  Genuine  Kid 

Surface  Kid  is  a  decided  advance  on  genuine  kid.  It  has  a  beauti- 
ful grain  with  a  pliable  texture  like  that  of  Chamois.  More 
economical  than  kid  and  less  expensive,  and  will  not  scuff. 

In  Black  and  Colors  Send  for  Sample 

Head  Office :  LUCIEN  Montreal  Office : 

491  St.  Valier  St.,  Quebec       BORNE  225  Lemoine  St.  W. 
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MFNTS 

Don't  let  the  hot  weather 

Some  of 

worry  you  on  cements, 

Our  Lines 

we  carry  a  complete  line 

"Waxol" 

and  can  guarantee  satis- 

Shoe Felts 

faction       Our  orices  are 

Polishing  Wax 

t-*i  rrV*  +■             A       ■f"-ri  O  I      TXH  1 1      Of^iV)  - 

llgiiL.        A     II  ldi     Will  LU11 

Sewing  Wax 
Fish  Glue 

vince  you. 

Dry  Paste 

Qnl  ^         p»  n  n  p!     Pink.  White 

Blackings 

and  Chrome  Folding 

Dressings 
Box  Gums 

Selling  Agents  for 

Patent  Leather 
Repairer 
"Carbicon" 

PERTH  FELT  CO. 

PERTH,  ONT. 

Felt  Box  Toes 

Makers  of  the  Finest  Line  of 

and  a  complete  line 
of  Shoe  Findings 

Shoe  Felts  made  in 
Canada. 

Parker,  Irwin  Limited 

Leading  Shoe  Manufacturers'  Supply  House  in  Canada 

MONTREAL 

Glazed 
or 
Mat 


Black 

or 
Colors 


White  and  Fancy  Colors 

Excellent  Wearing  Quality, 
Superior  Finish  and,  Con- 
sidering High  Grade, 
Moderate  Prices 

CANADIAN  AGENTS 
for  American  Tanners  of  Calf,  Splits,  Indias,  Heavy 
Leathers,  Skivers,  Cabrettas,  as  well  as 
for  Cotton  and  Cloths. 

WRITE  OP    WIRE  FOR  SAMPLES 

NEW  CASTLE  LEATHER  CO. 
NEW  YORK 

Canadian  Branch— 335  Craig  St.  W.f  Montreal 
Factory— Wilmington,  Del.,  U.S.A. 


OWN  YOUR  REPAIR  PLANT 


The  Sterling  Sole  Stitcher 

Hand  Power 
Stitches  Neolin  and  Fibre  Soles 
Indispensable  to  Repairmen 

WRITE  FOR  PARTICULARS 

C.  PARSONS  &  SON 

LIMITED 
Repair  and  Shoe  Store  Supplies 
79  Front  St.  E.  Toronto,  Ont. 


Logan's 
The 

Leather 

of 
Quality 


LOGAN'S 

have  started 
tanning  some 
of  their  old  time 

SLAUGHTER 

Mellow 
Clean 

Close  Cutting 


write  us 


Office  and  Tanneries 

LYONS   BROOK,  N.S. 
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"First -Aid" 
Foot-Restur 

Rests  the  Feet 

To  adjust: — Insert  button 
hook  in  the  hole  in  heel  of 
upper  plate,  swing  out  plate 
as  shown  in  fig.  2,  bend  it 
over  the  edge  of  a  table  or 
chair  until  it  has  the  proper 
elevation,  then  swing  it 
back  into  proper  position. 


Bigger  and  Better  Than  Ever — 

OUR  NEW  CATALOGUE 


Is  just  off  the  press  and  is  the  most  comprehensive  and  most 
complete  of  any  previous  issues.  Every  requirement  in  the  way 
of  Arch  Props  and  other  foot  specialties  are  there  listed. 

Send  us  your  name  NOW  and  this  trade 
reference  book  will  go  to  you 
FREE  and  IMMEDIATELY. 

When  you  are  ordering  Foot  Correctives  from  your  Jobber  in- 
sist on  having  goods  which  bear  this  trade  mark 


Trade 


Mark 


and  be  assured  of  entire  satisfaction.  Every  article  is  fully 
guaranteed  against  imperfections. 


WE  SELL  TO  THE  SHOE  DEALER  ONLY. 

The  Canadian  Arrowsmith  Mfg.  Co, 

Limited 

NIAGARA  FALLS  -  -  ONTARIO 


t  Pan  American 

Grey  KID  Seal 

Brown  A  Black 
Perkins  &  McNeely 

Philadelphia 


Ed.  R.  Lewis,  Toronto 


JOSEPH  S.  FRY 

SHOE  AND  UPPER  MANUFACTURER 

168  Seaton  St.,  Toronto 

Men's  Strong  Working  Shoes,  Blu.  Double  Soles 

Goodyear  Stitched         -  -      -      -      -  $4.50 

Boys',    Goodyear  Stitched  -  -      -      -      -  3.75 

Youths'       "  3.00 

Lads'     -      --      --  --      --  2.50 

Box  Calf,  50c.  Extra 

Men's  Strong  Uppers   -      -      -  -      -      -  2.50 

Boys'        "  2.25 

Youths'    "  2.00 

Lads'        "  1.75 

We  Make  All  Kinds  Terms  Net  Cash 


W.H.StaynesS  Smith, 

Leicester,  Eng. 


CASH  ADVANCED 

ON  CONSIGNMENTS 


Cable  "HIDES"  Leicester. 


HIDE  and  LEATHER. 
FACTORS 

and  at  Kettering,  Northampton 
Bristol,  and  Norwich. 


An  all 
"Canadian' 
Company 
At 

Your 
Service 


Mr.  Merchant,  are  you  on  the  Safe  Side  oi  your  Banker  and  Wholesaler  ? 
Why  not  Reduce  Your  Stock  for  Cash,  and  Play  Safe  ? 

THE  BUSINESS  SALES  SYSTEM 

SUCCESSFUL  RETAIL  SALES  MANAGERS 

285  Salem  Ave.,  Toronto  Telephone  Junction  5668 


Write  for 

"Personal 

Interview" 

It's 

The 

Best 
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"ALL   ABOARD!"   Direct  Through  Connections  from    "HOOF  TO   BE  AM  HOUSE. 

Only  stops  to  improve  quality  and  selection.    Depots  at  all  principal  Hide  Centres,  including 
CHINA,  INDIA,  JAVA,  BRAZIL,  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  &  C 

International  Hide  Merchants 


PARIS 


HAVANA 


BASLE 


NEW  YORK 


CHICAGO 


"We  deliver  what  you  buy'" 


INDEX  TO  ADVERTISEMENTS 


Page 

Aird  &  Son  I.F.C. 
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Sales,  E.  B  '   50 
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Whatever  Your  Die  Requirements  May  Be 

WE  CAN  MAKE  THE 

DIES 


Mallet 
Handle 

and 
Machine 


DIES    ARE  BEST 


Leather 
Fabric 
Paper 
Rubber 


We  Are  Expert  Die  Makers 


United  Shoe  Machinery  Co.  of  Canada,  Limited 


MONTREAL 


QUE, 


90  Adelaide  Street  West 
TORONTO 


179  King  Street  West 

KITCHENER 


28  Demers  Street 
QUEBEC 


St.  Stephen,  N.B., 

August  1st,  1918. 


Dear  Retailer, 

Our  Spring  Samples  will  be  ready  about 
August  15th. 

The  range  of  Oxfords  and  Pumps  will 
be  much  more  extensive  than  ever  before, 
and  Hi-Cuts  will  be  complete  in  every  detail. 

Market  conditions  remain  unsettled. 
Leathers  and  findings  still  advancing.  How- 
ever, we  will  aim  to  keep  our  prices  down  so 
that  you  may  be  able  to  retail  as  usual 
"Supreme  Lady  Shoes"  at  popular  prices. 

CLARK  BROS.,  Limited, 

Manufacturers. 

Ladies'  McKay  Shoe  Specialists. 


A  UNIQUE  SHOE  STORE 
WITHOUT  SHELVING 
OR  BOXES 


(See  article  inside) 


View  of  Fitting  Parlor  from  front  of  store 


FEATURE  ARTICLES 

A  Canadian  National 
Retailers'  Association 

Training  Clerks  to  be 
Real  Salesmen 

Wake  Up  Mr.  Retailer 


View  of  Fitting  Parlor  from  back  of  store 
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You  can  add  full 
measure  to  the 
profit  and  pleasure 

of   your   visit  to 
Toronto  Exhibi- 
by  coming 

to  Our  Rousing 
Round-Up  Sale  of 
Footwear. 


TORONTO 
EXHIBITION 
1918 

Aug.  26  i  Sept.  7 


McLaren 
&  Dallas 

30  Front  St.  West 

Toronto 
Ont. 


Incidentally  you  will  meet  a  lot  of  friends, 
in  the  trade,  who  visit  our  sale  every  year, 
and  exchange  ideas.  But  the  big  interest 
for  you  will  be  the  chance  to  pick  up 
"wantable"  goods  at  near-old-time 
figures. 

It  will  be  a  refreshing  experience  in  these 
days  of  stiff  and  stiffening  prices;  and 
your  satisfaction  will  be  complete  when, 
later,  you  are  turning  over  your  pur- 
chases, in  your  store,  at  handsome  profits. 

Round  out  your  exhibition  visit  at  our 

Round-Up  Sale. 


McLaren  &  Dallas 

30  FRONT  STREET  WEST 
TORONTO 
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Make  Your  Way  To  It 

The  Breithaupt  Exhibit  at  the 
Toronto  Exhibition,  Aug.  26th  to 
Sept.  7th,  near  the  east  entrance 
to  the  Manufacturers'  Building. 

"I  1  7E  promise  you  features  of  interest  to  the 
^  ^    Shoe  Trade  that  will  repay  you  for  all 
the  difficulties  that  may  beset  your  path  in 
getting  to  it. 

And  we  want  to  meet  you  on  both  social 
and  business  grounds.  Moreover,  if  you 
have  any  sole  leather  problems  worrying 
you  bring  them  to  us  and  we  shall  help 
you  solve  them. 


The  Breithaupt  Leather  Co.  Limited 

Tanners  of  Hemlock,  Union  and  Oak  Sole  Leathers. 
Manufacturers  of  Tap  Soles  and  Jumbo  Blocks  for  the  Repair  Trade. 

Head  Office,  Kitchener,  Ontario 

Tanneries  at  Kitchener,  Penetang,  Hastings  and  Woodstock,  Ont. 
Representatives:   Montreal,  R.  M.  Fraser  and  John  McEntyre;  Quebec,  Lucien  Borne 
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OUR 

Representatives  Are  Now  Out 

With  the  finest  and  most  complete  range  we  have 
ever  offered  for  your  consideration.  This  is  say- 
a  good  deal  in  consideration  of  the  times  and  con- 
ditions in  which  we  live. 

With  the 
Scheuer,  Normandin 

WHITE  GOODS  LINE 


You  can  successfully  compete  for  the  valuable 
White  Goods  Footwear  Trade  in  your  locality. 

There  is  a  wealth  of  designs  conforming  to  the 
popular  taste  in  footwear  fashions,  and  your  sales 
can  be  wonderfully  stimulated  by  your  featuring 
a  good  selection  from  our  new  line  of 

High  Class  Novelties 


The  Hood  Rubber  Company's 

range  of  Leisure  and  Outing  Footwear  is  one 
of  our  leading  lines.  You  can  offer  nothing 
better  in  this  class  of  trade. 


Scheuer, Normandin  &  Co. 

8  St.  Helen  Street  :  MONTREAL 
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A 

Great 
Hand 


With  Davis  Leathers  you  can  be  sure  of 
pleasing  the  most  fastidious  tastes. 


Duchess  Russia 
Royal  Purple  Russia 
Brown  Russia  No.  33 
Briar  Boarded  Calf 
Cherry  Willow  No.  84 


-DAVIS 


These  shades  are  the  newest  in  shoe 
fashions  and  the  last  word  in  leather 
production. 


DAVIS  CALF  LEATHERS 


MATT  CALF 

The  Trade's  favorite  in  Matt 
Calf  is  Davis'.  The  highest 
value  in  quality  and  quantity  in 
every  skin. 


NIGRO  CALF 

The  use  of  Nigro  Calf  puts 
superiority  into  your  shoes.  It 
will  repay  you. 


ABSOLUTELY  DEPENDABLE  IN  TONE  AND  DURABILITY 

Send  for  our  Sample  Book. 

DAVIS  LEATHER  COMPANY 

LIMITED 

NEWMARKET,  ONT. 
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TORONTO 
EXHIBITION 


AUG.  26  th 


SEPT.  7th 


WE  INVITE  our  friends  and  patrons 
to  use  our  Office  and  Sample 
Room  as  their  Headquaters  during  the 
coming  Toronto  Industrial  Exhibition. 

If  you  have  any  shoe  orders  to  place 
we  will  have  some  "Exhibition  Snaps" 
which  it  will  be  a  pleasure  to  show  you 
and  which,  we  believe,  you  will  find 
to  be  business  getters. 

Anticipating  the  pleasure  of  your  call, 
we  are 


Respectfully  yours. 


fwn-otecl. 


15  Front  St.  East  TORONTO 
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/.  &  T.  BELL 

LIMITED 

MONTREAL 


SHOEMAKERS  FOR  OVER  A  CENTURY  TO 
PARTICULAR  MEN  JNT>  WOMEN 
OF  CANADA 


ALSO 

Manufacturers  for  Canada  of  Dr.  A.  Reed  Cushion  Sole  Shoes 
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"ROBSON'S"  Patent  in  com- 
bination with  their  colored 
Bucks  produces  smart  foot- 
wear. 

Their  Patent  has  stood  the 
test  of  many  years. 

Their  Bucks  are  made  in  all 
the  prevailing  shades. 

ROBSON'S"  product  has 
earned  its  position  in  the  front 
line  of  your  samples. 


OSUAWA 


CANADA 


The  Robson  Leather  Co.,  Limited 

MONTREAL  OSHAWA,  ONT.  QUEBEC 


THE  SHOE  AND  LEATHER  JOURNAL 

redoes 


^pHE  chap  who  goes  round  boasting  that  his  shoes  are 
as  good  as  new  since  you  half-soled  them  is  a  live 
advertisement  for  your  repair  shop. 

When  you  use  Star  Brand  Soles  you  many  times  make  the 
shoes  as  good  as  new,  sometimes  actually  better. 

Success  these  days  consists  in  creating  favorable  senti- 
ment, and  the  only  way  to  go  about  that  is  to  give  real 
value  in  Workmanship  and  Material. 

Star  Brand  Soles  have  tenacity  intensified,  wearing 
strength  incomparable. 


r^  i  »i  •    •  on  us  wnen  y°u  are  m  town,  and  try 

TorOHtO     H..X  hi  hli" IP!!     and  set  aside  time  for  a  short  trip  to  our 


Aug.  26— Sept.  7 


Tannery  at  Acton,  where  you  will  see  Star 
Brand  Leather  and  Tap  Soles  in  process 
of  manufacture. 


BEARDMORE  &  CO. 

ESTABLISHED  1844 

TANNERS  AND  SOLE  CUTTERS 
TORONTO  MONTREAL  QUEBEC,  P.Q. 

Tanneries:   Acton  and  Bracebridge 
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CALF  AND  KIP  SIDES 
STORM  CALF 

ALL  COLORS 

H.  B.  JOHNSTON  &  CO. 

TORONTO,  CANADA 
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In  these  days  of  rapidly  changing  con- 
ditions it  is  vitally  important  that  the 
retailer  should  know  on  whom  he  can 
rely  for  his  footwear  needs.  A  line  will 
become  depleted — the  manufacturer  will 
be  sold  right  out — it  is  imperative  that 
he  quickly  replenish  his  stock.  How 
can  this  be  done  ? 


The  solution  is 


mm 


Our  wide  and  complete  assortment  of 
shoes  for  every  requirement  is  at  your 
command.  And  our  ability  to  fill  your 
orders  AT  ONCE  and  ship  IMMEDI- 
ATELY will  save  you  endless  time  and 
worry. 

If  you  are  in  need  of  quick  selling  lines, 
test  our  service.  Remember  that  in 
Robinson  you  have  the  entire  market 
at  your  disposal. 


m 
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WHiT 

SHOE  COMPANX  Limited 


¥8  York  Sfre*<*f- 
TO  It  ONTO. 


W  H 


SALE 


T 


r I^HE  biggest  footwear  buying  opportunity  ever 
given  Canadian  Shoe  Retailers  will  be  opened 
up  by  us  during  Exhibition  two  weeks. 

Our  object  in  this  At-a-Price  Sale  is  to  turn  over 
our  entire  present  stock  preparatory  to  moving 
to  our  new  warehouse. 

All  lines  offered  are  new  goods  of  best  selection. 

No  member  of  the  trade  should  overlook  this 
chance  to  buy  to  immense  advantage. 

Head  here  when  you  hit  Toronto. 

Only  three  minutes  away  from  Union  Station. 

Sale  Commences  Monday,  August  26th 


White  Shoe  Company,  Limited 

W hole sale  Shoe  Distributors 
48  York  Street  TORONTO 
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SPRING 
19  19 

Miner  Shoe 

SPRING 
19  19 

Salesmen  Now  Out 

Our  representatives  are  just  starting  out  for 
next  Spring  with  the  best  range  of  Samples  they 
have  ever  had  made  on  the  most  un-to-date  last 
patterns.  Great  improvements  have  been  made, 
and  to-day  we  have  a  line  that  defies  competi- 
tion. 

MEN'S  SCOUT,   BOYS'  SCOUT, 

WOMEN'S  SOCIETY  and  GIRL 

GUIDE  SHOES 

Quality  and  Style  Combined 

"IV e  Can  Shoe  the  Whole  Family" 

Our  line-up  of  White  Duck  Shoes  is  stronger 
and  more  complete  than  ever  before. 

Do  not,  therefore,  on  any  account  buy  before 
looking  over  our  Spring  1919  range  as  the  goods 
and  prices  will  be  most  interesting  to  you. 

The  Miner  Shoe  Co.,  Limited 

Montreal       Ottawa       Quebec  Toronto 

Agents  for  the  celebrated 
MINER  RUBBER  FOOTWEAR 
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Business-Getting  and 
Business-Keeping  Shoes 

A  catchy  style  or  flashy  leather  may  cause  people  to 
buy  a  shoe  the  first  time.  They  buy  it  because  it  may 
please  the  eye,  but,  invariably,  the  transaction  ends 
there.  The  ordinary  person  wants  a  neat  shoe  of  good 
appearance  —  plus  WEAR  and  COMFORT.  And  the 
latter  are  very  important. 

We  realized  this  fact  many  years  ago  and  have  made 
a  specialty  of  shoes  that  are  sensible  in  style,  possess- 
ing little  distinctive  touches  that  immediately  win 
and  hold  favor.  And  the  quality  of  material  and  work- 
manship are  such  as  to  give  lasting  satisfaction  to  the 
wearer.    It  is  due  to  this  that 

AIRD  SHOES 

have  such  an  enormous  output. 

We  Sell  to  Jobbers  Only 


AIRD  &  SON  (Registered) 

MONTREAL 


THE  SHOE  AND  LEATHER  JOURNAL 


15 


Getty  &  Scott,  Limited 

MAKERS  OF  THE  CLASSIC  SHOE  FOR  WOMEN 

Gait,  Ontario 
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THE  DEALER  IS  ENTITLED 
TO  SOMETHING 

The  purchaser  of  a  pair  of  shoes  is  entitled  to  a 
guarantee  that  the  merchandise  he  buys  is  all  it 
is  represented  to  be,  and  a  little  more.  And 
that  is  just  why  thousands  of  men  and  women 
are  buying  known  shoes,  like  Regal. 

The  dealer  is  entitled  to  something,  too.  He  has 
a  right  to  expect  that  his  manufacturer  will  offer 
him  the  goods  that  people  want,  shoes  that  will 
bring  customers  to  his  store.    Regal  does  this. 


The  dealer  is  entitled  to  something— the  quick 
turnover,  for  instance,  that  the  Regal  line  as- 
sures. The  styles  illustrated  here  will  give  it 
to  them. 


Regal  Shoe  Company 

LIMITED 
472-474  Bathurst  Street 

TORONTO 
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EVANS 


For  Your  Glazed  Kid  Shoes 


Ruby" 

Glazed  Kid 


"Peerless" 

Glazed  Kid 


This  is  the  age  of  specialties.  The 
reason  we  can  give  the  utmost  in 
QUALITY,  SERVICE  and  PRICE 
is  the  result  of  our  specializing  in 
these  lines.  And  their  popularity  is 
our  reward. 


If  you  need  anything  in  GLAZED 
KID,  get  our  quotations. 


JOHN  R.  EVANS  LEATHER  CO. 

of  Canada,  Limited 

SPECIALISTS  IN  GLAZED  KID 
=  and  UPPER  LEATHERS 


214  Lemoine  Street 


MONTREAL 
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TETRAULT  WELTS 


Great  Trade 
Stimulators 


They  have  all  the  TETRAULT  charm  of  shape 
and  thoroughness  of  shoemaking  and  more. 
They  have  that  nattiness  and  outstanding  character 
that  make 

"The  Blue  Devil"  and 
"The  Summit" 

Unapproachable  in  their  class  and  by  far  the  best 
lines  we  have  yet  shown.  It  is  this  faculty  of  keep- 
ing ahead  of  the  crowd  that  has  made 

Tetrault  Welts 

A  household  word  in  Canada  and  a  name  to  con- 
jure profits  with  in  the  retail  trade.  If  you  have 
not  yet  become  participators  in  TETRAULT 
WELT  SUCCESS,  join  the  procession  now. 

YOUR  JOBBER  WILL  HELP  YOU 
Have  you  seen  our  Youths'  Goodyear  Line  f 


Tetrault  Shoe  Manufacturing  Co.  Limited 

Largest  Manufacturers  of  Goodyear  Welts  in  Canada 

Office  and  Warehouse: 

9  Rue                                                            \/f  -  nfr..  1  Sold  by  all  First-Class 

Paris,  Prance                                   lVlOIlircd.1  Jobbers  in  Canada 


THE  SHOE  AND  LEATHER  JOURNAL 


19 


Perth  Shoes  on  the  Road 

Sept.  5th. 


Our  boys  are  straining  at  the  bit 
this  season  because  we  have  put 
into  their  hands  a  proposition 
irresistably  attractive  in  the  qual- 
ity of  our  range  throughout  and 
also  in  price. 

Representatives: 

Mr.  Collins,  Port  Arthur  to  the  Coast 
Mr.  Moore,  JV estern  Ontario 
Mr.  McGee,  Toronto  and  Eastern  Ontario 
Mr.  Pettes,  Ottawa,  Montreal,  Quebec  and 
Maritime  Provinces. 


Perth  Shoe  Co.,  Limited 

Largest  Manufacturers  of  Women's  Goodyear  Welled  Shoe  Exclusively 

in  Canada 

Perth,  Ontario 
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RUSH  ORDERS 


Our  facilities  for  filling  rush 
or  repeat  orders  for  Fleet  Foot 
never  were  better.  Our  Ser- 
vice branches  have  made  am- 
ple provision  for  giving 
immediate  attention  to  any 
orders  sent  to  them  by  mail, 
telegram  or  telephone.  No 
shoe  dealer  need  miss  any  late 
trade  in  Fleet  Foot  if  he  keeps 
closely  in  touch  with  our 
nearest  branch. 

Write,  Wire  or  Phone 


Canadian  Consolidated  Rubber  Co. 


Service  Branches  at  Halifax,  St.  John,  Quebec,  Ottawa,  Belleville,  Toronto, 
Hamilton,  Brantford,  Kitchener,  London,  North  Bay,  Fort  William, 
Winnipeg,  Brandon,  Regina,  Saskatoon,  Calgary,  Lethbridge, 
Edmonton,  Vancouver  and  Victoria 


Limited 


Head  Office 


Montreal, 
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KEEPING  THE  SHIP  TRIMMED 


Making  the  Most  of  the  Present — Keeping  an  Eye  on  the  Future — Helping 
the  Government  by  Doing  Your  Best — Push  Business — Lend  to  Your  Country 


THERE  can  be  no  real  complaint  as  to  business  in  Canada  since  the  present  war  began.  It 
is  quite  true  that  almost  all  commercial  enterprises  have  been  affected  more  or  less  seriously, 
but  on  the  whole  business  is  m.uch  better  than  it  was  four  years  ago. 
For  the  past  six  months  the  failures  have  not  been  half  what  they  were  in  1915  and  the 
liabilities  were  proportionately  less.    Undoubtedly  expenses  have  increased,  and  in  many  cases 
people  have  been  impaired,  but  the  general  results  are  much  better  in  bsuiness  than  they  were 
three  years  ago,  and  everything  is  on  a  more  settled  basis. 

But  any  thinking  man  must  realize  that  we  are  on  the  verge  of  tremendous  changes,  no 
matter  what  the  results  of  the  war  may  be.  Present  conditions  cannot  last  for  ever.  Just  as  soon 
as  the  war  ceases  there  will  be  a  pause  in  business  that  will  try  those  that  have  money  tied  up 
in  commercial  and  industrial  ventures.  Everybody  will  hesitate  and  wait  for  some  indication 
of  the  results  of  the  cessation  of  the  warfare  and  the  sudden  stoppage  of  war  enterprises.  This  will 
occur  automatically  with  or  without  reason.  Buyers  will  become  cautious  and  hold  off  as  they 
did  at  the  beginning  of  the  war. 

Nobody  can  predict  what  will  happen.  Long  articles  have  been  written  and  addresses 
delivered  on  "after  the  war  conditions,"  but  there  is  no  man  living  who  can  more  than  guess  and 
certainly  no  government  in  existence  that  can  prevent  the  natural  reaction  following  the  dislocation 
of  trade  that  will  immediately  follow  the  end  of  the  present  conflict.  The  only  thing  one  can  do  is 
to  prepare  for  the  worst.  It  is  a  time  just  now  for  wise  planning  and  careful  preparation.  "In 
time  of  war  prepare  for  peace"  is  a  reversion  of  a  saying  that  we  all  trust  will  become  obsolete 
when  the  present  titanic  struggle  is  won. 

Business  should  be  pushed  steadily  but  sanely.  Foundations  should  be  carefully  gone 
over  and  m.ade  secure.  The  business  man  should  make  the  most  of  the  present  tendency  on  the 
part  of  the  public  to  spend  its  money  freely,  and  while  taking  no  undue  advantage,  see  to  it  that 
a  reasonable  margin  is  laid  up  for  the  uncertainty  that  lies  ahead.  The  words  of  that  wise  old 
organizer,  John  Wesley,  are  more  than  ever  apropos  at  this  crisis,  on  the  commercial  as  well  as 
social  history  of  the  world.    "Make  all  you  can;  save  all  you  can;  give  all  you  can." 

With  respect  to  the  "giving,"  the  best  charity  at  the  present  time  outside  that  giving  that 
is  known  as  "twice  blessed"  is  the  lending  of  help  to  the  Government.  Victory  Bonds  are  not 
only  a  patriotic  duty  but  a  wise  investment.  The  day  will  undoubtedly  come  when  every  man 
who  holds  a  few  hundred  or  thousand  dollars  of  his  country's  paper  will  be  glad  he  made  the  in- 
vestment. The  duty  of  the  hour  is  industrious  effort,  thoughtful  saving  and  patriotic  investment. 
"Your  country  needs  you"  was  the  slogan  that  brought  thousands  of  our  best  young  men  to  the 
colors.  "Your  country  needs  your  money"  should  awaken  no  less  enthusiasm  amongst  those 
who  are  not  in  a  position  to  place  ■'"heir  lives  on  the  altar  of  sacrifice. 
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Pointers  for 
Shoe  Clerks 

They  Should  Realize  That  Shoe 
Selling  is  Important — It  is  a  Stepping 
Stone  to  Bigger  Things. 

44r  I  THERE'S  an  awful  difference  in  shoe 
I  clerks,"  remarked  a  shoe  retailer  recently. 
"Let  me  give  you  an  illustration.  I  had 
a  young  fellow  before  the  war,  who  was  not  the 
brightest  looking  lad  in  all  this  world,  but  some 
way  you  couldn't  catch  him  off  the  job  nor  asleep 
at  the  switch.  He  was  always  there.  If  he  wasn't 
handling  a  customer  himself  he  was  watching 
me  so  close  if  I  had  one  that  he  intended  not  to  let 
anything  get  away  from  him.  But  what  beat 
me  was  the  way  he  could  sell.  What  he  lacked 
in  appearance,  he  made  up  in  earnestness.  He 
just  talked  shoes,  and  talked  them  so  they  would 


E.  A.  Reading,  now  with  the  Hartt  Shoe  Co. 


sell.  And  he  was  always  on  time;  he  was  never 
late.  If  I  asked  him  to  run  a  message  or  deliver 
a  parcel,  he  seemed  to  take  as  much  interest  in 
doing  that  as  he  did  in  any  of  his  other  duties. 
He  just  seemed  to  like  to  work.  He  was  always 
on  duty,  never  laid  off  for  any  reason.  He  had 
been  with  me  about  three  years  when  a  stranger 
came  in  one  day.  The  man  was  a  clean-cut  busi- 
ness man,  well  dressed  and  of  nice  appearance. 
I  approached  him  but  he  sided  over  to  the  boy. 
I  almost  butted  in,  but  the  man  in  the  most  in- 
different way  said,  "Oh,  this  young  man  can  wait 
on  me,    I  am  not  hard  to  suit."    He  sat  down  and 


told  the  young  man  he  wanted  a  pair  of  boots. 
Just  then  a  lady  entered,  and  as  I  was  waiting 
on  her  I  kept  my  eye  on  the  man.  I  honestly 
did  not  think  he  wanted  a  pair  of  shoes.  He  paid 
very  little  attention  to  the  fitting,  but  kept  talking 
to  the  boy  and  watched  him  more  than  he  did  the 
shoes.  However,  he  bought  the  shoes  and  went 
out.  I  was  surprised  at  the  young  man — he  did 
not  seem  to  consider  the  customer  of  any  different 
type  from  other  customers.  He  waited  on  him  in 
the  same  courteous,  confident  manner.  Said  noth- 
ing about  the  man  when  he  went  out.  I  asked  did 
he  know  him,  and  he  replied  that  he  did  not. 

"Two  weeks  later  he  came  to  me  one  morn- 
ing and  said  if  I  could  get  another  man  he  would 
like  to  leave.  Naturally  I  did  not  want  to  lose 
him.  I  asked  him  why,  and  he  said  he  had  been 
offered  what  looked  to  him  like  a  pretty  good 
position  with  a  large  manufacturing  concern. 
Taking  a  letter  from  his  pocket  he  handed  it  to 
me  to  read.  It  simply  detailed  the  work  they 
expected  him  to  do,  and  if  he  would  like  to  make 
a  change  to  call  and  see  them.  I  asked  who  the 
people  were  and  he  replied,  'You  remember  that 
gentleman  on  whom  I  waited  a  couple  of  weeks 
ago  who  would  not  let  you  wait  on  him?  Well, 
that  is  the  man.' 

"  I  afterwards  heard  that  this  man  had  heard 
of  my  lad  and  had  come  on  under  pretext  of  buying 
a  pair  of  shoes  to  see  what  he  was  like.  He  was 
satisfied,  and  to-day  he  has  a  very  fine  position 
with  this  firm  and  his  opportunities  for  advance- 
ment are  still  good. 

"In  opposition  to  this,  some  time  later  I  had 
another  clerk.  Despite  the  fact  that  I  have  to 
pay  him  twice  as  much  as  I  paid  the  first  one, 
he  does  not  measure  up  in  any  way  with  him. 
He  is  listless  and  indifferent,  and  waits  on  a  cus- 
tomer with  a  manner  akin  to  just  because  he  has 
to  do  it.  If  I  ask  him  to  do  anything  out  of  the 
regular  routine  he  does  it  with  an  unwilling  air 
and  not  with  any  degree  of  pleasure.  Nor  is  he 
dependable.  For  the  slightest  pretext  he  remains 
away  an  afternoon  or  a  forenoon.  One  morning, 
for  illustration,  I  had  an  important  engagement 
with  a  man  at  10  o'clock.  At  9  o'clock  my  young 
man  phoned  me  that  he  wasn't  feeling  very  well 
and  he  guessed  he  wouldn't  come  down  before 
noon.  My  engagement  had  to  be  broken,  my  regu- 
lar day's  plans  all  readjusted,  and  I  was  without 
help  the  entire  forenoon.  This  would  not  matter 
for  once  or  twice,  but  it  is  a  frequent  occurrence. 
I  do  not  wish  to  say  that  every  young  man  who 
proves  as  faithful  as  did  my  former  clerk  will  land 
some  excellent  position  as  he  did,  nor  do  I  wish 
to  say  that  the  second  salesman  will  not  succeed 
in  life.  But  it  seems  to  me  that  a  shoe  clerk  would 
get  more  satisfaction  out  of  giving  every  atten- 
tion to  his  work,  and  it  certainly  is  more  gratify- 
ing to  his  employer.  And  it  is  possible  that  the 
second  young  man  will  make  a  success  at  some  other 
occupation;  still  I  always  feel  that  a  man  should 
do  with  his  might  what  his  hand  finds  to  do." 

There  is  a  lesson  in  the  above  for  the  average 
shoe  salesman  that  should  furnish  food  for  reflec- 
tion. 
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Roomy  Shoes 
and  Flat  Feet 


A  Doctor  Advises  More  Room  in 
Shoes  and  Exercise  of  the  Feet  to 
Prevent  and  Cure  Fallen  Arches — 
The  Muscles  of  the  Calf  Need 
Exercise 

THE  following  article  taken  from  Dr.  Woods 
Hutchinson,  a  wiiter  on  health  topics, 
will  be  of  interest  to  shoe  retailers  who 
give  any  attention  at  all  to  the  fitting  of  shoes 
or  the  study  of  the  foot  and  the  bearing  which  shoes 
may  have  on  its  comfort.  While  this  article 
is  written  for  the  wearer  or  general  public,  the  shoe 
dealer  may  nevertheless  profit  by  it : 

Shoemakers  should  be  impressionists,  or  even 
Cubists,  in  their  art.  Their  finished  work  should 
suggest  the  shape  of  the  foot  it  covers,  not  slavish- 
ly imitate  it,  says  Dr.  Woods  Hutchinson  in  an 
article  to  a  Boston  paper.  Good  shoes  should 
never  be  quite  full  of  feet,  even  in  their  most 
expansive  moments.  They  should  be  the  shape 
and  size  of  the  feet  they  enclose — "and  then  some," 
with  a  discreet  margin  all  the  way  round  for  emer- 
gencies. 

This  has  the  dreadful  disadvantage  of  some- 
times making  your  feet  look  even  larger  than  they 
really  are,  but  not  nearly  so  much  as  you  would 
think,  because  the  longer  a  shoe  is  the  slimmer 
it  looks. 

When  you  are  buying  a  new  shoe  put  it  on 
and  stand  up  and  bear  your  full  weight  on  it. 
Then,  if  you  are  conscious  that  you  have  an  end 
to  any  of  your  toes,  or  a  side  to  your  little  one, 
buy  a  half  size  larger.  If  you  are  keen  on  a  bar- 
gain, you  may  have  the  satisfaction  of  feeling 
that  it  is  more  economical,  in  addition  to  its  other 
advantages,  because  it  will  wear  better  and  be 
less  apt  to  crack  than  a  "blister  fit." 

The  extra  size  also  largely  solves  the  other 
great  problem  of  good  shoeing,  and  that  is  giving 
the  foot  a  chance  to  breathe.  The  air  space  which 
surrounds  the  foot  at  rest  enables  the  heat  and 
perspiration  both  to  be  got  rid  of,  and  not  only 
keeps  the  feet  cooler  and  more  healthy,  but  also 
prevents  their  getting  moist  and  starting  to  chafe 
or  blister. 

When  the  feet  have  been  properly  shod  the 
next  thing  they  need  is  plenty  of  exercise.  The 
more  accurate  term,  however,  would  be  "traveling," 
because  while  good  active  walking  strengthens 
and  helps  the  feet  in  every  way,  mere  standing, 
or  even  moving  slowly  about  on  one's  feet,  often 
does  more  harm  than  good. 

In  fact,  flat  feet,  with  all  the  evils  in  its  train, 
is  most  common  among  those  who  are  about  on 
their  feet  a  great  deal  without  much  active  mov- 
ing from  place  to  place,  such  as  salesmen  and  shop 
people,  workmen  who  stand  at  the  bench,  nurses, 
domestic  servants,  and  even  policemen. 


The  reason  for  this  is  that  while  we  talk  a 
great  deal  about  the  importance  of  keeping  up  the 
bony  arches  of  the  feet,  this  is  a  matter  neither  of 
the  shape  of  the  bones  nor  the  strength  of  any- 
thing in  the  foot  itself,  but  of  the  muscles  of  the 
calf  and  of  the  front  of  the  leg,  whose  tendons, 
or  cords,  sling  up  and  support  the  arch  of  the  foot. 

So  that  while  in  an  earlier  day  we  were  chief- 
ly concerned  with  fitting  steel  or  other  rigid  arches 
into  the  instep  of  the  sole  of  the  shoe  to  mechanic- 
ally support  the  arch  of  the  foot,  we  now  get  better 
results  from  "rolling"  exercises,  which  strengthen 
the  muscles  of  the  leg. 


The  splendid  warehouse  of  the  John  R.  Evans  Company. 
Limited,  of  Canada,  at  214  Lemoine  St..  Montreal 
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Cash  and  Carry 
Movement 

A  Great  Boon  to  Retailers — Why 
Not  Adopt  It? 

WE  don't  know  who  is  responsible  for  the 
term,  "Cash  and  Carry,"  but  whoever  he 
is  he  has  conferred  a  great  boon  on  the  re- 
tail merchants  of  the  business  world.  It  has  a 
gripping  effect.  In  the  first  place  it  gives  the 
reader  or  customer  a  sort  of  idea  that  he  is  obtain- 
ing better  value  by  paying  cash.  Then  it  in  some 
manner  brings  to  his  attention  the  fact  that  it  is  his 
duty  to  carry  his  own  goods  when  he  has  pur- 
chased them.  It  makes  one  a  trifle  ashamed  that 
he  places  himself  under  an  obligation  to  the  mer- 
chant when  he  asks  him  to  deliver  his  parcel  for 
him.  Of  course,  this  has  always  been  looked  upon 
as  a  trade  winning  accommodation. 

There  seems  no  legitimate  reason  why  shoe 
retailers  should  not  adopt  this  plan,  for  shoe  par- 
cels are  not  large.  There  will  be  some  excuse 
for  a  woman  buying  a  large  bill  of  groceries,  or 
dry  goods,  not  being  able  to  carry  her  parcels; 
but  with  shoes  the  excuse  of  weight  and  bulk 
are  both  removed,  for  almost  anyone  can  carry 
one  pair  of  shoes. 

But  not  alone  is  the  "carrying"  part  of  the 
slogan  important.  The  "Cash"  part  is  even  more 
important.  Unfortunately,  there  are  too  many 
retail  shoe  dealers  still  doing  a  credit  business. 
Possibly  in  some  sections  this  is  necessary,  but 
in  the  great  majority  a  cash  business  can  be  con- 
ducted with  much  better  success  than  a  credit 
system.  Wherever  merchants  have  changed  to 
a  cash  system  the  reports  have  been  that  they 
were  agreeably  surprised  at  the  results  and  with 
what  ease  the  change  was  effected. 


The  first  fear,  of  course,  is  the  loss  of  trade' 
It  is  an  undisputed  fact  that  where  one  conducts 
a  credit  business  many  customers  take  advantage 
of  it.  They  will  go  to  other  stores  and  make 
purchases  and  pay  cash,  but  when  the  time  comes 
for  a  little  accommodation,  they  will  patronize  the 
credit  man,  and  purchase  on  a  charge  account. 
Such  customers  will  not  be  lost.  Tf  they  can 
and  do  pay  cash  at  other  stores,  they  will  do  the 
same  at  your  store,  when  you  establish  the  cash 
system.  In  fact,  it  has  been  proven  over  and  over 
again  by  those  who  have  adopted  the  cash  system 
that  a  much  greater  percentage  of  customers 
have  not  been  lost  than  was  feared  when  consider- 
ing the  change. 

But  assuming  that  a  certain  amount  of  trade 
may  be  diverted  from  your  store,  have  you  ever 
considered  the  savings  you  will  have  as  a  sort  of 
counter  balance  for  these  small  losses?  Has  it 
ever  dawned  on  you  what  it  costs  you  to  do  a 
credit  business?  Do  you  know  what  it  costs 
you  to  "Keep  Books"  alone?  Have  you  consider- 
ed how  much  you  lose  in  "bad  debts"  every  year? 
Will  not  this  loss  be  greater  than  your  actual 
loss  on  customers  through  changing  to  the  cash 
system. 

Here  are  a  few  of  the  items  to  be  taken  into 
account  and  entered  on  the  cash  or  savings  side 
of  your  ledger.  Bad  debts,  losses  by  compromise 
settlements,  commissions  to  collectors  or  fees 
to  lawyers.  Your  own  time  in  chasing  slow  pay 
people,  cost  of  account  books  and  book-keeping, 
postage,  clerk  hire,  etc.,  all  of  which  will  more  than 
offset  any  losses  of  customers. 

As  a  war  measure,  the  carrying  of  parcels 
means  a  saving  of  man  power,  and  many  stores 
that  have  always  done  a  cash  business  are  intro- 
ducing, as  far  as  possible,  the  custom  of  having 
patrons  carry  their  parcels.  In  these  days  of 
big  shopping  and  knitting  bags,  many  women 
rather  enjoy  the  novel  experience  of  carrying 
parcels,  for  they  feel  it  is  a  saving  of  man  power. 
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Canadian  National 
Shoe  Retailers' 
Association 

The  Time  is  now  Ripe  for  This  Organiza- 
tion— Immediate  Action  to  be  Taken — 
Object:  To  Give  Every  Possible  Assistance 
to  Win-the-War  Policies. 

THAT  the  present  time  is  most  opportune  for  the 
formation  of  a  Canadian  National  Shoe  Retailers' 
Association  has  been  abundantly  exemplified  by 
the  general  response  to  the  Shoe  and  Leather  Journal's 
efforts  in  getting  the  manufacturers  and  retailers  together 
to  co-operate  with  the  War  trade  Board,  to  render  every 
assistance  possible  in  any  Win-the-War  measures  the  Board 
may  purpose  to  establish  in  relation  to  the  use  of  leather. 

As  mentioned  in  the  August  first  issue  of  the  Journal 
a  committee  of  the  manufacturers  have  already  appeared 
before  the  Board,  offering  their  suggestions,  and  it  is  felt 
that  best  results  will  be  obtained  by  the  co-operation  of 
the  manufacturers  and  retailers,  for  then  a  broader  view  of 
the  situation  may  be  had  and  the  matter  may  receive  con- 
sideration from  every  angle. 

The  move  now  should  be  for  the  various  Shoe  Retail- 
ers' Associations  to  get  in  touch  with  each  other  for  the 
purpose  of  appointing  delegates  to  attend  a  convention 
to  be  held  as  soon  as  possible.  The  Montreal  and  Toronto 
retailers  have  taken  the  initiative  in  this  matter,  but  both 
feel  they  have  gone  far  enough  without  the  co-assistance  of 
other  Canadian  retailers.  They  feel  that  a  representation 
reaching  from  coast  to  coast  is  the  more  desirable.  Where 
no  regular  local  associations  are  established,  it  will  be 
an  easy  matter  to  call  a  meeting  of  the  retailers  and  take 
the  matter  up  and  appoint  a  representative  to  attend  this 
convention. 

At  this  convention  the  whole  matter  can  be  thoroughly 
canvassed  and  a  Retailers'  Council  appointed,  which  would 
be  willing  to  place  itself  at  the  command  of  the  War  Trade 
Board  for  conference  and  consultation  at  any  desired  time. 

The  question  of  date  for  holding  the  convention  is  now 
under  consideration.  Of  course,  the  sooner  it  can  be  ar- 
ranged the  better,  but  owing  to  the  great  distances  from 
ocean  to  ocean,  and  many  retailers  being  hampered  for  time 
by  lack  of  help,  it  will  take  some  time  to  swing  arrange- 
ments into  line. 

It  should  be  remembered  that  the  men  composing 
the  War  Trade  Board  have  shown  every  reason  to  be  fair 
and  have  also  shown  great  willingness  to  consider  the  well- 
fare  of  every  interest  that  may  be  affected  by  any  measures 
they  suggest  or  adopt.  Nor  can  it  be  expected  that  men 
comprising  such  a  board  can  have  practical  knowledge  of 
all  the  diversified  matter  that  shall  come  before  them  for 
consideration.  Therefore,  it  should  be  seen  by  every  retail 
shoe  merchant  how  important  it  is  to  him  personally  and 
to  the  retail  trade  as  a  whole,  that  the  shoe  retailers  should 
be  in  a  position  to  render  that  aid  to  the  Board  which'  it 
really  needs  and  invites.  In  fact,  a  National  Council 
of  Retailers  will  be  of  inestimable  value  to  the  Board. 

And  its  value  will  be  doubly  enhanced  if  it  works  in 
conjunction  with  the  manufacturers.  There  can  be  no 
doubt  but  that  a  closer  relationship  between  manufacturer 
and  retailer  in  Canada  at  all  times  would  produce  results 
that  would  be  wonderfully  advantageous  to  the  trade,  and 
especially  is  this  true  at  the  present  time. 


The  manufacturers  have  expressed  their  willingness  to 
co-operate  with  the  retailers,  and  as  there  is  a  contemplated 
convention  of  manufacturers  to  be  held,  possibly  in  Decem- 
ber at  Ottawa  or  Montreal,  if  the  retailers  will  have  their 
council  appointed  before  that  time  they  can  offer  their 
services  to  the  government  and  convene  with  the  manu- 
facturers, when  the  latter  hold  their  convention. 

It  will  be  well,  then,  for  every  Shoe  Retailers' Association 
and  every  individual  retailer,  who  has  any  interest  in  his  own 
welfare  and  the  welfare  of  the  retail  shoe  business  and  is 
patriotic  enough  to  have  any  interest  in  Canada,  to  imme- 
diately write  Mr.  Geo.  Gales,  Shoe  Dealer,  Montreal,  or 
Mr.  Edward  Cook,  45  King  St.,  West,  Toronto  or  the 
Shoe  and  Leather  Journal  and  say  how  much  you  aro 
interested  in  the  plan  and  to  what  extent  you  can  co-operate 
in  the  holding  of  the  convention.  t 

Up  to  the  present  time  it  is  not  definitely  known  jus- 
what  steps  will  be  taken  by  the  War  Trade  Board  in  refer 
ence  to  restrictions  on  next  spring's  samples,  but  whatever 
is  done  must  of  necessity  be  done  quickly  or  the  manufac- 
turers, will  be  greatly  inconvenienced,  for  many  of  them, 
if  not  working  on  these  lines  are  laying  their  plans  for  them. 
But  this  should  in  no  way  deter  organization.  This  should 
go  on  so  both  retailer  and  manufacturer  will  be  in  a  posi- 
tion to  re'hder  their  services  to  the  Board  whenever  those 
services  are  necessary. 

Here  is  one  letter  chosen  from  many  that  seems  to 
voice  the  opinion  of  the  whole  retail  trade.  We  publish 
this  because  it  comes  from  the  distant  northwest. 

*  *  * 

Gentlemen: 

In  answer  to  yours,  might  say  we  would  be  strongly  in 
favor  of  an  advisory  to  represent  the  retail  shoe  trade  on 
any  matters  that  may  be  brought  up;  in  fact,  have  often 
wondered  why  we  didn't  have  anything  in  that  line. 

Wishing  you  every  success  in  the  good  move  and  offering 
to  do  anything  we  can  to  help  up  here, 

We  are,  Yours  very  truly, 


SOME  FIGURING 

No  matter  what  comes  up  the  professional  figurer 
always  comes  along  with  his  little  paper  and  pencil.  Here's 
the  latest  on  women  lacing  high  shoes  and  the  saving  of 
time  by  the  introduction  of  lower  ones: 

Apart  from  the  immense  saving  in  leather,  there  will 
be  a  big  saving  in  the  ladies'  time.  According  to  a  lady 
friend  of  our  acquaintance,  who,  like  the  majority  of  her 
sex,  was  a  martyr  to  the  fashion,  it  took  anywhere  from  20 
to  40  minutes  to  properly  lace  the  long  uppers.  The  new 
regulation  shoe  will  only  take  as  many  seconds  and  conse- 
quently the  average  time  saved  per  lady  will  be  approxi- 
mately 30  minutes  a  day. 

Assuming  1,000,000  ladies  in  Canada  wear  the  high 
tops,  then  the  saving  per  day  when  the  low  tops  come  in 
will  be  500,000  hours.  In  one  year  the  hours  saved  would 
be  182, 500,000  hours  or  7,604,166  days  or  20,833  years. 

Just  think  how  much  canning  sister  Sarah  could  do 
in  that  time  if  she  would  only  turn  her  hand  to  such  war 
work,  or  the  number  of  socks  sister  Sue  could  knit  for  the 
boys  at  the  front. 

Then  again,  there  is  the  time  that  will  be  saved  to 
clerks  in  the  retail  stores,  who  often  a)r«  called  upon  to  fit 
on  and  lace  up  five  or  six  pairs  of  these  long  uppered  shoes 
before  the  fair  purchaser  decides  upon  the  pair. 

Now  what  sticks  us  is  that  if  it  takes  40  minutes  to 
lace  a  twelve  or  even  sixteen  inch  shoe,  please  tell  us  why 
a  woman  can  lace  an  eight  inch  one  in  40  seconds.  But 
that's  the  professional  figurer  for  you. 
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Training 
Clerks  to  be 
Real  Salesmen 


Timely  and  Helpful  Plans  Based  on 
Actual  Experience  in  the  Retail  Shoe 
Store 

THIS  article  reprinted  from  the  "Boot  and  Shoe  Re- 
corder," is  an  address  given  by  Wm.  Waegner  of 
Aurora.  111.,  before  the  Illinois  Shoe  Retailers'  Con- 
vention held  recently  at  Peoria,  111. 

It  is  my  conviction  that  you  cannot  make  real  sales- 
men out  oc  dissatisfied  clerks. 

To  make  satisfied  clerks  you  must  give  as  well  as  re- 
ceive, and  possibly  give  more  than  you  receive  to  start 
with.  When  I  say  give,  I  mean  that  a  man  should  decide 
how  much  he  can  afford  to  pay  them  based  on  future  worth. 
Then.  too.  remember  that  salary  is  not  all  that  appeals. 
Give  words  of  encouragement  now  and  then,  words  of  ap- 
preciation. A  congenial  employer  and  congenial  surround- 
ings work  wonders  and  make  for  efficiency. 

Encouragement  Other  Than  Pay  Envelopes  Necessary 

There  is  not  a  man  in  this  room  who  does  not  enjoy 
a  compliment  from  the  other  fellow;  it's  like  a  tonic.  Simi- 
lar doses  now  and  then  given  to  the  man  under  you,  are 
just  as  soothing  and  will  help  to  build  him  up.  Reci- 
procity counts. 

I  have  heard  this  sort  of  thing  called  "Salve."  I  know 
of  concerns  who  hand  out  lots  of  it  but  are  slow  in  handing 
over  the  money.  Not  so  many  years  ago  I  myself  labored 
for  a  concern  imbued  with  that  spirit,  never  getting  a  raise 
in  pay  without  asking  for  it,  and  believe  me  I  hated  to  ask. 
I  never  had  a  vacation  with  pay;  in  fact  was  docked  for 
all  time  off  duty.  When  I  was  about  to  be  married  I  had 
to  ask  for  another  raise  to  get  $15  per  week  and  also  had 
to  plead  to  get  a  few  days  off.  Both  were  finally  granted, 
but  I  was  scared  stiff  all  the  while  I  was  away  for  fear  I 
might  meet  with  the  same  fate  of  some  of  my  predecessors. 
Why?  Because  this  concern  had  found  that  the  most 
convenient  way  to  rid  itself  of  a  man's  services  was  to  let 
him  go  on  a  vacation  and  while  away  write  him  that  his 
services  were  no  longer  needed.  Well,  I  was  more  lucky 
than  some  of  these  who  have  gone  before,  for  I  was  allowed 
to  return  and  retain  the  job,  sticking  to  my  post  for  several 
years  thereafter. 

While  so  situated,  however,  I  always  planned  and  schem- 
ed to  get  into  business  for  myself  and  fully  resolved  that 
should  that  day  ever  come,  no  man  should  have  to  work 
for  me  under  such  trying  conditions.  The  day  finally  dawn- 
ed about  twelve  years  ago,  and  the  resolution  has  held 
good  ever  since. 

In  the  past,  and  up  to  date,  I  have  found  it  to  my  best 
interests  to  hire  young  men  and  train  them  to  my  liking. 
In  hiring  men  I  try  to  find  out  whether  they  just  want  a 
job  or  whether  they  really  would  like  to  sell  shoes.  If 
possible  I  aim  to  find  out  just  why  they  care  to  serve  as 
salesmen.  Needless  to  say  that  I  do  not  consider  the  fellow 
who  only  wants  a  job. 

Train  your  clerks  to  have  a  thorough  knowledge  of 
all  goods  carried;  keep  them  busy  during  spare  time  by 
working  them  in  stock.  In  no  way  can  they  gain  a  better 
understanding  of  it. 

Every  salesman  should  be  thoroughly  acquainted 
with  the  construction  of  a  shoe  and  should  have  a  clear 


conception  of  leathers  and  their  variety  in  the  making, 
and  by  this  be  able  to  talk  shoes  intelligently  to  the  pros- 
pective customer. 

Training  clerks  to  be  real  salesmen  means  that  they 
should  be  thoroughly  schooled  in  the  art  of  fitting.  Fit- 
ting shoes  is  more  than  just  covering  a  foot.  A  measure 
stick  alone  will  not  always  tell  you  the  size;  study  the  foot 
and  use  common  sense. 

In  order  to  be  a  real  salesman  I  believe  a  clerk  should 
.study  the  anatomy  of  the  foot.  There  are  several  courses 
of  instruction  along  this  line.  I  have  found  that  men  on 
the  floor  who  possess  this  training  are  a  very  valuable  asset 
in  stimulating  the  sale  of  the  many  corrective  foot  appliances 
which  most  of  us  know,  to-day,  form  a  very  profitable  part 
of  the  shoe  business. 

Train  clerks  to  avoid  the  use  of  a  much  abused  word 
in  connection  with  the  shoe  business — the  word  "guar- 
antee," which  is  nothing  more  than  a  trouble  maker.  It 
is  an  unnecessary  word  in  the  vocabulary  of  a  good  sales- 
man, who  has  plenty  of  other  good  points  to  talk  about. 

Power  of  Suggestion  Essential 

Clerks  should  be  trained  in  the  power  of  suggestions. 
A  suggestion  at  the  right  moment,  one  or  more,  is  really 
a  service  to  the  customer.  Without  having  suggested  it, 
the  patron  might  have  forgotten  that  he  or  she  was  going 
to  get  an  extra  pair  of  laces  or  shoe  polish  or  maybe  a  pair 
of  rubbers  to  fit  or  match  the  shoes  just  purchased.  And 
just  to  emphasize  the  point,  maybe  the  old  shoes  needed 
repair.  What  more  logical  to  believe,  since  qualities  are 
not  quite  so  wearable  as  of  old.  Very  often  customers 
complain  about  aches  and  pains  of  their  feet.  Wouldn't 
the  mere  suggestion  that  you  have  appliances  to  overcome 
these  troubles  go  a  long  way  toward  making  an  added  sale? 
I  say  the  power  of  suggestion  pays. 

Clerks  should  be  trained  to  be  polite  and  patient; 
to  show  goods  willingly  and  to  rather  miss  a  sale  than  force 
goods  on  to  a  customer  which  they  really  do  not  want  or 
need.  And  here,  again,  I  say  be  informative.  Say  to  the 
patron,  that  inasmuch  as  you  do  not  happen  to  have  just 
what  they  want  that  possibly  they  had  better  try  elsewhere, 
and  should  they  not  find  what  they  are  looking  for,  that 
possibly  this  or  that  shoe  might  do.  In  this  way  you  are 
nursing  a  "come-back" — the  other  way  you  are  virtually 
counteracting  the  situation  by  inviting  the  patron  to  stay 
away. 

Where  the  clerks  wrap  packages  teach  them  the  wisdom 
of  doing  it  neatly;  train  them  to  always  hand  customers 
their  change  first,  if  they  have  any  coming,  and  then  the 
package;  and  to  make  their  delivery  of  either  or  both  with 
a  pleasing,  "Thank  you  very  much."  When  and  where 
possible  have  them  lead  the  customer  to  the  door  or  out  of 
the  department  with  a  "Please  call  again." 

Make  Worthy  Clerks  Stock  Holders  in  Business 

After  training  clerks  to  be  real  salesmen — worth  while 
to  the  store  and  of  benefit  to  those  whom  they  serve,  I 
have  found  it  profitable  to  incorporate  my  business,  and 
make  stockholders  of  those  worthy  to  be  called  Business 
Builders  and  Future  Merchants. 


There  is  a  bill  before  the  New  York  State  Legislature 
providing  that  all  shoes  made  in  that  state  be  marked  with 
the  name  of  the  manufacturer  and  also  have  stamped  on  it 
the  materials  used.  Many  are  of  the  opinion  that  this  will 
injure  the  business  and  Sol  Wile,  secretary  of  the  National 
Boot  &  Shoe  Manufacturers'  Association,  is  doing  his  best 
to  discourage  this  procedure.  In  other  states  where  this 
has  been  voted  on  and  carried  out,  it  was  repealed  at  the 
next  session  of  the  Legislature,  and  Mr.  Wile  is  of  the  opinion 
that  the  same  thing  would  happen  in  New  York  if  it  were 
passed  upon  now. 
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A  NOVEL  SHOE  SALE 

When  it  comes  to  shoe  sales  it's  a  hard  proposition  to 
get  something  that  hasn't  been  tried,  and  been  tried  pretty- 
often  too.  But  Mr.  Oliver  Brooks,  of  the  United  Shoe 
Machinery  Co.,  sent  us  some  snaps  of  a  rather  unique  and 
out-of-the-ordinary  sale  that  the  Montreal  shoe  store  in 
Brandon  ran  not  long  ago.  It  was  called  a  "Barrel  Sale." 
The  name  is  attractive,  for  some  way  everybody  associates 
a  barrel  with  money.  In  fact,  we  know  a  shoe  repairman 
in  Toronto  who  declares  he  has  three  barrels  of  money  in 
his  basement.    Of  course  he  never  lets  anyone  down  to  see 


Showing  advertisements  in  front  of  the  Montreal  Shoe  Store,  Brandon 

them,  because  (he  says)  he  is  afraid  they  will  want  some. 

At  any  rate  Mr.  Chrest,  the  proprietor  of  the  store, 
says  the  barrels  were  not  only  unique  but  were  less  expensive 
than  tables,  and  worked  equally  as  well. 

Prominent  signs  covered  the  windows  and  the  slogan 
was  "Barrels  of  Bargains."  The  illustration  gives  a  good 
view  of  the  front  of  the  store  with  the  signs  in  place. 

The  third  illustration  shows  a  portion  of  the  shoe  re- 


Portion  of  Repair  Department  of  Montreal  Shoe  Store.  Brandon,  Man. 

pairing  department.  The  equipment  includes  a  Goodyear 
stitcher  and  Model  N  shoe  repair  outfit,  a  U.S.M.C.  skate 
sharpening  machine,  Singer  patcher  and  other  machines. 
That  black  bottle  in  the  corner  of  the  counter  looks  sus- 
picious. In  fact  it  contains  alcohol,  but  as  t  is  in  the  form 
of  black  dye  it  does  not  tempt  the  men.    Note  the  Shoe 


and  Leather  Journal  by  the  machine.  It  is  greatly 
appreciated  in  this  store. 

A  PRINTER'S  MISTAKE 

Out  in  Brandon  the  printer  made  a  nice  little  mistake 
in  an  advertisement  for  Nation  &  Shewan,  shoe  dealers,  of 
that  city.  Here  is  what  the  Brandon  Sun  said  about  it: — 
"The  other  day  Nation  &  Shewan  received  a  small  shipment 
of  particularly  stylish  cherry  calf  shoes  for  ladies,  and 
though  these  were  strictly  new  arrivals  that  were  intended 
to  be  sold  at  $8.00  a  pair,  as  a  Saturday  business  booster,  they 
were  specially  priced  at  $6.75.  But  through  a  most  amazing 
typographical  oversight  the  advertisement  when  printed 
yesterday  quoted  these  shoes  at  regular  $8.00  for  $1.75 
per  pair.  The  mistake  was  entirely  the  printer's.  The  ad- 
vertisement was  double-proofed  and  the  price  error  on  each 
proof  was  marked  for  correction,  but  as  is  sometimes  the 
the  greater  the  caution,  the  harder  the  fall."  We  pity 
the  poor  compositor  who  didn't  fix  that  proof.  But  the 
questions  will  immediately  arise  yi  the  minds  of  shoe  retailers: 
Who  will  pay  for  the  mistake?  Did  the  advertiser  sell  any 
at  the  mistaken  price? 

SAVING  SHOE-BLACKING  TINS 

We  should  like  to  know  if  a  saving  similar  to  the  follow- 
ing could  be  effected  in  Canada: — It  is  estimated  that  more 
than  1,000,000  cans  of  large  capacity  will  be  saved  yearly 


Showing  arrangement  of  barrels  in  the  big  barrel  sale 


by  the  Blacking  and  Cement  Manufacturers'  Association. 
These  manufacturers  make  blacking  and  cement  for  the 
shoe  industry,  and  their  products  are  put  up  in  large  tins, 
ranging  from  five  gallons  upward.  More  than  forty  con- 
cerns have  come  together  under  the  Committee  on  Public 
Safety  of  Massachusetts,  and  are  making  a  charge  for  all 
containers,  such  as  cans,  jugs,  kegs,  and  half  barrels,  this 
charge  to  be  credited  the  customer  upon  return  of  container. 
This  gives  an  incentive  to  promptly  return  tins,  which  have 
heretofore  been  used  once  and  then  rendered  useless  through 
neglect.  Each  manufacturer  belonging  to  this  organization 
is  given  an  identification  number  to  be  stamped  on  his  con- 
tainers, so  that  debits  and  credits  may  be  kept  straight. 
Henry  B.  Endicott,  executive  manager  of  the  Massachusetts 
Public  Safety  Committee,  himself  a  large  shoe  manufacturer, 
has  given  this  conservation  movement  his  hearty  support. 
— Shoe  Topics. 


Exclusive  selling  of  trade  marked  shoes  will  appear  :n 
next  issue  of  Shoe  and  Leather  Journal. 
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Your  Advertising 
is  a  Contract 

You  Should  Consider  it  More  Than  "A 
Scrap  of  Paper"  That  Can  be  Torn  Up 
At  Will 

SOME  one  said:  "There  are  more  lies  told  about  wages 
and  in  advertisements  than  about  any  other  two 
things." 

This  is  pretty  plain  language,  but  possibly  as  truth- 
ful as  it  is  forceful.  Just  why  people  like  to  exaggerate 
about  the  amount  of  money  they  obtain  in  wages  is  diffi- 
cult to  understand  unless  it  is  to  impress  the  hearers  with 


f 


Real  Savings 


TROTTS 
SHOE  SALE 


rHIS  is  a  u-mi-anrtuai  occurrence  as  our  store.  "There  is  a  Reason."  We  are  determined  to  rr&t  carry  over- 
stock from  one  season  to  another  and  we  have  proved  that  it  pays  us  to  clear  them  OUT  A  T  COST  and  in 
many  cases  LESS  THA  .N  COST,  rather  than  carry  them  over.  That  is  why  our  stock  is  always  PvBW  ATsD 
I  P-  TO- DA  TE.  AU  goods  pus  on  this  sale  are  good  new  shapes,  and  best  of  all,  we  have  good  sizing  in  nearly 
aU  of  the  Hnes. 

FOR  IS  DAYS  ONLY 

Sale  Starts  Saturday,  July  13 


Special  Announcement! 

He  have  received  seven  or  eight  lines  of  Men's  and  Women's  New  Fall  Shoes. 
These  with  all  the  balance  of  our  BIG  SI 2,000  STOCK  not  advertised  below  will  be 
subject  to  a  10  PER  CENT,  discount  during  the  sale.  This  wilt  give  you  big  inter- 
est on  your  money,  so  buy  your  Fall  Shoes  now. 


Read  thti  Price  List  caretulh/.  then  come  and  ea  mmlme  the  goods.    Compare  the  price* 


■--  4  69 


i  2_V> 


Canvas  Shoes 

z£r—'  2.19 

zS"^^£}z2  *9 


PVKPS  Uil 

Men's  Shoes 

Sp«UI"  M««'a 

SFH"—    2.S  \ 

Brews  IWJaU* 

£■^•5.69 

1  19 


—  3.98 
"  "4J9 


2.39 


Boys'  Shoes 


!  2.19 
~269 


LOOK  FOR  THE  BIG  BLUE  SIGN 


lh  wmt  ub  roc  aiat-tt  m  rtr  too  to  coil  tama  mi  m  puce 

J.  TROTT 


S^rrti  SUr  To**;  S( 


Look  lor  Blue  Sign 


FREE  TRIP 

To 

LEAMINGTON 


A  full  page  advertisement  from  which  Mr.  Trott  had  3,100 
bills  struck  off  for  distribution 


their  ability  or  importance.  The  temptation  to  falsify 
in  an  advertisement  is  explainable,  if  not  excusable.  It 
is  the  same  as  selling  talk.  One  is  tempted  to  misrepresent 
in  order  to  make  a  sale.  But  the  practice  is  growing  less 
for  men  are  fast  finding  that  the  best  policy  is  to  pursue 
the  line  of  truthfulness  in  their  advertising  as  well  as  in 
their  store  selling.  The  merchant  who  has  a  fixed  rule 
to  fire  a  salesman  who  knowingly  misrepresents  an  article 
soon  builds  up  a  reputation  for  honesty  that  will  be  a  trade 
winner.    And  there  are  merchants  who  have  and  practice 


this  rule,  with  the  result  that  they  are  noted  for  square 
dealing. 

You  should  realize  that  your  advertisements  are  con- 
tracts on  which  you  agree  to  give  to  your  customer  for  a 
certain  amout  of  money,  a  certain  article  that  will  measure 
up  to  the  description  stated  in  your  advertisement.  If 
the  customer  comes  and  pays  you  the  price  named  he  has 
lived  up  to  his  part  of  the  agreement  or  contract  and  if 
you  do  not  deliver  to  him  the  goods  as  described  in  your 
advertisement,  you  have  violated  your  part  of  the  agree- 
ment and  considered  it  like  the  now  historical  Hun  violated 
Belgian  agreement:  "Only  a  scrap  of  paper." 

Start  an  August  Sale 

January  and  August  are  the  two  best  months  for  spec- 
ial or  clearing  sales.  If  you  have  not  gotten  yours  under 
way  get  it  started  at  once.  It  is  true  you  may  not  have 
the  stocks  on  hand  with  which  to  run  a  sale  that  you  had 
before  the  war,  but  there  will  be  something  to  make  a  little 
noise  about  even  if  only  for  a  few  days.  And  even  at  this 
time  you  may  find  it  possible  to  pick  up  a  buy  that  you  can 
turn  in  with  the  other  lines  and  make  some  pretty  entic- 
ing offerings.  If  you  have  sufficient  quantity  that  you 
consider  worth  while,  put  down  the  prices.  Make  them 
really  crowd  attractions.  A  crowd  in  your  store  is  worth 
a  whole  lot,  just  as  a  plain  ordinary  advertisement.  The 
effect  is  simply  this:  "If  these  people  are  in  this  store, 
it  must  be  for  some  reason.  And  as  the  reason  cannot  well 
be  a  bad  one  it  must  be  a  good  one.  And  as  the  business 
of  this  store  is  to  sell  shoes,  this  crowd  must  be  here  for 
the  good  reason  of  purchasing  shoes  and  when  attracted 
in  such  numbers  it  must  be  because  of  the  splendid  values 
obtainable."  You  should  always  figure  that  any  sale 
you  may  have  will  mean  that  you  can  sell  a  certain  amount 
of  regular  lines  as  a  result  of  people  being  attracted  by  your 
sale  lines. 

After  selecting  the  sale  goods,  if  you  have  sufficient 
number,  do  not  be  afraid  to  make  a  big  splurge  in  your 
local  paper.  Take  a  whole  page  or  half  a  page  ad.  Then 
arrange  to  have  a  number  of  these  struck  off  in  the  form 
of  bills  and  distribute  to  districts  and  the  country  and 
near  by  villages,  and  you  will  be  surprised  at  the  results. 

We  reproduce  an  ad.  of  this  type  run  by  Mr.  Trott 
of  Leamington.  Mr.  Trott  says  he  has  profited  very  much 
by  our  ad.  suggestions  run  in  the  Shoe  and  Leather 
Journal  from  time  to  time.  We  consider  this  page  ad. 
exceptionally  good.  In  the  first  place  it  has  a  real  big 
and  attractive  heading.  "Real  Savings"  will  interest 
anyone.  Of  course,  it  is  assumed  it  is  money  saving.  Next 
tells  the  place  where  you  can  save.  Then  a  small  announce- 
ment and  date  of  sale.  Mr.  Trott  has  the  good  sense  to 
put  a  date  on.  Often  you  will  see  signs  at  door  fronts 
"15  days  Clearing  Sale"  with  no  date.  Strange  some 
merchant  would  not  tumble  to  the  fact  that  it  would  still 
read  15  days  on  the  last  day  of  the  15. 

We  are  never  in  favor  of  a  "per  cent"  sale,  but  of  this 
we  will  speak  in  some  later  article.  In  this  case  Mr.  Trott 
is  sort  of  handicapped  and  is  compelled  to  mention  a  10% 
reduction,  but  it  is  in  connection  with  this  special  sale  on 
which  he  has  quoted  prices.  Now,  go  down  the  list  and  see 
what  a  real  trim  readable  well  laid  out  list  it  is.  Short 
descriptions,  the  number  of  pairs,  regular  value  and  sale 
price.    What  more  do  you  want  to  know  about  sale  goods? 

Mr.  Trott  has  another  right  idea.  Merchants  in  small 
towns  are  liable  to  get  behind  an  idea  "Oh,  everybody 
knows  where  my  store  is."  We  want  to  say  emphatically 
that  every  merchant  in  every  town,  large  or  small,  would 
be  astonished  if  he  knew  how  many  people  in  his  town 
did  NOT  know  where  his  store  is.  Besides,  you  can't 
make  it  too  easy  for  people  to  find  your  store.  Mr.  Trott 
takes  no  chances.  He  used  a  distinctive  sign,  a  blue  sign. 
Then  he  tells  the  people  twice  at  that,  on  the  bottom  of 
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his  bill,  "Look  for  the  blue  sign,"  and  he  goes  on  a  little 
farther  and  says  "North  side  of  Talbot  St."  You  can't 
make  it  too  plain.  Note,  too,  the  "Free  trip^to  Leaming- 
ton." This  is  not  a  new  idea,  but  it  is  enterprising  and 
its  adoption  must  be  governed  by  local  conditions. 

Mr.  Trott  followed  this  ad.  up  with  others  equally 


BETTER  THAN  EVER 


The  first  week  of  our  Big  Shoe  Sale  has  been  a  great  success. 
Crowds  of  satisfied  customers  are  saving  from  $1.00  to  $1.50  per  pair 
on  shoes  that  are  clean,  new  and  up  to  date. 


WE  ARE  MAKING  ROOM  FOR  OUR  FALL  GOODS 

AND  THAT  MEANS 

Odd  Line$  Must  Go  ! 

DON'T  FORGET!  We  are  giving  10  per  cent, 
discount  on  all  lines  not  advertised,  among  them 
several  lines  of  NEW  FALL  SHOES. 

SEE  THESE  SPECIALS 


Men's  Shoes 

Men's  Brown  Bil,  neolin  sole, 
rubber  heel.   We  have  all  sizes  in 
this  fine  stylish  brown  bal,  worth 
regularly  S7.50.              f>P  en 
Sale  Price..  $3.03 

22  pairs  Men's  Black  Vtlour  Call 
Bluchers,  in  English  last,  f>9  AO 
worth  $6.   Sale  Price  .  $030 

15  pairs  Men's  Velour  Call  Blu- 
chers, a  good  wide  Jitting  shoe  in 
all  sizes,  worth  up  to  (MHO 
J6.50.    Our  Sale  Price..  $4."5 

Canvas.  Shoes 

.One  lot  of  M«oVH*avy  Water- 
proof Canvas  VVortdng  Shoes,  a 
lough  wearing  shoe,             r  A 
worth  $3.56.  Ourprice,.^£,0U 

Seveial  iines~'\Mert's  Fine  Canvas 
Shoes  to  seti  at 

$2.19;  %V»  and  $2.98 

Women's  Canvas  Shoes 

Several  lots  Wpum's  Fin*  High  Top 
CenvM  3fcoos.ih.low  „nd  Msli  heela. 
These  arc  coot  dressy  *boea,  clearing 
»t  $1  98,  $2.19  and  $2  69. 

Women's  Shoes 

Women's  Fine  Brown  Vici  Kid 
Bal,  medium  heel,  a  $6   r>  A  £A 
shoe,  this  sale  lor  $4.0" 

One  lot  Women's  Fine  BIack.Don- 
gola  High  Top  Shoes,     f>  j  nn 
worth  to  $6.50,  sale  price  M.  JO 

One  lot  Patent  Pumps  in  all  sizes 
to  SH,  worth  $3.50,       $n  /»n 
going  this  sale  «pZ.O!T 

One  lot  Satin  Slippers  in  pink, 
blue  and  white,  worth  $3  (M  An 
Sale  price  Jl.UU 

Sale  Prices 
are  for 
CASHONLY 

Trotts  White  Front 
Shoe  Store 

North  Side  Talbot  St  Leamington 

Please  do  not 
ask  to  take 
Sale  Ms  on 
Approbation 
ssssssssa 

Wednesday  Morning 

SHOE©  4  A  LI 


THESE  SPECIALS  ARE  FOR  THE  HALF  DAY  ONLY 
STORE  CLOSES  TO-MORROW  AT  ONE  OCL.OCK. 
BE  HERE  EARLY. 

Womcn'i  White  Canva*  High  Lace  Shot*.  uSni  12.  3, 
3  1*  0-  6  1-2  and  7.    Regular  price  S3  00.    Special  pike  $1.88 

Women'*  Patent,  Kid,  and  Gunmetal  Pump*  and  Oxlord?, 
•Lies  2  1-2  to  *.    Special  price    ,.  f>1.00 

Women'*  Grey  Kid  High  Late  Shoe*,  $8  00  value.  Spt- 
clal  price   WOO 

Men  *  tan  Grained  Work  Shoe*,  (9.00  value.  Special 
price  .*»    (3.0Q 

Men's  Mule  Skin  Work  Shoe*.    Special  price  .  ,  |1,88 

Men'*  Brown  Calf  Late  Shoe*,  recede  or  round  toe.  Neo- 
lin Sole-  17.60  value.  Special  price  •  ■  $9.00 

Running  Shoe  Specials 

COME  EARLY  FOR  THESE. 
Youth*'  Black  Oxford*,  llxci  11.  12  and  13  7bc 


Child's  Black  Oxfords,  tiict  4.  to  10  1-2  . 

Eoyi'  and.  Women's  High  White  ■■ 

Youth*'  High  While  


KNECHTEL&CO. 


!  Dour*  Weti  of  Peat  Offi« 


.  $3.95 

*$4!S(^ri| 

!"$3!45|:r::v:r 
''$5.«iH;:"v;. 


$2.45 

$SM 
l"$2".45 
'$1.65 

$2.95 


HA£°.iB%l,SH0[  STORE 

9&  HUNTER  ExoRCATHARINt 


Three  really  good  newspaper  advertisements 

as  good.  One  we  reproduce  is  4  columns  by  thirteen  inches 
deep.  This  needs  no  comment,  for  the  same  good  adver- 
ing  policy  is  carried  out  in  it.  Two  commendable  features 
are  not  allowing  goods  on  approbation  and  sales  goods 
all  cash.    The  practice  of  the  former  should  be  discouraged 


and  cash  selling  should  be  encouraged  at  all  times,  not 
just  when  sales  are  on. 

The  Knechtel  and  Co's.  ad.  is  noteworthy  because 
it  is  for  a  half  day's  business  only.  Mr.  Knechtel  is  try- 
ing to  make  up  in  the  morning  the  possible  loss  of  business 
of  the  afternoon,  and  this  is  certainly  the  best  way  to  do 
it.  It  is  a  bright  attractive  ad.  and  should  have  drawn 
business.    It  was  two  columns  by  nine  inches. 

The  other  ad.  is  particularly  noticeable.  This  is 
two  columns  by  six  inches  and  appeared  in  the  Hamilton 
Spectator.  It  is  a  fitting  example  of  the  enterprise  of  a 
young  man,  worthy  of  emulating  by  many  other  shoe 
retailers.  The  ad.  is  well  written,  well  displayed  and  cer- 
tainly is  good  in  every  respect.  What  makes  it  the  more 
remarkable  is,  it  is  the  ad.  of  a  young  man,  a  Roumanian 
Jew,  who  came  to  Canada  about  twelve  years  ago  and 
opened  a  repair  shop  at  the  address  in  the  ad.  In  time 
he  added  a  line  of  shoes.  These  he  increased  until  to-day 
he  has  quite  a  little-^tock  in  a  most  unpretentious  shop. 

He  makes  repairing  his  big  feature  and  keeps  himself 
and  brother  busy  all  the  time.  He  is  a  member  of  the 
Hamilton  Repairers'  Association,  plays  on  their  ball  team, 
and  is  an  all-round  real  good  shoe  man.  But  note  how  he 
believes  in  advertising,  for  many  much  larger  stores  do 
not  take  as  much  space  as  this,  nor  display  as  good  adver- 
tising. 


DEATH  OF  CORPORAL  LECOURS 

Mr.  Adolphe  Lecours,  Sec.-Treas.  and  Managing 
Director  of  the  Canadian  Footwear  Co.,  Limited  of  Mon- 
treal, has  been  notified  of  the  death  of  his  son,  who  was 
killed  in  action  on  July  12th  last,  at  Chateau  Thierry, 
France.    The  young  man  was  corporal  of  the  7th  Co.  ofjthe 


The  late  Corporal  Adolphe  Lecours 

Foreign  Legion  of  the  French  Army.  He  went  to  France 
a  year  ago,  when  he  was  only  eighteen  years  old  and  joined 
the  above  company.  Just  seven  days  before  he  was  killed, 
he  was  decorated  with  the  Croix-de-Guerre,  for  conspicuous 
bravery. 

His  father  is  an  all-round  good  sportsman  and  was 
at  one  time  president  of  the  National  Amateur  Athletic 
Association.  The  sympathy  of  Mr.  Lecour's  many  friends, 
including  that  of  the  Shoe  and  Leather  Journal,  will 
go  out  to  him  in  this,  his  time  of  sorrow. 
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Wake 
Up  Mr. 
Retailer 


School  Opens  Sept.  1st— Are 
You  Ready  for  It?— Don't  Let 
the  Event  Catch  You  Napping 


w 


i  do  not  want  the  head- 
ing of  this  article  to 
strongly  imply  that  the 
retailers  of  shoes  in  Canada  are 
asleep,  but  sometimes  it  makes 
a  man  hustle  like  forty  to  in- 
sinuate he  is  lazy. 

Our  object  in  writing  this  article  is 
to  emphasize  what  we  have  always 
taught — that  merchants  should 
take  advantage  of  a  situation, 
and  here  is  the  situation  of  school 
opening,  that  means  a  great  num- 
ber of  shoes  will  be  bought  for 
children  for  this  important  event. 
It  does  not  follow  that  this 
special  selling  of  Children's  shoes 
for  the  school  opening  shall  be 
one  in  which  the  prices  shall  be  reduced.  The 
importance  of  the  circumstance  is  this;  school  is 
opening  and  children  must  have  shoes  to  attend 
school,  and  in  this  broad  Dominion  of  ours  there 
will  be  millions  of  children  who  will  need  those 
shoes.  That  is  the  fact,  and  the  retail  shoe  men 
should  take  advantage  of  that  fact. 


First  select  the  school  shoes  that  you  purpose 
featuring.  It  is  always  well  to  have  some  special 
brand  for  boys  and  girls  from  ten  to  twelve  years 
of  age.  The  larger  and  smaller  sizes  may  grade 
from  these.  If  you  do  not  happen  to  have  a  special 
shoe  or  a  branded  line,  then  buy  a  good  line  and 
call  it  your  own  Special  School  Shoe,  or  your  $3.00 
or  $2.50  School  Shoe.  Centre  your  efforts  on  this 
•  one  particular  shoe,  for  it  gives  a  defmiteness  about 
your  advertising  that  cannot  be  had  by  general- 
izing. 

When  you  have  selected  this  special  feature 
line,  increase  your  ad.  space  and  describe  this 
particular  shoe  minutely.  Tell  how  it  is  made, 
the  kind  of  leather  in  it.  if  a  welt  or  other  type. 
Emphasize  that  it  is  well  and  strongly  made  for 
the  strong  and  husky  school  boy  that  knows  how 
to  go  through  a  pair  of  shoes  in  short  order.  All 
around  .this  one  particular  shoe  will  play  the  other 
lines  from  the  little  tots  just  starting  to  school 
for  the  first  time,  to  the  misses  making  their 
final  year  at  the  Collegiate  Institutes. 

Your  windows  can  be  utilized  most  effectively. 
Place  a  card  in  them  with  an  ordinary  display 
reading: 

School  Opens  Sept.  3rd.  Are 
Your    Children    Prepared  With 
Shoes? 

This  is  merely  to  arouse  attention.  Leave  this 
in  for  a  few  days,  then  dress  the  windows  with 
school  shoes,  giving  prominence  to  your  feature 
line  mentioned  above.  Make  a  new  card  adding 
to  the  above  matter: 

School  Opens  Sept.  3rd.  Are 
Your  Children  Prepared  With 
Shoes.?  We  Can  Fit  Them  Out 
Properly  For  This  School  Open- 
ing Event. 

Give  the  window  a  decided  school  flavor.  If 
you  can  borrow  a  figure  of  a  boy  from  some  cloth- 
ing man  and  put  a  school  bag  over  his  shoulder 
it  will  add  much  to  the  effect  of  the  display.  To 
oblige  your  clothier  friend  you  might  ticket  the 
figure  with  the  price  of  suit  and  where  obtainable. 

In  the  event  of  not  getting  the  figure,  put 


There's  a  million 
kiddies  like  these 
starling  to  school 
in  Canada 


Are  you  doing 
your  part  to  look 
after  their  trade? 
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a  few  books,  pencil  boxes,  slates, 
etc.,  among  the  display,  for  these 
will  suggest  school.  Do  not  fill 
your  window  too  full  of  shoes.  A 
few  well  displayed  are  more  effec- 
tive than  a  jumble  that  cannot  be 
seen  quickly. 

Some  merchants  have  found 
that  giving  small  prizes  or  gifts  on 
a  certain  day  prove  great  trade 
bringers.  These  may  take  the 
form  of  pencil  boxes,  scribblers, 
or  novelties  like  balloons  etc., 
But  be  sure  your  name  is  printed 
on  these,  for  they  will  be  a  lasting 
advertisement  with  these  young 
people. 

Another  effective  advertising 
scheme  is  to  give  some  prize  for  a 
school  boys'  baseball  team.  The 
series  of  games  could  be  played 
during  September  and  the  prize 
awarded  at  the  end  of  the  month. 
A  small  cup  would  not  cost  much 
and  would  make  an  attractive  fea- 
ture displayed  in  your  window  for  the  month.  Have  a 
small  card  stating  for  what  the  cup  is  to  be  given.  You 
can  allow  the  teachers  to  pick  the  teams  and  arrange  the 
schedule  of  games.  The  cup  will  remain  the  property  of  the 
school  and  will  be    on  display  with  other  school  trophies. 

It  should  not  be  forgotten  that  the  cultivation  of  child- 
ren's trade  means  the  securing  of  probable  adult  customers 
later  on,  for  these  youngsters  of  to-day  are  growing  to 
be  our  men  and  women  of  to-morrow. 


A  SELLER  OF  KIDS 

Oh,  no,  this  man  does  not  sell  babies.  This  is  J.  J. 
Cheyne,  who  sells  kid  shoes  made  by  the  Minister  Myles 
people.  The  dear  little  kiddie  he  is  holding  is  his  own 
little  baby  girl.  He  says  there  is  no  purse  big  enough  to 
buy  her  and  he  should  know.  Mr.  Cheyne  has  been  away 
from  the  M.  M.  Co.  for  a  time,  but  is  now  back  on  the  job. 


Suggestion  for  school-opening  window  background 

BACKGROUND  FOR  SCHOOL  OPENING  WINDOW 

The  background  which  we  are  showing  this  month 
is  particularly  adapted  for  school  opening  purposes.  You 
may  use  a  very  plain  ground  utilizing  frames,  which  you 
already  may  have  made  from  descriptions  given  for  other 
windows.  Across  the  back,  as  shown  in  this,  something 
representing  a  black-board  may  be  used.  This  may  be 
a  piece  of  black  cloth,  or  you  may  paint  a  section  in  black. 
On  this  board,  do  some  lettering  similar  to  that  shown 
in  the  illustration.  This  will  attract  attention  and  will 
take  many  of  the  older  people  back  in  mind  to  the  days 
when  they  went  to  school  and  made  faces  at  the  teacher 
and  pictures  on  the  black-board. 

Flags  may  be  draped  for  the  upper  centre,  which  will 
give  an  attractiveness-  to  the  ground.  Plain  wall-paper 
may  be  used  for  the  entire  back,  or  that  part  surrounding 
the  black-board.  When  we  say  plain  wall-paper,  we  do 
not  mean  the  ingrain  kind,  but  something  with  a  little 
figure  in  it  that  will  introduce  a  little  color  to  relieve  the 
plainness. 

Another  background  could  be  made  by  just  using  a 
plain  wall-paper  effect.  You  will  find  that  almost  any 
wall-paper  store  will  be  able  to  supply  you  with  a  border 
used  for  nurseries.  On  these  borders  are  animals  of  various 
kinds,  mother  goose  stories,  like  "Puss  in  Boots,"  etc., 


j.  J.  CHEYNE 

He  was  with  them  for  five  years  before.  He  has  been  in 
the  shoe  game  for  ten  years.  Was  at  one  time  with  the 
T.  Eaton  Co.,  Toronto.  His  territory  will  be  in  the  North 
Western  provinces. 


"Who's  Your  Lawyer?"  and  "Making  Partners  out  of 
Your  Clerks  "  will  be  two  interesting  articles  for  shoe  re- 
tailers in  the  September  1st  Shoe  and  Leather  Journal. 


and  if  you  will  use  one  of  these  borders  all  around  the  top 
of  your  background,  it  will  give  the  child  effect  so  much 
desired  in  a  window  of  this  kind. 

However,  we  feel  quite  sure  that  the  black-board  design 
is  more  appropriate,  because  it  emphasizes  the  fact  that  it 
is  for  school  opening,  while  the  other  one  would  do  for  a 
children's  window  at  any  time  you  chose  to  arrange  one. 

We  think  with  these  suggestions,  and  a  little  ingenuity 
on  your  part,  you  should  be  able  to  get  up  something  real 
nice  for  your  school  opening,  and  by  all  means  do  not  over- 
look having  it. 
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CONSERVING  LEATHER 

This  is  the  way  the  St.  Thomas  Journal  refers  to  this 
important  subject:  "War  conditions  here  have,  of  course, 
created  an  extraordinary  demand  for  leathers  of  all  sorts. 
Think  of  the  skins  being  cut  up  to  make  wrist  watch  straps, 
puttees,  field  glasses,  cameras,  surgical  instrument  cases 
and  the  like.  Steel  helmets  are  lined  with  leather  and 
officers'  vests  are  being  made  of  leather.  Uncle  Sam  has 
asked  American  women  to  be  satisfied  with  shoes  seven 
inches  high  in  order  to  conserve  leather  for  the  soldiers, 
and  it  does  seem  that  any  woman  who  insists  upon  tall  boot 
tops  ought  to  be  ashamed  of  her  'selfishness,  particularly 
when  such  attractive  buttoned  boots  for  all  occasions  are 
to  be  had  with  cloth  tops.  The  cloth  top  molds  itself  to 
instep  and  ankle  better  than  leather,  unless  the  leather 
is  extremely  soft  and  fine,  and  unless  the  buttoned  boot 
which  fashion  insists  upon  fits  like  a  glove  it  is  not  becoming 
to  the  foot. 


AN  ENJOYABLE  OUTING  OF  SHOE  SALES- 
PEOPLE 

On  Saturday,  July  20th.,  the  salespeople  of  the  Robt. 
Simpson  Company  shoe  department,  Toronto,  spent  a 
most  enjoyable  afternoon  at  Centre  Island,  the  occasion 
being  their  first  annual  picnic.  The  idea  was  a  real  old- 
fashioned  picnic  where  everyone  carried  their  baskets, 
and  after  sports  and  games,  enjoyed  the  "eats"  beneath 
the  shade  of  the  trees.  The  officials  for  the  occasion  were: 
Judges,  Miss  Robinson,  Mrs.  Brown  and  Mr.  Reid,  and  the 
starter  was  Mr.  Waller.  , 

The  first  race  of  50  yards  was  won  by  Miss  Morgan, 
who  received  for  her  exceptionally  good  sprinting  qualities 
a  black  seal  purse. 

The  needle  race  was  won  by  Mr.  Merner  and  Miss 
Lawson,  each  receiving  a  book  as  a  prize. 

Running  long  jump  was  won  by  Mr.  Brown,  and  from 
now  on  he  will  be  able  to  keep  his  collars  in  one  place,  for 
the  prize  was  a  very  pretty  collar  box. 

The  donkey  race  was  won  by  Mr.  Merner  and  Miss 
Goldburg.  For  this  Miss  Goldburg  received  a  celery  dish 
and  Mr.  Merner  a  registration  seal  card  case. 

The  tug-of-war  by  two  mixed  teams  of  men  and  women 


was  won  by  the  team  captained  by  Mr.  Bowman.  The 
prize  was  a  box  of  candy. 

For  the  ladies'  boot  race,  Mrs.  Brown,  who  won  it, 
has  an  extra  pair  of  shoes  added  to  her  already  big  list. 

In  addition  to  this,  races  were  held  that  were  open  to 
members  of  the  families  and  friends  of  employees.  Then 
came  the  eats  and  as  every  one  was  tired  and  hungry,  these 
were  very  much  enjoyed.  After  this  function  was  a  four 
innings  baseball,  match  which  resulted  in  a  tie  of  8 — 8. 
The  party  then  prepared  for  home  after  one  of  the  most 
enjoyable  afternoons  possible,  looking  forward  to  a  bigger 
time  next  year. 


THE  COMPOSITION  OF  ARTIFICIAL  LEATHER 

It  is  reported  that  the  base  of  the  artificial  leather 
developed  within  the  last  few  years  is  some  cotton  fabric, 
thick  or  thin,  which  constitutes  about  three-fourths  of  the 
weight  of  the  finished  material.  This  is  treated  with  a 
paste  of  varying  composition,  including  nitrocellulose,  oil, 
and  some  lead  coloring  matter  as  essential  ingredients,  then 
with  a  thin  celluloid  finish,  and  is  given  the  grain  of  the 
leather  imitated  by  being  passed  through  special  pressure 
rolls.  This  product,  said  to  cost  about  a  third  as  much 
as  genuine  leather,  has  been  adopted  for  a  great  variety  of 
purposes.  It  is  used  for  trunks,  slippers,  pocketbooks, 
fancy  leather  goods  and  especially  for  upholstering  furniture 
and  automobiles,  but  as  a  material  for  the  uppers  of  shoes 
it  appears  to  be  still  in  the  process  of  development,  with 
no  satisfactory  results  in  sight. 


A  NOVEL  IDEA  IN  SHOE  SELLING 

The  Federation  Shoe  Store  in  Stellarton,  N.S.,  does  a 
repairing  business  as  well  as  a  general  shoe  trade,  in  which 
they  carry  most  of  the  leading  lines  of  shoes.  The  store  is 
managed  by  Mr.  C.  Porter.  They  have  recently  installed 
a  fourteen-foot  American  finisher  and  expect  to  soon  put  in 
a  Goodyear  stitcher.  The  novel  idea  is  that  the  store  has 
an  agreement  with  the  American  Federation  of  Labor,  by 
which  they  supply  the  miners  in  their  neighbourhood  with 
footwear.  A  committee  inspects  their  lines,  also  their 
prices,  from  the  invoices  which  give  the  members  the  assur- 
ance they  are  not  being  overcharged. 
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Stray 
Shots 
From 

Solomon 


Wisdom  crieth  without; 

she  uttereih  her  voice  in  the  street. 

This  is  not  one  of  Solomon's  proverbs,  or  it 
would  probably  have  contained  sounder  doctrine. 

Enough  is  better  than  a  feast, 
ENOUGH  IS  for  the  man  who  knows  when  he 
AS  GOOD  AS  has  enough  has  solved  the  riddle 
A  FEAST  of  life.    It  is  surfeiting  that  is 

the    curse    of    humanity.  The 
man  who  knows  when  he  has  enough  seldom  if  ever 
figures  in  the  insolvent  list.    Failure  to  grasp  this 
principle  is  what  leads  men  to  over-buy,  over- 
speculate  and  commit  the  many  sins  of  greed  and 
selfishness  that  bring  physical,  moral  and  com- 
mercial disease  in  their  wake.    "Eat  so  much  honey 
as  is  good  for  thee,"  saith  the  Wise  Man.  Yet 
people  from  the  beginning  of  the  world  have  abused 
this  and  other  "good  creatures"  of  God,  and  have 
blamed  Providence  when  their  stomachs  collapsed. 
Even  Solomon  himself  went  down  before  the  be- 
setting sin  of  selfishness,  and  wails  at  last,  Vanity 
of  vanity,  all  is  vanity!"    When  he  had  run  the 
whole  gamut  of  licentiousness  until  the  strings 
snapped  under  his  blast  touch  he  throws  the  instru- 
ment into  the  rubbish  heap  and  calls  life  a  failure 
Learn  to  mix  your  pleasure,  business,  religion  and 
everything  else  with  enough   common  sense  to 
enable  you  to  know  when  and  where  to  quit. 


If  religion  does  not  make  a  man  a  true  gentle- 
man or  a  woman  a  real  lady  they  are  better  with- 
out it.    There  is  a  kind  of  re- 
A  GENTLE-      ligion,  that  prides  itself  on  plain- 
MAN  FIRST      ness  of  speech  and  act  and  parades 
this   pseudo-honesty    as   of  the 
Bible     Listen,  however,  to  what  the  Apostle  James 
says-    "But  the  wisdom  that  is  from  above  is  first 
pure,  then  peaceable,  gentle,  and  easy  to  be  en- 
treated   full  of  mercy  and  good  fruits,  without 
partiality  and  without  hypocrisy."    Plainness  of 
speech  when  it  is  the  result  of  humility  and  sin- 
cerity and  is  backed  by  brotherly  kindness,  is  all 
right  but  it  is  oftener  the  garb  of  ignorance  and 
arrogance.    It  is  possible  for  a  Salvation  Army 
follower  to  take  more  pride  in  a  uniform  or  a  poke 
bonnet  than  a  votary  of  fashion  in  a  silk  gown  or 
a  piece  of  Parisian  millinery.    Uncharitable  judg- 
ment and  jealous  spite  are  so  clothed  at  times  with 
religion  as  to  afford  an  opportunity  for  character 
assassination,  under  the  pretence  of  "faithfulness  " 
that  would  be  tolerated  nowhere  else  than  in  the 
church     There  is  a  vast  difference  between  the 


attitude  of  the  fearless  Son  of  Man,  who  "spake  as 
never  man  spake,"  and  some  of  the  narrow-minded 
boors  who  try  to  palm  off  their  jaundice  on  the  world 
as  religion  pure  and  undefiled.    "The  lips  of  the 
man,  genuinely  so,  has  too  much  knowledge  of  him- 
self and  charity  for  others  to  be  censorious  or  over- 
righteous  know  what  is  acceptable."    The  righteous 
bearing.    It  is   the    "knee-high"    religionist  that 
measures    other   people's    righteousness    with  his 
thimble  bushel  or  calculates  their  shortcomings  with 
his  microscopic  rule.    It  is  a  good  thing  the  Al- 
mighty has  gone  on  record  as  saying,  "For  my 
thoughts  are  not  your  thoughts;  neither  are  your 
ways  my  ways."    If  we  had  to  accept  the  standard 
of  some  of  the  narrow-gauge  cranks,  who  profess  to 
know  the  ins  and  outs  of  the  Divine  Nature,  many 
of  us  would  prefer  to  take  our  chances  with  the 
heathen,  many  of  whom  make  up  a  deficiency  in 
knowledge  of  the  deity  by  a  wholesome  under- 
standing of  the  requirements  of  social  amenities. 


Keep  your  tongue  off  your  neighbor's  reputa- 
tion as  scrupulously  as  you  would  your  hands  out 
of  his  pocket.    There  are  plenty 
THE  of  people  who  would  be  in  peni- 

SLANDERING  tentiary  if  reputation  stealing 
FOOL  were  a  penal  offence.    In  the 

day  of  judgment  the  light-ton- 
gued  scoundrel  will  be  rounded  up  with  the  light- 
fingered  thief  at  a  tribunal  where  man  cannot  make 
his  nice  distinctions.    It  is  not  half  as  cowardly 
to  creep  up  behind  a  man  with  a  stiletto  and  do  him 
to  death  as  it  is  to  put  your  tongue  in  your  cheek 
and  look  knowing  when  his  character  is  discussed. 
The  dastard  who   deliberately  ignores   a  man's 
reputation  is  not  worthy  of  the  ordinary  punish- 
ment of  imprisonment.    He  should  be  set  in  the 
stocks  and  his  tongue  tied  to  his  chin  until  every- 
body knows  him  for  a  moral  assassin.    "He  that 
uttered  a  slander  is  a  fool."    There  are  a  great 
many  people  who  do  not  see  any  harm  in  repeating 
what  they  hear,  about  others,  forgetting  that  every 
slander,  like  a  snowball,  gathers  as  it  rolls.  The 
most  of  the  harm  is  done  by  the  fools  who  push 
along  an  evil  story  and  who  never  give  a  thought 
to  the  evil  they  are  doing.    Many  a  good  man  has 
gone  down  under  the  weight  of  mere  talk  accumu- 
lated by  the  .efforts  of  irresponsible  fools  who  chat- 
ter every  story  that  reaches  their  foolish  ears. 
Give  no  place  to  slander,  and  give  no  tongue  to  idle 
talk  about  your  neighbor.    Regard  his  name  as 
sacredly  as  you  would  his  till.    Frown  down  the 
slander,  and  you  will  soon  cease  to  hear  discussions 
of  the  short-comings  of  your  neighbors.    "He  that 
uttereth  a  slander  is  a 
fool."    An  evil  tongue 
will  unsheath  the  dag- 
gers of  gossip  against 
your   own   moral  life. 
Your  stiletto  will  get 
back  to  you. 
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The  Canadian 

National 

Exhibition 

A  Truly  National  Enterprise  Whose 
Commercial  Value  Cannot  be  Over- 
Estimated 

WE  feel  that  no  apologizing  is  necessary  for  calling 
attention  to  the   Canadian   National  Exhibition, 
because  it  does  not  happen  to  be  exclusively  a 
shoe  and  leather  exhibition. 

The  interdependence  of  the  several  trades  and  enter- 
prises of  a  country  is  such  that  the  industrial  progress  of 
a  community  or  nation  depends  upon  the  success  of  all 
of  these,  so  closely  are  they  related.  So  the  prosperity 
of  one  industry  means  the  prosperity  of  others. 

It  has  been  demonstrated  that  whenever  large  national 
or  international  exhibitions  have  been  held  they  have  been 
followed  by  a  great  trade  activity  in  the  districts  affected 
by  the  exhibition,  even  though  some  of  these  may  be  far 
from  the  location  of  the  exhibition.  Worlds'  fairs  have  all 
been  productive  of  trade  activities.  But  worlds'  fairs  are 
somewhat  isolated  incidents  that  grow  up  overnight  and 
fade  away  just  as  quickly.  The  irregularity  of  their  in- 
tervals gives  them  uncertainty  rather  than  permanence. 
Fortunes  are  spent  in  the  erections  of  costly  buildings, 
complete  destruction  is  assured  after  a  few  brief  months 
of  usefulness.  Nothing  remains  but  a  memory  and  a  few 
pictures  as  monuments  of  events  that  were  tremendously 
costly. 

It  was  in  79  (three  years  after  the  great  centennial 
at  Philadelphia)  that  Toronto  held  its  first  fair,  and  this 
coming  exhibition  makes  the  fortieth  of  the  numbers  that 
have  been  held  continously  since  that  date.  True,  the 
Provincial  Fair  had  been  held  there  every  four  years  for 
thirty-three  years  prior  to  that  date.  That  is,  it  began 
in  1846,  but  in  187°  Toronto  decided  to  hold  her  own  ex- 
hibition, and  from  its  very  inception  it  has  been  a  success, 
growing  in  proportion  until  its  attendance  in  later  years 
hovers  around  the  million  mark. 
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In  '79  a  few  acres  were  acquired  from  the  government, 
but  to-day  there  are  264  acres,  beautifully  situated  on  the 
lake  front.  There  are  70  buildings  for  permanent  use 
each  year.  The  grand  stand  seats  nearly  17,000  people 
and  the  lawn  has  standing  accommodation  for  8,000  more. 
It  is  estimated  that  the  present  plant  and  grounds  could 
not  be  duplicated  for  $7,000,000. 

The  decided  advantage  of  this  now  tremendously 
big  exhibition  over  a  periodically  held  World's  fair  is  in 
its  permanency.  It  is  held  year  after  year,  and  is  nation- 
al in  its  aim  and  purpose  and  universal  in  its  scope  and  its 
appeal.  Every  phase  of  industry  is  represented  and  its 
educational  value  is  incalculable. 

The  prize  list  this  year  which  goes  almost  exclusively 
to  the  agricultural  products  is  approximately  $60,000. 

"Produce  and  Save"  is  the  1918  watchword,  and  this 
will  be  emphasized  in  every  quarter.  Both  the  Dominion 
and  Provincial  Governments  realize  the  great  importance  of 
this  exhibition  as  a  means  of  reaching  thousands  of  people 
whom  they  desire  to  interest,  are  co-operating  with  the 
exhibition  management  in  making  this  year  a  big  food 
training  camp.  Abundant  demonstrations  will  be  operated 
with  an  educational  object  in  view  that  will  be  helpful 
even  after  the  war  has  terminated. 

In  fact,  a  year  of  travel  in  Canada  can  be  condensed 
here  into  a  few  days  of  sightseeing.  No  matter  what  your 
tastes  or  business  interests  they  can  all  be  gratified  through 
the  wonderful  diversity  of  exhibits  woven  into  a  world 
of  artistic  beauty  that  heightens  their  interest  and  in- 
increases  your  pleasure. 

We  emphasize  that  every  shoe  man  who  can  conveni- 
ently do  so,  should  make  a  point  to  attend  this  exhibition. 
The  dates  are  August  26th  to  September  7th  inclusive. 
There  are  leather  exhibits  that  to  see  will  alone  abundantly 
repay  the  time  and  outlay  of  coming.  In  addition  to  this 
is  the  relaxation  of  and  special  pleasure  to  be  derived  from 
the  various  entertaining  features,  art  exhibits,  music  and 
a  hundred  and  one  other  things. 

The  Tanners'  Section  of  the  Canadian  Manufacturers' 
Association  met  in  Toronto  on  Tuesday,  July  9th,  and  took 
up  matters  pertaining  to  the  present  leather  situation. 
The  government  has  asked  sole  leather  tanners  to  supply 
them  with  the  necessary  amount  of  sole  leather  for  army  boots 
and  to  not  cut  best  grades  into  soles,  taps,  etc.,  nor  to  sell 
for  any  other  purpose  than  army  requirements.  To  obtain 
the  necessary  hides  for  this  is  one  big  difficulty  confronting 
the  tanners  as  well  as  to  obtain  the  necessary  amount  of 
extracts  for  tanning. 


T  T  is  said  good  leather  is  made 
t  on  the  animal.  The  Duke 
of  Devonshire  is  shown  talking 
with  Mr.  J.  A.  Russell.  Chair- 
man of  the  Exhibits  Board.  Sir 
John  Hendrie  is  next  in  the 
picture. 
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WE  ARE  THE  LARGEST  EXPORTERS 

OF  SHOES  IN  CANADA 

THESE  FIGURES  TELL 
THEIR  OWN  STORY 

Monthly  Sales  of  Tetrault 
Shoes  for  Eleven  Months 

September,  1917  -  -  $180,168.97 

October  "  -  111,167.69 

November  "  -  -  125,692.22 

December  "  -  -  135,066.88 

January  1918  -  -  176,654.52 

February  "  -  -  223,568.42 

March  "  -  -  225,057.62 

April  "  -  -  218,859.89 

May  "  -  -  204,021.28 

June  "  -  -  206,161.64 

July  "  -  -  218,858.55 


Total  for  Eleven  Months  $2,025,277.68 

JVe  are  the  Largest  Shoe  Manufacturing 
Concern  Under  One  Roof  in  Canada 

This  is  the  best  evidence  of  the  POPULARITY  and 


WORTH  of  the  TETRAULT  SHOE,  the 

sales  of 

which 

have  gone  steadily  forward  month  by 

month 

until 

they  promise  to  eclipse  anything  ever 

done  in 

Shoe 

Manufacturing  in  Canada. 

See  Our  Special  Sales  Guessing 
Announcement  on  following  Page 


Tetrault  Shoe  Manufacturing  Co.,  Limited 

Largest  Manufacturers  ol  Goodyear  WeLts  in  Canada 

Office  and  Warehouse:  _  •     _.       _  . 

_      _    „       ...  \  /f  j  1  Sold  bv  all  First-Class  Jobbers 

9RUCDCM;^S    F-nee  Montreal  in  Canada 
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WE  ARE  THE  LARGEST  EXPORTERS 

OF  SHOES  IN  CANADA 

ARE  YOU  A  GOOD 
GUESSER  f 

Even  if  you  are  not,  you  can  figure  it  just  the 
same.  Turn  to  following  page  of  this  issue  and 
note  the  "Upward  Climb"  of  the  Tetrault  Shoe 
in  its  Record  of  Monthly  Sales. 

Money  For  Those  IVho  Guess 

Here  is  something  to  interest  both  Clerks  and 
Proprietors  and  even  Message  Boys  of  Canadian 
shoe  stores.  To  those  who  make  the  nearest 
guesses  as  to  what  our  sales  for  the  year  ending 
August  31st,  1918,  will  total,  we  offer  the 
following  prizes  in  the  order  of  their  nearness 
to  the  correct  amount. 


1st  PRIZE 
2nd 
3rd 
4th 
5th 
6th 


$125.00  CASH 
50.00 
25.00 
15.00 
10.00 
5.00 


CONDITIONS 

1.  Open  to  all  handlers  of  Tetrault  Shoes  from  Coast  to 

Coast  whether  bought  through  jobbers  or  direct. 

2.  Record  of  sales  appears  on  following  page,  also  SHOE 

AND  LEATHER  JOURNAL,  September  1st. 

3.  After  August  15th,  daily  sales  will  not  be  added  at 

factory  to  prevent  information  leaking  out. 

4.  Guesses  will  not  be  received  after  September  10th. 

5.  Envelopes  will  be  opened  by  committee  of  well  known 

retailers  who  will  announce  the  lucky  guessers. 
(MARK  ENVELOPES  "GUESSING  COMPETITION") 

6.  When  sending  in  your  guess,  you  must  give  correct 

register  number  in  lining  of  any  one  of  our  shoes. 


FIGURE  IT  OUT 

We  have  given  all  our  sales  for  eleven  months,  ending  July 
31st.  In  September  1st  SHOE  AND  LEATHER  JOURNAL 
we  will  give  you  the  Sales  August  1st  to  15th,  thus  giving 
eleven  and  a  half  months'  Sales,  and  all  you  have  to  do  is 
estimate  the  Sales  from  August  15th  to  31st  and  send  in 
your  guess  for  the  total  year's  business. 

NOW  GO  TO  IT! 


Send  in  Guesses  Before  September  10th. 


I  ctrault  Shoe  Manufacturing  Co.,  Limited 

Largest  Manufacturers  of  Goodyear  Welts  in  Canada 

Montreal 


Office  and  Waiehouae: 

'i  Rue  DC  Marseilles, 

Pari*,  France 


Sold  by  all  First  Class  Jobbers 
in  Canada 
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McCREADY 

LIMITED 
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MR.  REPAIRMAN:— 

Here  is  something  that  ought  to  interest  you.  A  "Tenax" 
Half  Sole  made  with  an  extra  fiberized  shank  edge  which  will 
hold  the  nails  securely.    There  is  no  pulling  through. 

Another  thing,  still  more  important.  "Tenax"  Soles  will  not 
crack  or  break.  We  can't  say  this  too  often  or  too  strongly. 
"Tenax"  Soles  hold  like  leather  and  wear  better  than  leather. 

Isn't  a  sole  like  this  what  you  want  for  repair  work  ? 

Made  in  black,  tan  and  white.    Stocks  at  all  branches. 

MADE  BY 

Gutta  Percha  &  Rubber,  Limited 

Toronto,  Halifax,  Montreal,  Ottawa,  Fort  William,  Winnipeg,  Regina,  Saskatoon, 
Edmonton,  Calgary,  Lcthbridge,  Vancouver,  Victoria. 
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Rubber 
Notes 

The  charge  of  profiteering  by  Wm.  J.  Harris,  of  the 
U.  S.  Federal  Trade  Board,  against  the  big  packing  house 
is  creating  quite  a  stir  on  the  other  side.  The  outcome  is 
anxiously  awaited  by  Canadians,  because  from  these  con- 
cerns many  of  the  hides  are  obtained  by  Canadian  tanners. 

The  Canadian  Consolidated  Rubber  Company  are 
erecting  a  $10,000  addition  to  their  administration  building 
at  Kitchener. 

It  is  reported  that  a  commission  of  exporters  from 
Para  has  had  a  conference  with  the  Governor  of  the  State 
of  Para,  requesting  his  intervention  and  that  of  the  Minister 
for  Foreign  Affairs  and  the  Brazilian  Ambassador  in  the 
United  States  to  obtain  permission  for  prompt  shipment 
to  New  York  without  license,  of  about  3,000  tons  of  rubber 
warehoused  at  Para. 

This  should  have  some  effect  on  the  rubber  situation 
in  Canada  if  the  permit  be  granted. 


NEW  PREMISES  FOR  THE  WHITE  SHOE  CO. 

The  White  Shoe  Co.,  who  have  occupied  their  present 
premises  at  48  York  St.  ever  since  the  "Big  Fire"  in  Toronto, 
will  soon  move  into  more  commodious  and  more  centrally 
located  quarters  at  No.  9  Wellington  St.,  West,  half-way 
between  Yonge  and  Bay  Sts.,  just  opposite  Jordan  St.  The 
new  premises  are  being  thoroughly  refitted  and  when  com- 
pleted will  make  a  convenient  and  practical  office  and  shoe 
ware-rooms. 

Realizing  that  the  new  union  station  would  direct 
traffic  largely  up  Bay  St.,  Mr.  White  decided  to  locate  in 
the  current  of  this  traffic  stream.  The  new  building  is 
right  in  the  midst  of  other  wholesale  shoe  houses  and 
buyers  will  find  the  new  location  much  more  convenient 
than  the  old.  In  the  meantime  the  company  are  arrang- 
ing a  special  clearing  sale  during  the  exhibition,  from  August 
26th  to  September  7th. 


NEW  RUBBER  COMPANY  IN  GUELPH,  ONT. 

A  Federal  charter  has  been  granted  to  the  F.  E.  Part- 
ridge Rubber  Co.,  Limited,  Guelph,  Ont.,  incorporating 
the  company  to  do  business  in  the  Dominion  with  a  capital 
stock  of  $2,500,000  divided  into  45,000  shares  of  $50  each. 

The  company's  principal  business  is  to  manufacture 
and  deal  in  rubber,  rubber  products  and  all  articles  made 
of  rubber  or  in  the  manufacture  of  which  rubber  is  or  can 
be  used,  etc. 

Names  of  interim  incorporators  mentioned  in  the  charter 

are : 

Leo  William  Goetz  and  Richard  Dalton,  solicitors; 
Helen  McTague,  bookkeeper;  Pearl  Yates,  stenographer; 
and  John  Sutherland,  jr.,  insurance  agent;  all  of  Guelph, 
Ont. 


EARNINGS  OF  U.  S.  RUBBER  CO. 

The  United  States  Rubber  Co.  has  completed  the 
largest  six  months'  business  in  the  history  of  the  company. 
For  the  half  year  ended  July  1st,  sales  are  expected  to  show 
in  the  neighborhood  of  $110,000,000. 

Sales  of  $110,000,000  for  the  six  months  period  are 
within  $16,000,000  of  the  full  year's  business  in  1916. 

Something  over  15  per  cent  of  U.  S.  Rubber's  business 
is  Government  work.  A  year  ago  war  work  amounted 
to  less  than  2  per  cent  of  the  total.    On  the  basis  of  im- 


portance from  the  Government  standpoint,  the  various 
departments  of  the  company  are  now  ranked  as  follows: 
First,  boots  and  shoes;  second,  tires;  third,  mechanical 
goods. 

On  the  basis  of  the  same  war  taxes  of  1917,  the  company 
is  earning  over  $30  a  share  on  common  stock,  after  tax  re- 
quirements. Despite  these  large  earnings,  there  is  little 
likelihood  of  dividends  on  the  common  stock  in  1918. 

The  India  Rubber  World  says: 

The  rubber  market  has  been  practically  dead  during 
the  greater  part  of  the  last  month.  Meanwhile  the  trade 
has  marked  time,  waiting  for  the  expiration  of  the  three 
months'  restriction  period  on  July  31st,  and  for  the  an- 
nouncement from  Washington  of  the  regulations  govern- 
ing the  future. 

Very  few  certificates  appeared,  indicating  that  manu- 
facturers' allocations  had  been  covered.  Standard  plan- 
tation grades  for  future  shipment  were  quoted  as  low  as 
42  cents,  New  York.  A  few  small  lots  of  free  rubber  were 
sold  by  importers  against  similar  quantities  to  be  shipped 
against  allocation  certificates  from  stocks  bought  in  the 
Far  East  prior  to  May  8th,  and  for  which  there  appears 
to  be  no  marketing  provision  made  in  government  regu- 
lations. 

This  question  was  brought  to  the  attention  of  the  War 
Trade  Board  at  Washington  by  a  special  committee  repre- 
senting the  crude  rubber  importers,  comprising  Edward 
Maurer,  W.  T.  Baird,  Paul  Schaffer,  A.  G.  McDonough 
and  a  representative  of  W.  R.  Grace  &  Co. 

The  War  Service  Committee  of  the  Rubber  Industry 
of  the  U.  S.  A.  was  in  conference  last  month  at  Washington 
with  the  War  Trade  Board  concerning  the  governmental 
regulations  of  crude  rubber  products  for  the  future.  It  is 
believed,  however,  that  the  existing  crude  rubber  regulations 
will  be  continued  for  the  next  three  months  with  certain 
modifications  governing  points  heretofore  uncovered,  but 
whatever  is  done  will  be  accepted  by  the  whole  trade  in 
support  of  the  Government's  policy  of  conservation  and 
elimination  of  unnecessary  rubber  products. 


TO  DECREASE  NUMBER  OF  AUTOS 

Fred  A.  Vogel,  of  the  Quartermaster's  Department 
of  the  army,  who  is  connected  with  the  shoe  and  leather 
equipment  of  the  army,  said  at  a  recent  meeting  of  tanners 
in  Philadelphia: 

"We  shall  require  4,000,000  feet  of  hides  for  shoe 
leather  in  September  and  October.  This  means  400,000 
bends  a  month.  There  are  but  300,000  bends  in  sight. 
The  Government  plans  to  decrease  the  output  of  pleasure 
automobiles  and  use  the  leather  thus  saved  for  army  shoes." 


NEW  I.  T.  S.  RUBBER  COMPANY  FOR  CANADA 

There  has  been  incorporated  in  Canada  a  new  rubber 
company  to  manufacture  the  I.  T.  S.  rubber  heel  which 
is  well-known  in  the  United  States.  The  advantages 
claimed  for  this  heel  are  that  its  "  Concavo-Convex "  con- 
struction, which  enables  it  to  be  fastened  on  easier  and 
retain  its  hold  better  than  any  other  construction  of  heel. 
The  company  is  known  as  the  I.  T.  S.  Rubber  Co.  of  Canada, 
Limited,  and  is  composed  of  Mr.  Alfred  W.  Briggs,  Ernest 
Macaulay  Dillon,  Ray  Thotnley  Birks,  Ethel  Louise  Helen 
Scott,  and  Mona  Belle  Banks.  The  personnel  of  the  com- 
pany are  understood  to  be  directors  for  incorporation  and 
probably  represent  large  American  interests.  It  is  ex- 
pected the  heel  will  be  put  on  the  market  just  as  soon  as 
arrangements  are  completed  for  its  manufacture  by  some 
existing  rubber  company  now  operating  in  Canada. 
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MEETING  OF  THE  HAMILTON  SHOE 
REPAIRMEN 

The  Hamilton  Shoe  Repairmen  met  in  their  regular 
quarters,  the  Sons  of  England  Hall,  on  Wednesday  even- 
ing, July  29th. 

After  taking  up  a  good  deal  of  routing  matter,  the  ques- 
tion of  visiting  the  Toronto  Association  on  August  14th 
was  taken  up  at  some  length.  About  twenty  members 
of  the  Association  intend  to  leave  Hamilton  about  one 
o'clock  on  that  day  and  arrive  in  Toronto  somewhere  in 
the  neighborhood  of  three  o'clock,  going  by  the  auto  route. 
The  secretary  was  instructed  to  write  the  Toronto  Associ- 
ation and  acquaint  them  with  the  fact,  also  to  state  very 
emphatically  that  it  was  the  intention  of  the  Hamilton 
boys  to  clean  up  the  Toronto  fellows  in  a  game  of  baseball 
the  same  as  they  did  when  the  Toronto  fellows  visited 
Hamilton.  They  wished  to  point  out  to  the  Toronto 
exponents  of  the  great  game  that  they  were  in  a  position 
to  teach  them  at  every  angle  of  the  diamond  just  where 
baseball  came  from. 

The  matter  of  revising  the  price-list,  which  was  brought 
up  some  time  ago,  was  not  settled  at  this  meeting,  but  was 
held  over  until  some  future  time,  but  in  all  probability 
it  will  come  up  very  soon,  for  a  great  many  of  the  members 
feel  that  the  prices  should  be  raised  on  account  of  the  ab- 
normal rise  in  the  cost  of  raw  materials. 


nines,  so  that  the  repairman  could  purchase  whatever 
number  he  wanted  of  the  various  sizes,  he  would  be  able 
to  keep  his  stock  better  sized. 

Mr.  C.  F.  Robertson  brought  up  the  question  of  re- 
vising the  price-list.  He  pointed  out  that  the  prices  of 
materials  had  jumped  considerably  and  that  the  Associa- 
tion had  been  running  along  with  a  price-list  that  was  ar- 
ranged some  years  ago,  and  quite  out  of  date  with  what 
present  prices  should  be.  The  matter  was  discussed  rather 
fully  and  all  present  seemed  to  agree  that  it  would  be  ad- 
visable to  revise  the  list.  They  held  the  matter  over, 
however,  for  the  next  meeting  and  each  member  of  the  As- 
sociation will  receive  due  notice  to  be  present  and  take  the 
matter  up  fully.  It  seems  that  other  Associations  in 
smaller  towns  have  raised  their  prices  and  are  not  having 
any  difficulty  with  the  new  rates. 


GALT  SHOE  REPAIRMEN'S  PICNIC 

The  Gait  Shoe  Repairers'  Association  will  hold  their 
Annual  Picnic  at  Waterloo  on  Wednesday,  August  20th, 
where  a  big  programme  of  sports  will  be  pulled  off.  The 
Association  includes  every  shoe  repairer  in  Gait  and  is 
a  thriving  organization  and  has  just  adopted  the  following 
new  price  list: 


MEETING  OF  THE  TORONTO  REPAIRMEN 

The  regular  meeting  of  the  Toronto  Shoe  Repairmen's 
Association  took  place  on  Thursday  evening,  August  8th. 
Despite  the  hot  weather,  there  was  a  goodly  attendance 
and  some  very  interesting  matters  were  taken  up. 

The  first  was  a  letter  from  the  Hamilton  Association, 
in  which  they  advised  the  Toronto  boys  that  about  twenty 
members  of  the  Hamilton  Association  would  come  by  auto 
to  Toronto  on  Wednesday,  the  14th,  for  the  express  purpose 
of  teaching  the  Toronto  fellows  how  to  play  baseball  and 
incidentally  giving  them  another  licking  the  same  as  they 
received  in  Hamilton.  This  sort  of  raised  the  feathers 
on  the  neck  of  the  Toronto  boys  and  they  declared  that  if 
there  is  any  beating  to  be  done,  it  is  going  to  be  from  their 
side  of  the  house. 

A  letter  was  also  read  from  The  Anglo-Canadian 
Leather  Co.  Ltd.,  in  which  reference  was  made  to  the  War 
Board  of  Canada's  request  to  conserve  leather  which  is 
now  on  hand  and  obtainable  in  Canada.  In  connection 
with  this,  the  company  stated  they  contemplated  making 
a  change  in  their  tap-soles,  which  they  felt  for  city  trade, 
such  as  Toronto,  Montreal  and  other  centres  had  been 
supplied  in  the  past  larger  than  was  needed,  which  caused 
more  waste  than  was  necessary.  They  asked  the  Associ- 
ation their  opinion  of  the  matter  and  a  considerable  dis- 
cussion followed.  It  seemed  to  be  the  consensus  of  opinion 
that  if  tap-soles  were  cut  narrower  and  longer  to  meet 
the  requirements  of  the  narrow-toed  shoes  which  are  the 
style  now,  more  economy  could  be  practised.  One  member 
suggested  that  if  the  tap-soles  were  put  up  in  sizes  and 
each  repairman  would  purchase  whatever  number  of  the 
various  sizes  he  required,  it  would  be  more  economical; 
that  is,  if  they  were  put  up  in  sizes,  sevens,  eights  and 


Men's  List 

Sewed  half  soles....  :        $1.35 

Hand  sewed       1.50 

Nailed  half  soles  •     :   1.25 

Leather  heels  straightened    45 

Rubber  heels  _.;    60 

Full  Rubber  heels      .75 

Sewed  whole  soles  and  heels,  leather  or  rubber   2.50 

Mailed  whole  soles  and  heels,  leather  of  rubber    2.35 

Buttons,  fastened...  20 

Back  straps        40 

Toe  caps    _  60 

Turn  soles    2.00 

New  leather  heels.    1.00 

Toe  pieces....  ■.  .50 

Side  pieces  r.  50 

Women's  List 

Sewed  half  soles.....   $1.10 

Hand  sewed   1.25 

Nailed  half  soles  90 

Leather  heels  straightened  35 

Rubber  heels  50 

Full  rubber  heels  65 

Full  soles  and  heels,  leather  or  rubber  sewed..   2.25 

Full  soles  and  heels,  leather  or  rubber  nailed   2.00 

Buttons  fastened  25 

Toe  caps   .50 

Back  straps  50 

Turn  soles   1.50 

New  leather  heels   1.00 

New  wooden  heels   1.25 

Toe  pieces  30 

Side  pieces.  40 
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"Acme"  Soles 

"Acme"  Soles  have  been  time-tested. 
They  will  last  much  longer  than  leather; 
keep  your  feet  dry  on  wet  days;  prevent 
slipping  and   give  you  the 
appearance  of  always  being  well 
shod.     Made  in  various  colors 
and  thicknesses,  and  for  Men's, 
Women's  and  Children's  Boots 
and  Shoes. 


"Acme"  Whole  Heels 

Here's  one  tax  you  do  not  need  to 
pay — the  Foot  Tax. 

Wear  "Acme"  Whole  Heels  and  the 
tax  on  your  feet  is  automatically 
cancelled. 

"Acme"  Soles  go  well  with 
either  "Acme"  Whole  Heels  or 
"Peerless"  Half  Heels. 

H.  83-F.  18 
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Boys  and  Girls,  5  to 

Sewed  half  soles        $0.65 

Nailed  half  soles...      50 

Heels  straightened     • ...  .25 

Buttons,  fastened.'.     .  !....',....  .15 

Boys  and  Girls,  8  to  10K 

Sewed  half  soles      $  .75 

Hand  sewed    :     .90 

Nailed  half  soles...   —    65 

Heels  straightened.....     .30 

Buttons  fastened   .  ;     .15 

Toe  caps      .40 

Back  straps,  .".„.".■.-„...-  30 

Girls  and  Boys,  11  to  2 

Sewed  half  soles     $  .90 

Hand  sewed      1.00 

Nailed  half  soles...      .80 

Heels  straightened  35 

Buttons  fastened     20 

Toe  caps     .30 

Back  straps      .     .40 

Boys,  3  to  5 

Sewed  half  soles     $1.15 

Hand  sewed.....    <   1.25 

Nailed  half  soles...    1.00 

Heels  straightened     .40 

Rubber  heels   _  50 

Buttons  fastened....   .20 

Toe  caps    •_  !   .50 

Back  straps        .40 

Miscellaneous 

Patches  sewn       15c.  up 

Patches  cemented      20c.  up 

Newcounters      $1.00 

Heel  plates    ,   15 

Toe  plates      15 

New  elastic  in  gaiters   1.25 

Rips       L._.   10c.  up 

Shoes  dyed,  Oxfords   30 

Shoes  dyed,  High  shoes   .40 

New  Tongues      .25 

Rubber  heels  reversed....  25 

Skates  put  on.  :     .25 

Skates  straightened.....!...   .15 

*    *  * 


New  Price  List  in  Vancouver 

The  Vancouver  Shoe  Repairers  have  issued  a  new 
price  list,  which  went  into  effect  August  first.  Increased 
cost  of  materials  is  the  reason  for  this.    The  list  follows: 


All  Welting  Extra 

MEN'S  Full  Soles  and  Heels,  Leather.'   $3.50 

"     Full  Soles  and  Heels,  Neolin   2.75 

"     Half  Soles  and  Heels,   Sewn,   Leather  or 

Rubber  '.   2.10 

"     Half  Soles  and  Heels,  Nailed,  Leather  or 

Rubber   2.00 

"     Half  Soles  Only,  Sewn   1.60 

"     Half  Soles  Only,  Nailed  '   1.50 

"     Heels,  Leather  60 

"     Heels,  Rubber  60 

"     Heels  and  Steel  Plates   .85 

"     Hob  or  Hungarian  Nails   from  .50 

"     Toe  Caps   '.  .75 

"     Heel  Linings   ...  .50 

"     Toe  Pieces  :  .-   from  .35 

Heels  and  Rubber  Tips.   75 

"    New  Heels   1.25 

"     Whole  Rubber  Heels  65,  White  .75 

"     Three-quarter  Heels    65 


WOMEN'S  Soles  and  Heels,  Neolin   -         %  2.50 

Soles  and  Heels,  Sewn,   -  —  1-65 

"        Soles  and  Heels,  Sewn,  Rubber   1-75 


Soles  and  Heels,  Nailed     —  1-50 

Soles  Only,  Sewn...;  -    1-35 

Soles  Only,- Nailed.  .  '.   1-20 

Turned  Soles  and  Heels   ......from  2.00 

Turned  Soles  Only.   from  1.75. 

Heels,  Leather     -35 

Heels,  Leather,  Enamelled   —  -50 

Heels,  Rubber   --  -  -60 

New  Heels,  Cuban    -    I-00 

New  Heels,  French    —   1-25 

"        Toe  Pieces     from  .25 

Toe  Caps....    50 

BOY'S  Soles  and  Heels,  Sewn,  3  to  5.....  1-85 

Soles  end  Heels,  Nailed,  3  to  5   1-65 

Soles  only,  Sewn,  3  to  5....   1-50 

Soles  only,  Nailed,  3  to  5   L2o 

"   '     Heels,  3  to  5....  -  -  --•  -50 

YOUTHS'  Soles  and  Heels,  Sewn...  11  to  13#  1.35 

13K  to  2  1.50 

Soles  and  Heels,  Nailed..  „_.ll  to  13  j£  1.25 

13#  to  2  1.35 

Soles  Only,  Sewn   11  to  13^  1.00 

13K  to  2  1.10 

Soles  Only,  Nailed..   !  ...11  to  13^  .90 

13#to2  1.00 

Heels,"  11. to  2     5  .40 

CHILDREN'S  Soles  and  Heels,  Sewn,  6  to  10   1.15 

Soles  and  Heels,  Nailed,  6  to  10   1.00 

Toe  Caps,  6  to  10......  J.   -  50 

Heels,  6  to  10     .30 

Red  Rubber  Heels    $  .65 

White  Rubber  Heels    .65 

Elastic  Side      1.25  per  set,  up 

Patches,  Sewn       .25  up 

Cement  Patches   .35  " 

Rips   .   10  " 

Buttons  on  Boots     .25  " 

Buttons  on  Oxfords.;.  .'  -15  " 

Dyeing  Shoes  ,    50  " 

Box  Toes...  :     1.25  " 

Heel  Counters     1.25  " 

Calks   }.:  01  each 

White  Leather   Extra 


A  UNIQUE  SHOE  STORE 

(See  front  cover) 

The  illustrations  shown  on  the  front  cover  of  this  issue 
are  those  of  a  truly  unique  idea  in  shoe  store  service.  It 
is  the  conception  of  Mr.  V.  E.  Taplin,  of  the  "Natural 
Tread"  'Shoe  Store,  Young  St.,  Toronto.  Mr.  Taplin  claims 
to  be  the  first  to  originate  and  put  into  practical  use  a  store 
of  this  conception,  that  is,  a  store  without  shelves  or  boxes 
in  the  fitting  or  sales  room.  The  front  part  of  the  store 
is  truly  a  fitting  parlor,  exclusively,  for  the  stock  is  kept 
in  the  rear  rooms.  It  is  artistically  decorated  and  has 
mahogany  panelling  dividing  sections  into  family  com- 
partments, in  a  unique  manner.  The  fitting  chairs  arc 
reed,  with  tapestry  upholstering.  It  can  be  truthfully 
said  that  Mr.  Taplin  has  professionalized  the  shoe  busi- 
ness so  far  as  his  store  is  concerned  and  he  claims  the  same 
arrangement  can  be  utilized  to  equal  advantage  in  any 
other  store.  The  two  views  shown  on  the  cover  are  the 
fitting  parlor  or  store  proper.  One  view  from  the  front 
and  the  other  from  the  back  of  the  store. 
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FOR  CANADIAN  FEMININITY 


From  the  little  child  to  Milady  Herself  our  range  of  Foot- 
wear is  one 

Advanced  in  Ideas 
Highest  in  Quality 
Wonderful  in  Completeness 

A  fine  full  line  of  McKAYS  and  TURNS,  summing  up  all  the 
essential  qualities  in  Feminine  Footwear  Manufacture,  will 
be  offered  to  you  by  our  travellers  COMMENCING 
AUGUST  15th. 

There  is  featured  a  range  of 

OXFORDS  FOR  SPRING 

that  will  surely  go  beyond  your  expectations. 

The  inspection  of  the  entire  line  should  be  one  of  your  first 
plans  in  Spring  Merchandising. 

The  quality  and  style  put  into  our 

WHITE  GOODS 

and  the  extensiveness  of  the  range  is  an  assurance  of  their 
profitable  sale. 

Be  sure  to  visit  the  sample 
room,  of  the  Canadian  Foot- 
wear Representative. 


Canadian  Footwear  Co.,  Limited 

MONTREAL 

Salesroom  at:  36  St.  Genevieve  St.         :         Factory  at:  Point-Aux-Trembles 
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Mr.  W.  H.  Walsh,  of  the  Dayton  Last  Works,  Dayton, 
Ohio,  was  in  Toronto  and  Montreal  last  week  on  business. 

Mr.  L.  0.  Breithaupt,  of  the  Breithaupt  Leather  Co., 
was  in  Ottawa  and  Montreal  for  a  few  days. 

Mr.  L.  C.  Van  Geel  of  Tilsonburg  made  a  little  business 
trip  to  Toronto  recently,.,. 

Mr.  David  Marsh,  of  Wm.  A.  Marsh  &  Co.,  Quebec 
City,  was  in  Montreal  last  week. 

Mr.  Raymond  Gravlin  of  the  White  Shoe  Co.,  Toronto, 
is  spending  his  usual  annual  holiday  at  Beaverton.  Look 
out  for  some  big  fish  stories  on  his  return. 

Mr.  Geo.  Robinson,  of  Montreal,  has  been  holidaying 
for  two  or  three  weeks  at  the  seaside. 

Mr.  H.  Breslin  has  opened  a  new  shoe  store  in  Owen 
Sound,  Ontario. 

Mr.  Chas.  Albee,  of  the  Perth  Shoe  Co.,  and  Mrs. 
Albee  spent  the  week-end  in  Montreal. 

Mr.  Jas.  Watts,  of  the  Ames-Holden-McCready  Co., 
Toronto,  has  been  doing  a  lot  of  pike  fishing  at  Stoney 
Lake  during  his  holidays. 

Mr.  M.  A.  Desmond,  manager  of  the  Canadian  Branch 
of  the  Newcastle  Leather  Co.,  has  just  returned  from  a 
two  weeks  motor  trip  through  the  Adirondacks  and  the 
Berkeshire  Mts.    His  wife  and  family  accompanied  him. 

Mr.  A.  J.  Hand,  of  the  Ames-Holden-McCready  Co., 
did  considerable  fishing  on  his  holidays  from  which  he  has 
just  returned.  A.  J.  is  certainly  truthful.  He  owns  up 
that  he  didn't  catch  one  fish. 

Mr.  W.  A.  Lane,  of  Montreal,  spent  a  few  days  in 
Quebec  City  last  week. 

Mr.  W.  J.  Duncan,  of  the  W.  J.  Duncan  Legging  Co., 
Seaforth,  was  in  Toronto  recently  on  a  business  trip. 

H.  C.  Murphy,  who  represents  Scheuer  Normandin 
in  the  Maritimes,  is  already  on  the  road  with  his  firm's 
samples  for  spring. 

D.  R.  Hawley,  of  New  York,  paid  Toronto  a  visit  re- 
cently but  he  says  it  was  not  on  shoe  business  this  time. 

J.  E.  Lacerte  is  on  his  territory  namely  the  Province 
of  Quebec,  with  Scheuer  Normandin's  spring  samples. 

Mr.  L.  L.  Ward,  Manager  of  the  Victus  Boot  Shop, 
Toronto,  with  Mrs.  Ward,  is  spending  a  holiday  at  Jackson's 
Point,  Lake  Simcoe. 

F.  M.  Hall  and  M.  B.  Young  are  at  present  covering 
the  Province  of  Ontario  for  Scheuer  Normandin. 

H.  L.  Scott,  of  Seaforth,  has  been  in  Toronto  recently, 
doing  a  little  buying  for  his  firm. 

Mr.  R.  M.  Fraser,  prominent  leather  merchant  in  Mon- 
treal, was  in  a  serious  motor  accident  recently,  but  expects 
to  be  back  to  business  next  week.  He  was  pretty  well 
shaken  up  but  no  serious  damage  done. 

Mr.  J.  Holtz,  of  H.  &  C.  Blachfoid,  Toronto,  is  spend- 
ing his  holidays  in  and  around  Kithchencr. 

Mr.  E.  A.  Perry,  of  John  R.  Evans  &  Co.,  Rochester, 
N.Y.,  is  in  Montreal  for  a  few  days  this  week. 

Mr.  Kimmel  of  the  Kimmcl  Felt  Co.,  Coburg,  was 
in  Toronto  on  business  one  day  last  week. 

Louis  Scheuer,  of  Scheuer  Normandin  &  Co.,  is  on  his 
territory  at  present,  with  his  new  samples — covering  Quebec 
City,  Ottawa  and  Eastern  Townships. 

W.  H.  Smith,  who  travels  for  Ames-Holden-McCready, 
is  spending  his  holidays  in  Muskoka. 


Mr.  Harvey  Graham,  the  new  sales  manager  of  the 
Wm.  A.  Marsh  Co.,  passed  through  Montreal  last  week, 
on  his  way  to  Ottawa  from  Quebec,  where  he  has  been 
spending  the  past  month  in  the  factory. 

H.  B.  McGee,  now  with  Perth  Shoe,  has  just  returned 
from  a  visit  to  his  firm  in  perth. 

Geo.  H.  Betournay,  Montreal  City  and  District  repre- 
sentative of  Scheuer  Normandin  &  Co.,  is  going  "great 
guns"  with  his  new  samples. 

Ralph  A.  Hull,  of  Chicora  Ave.,  Toronto,  a  maker  of 
shoes  for  deformed  people,  has  been  given  until  Nov.  1st 
to  finish  some  orders  on  hand  before  he  dons  the  khaki. 

R.  T.  Tobin  and  his  assistant  are  already  wending 
their  way  through  the  Western  Provinces  with  Scheuer 
Normandin  &  Co's  spring  samples. 

Thorold  was  visited  by  thieves,  operating  with  autos, 
and  eighteen  pairs  of  shoes  were  included  in  the  booty 
taken  from  Leslie  McMann's  store.  There  was  also  a  trunk, 
club  bag  and  three  suitcases  taken  from  the  same  store. 

A  shipment  of  substantial  long  rubber  boots  for  the 
local  staff  of  fire  fighters,  of  Little  Current,  Sask.,  was 
being  opened  up  at  fire  headquarters  on  Wednesday,  creating 
considerable  interest  among  the  local  staff.  The  boots 
had  been  on  order  for  several  months. 

U.  S.  soldiers  in  Europe  are  wearing  British  boots. 
The  boots  provided  by  the  military  authorities  have  proved 
too  light  for  the  rough  battlefields  of  the  war  zone. 

British  army  boots  are  of  great  strength  and  heavily 
ironed.  They  will  stand  heavy  wear  and  tear  and  are  spec- 
ially designed  for  the  stones,  mud  and  damp  of  the  battle- 
field. The  new  Pershing  Boot  is  modelled  after  the  English 
boot. 

Mr.  Chambers,  of  Kilgour-Chambers,  Toronto,  took 
a  week's  holiday  with  a  little  motor  trip  around  Ontario. 

Mr.  and  Mrs.  W.  A.  Lane,  of  Montreal,  are  spending 
a  few  days  at  the  Chateau  Frontenac,  Quebec. 

Mr.  J.  E.  Warrington,  Secretary  of  the  Jno.  Ritchie 
Co.,  Limited,  was  up  at  Lake  Edward,  north  of  Quebec  City, 


SUPERINTENDENT  WANTED  FOR  CANADIAN 
factory,  making  staple  lines  in  McKay  and  Standard 
Screw.  Must  thoroughly  understand  this  line  of  goods. 
Apply  The  T.  Sisman  Shoe  Co.,  Ltd.,  Aurora,  Ont. 

FOR  SALE — in  barrel  lots,  Oak  Bark  Tanning  Liquid, 
Reid  Brothers,  Both  well,  Ont. 

WANTED — Experienced  Pattern  Maker;  steady  work 
guaranteed;  working  conditions  the  best.  Reply  stat- 
ing experience  and  salary  expected  to  Box  73,  Shoe  and 
Leather  Journal. 

EXPERIENCED  TRAVELLER  with  connection,  for 
Western  Ontario.  Splendid  opening  with  leading 
Jobbing  House.  Apply  Box  400,  Shoe  and  Leather 
Journal,  1229  Queen  Street   West,  Toronto. 

WANTED — As  side  line  by  Shoe  Traveller  covering  Western 
Ontario,  a  line  of  Men's  popular  priced  Welts. 
Ready  to  start  Sept.  1st.  Apply  Box  24,  Shoe  and 
Leather  Journal,  1229  Queen  St.  West,  Toronto. 
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Coming  Full  Speed 


 ____  

And  with  the  confidence 
that  springs  from  having 
goods  that  are  a  wearable 
and  salable  success. 


Watch  for  the  Travellers 

With  complete  samples  of  the  speediest 
of  Outing  and  Vacation  Shoes,  the 

SPEED  KING  LINES 

Those  who  stocked  them  this  summer  will  need  no 
urging  to  do  so  again.  Their  salable  qualities  are 
known.  Those  who  did  not  and  want  the  shoe  that 
their  customers  will  buy  on  sight  will  do  well  to  place 
their  order  with  the  representative  of  the  wholesalers  below 

NAMES  OF  OUR  JOBBERS 


Amherst  Boot  Si  Shoe  Co.,  Limited      -    --    --    --    --    -     Amherst,  N.S 

Amherst  Boot  S;  Shoe  Co.,  Limited      -    --    --    --    --    -      Halifax,  N.S. 

E.  A.  Dagg  8f  Co.     -    --    --    --    --    --    --    -       Calgary,  Alta. 

A.  W.  Ault  fit  Co.,  Limited    -    --    --    --     --    --    --      Ottawa,  Ont. 

White  Shoe  Co.     -      -     --    --    --    --    --    --    --    Toronto,  Ont. 

McLaren  8f  Dallas       -    --    --     --     --     --    --    --    Toronto,  Ont. 

The  London  Shoe  Co.,  Limited      -----------    London,  Ont. 

Kilgour,  Rimer  Co.,  Limited       -     --     --    --    --    --       Winnipeg,  Man. 

The  J.  Leckie  Co.,  Limited     -    --    --    --    -    -    --    -       Vancouver,  B.C. 

The  Amherst  Central  Shoe  Co.,  Limited     -    --    -    -    --    --      Regina,  Sask. 

James  Robinson  -    --     -    -     --    --    --    --     --        Montreal,  Que. 

Brown,  Rochette,  Limited    -    --    --     --    --    --     --     Quebec,  Que. 

T.  Long  Si  Brother    -    --     --    --    --    --     -     -     -    Collingwood,  Ont. 


THE   INDEPENDENT   RUBBER  COMPANY 

LIMITED 

MERR ITTON  ONTARIO 
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A.C.  Lewis  Leather  Co. 


LYNN,  MASS.,  U.S.A. 

SHOE  STOCK 

Grain,  Split  and  Pasted;  Taps;  Innersoles 
and  Sock  Linings ;  Leather  Covered  Board ; 
Sheepskins  and  Skivers;  Split  Leather  for 
Covering  Fibre  Welt  Innersoles;  Cut  Top 
Lifts  and  Top  Lift  Stock. 

CURRYING  SPLITS  FOR  TANNERS 
ALSO  JOBBERS  OF  SOLE  LEATHER 
AND  SPLIT  LEATHER  OFFAL. 


over  the  week-end,  where  he  is  building  a  very  fine  fishing 
and  hunting  lodge  and  summer  home.  Mr.  Sheehy,  Super- 
intendent for  Jno.  Ritchie  Co.,  accompanied  him. 

There  is  reported  a  change  in  the  shoe  business  of 
J.  S.  Guillmete,  Shawinigan  Falls,  Que. 

Mr.  W.  A.  Smithe,  of  the  Royal  Shoe,  motored  to 
Rochester  and  New  York  on  a  little  buying  and  pleasurs 
trip. 

The  fifth  annual  picnic  of  the  employees  of  the  John 
Ritchie  Co.,  Limited,  of  Quebec,  will  be  held  on  Saturday, 
August  17th.    A  big  program  of  sports  has  been  arranged. 

Mr.  C.  A.  Tugsden,  of  the  Royal  Shoe  Store,  Toronto,  is 
holidaying  at  his  summer  cottage,  Jackson's  Pt.,  Lake 
Simcoe. 

Mr.  Chas.  E.  Slater,  of  Quebec  City,  is  holidaying  at 
his  country  home  near  Quebec  City. 

The  Perth  Shoe  Company  are  now  represented  by  the 
following  hustlers:  Mr.  Norman  J.  Collins  from  Port  Arthur 
west  to  the  Coast.  Mr.  J.  H.  Moore,  Western  Ontario. 
Mr.  H.  B.  McGee,  Toronto  and  Eastern  Ontario  except 
Ottawa.  Mr.  W.  S.  Pettes,  Ottawa,  Montreal,  Quebec 
City  and  Maritime  Provinces.  This  is  a  quartette  that 
should  sell  the  output  of  this  company  in  quick  time. 


VANCOUVER  NOTES 

Mr.  Penny,  kid  shoe  maker,  Main  street,  has  installed 
a  power  finisher. 

Mr.  H.  M.  Brown,  an  old-timer  in  the  repair  trade, 
and  son  of  the  veteran  H.  T.  Brown,  has  closed  out  his 
stand  on  Broadway  and  Commercial  Drive  and  is  leaving 
the  trade  altogether. 


The  shoe  operators  did  not  go  out  on  the  24  hour  holi- 
day of  the  Unions  in  sympathy  for  the  young  man  who 
was  shot  and  killed  for  evading  the  military  call.. 

The  operator  of  the  bogus  cheques  as  reported  in  our 
last  issue,  was  run  to  earth  a  few  days  after  endeavouring 
to  pass  another  worthless  cheque  upon  a  Men's  Furnisher. 
When  taken  before  the  magistrate,  he  admitted  his  guilt 
and  owing  to  his  youth,  16>£  years,  he  was  put  back  for 
a  month  for  enquiries  to  be  made  and  with  a  view  to  his 
being  put  into  a  reformatory. 

W.  Edgely,  city  representative  for  the  B.  C.  Leather 
and  Finding  Co.,  is  spending  his  vacation  with  the  Y.M.C.A' 
Boys  at  Gileson's  Landing,  Howe  Sound.  Billy  derserves 
every  ounce  of  pleasure  he  can  get  out  of  his  holiday,  as 
he  is  a  glutton  for  work,  when  he  is  at  it. 

T.  Ellison,  one  of  the  operators  at  the  Goodyear  Shoe 
Repairing  Co.,  Pinder  St.,  was  successful  in  winning  the 
first  prize,  a  magnificent  silver  cup,  in  the  1  mile  cycle 
race  at  the  City  Police  Sports.  This  makes  the  7th  event 
Ellison  has  won  this  season. 


EFFECT  OF  EMBARGO 

The  new  government  embargo  on  heavy  sole  leather, 
a  circular  that  is  reaching  the  manufacturers  and  repairers, 
is  causing  a  little  consternation  amongst  them. 

There  seems  to  be  a  difference  of  opinion  as  to  the  exact 
weight  in  both  sides  and  bends  that  are  to  be  withdrawn. 

This  embargo  will  hit  the  manufacturers  of  loggers' 
boots  very  hard,  here  in  Vancouver,  and  no  doubt  those 
who  are  making  boots  for  the  Spruce  loggers  will  have  to 
appeal  to  the  Government  to  release  such  weights  as  they 
require. 
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EVER  since  Toronto  Exhibition  began,  we  have  extended,  each  year,  our 
invitation  to  the  Shoe  Trade  to  visit  us  during  "The  Fair." 

The  response  has  always  been  hearty,  and  in  a  large  number  of  cases  it 
has  become  a  habit  with  Retailers  to  come  in  and  renew  acquaintances, 
and  to  take  advantage  of  the  opportunity  for  sorting  up  needed  lines. 

Each  year,  too,  we  welcome  new  faces,  form  new  friendships  and  add 
new  names  to  our  list  of  customers. 

Once  more  we  send  out  our  invitation,  for  August  26th,  to  September  7th, 
and  assure  you  we  shall  be  glad  to  see  you  and  put  our  warerooms  and 
ourselves  at  your  service. 

We  will  be  showing  a  complete  range  of  Spring  Samples  for  1919. 


F.  J.  WESTON  &  SONS 

53  Wellington  Street  West  -  TORONTO 


Thomas  Ryan  &  Co. 


Wholesale 

BOOTS  AND  SHOES 

Winnipeg,  Canada 

Established  1874 


Limited 


Our  Samples  are  Now  Ready  for  Spring  1919 

Very  soon  our  travellers  will  be  calling  upon  the  merchants  of  Manitoba,  Saskatchewan,  Alberta  and  Western 
Ontario  with  the  best  range  we  have  ever  snown. 

The  demand  for  the  "RYAN  SHOE"  grows  daily,  showing  hundreds  of  new  names  on  our  list  of  customers, 
and  evidencing  the  increasing  appreciation  of  public  and  trade. 

Knowledge  is  power,  whether  in  the  making  of  shoes'or  knowing  the  needs  of  the  trade. 

Wait  for  our  salesmen.    We  bespeak  a  cordial  reception  for  our  men. 

TRUST  US  with  your  orders  this  season. 

Thomas  Ryan  &  Co.,  Limited 

Thomas  Ryan,  President 
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BUTTS 

Waterproof 
Gun  Metal 
Dull  or  Glazed 
Also  Butts  in  Colors 


SURFACE  KID — Is  a  substitute  which  in  many  ways  is  de- 
cidedly superior  to  real  kid.  It  is  not  as  expensive — finishes 
well  when  made  up — is  smooth,  soft  and  pliable,  yet  very  dur- 
able.   Made  in  black  and  colors. 

A  Trial  Will  Convince  You  of  Its  Merits. 


GLAZED  KID 
SHEEPSKIN 
CABRETTAS 


Quebec  Office:  491  ST.  VALIER  ST. 


LUCIE  IN  BORNE 


Montreal  Office:  225  LEMOINE  ST. 


A  PRILIMINARY  CANTER 

A  few  days  ago  Mr.  Narcisse  Gagnon  and  three  other 
exponents  of  fishing — stories — hiked  off  up  the  Ottawa 
to  Baie  dArgenteil  about  forty-five  miles  from  Montreal 
near  Lake  of  Two  Mountains,  merely  for  a  preliminary 
canter  to  warm  up  for  the  Shoe  and  Leather  Journal's 


Messrs.  Gaenon  and  LeBIanc  with  two  Waltonian  Champions, 
Mr.  Per<-y  Milhurn.  of  Marlatt  &  Armstrong,  and 
Dr.  Omcr  Noel,  all  of  Montreal 

fishing  race.  After  spending  two  days  and  nearly  a  third 
in  getting  the  various  camp  paraphernalia  into  shape  they 
started  to  fish,  with  the  result  that  in  the  last  three  hours 
133  pounds  of  black  bass,  pike  and  dore  were  landed.  The 
big  'uns  shown  in  the  picture  arc  daily  occurrences  with 
Mr.  N.  G.  whenever  he  takes  down  his  line. 


Mr.  A.  E.  Moss,  of  the  Business  Sales  System  of  Toronto, 
is  conducting  a  sale  of  the  stock  of  Adams  &  Co.,  of  George- 
town, Ont.  Mr.  Moss  is  meeting  with  great  success  in 
running  these  special  sales,  and  shoe  men  for  whom  he  has 
conducted  them  speak  in  highest  terms  of  the  financial 
results.  This  method  of  conducting  a  sale  is  but  the  result 
of  specializing,  and  the  Business  Sales  System  are  certainly 
specialists  in  this  class  of  shoe  selling. 


JOHN  McENTYRE,  LIMITED 

LEATHER  and  SHOE  GOODS 
28  St.  Alexander  Street 
MONTREAL 


PLANTS 
Rubber  Cement  Factory 
26  Gladstone  Ave. 


TANNERY 
1704  Iberville  St. 


OUR  STANDARD  SCREW  SHOES 

Will  stand  plenty  of  hard  wear.  Made  on  foot-fitting  lasts  that 
will  give  comfort  to  the  wearer  and  are  durable.  The  range  in- 
cludes MEN'S,  BOYS',  YOUTHS',  LITTLE  GENTS'  and  CHILD- 
REN'S BOX  KIP.  Don't  fail  to  see  our  line  for  Spring  Nineteen- 
Eighteen.    Your  jobber  will  quote  you  prices,  or  write  us  direct. 

St.  Hyacinthe  Soft  Sole  Shoe  Co.,  Limited 

St.  Hyacinthe,  Quebec 


WANTED  The  names  of  me.rchant.s  who  desire  to  dispose  of ^their.entire_ stock,  with  a  profit,  or  of  merchants  who 


may  be 


 anxious  to  turn  the  undesirable  portion  of  their  stock  into  cash. 

A  prominent  Shoe  Merchant  for  whom  we  conducted  a  ten  days'  sale  says  of  our  system: 

"  Scepticism  in  your  method  of  doing  business  is  forever  banished  from  my  mind.  The  ten  days'  reduction  sale, 
conducted  by  your  Mr.  Beadle,  has  been  eminently  satisfactory;  not  only  has  the  stock  been  reduced  at :  a  fair  mar- 
gin  but  many  undesirable  lines  have  been  cleared,  leaving  the  stock  in  a  healthy  condition.    I  am  a  BOOSTER  for 

For  full  particulars  of  our  service  write  or  wire  at  our  expense. 

E.  8f  B.  SALES  SERVICE,  229  College  Street,  Toronto 


gin,  but  many 
your  system." 
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A.  DAVIS  &  SON 


MANUFACTURERS  OF 


High-Grade  Shoe  Leathers 

There  is  nothing  too  good  for  DAVIS  LEATHERS.  The  best  stock,  the  best  workmen,  the 
best  methods,  the  best  finish  and  packing  is  the  DAVIS  WAY.  It  has  made  Davis  Leathers 
the  leaders  in  their  class  on  this  continent.    It  means  better  shoes  and  greater  economy 


in  shoe  building. 


OUR  SPECIALTIES 


ELK— Black  and  Colors 
RUSSET— Oil  Grain 

MENNONITE  GRAIN — Black  and  Red 
COMBINATION— Smooth  and  Boarded  Pebble 


Russet  and  Black  Collar  Leather 

Vegechrome — Black  and  Chocolate 
Imitation  Gun  Metal 

Ooze  Splits  in  Black  and  Colors 
Military  Leather 


OUR  SMOOTH  CHROME 
AND  MATT  SIDES 


Are  pronounced  by  those  who  have  used  them 
as  the  best  value  qn  the  market.  They  have 
those  qualities  that  not  only  mean  wear  but 
appearance,  and  above  all 


THEY  ARE  ECONOMICAL  IN  CUTTING 

SEND  FOR  SAMPLE  LOT 

KINGSTON,  ONT. 


DEATH  OF  MR.  GEORGE  P.  BEAL 

In  the  death  of  Mr.  George  Potter  Beal  there  is  re- 
moved one  of  Canada's  enterprising  business  men  from 


the  shoe  and  leather  industry.  He  was  born  at  Claremont> 
Ontario  in  1848  and  in  1881  established  the  business  of 
Beal  Bros,  in  Ottawa.  In  1889  the  firm  came  to  Toronto 
and  the  wisdom  of  this  move  is  proved  by  the  splendid 
growth  of  the  business  up  to  the  present  time.  Mr.  Beal 
has  been  active  in  business  right  up  to  his  recent  sickness, 
and  the  business  will  be  continued  under  the  management 
of  his  three  sons — Fred,  Norman  and  William. 

Mr.  Beal  was  a  member  of  St.  Stephen's  Anglican 
Church  and  was  also  a  prominent  mason,  being  a  member 
of  King  Solomon  Lodge,  Toronto. 

Besides  the  three  sons,  Mrs.  Beal  and  a  daughter, 
Mrs.  W.  H.  C.  Leech  of  Stonewall,  Manitoba,  survive. 
His  death  was  due  to  heart  trouble  hastened  by  compli- 
cations. 


MOTOR  ACCIDENT  IN  QUEBEC 

While  motoring  from  Quebec  to  Montreal  on  August  3rd, 
Mr.  and  Mrs.  Fred  Marois  and  family,  of  Quebec  City,  met 
with  a  very  serious  accident,  their  car  going  over  a  twenty- 
five  foot  embankment.  Mrs.i  Marois  sustained  a  broken 
arm  and  with  the  six  others  o  the  party  is  suffering  from  a 
bad  shaking  up.  They  are  fortunately  all  out  of  danger. 
A  doctor  from  Quebec  happened  to  be  following  not  far 
behind  when  the  accident  occurred  '  and  rendered  much 
valuable  assistance.  The  many  friends  of  Mr.  Marois  will 
no  doubt  be  pleased  to  hear  that  he  is  able  to  be  at  business. 


I  he  Late  Cm   P.  Beal 


Newspapers  report  the  manager  of  the  Regal  Shoe 
Co.,  saying  the  war  measures  in  the  wholesale  prices  of 
shoes  is  from  45%  to  50%.  Shoes  the  Company  sold  in 
August  1914  at  $4.50  are  now  selling  at  $6,50.  Raw  mater- 
ials, he  maintains,  cost  more  proportionately  than  the  in- 
crease in  prices  of  finished  shoes. 


THE  SHOE  AND  LEATHER  JOURNAL 


51 


A  YOUNG  SHOE  MAN 

Mr.  K.  R.  Kimmerly,  who  has  been  in  the  Haines 
Shoe  Store  in  Napanee  for  the  past  seven  years,  has  been 
promoted  to  manage  the  Smith's  Falls  Store  of  this  same 


K.  R.  Kimmerly,  Smith's  Falls 


company.  When  it  is  known  that  Mr.  Kimmerly  is  only 
22  years  of  age,  it  will  be  appreciated  that  he  is  some  hustler. 
He  is  the  man  who  writes  the  window  back-ground  ideas 
for  the  Shoe  and  Leather  Journal. 


NEW  PATENT  SHOE 

Mr.  S.  C.  Wilson,  of  Rochester,  N.  Y.,  has  patented 
a  new  method  for  making  shoes  which  is  different  from 
the  turn,  welt  or  McKay  processes.  He  is  preparing  samples 
and  one  advantage  is  that  the  process  eliminates  tacks, 
an  advantage  over  the  McKay.  It  is  claimed  to  be  as 
flexible  as  a  turn  or  welt,  although  it  has  two  soles.  The 
upper,  insole  and  outsole  are  fastened  by  one  stitching 
operation,  the  soles  being  channeled  on  the  inside.  No 
new  lasts  are  required  and  Mr.  Wilson  claims  a  cost  saving 
of  20c.  under  a  turn  sole. 


Sandals  of  Substance 

We  have  the  most 
highly  specialized 
labor  and  equipment 
in  Canada  for  the 
production  of  the  best 
type  of  sandal,  both 
in  leather  and  canvas. 

When  ordering  Sandals  specify  B.  F.  Brand. 

We  also  make  a  splendid  range  of  Children's  Stitch- 
down  Shoes. 

Humberstone   Shoe  Co. 

Humberstone,  Ont. 


F.  G.  CLARKE,  President 
C.  £.  CLARKE,  Vice-President  and  Treasurer 
Established  1852 


Manufacturers  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years 

Clarke  &  Clarke,  Limited 

General  Offices  &  Works 

Christie  Street,  Toronto 

City  Office  &  Warehouse 

63  Bay  Street,  Toronto 

BRANCH  WARERQOMS 
252  Notre  Dame  St.  W.,  Montreal 
553  St.  Valier  Street,  Quebec 
RICHARD  FRERES,  Agent 


FILLERS 


You  can  save  money  by  order- 
ing Fillers  for  your  samples 
NOW. 

We  specialize  in  a  high  quality, 
light  weight  filler,  and  we  are 
in  a  position  to  quote  low  prices 
and  give  quick  deliveries  of 
same. 

We  manufacture  hinged  and 
Block  Lasts,  Wooden  and  Paper 
Patterns,  Trees,  etc. 

Sole  agents  in  Canada  for  the 
Belcher  Fibre  Filler. 


ROBIN  BROS. 

Corner  of  Carriere  and  Gilford  Sts. 

Montreal,  Que. 
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"LOOK  PLEASANT" 

I  met  the  manager  of  a  large  shoe  industry  on  the 
street  the  other  day  and  he  wore  a  seven  by  nine  grin, 
that  pushed  all  the  wrinkles  in  his  face  upwards  and  gave 
his  eye  a  twinkle  of  that  type  which  we  imagined,  when 
we  were  boys,  that  old  Santa  used  to  wear.  I  requested, 
"Tell  me  the  secret  of  your  happiness  that  I  may  wear  a 
million  dollar  smile  similar  to  the  one  you  have  on  your 
face." 

"Well  sir."  he  replied,  "I  cultivate  that.  When  I 
get  up  in  the  morning.  I  go  to  the  glass  and  take  a  look  at 
myself  and  if  that  face  of  mine  isn't  enough  to  make  a  man 
smile,  then  I  don't  know  what  could.  So  I  think  of  that  one 
look  all  day."  But  say,  honestly  now,  wouldn't  you  rather 
transact  a  business  deal  with  a  cheerful,  pleasant  person 
than  with  a  cross,  grouchy  individual?  Isn't  the  deal 
more  likely  to  be  satisfactory  if  attended  by  good-will  on 
both  sides?  If  you  thought  it  was  within  your  power  to 
put  a  cross  customer  in  a  good  humor,  would  you  do  it? 

"Most  everyone  would  see  that  it  would  be  to  his  ad 
wantage  to  have  their  customers  in  a  propitious  mood- 
You  can  not  put  others  in  a  cheerful  mood.  You  must 
be  cheerful  yourself,  so  that  your  own  good  humor  will  be 
irresistible  and  contagious.  A  customer  who  enters  a  shop 
and  is  met  by  a  cheery  smile  almost  involuntarily  smiles 
himself  and  is  cheered  in  spite  of  himself.  A  sunny  smile 
is  a  very  valuable  asset,  no  matter  what  walk  of  life  you  are 
following.  It  almost  commands  a  similar  response,  for  few 
people  can  help  repaying  a  smile  in  kind,  no  matter  how 
hardened  they  may  be.  • 

"Some  people  may  not  betray  their  feelings,  but  are 
cheered  by  a  smile  nevertheless.  If  your  smiles  and  cheer- 
iness-  elicit  no  apparent  response,  do  not  be  discouraged. 
Just  remember  that  a  smile  is  never  wasted,  even  though 
you  may  not  be  able  to  see  what  good  it  does. 


"Everyone  is  in  a  more  receptive  frame  of  mind  when 
good-natured,  and  in  order  to  inspire  your  customers  to 
cheerfulness,  you  must  feel  it  yourself.  Cultivate  the 
habit  and  pass  it  along — it  is  vital  to  your  business." 

As  he  handed  me  a  smoke  he  added,  "Here,  try 
this  and  keep  grinning;  it  will  do  you  more  good  than 
a  dose  of  medicine." 


FIGURING  PROFITS  ON  SELLING  PRICE 

This  article  was  written  for  a  hardware  business,  but 
is  just  as  applicable  to  a  shoe  store: 

First — Because  the  remuneration  of  salesmen  is  figured 
on  a  certain  percentage  of  the  selling  price. 

Second — Because  the  percentage  of  expense  on  con- 
ducting business  is  based  on  the  selling  price.  If  you  talk 
per  cent,  of  profit  on  cost  and  per  cent,  of  expense  on  the 
selling  price,  where  are  you? 

Third — Because  the  mercantile  and  other  taxes  are 
invariably  based  on  a  percentage  of  the  gross  sales. 

Fourth — Because  the  sales  totals  are  always  given 
in  the  books  of  record,  cost  totals  are  seldom,  if  ever,  shown. 

Fifth — Because  a  profit  must  be  provided  for  two 
items  of  capital,  one  the  capital  invested  in  merchandise, 
the  other  the  capital  necessary  for  operating  expenses, 
and  other  expenditures  not  properly  chargeable  to  mer- 
chandise account.  This  is  only  possible  by  figuring  pro- 
fit on  the  selling  price. 

Sixth — Because  it  indicates  correctly  the  amount  of 
gross  or  net  profit  when  amount  of  sales  is  stated.  The 
percentage  of  profits  on  sales  is  indicative  of  character 
of  result  of  year's  business.  Percentage  of  profit  on  cost 
is  not. 

Seventh — Because  allowances  in  percentage  to  cus- 
tomers are  always  from  the  selling  price. 

Eighth — Because  no  profit  is  made  until  sale  is  actually 
effected. 

Ninth — -Because  nine  stores  in  ten  which  do  not  figure 
on  the  selling  price  get  mixed  somewhere  in  their  figures, 
and  don't  know  whether  they  are  going  forward  or  back- 
ward. 

Tenth — Because  the  chain-store  fellows  and  the  big 
stores,  which  press  the  average  retailer  hardest,  do  figure 
on  the  selling  price. 

Eleventh — Because  it  puts  you  where  a  customer 
won't  be  so  likely  to  call  you  a  robber  if  he  learns  your 
percentage  of  profit — 20  per  cent  of  the  selling  price  is 
25  per  cent  on  the  cost. 

Twelfth — Because  if  you  figure  on  the  selling  price, 
you  can  go  to  the  cash  drawer  and  say  "10  per  cent  of  that 
money  is  my  profit,"  instead  of  having  to  say  that  10  per 
cent  of  the  cost  of  the  goods  which  I  have  sold  for  that  money 
is  my  profit. 

"I  commend  to  you  this  thought. 

"  Do'your  accounts  account? 

"  Do  they  convey  to  you  a  knowledge  which  is  power? 

"  Do  you  know  your  business  as  you  should? 

"If  not,  is  this  not  a  good  time  to  begin  to  have  your 
books  valuable  assistants  and  contributors  to  your  success 
rather  than  the  bug-bear  of  the  business?  " — W.  D.  Simmons, 
Simmons  Hardware  Company,  St.  Louis. 


HERBERT  SPENCER  SAYS: 

"There  is  a  principle  which  is  a  bar  against  all  informa- 
tion, which  is  proof  against  all  argument  and  which  cannot 
fail  to  keep  a  man  in  everlasting  ignorance;  this  principle 
is  Contempt  prior  to  examination. 

Fault  finding  is  one  of  the  popular  indoor  sports;  and 
bald  criticism  never  did  much  more  than  discourage  honest 
effort.  The  only  fellow  worth  while  is  the  man  with  the 
better  idea. 


GUARANTEED  TO 

OUTLAST  THE  SHOE 


FIBRE  COUNTERS 

For  forty-five  years  we  have  specialized  in  counters,  and 
this  specialization  has  enabled  us  to  guarantee  them  to 
outwear  the  shoe.  Use  these  in  manufacturing,  and  you 
will  eliminate  all  complaints. 

Representatives:  — 

For  Ontario,  E.  R.  Lewis,  45  Front  St.  East,  Toronto. 
For  Quebec  City,  Richard  Frere,  St.  Valier  St.,  Que. 

DUCLOS  &  PAYAN 

ESTABLISHED  1873 
Tannery  and  Factory  Sales  Office  and  Warehouse 

ST.  HYACINTHE  MONTREAL 
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IMPORTANT 

More  than  ever  must  good  judgment  govern  your  spring 
purchases. 

You  cannot  afford  to  buy  from  the  first  set  of  samples  you 
see  this  season  and  be  just  to  yourself. 

With  the  many  changes  which  have  been  taking  place  in  the 
Shoe  Trade,  we  could  not,  in  justice  to  our  customers, 
make  our  new  samples  until  the  Shoe  Style  develop- 
ment clarified  and  we  are  satisfied  our  judgment  will 
be  recognized  by  you  as  correct  when  you  see  our 
Samples  for  Spring  1919. 

Shoe  Styles  in  keeping  with  present-day 
conditions,  but  brimful  of  New,  Smart, 
Clever  ideas  and  correctly  reflecting  all 
that  is  best  in 

WOMEN'S   FINE  FOOTWEAR 

Our  Salesmen  may  be  just  a  little  late,  but  you  cannot  afford 
to  order  your  better  lines  of  Women's  Shoes  without 
first  seeing  our  many  new  styles  and  exceptional  values. 


*»  "  1  u  ■  1110  »»""■  °  »»  •  «"*■«  •  >  * 

J    SAMPLES  READY   SEPT.  7th.  j 
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GOOD  SHOES-None  Any  Better 

and  backed  up  by  a  powerful  advertising 
campaign  that  is  absolutely  compelling 
demand  and  which  Sells  Shoes  for  You. 

Good  Shoe  Values  plus  Salesmanship 

Are  you  taking  full  advantage  of  this 
great  A sset  f 
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Shoe 

and  Leather 
Trade  Jottings 

Topics  of  Interest  to  Those 
Making  and  Selling  Footwear — Pres- 
ent and  Future  of  the  Shoe  Trade — 
No  Changes  in  Materials  or  Styles 
for  Spring  Season,  But  Prices  Will 
Be  Advanced 

IT  is  between  seasons  with  manufacturers  who 
have  been  so  busy  with  samples  that  they  have 
not  taken  much  interest  on  market  conditions 
in  spite  of  the  extraordinary  situation  that  prevails 
in  some  lines  of  leather.  The  trade  seems  to  have 
settled  down  to  a  policy  of  "watchful  waiting, "  and 
apart  from  a  few  large  operators  who  have  been 
quietly  making  preparations  for  the  future,  seem 
to  be  quite  content  to  await  developments.  Some 
fairly  large  purchases  of  sole  and  light  leathers  have 
been  made  during  the  past  ten  days.  Leather 
men  claim  that  these  contracts  have  been  made 
at  a  substantial  advance,  but  manufacturers  claim 
that  they  have  covered  themselves  satisfactorily. 
In  light  leathers  there  has  been  considerable  interest 
and  quite  a  few  sales  have  been  made  at  advances 
that  will  mean  substantial  increase  in  costs  in  the 
class  of  shoes  involved.  In  fact  all  light  leathers  are 
feeling  the  effects  of  strong  demand  and  the  limita- 
tions of  manufacture. 

No  Change  in  Shoe  Styles. — The  question  of 
following  the  United  States  in  the  policy  of  modify- 
ing the  use  of  materials  and  styles  in  goods  for  the 
coming  season  has  been  practically  abandoned  for 
the  present.  Quite  a  number  of  manufacturers 
had  already  prepared  their  samples  and  taken  orders 
to  a  considerable  extent  and  others  had  arranged 
for  their  patterns,  lasts  and  materials  for  the  Spring 
season.  The  question  was  complicated  by  this 
and  other  considerations,  and  the  general  feeling 
obtained  with  the  government,  as  well  as  with  those 
prominent  in  the  shoe  industry,  that  any  interference 
at  the  present  time  with  the  plans  of  shoe  manu- 
facturers and  tanners  could  only  prove  injurious 
to  all  branches  of  the  trade  and  be  largely  abortive.' 
Doubtless,  before  another  season  turns  up,  condi- 
tions will  either  become  more  settled  or  the  trade 
will  be  in  a  better  position  to  co-operate  in  any  way 
that  may  be  deemed  necessary  by  the  government. 

Natural  Curtailment. — The  general  tendency  of 
the  samples  shown  for  spring  is  in  the  direction  of 
curtailment.  As  a  matter  of  fact  shoe  manu- 
facturers are  faced  with  such  a  marked  shortage  of 
skilled  labor  that  they  do  not  expect  to  make  within 
sixty  per  cent,  of  their  normal  output.  It  is  with 
the  utmost  difficulty  that  in  some  lines  help  is  se- 
cured to  meet  half  the  ordinary  requirements  of 
the  factory.  The  result  is  that  there  is  considerable 
"stealing"  of  help,  which  is  promoting  more  or  less 


feeling  amongst  manufacturers.  The  only  way  out 
of  the  difficulty  seems  to  be  the  curtailment  or 
consolidation  of  lines,  and  most  manufacturers  are 
following  this  course  with  fairly  satisfactory  results. 

Spring  Styles. — That  the  popularity  of  the  white 
and  gray  shoe  with  combinations  of  tan  and  other 
corresponding  shades  would  be  unimpaired,  was 
practically  a  foregone  conclusion.  Discussion  has, 
however,  prepared  everybody  for  a  modification  of 
some  of  the  extreme  ideals  and  this  tendency  will 
be  found  in  the  spring  samples.  Low  cuts  assert 
themselves  strongly,  and  in  patent  both  pumps  and 
Oxfords  are  much  in  evidence.  One  has  only  to 
pass  down  a  busy  thoroughfare  to  realize  the  grow- 
ing tendency  towards  shiny  leather  in  this  class  of 
footwear,  which  promises  next  season  to  be  more  in 
evidence  than  ever.  The  samples  all  bear  evidence 
of  the  necessity  as  well  as  desirability  of  cutting 
out  extravagances  in  material  or  shape. 

The  War  Industries  Board  authorizes  the  fol- 
lowing : — 

That  dark  and  medium  brown  or  tan  are  to 
be  the -standard  colors  for  upper  leathers  which  shoe 
manufacturers  are  to  cut  after  October  1st,  1918. 


SHOE  PRICES  ADVANCED 

The  shoe  manufacturers  began  the  year  very 
optimistically  for  having  certain  supplies  of  leather 
on  hand  no  immediate  shortage  was  in  view  and 
good  sales  were  anticipated.  But  what  have  been 
the  facts?  Business  has  been  good  they  admit, 
but  labour  conditions,  during  the  past  six  months 
in  particular,  have  become  exceptionally  acute, 
and  month  after  month  saw  an  increased  cost  on 
the  price  of  labour. 

Transportation  difficulties  were  most  serious 
at  the  first  of  the  year  with  the  result  that  the  bulk 
of  supplies  are  coming  to  the  factories  by  express 
at  a  very  greatly  increased  cost,  and  of  more  recent 
months  the  shortage  of  labour  has  been  so  pro- 
nounced that  production  could  not  be  kept  up  to 
normal.  To-day  the  majority  of  shoe  factories 
are  probably  only  operating  up  to  50  or  60  per  cent, 
of  their  normal  output,  and  this  lessened  production 
cannot  but  account  for  a  very  serious  additional  cost. 

In  addition  to  a  much  higher  actual  labor  cost 
and  a  serious  increase  to  overhead  expense  due  to 
lessened  production,  must  be  added  the  constant 
advances  that  are  taking  place  in  prices  of  all  ma- 
terials used  in  shoemaking  which  have  been  most 
pronounced  during  the  past  three  months  and  alto- 
gether a  very  noticably  increase  must  be  expected 
in  the  price  of  shoes. 

Manufacturers  claim  that  they  must  face  the 
facts  as  they  are,  and  price  their  merchandise 
accordingly  or  expect  a  serious  loss. 

The  shoe  salesmen  will  soon  be  starting  on  their 
spring  trips  and  it  is  well  that  the  trade  should 
know  the  facts  as  they  are. 

It  may  be  well  that  retailers  study  their  re- 
quirements more  closely  than  usual,  buy  what  is 
needed  carefully  but  not  grudgingly.  Anticipate 
their  wants  well  in  advance  and  outside  of  increase 
cost  there  is  no  reason  to  look  into  the  future  with 
apprehension. 


56 


THE  SHOE  AND  LEATHER  JOURNAL 


At  Your  Service  - 


SUPPLIES  FOR  ALL 
DEPARTMENTS 


FITTING  ROOM 

Cutting  Boards  and  Dressing 
Cutting  Blades  and  Handles 
Amazeen  Skiving  Knives 

EYELETS 

Eyelet  Sets,  Hand  and  Machine 
Belting.  Round,  Leather  and  Canvas 
Belt  Hooks,  Shoe  Hooks 
Lacing  and  Buttonhole  Thread 


SOLE  LEATHER  ROOM 

Channel  Knives  and  Groovers 

DIES 
Handle  and  Machine 

DIE  BLOCKS 

Mallets 

SHANKS,  all  kinds 


BOTTOMING  ROOM 

Awls  and  Drivers,  misc. 
Breasting  Knives 
Edge  Cutters.  Shields,  etc. 
Edge  Irons 

Emery  Wheels,  all  kinds 

SHOE  TACKS,  HEEL  NAILS  and 
RIVETS 

Pegwood.  Tarred  Felt,  Besto  Filler 

SANDPAPER  and  AMUNITE 
(Roll.  ream,  moulded,  misc.) 

Last  and  Forms  and  Sole  Moulds 
Needles.  Goodyear  and  McKay,  misc. 


FINISHING  ROOM 

Scouring  Rolls  and  Wheels 
Buffing,  Rolls  and  Wheels 
Polishing  Rolls  and  Wheels 
Cotton  Covers  for  Wheels 
Felt  for  Recovering 

BRUSHES 

Handle  Knives,  Oil  Stones 
Treeing  Machine  Fittings 

WAX,  etc. 


PLACE  YOUR  ORDERS  EARLY  IN  ADVANCE. 

United  Shoe  Machinery  Co.  of  Canada,  Limited 

MONTREAL,  QUE. 

N  \delaidc-  St.  West  179  King  St.  West  28  Demers  St. 

TORONTO  KITCHENER  QUEBEC 
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IS  SHOE  SELLING  AN  "ESSENTIAL"  OCCUPATION? 

The  recent  classification  by  General  Crowder  in  the 
United  States  of  shoe  salesmen  as  among  the  non-essentials 
in  his  "Work  or  Fight"  order  has  raised  a  protest  from 
shoe  retailers  all  over  the  country.  John  O'Connor,  of 
Chicago,  president  of  the  National  Shoe  Retailers'  Associ- 
ation, after  being  beseiged  by  requests  from  shoe  dealers 
all  over  the  country,  sent  a  telegram  to  General  Crowder 
asking  him  to  reconsider  his  classification  of  shoe  salesmen 
with  reference  to  the  "Work  or  Fight"  order.  He  pointed 
out  that  fitting  shoes  really  required  technical  training 
and  was  an  essential  employment.  He  argued  that  if 
the  proper  fitting  of  soldiers'  feet  was  essential,  so  also 
was  the  proper  fitting  of  workmen  and  the  civilian  popu- 
lation. Heal  so  pointed  out  that  women  can  replace 
men  as  fitters  only  after  several  months  of  training.  Shoe 
merchants  feel  the  effect  of  the  draft,  which  has  taken  a 
great  number  of  their  competent  salesmen,  and  the  new 
order  would  preclude  any  opportunity  for  the  gradual 
training  of  new  help.  Mr.  O'Connor  in  his  telegram  says 
that  shoe  retailers  realize  that  an  emergency  exists  and 
their  attitude  as  a  national  craft  is  that  they  shall  not 
hesitate  at  any  sacrifice  to  win  the  war,  but  at  the  same 
time,  they  feel  it  is  in  line  with  patriotic  duty  to  call  General 
Crowder' s  attention  to  the  effects  of  poor  shoe  fitting  on 
the  people  at  large. 

Mr.  O'Connor's  suggestion,  however,  has  not  been 
acceded  to,  as  General  Crowder  wired  him  that  so  great 
is  the  demand  for  labor  in  all  fields,  it  would  be  impossible 
to  reconsider  the  shoe  clerks'  position.  This  means  that 
a  great  number  of  shoe  clerks  all  over  the  United  States 
will  be  affected  by  this  ruling  and  will  have  to  seek  other 
employment. 


NEW  TANNING  MATERIAL  IN  FRANCE 

As  the  manufacturers  of  oak  and  chestnut  tanning 
extracts,  which  come  from  trees  of  slow  growth,  has  re- 
sulted in  extensive  deforestation,  efforts  have  been  made 
to  find  plants  of  quicker  growth  as  substitutes  for  these 
sources  of  tanning  materials. 

According  to  reports,  a  plant  of  much  promise  for  this 
purpose  has  been  found  in  the  rumex  hymenose  palum 
torr.,  the  knobs  of  which  contain  28  to  30  per  cent  tannin. 
Experiments  have  shown  that  this  plant,  which  heretofore 
was  cultivated  successfully  in  Corsica  and  southern  France, 
also  thrives  in  the  climate  of  northern  France. — Exchange. 


NEW  PROCESS  OF  WATERPROOFING  LEATHER 

A  new  product  intended  to  waterproof  leather,  paper, 
etc.,  is  obtained  by  mixing  100  parts  of  castor  oil  with  200 
parts  of  acetate  of  amyl,  which  thereupon  is  agitated  in  25 
parts  or  chloride  of  sulphur.  This  produces  a  jelly-like 
substance  which  releases  chlorhydric  acid  vapors,  but  if 
it  is  preserved  in  a  closed  vessel  for  a  few  days,  it  becomes 
liquified.  By  neutralizing  the  acid  with  carbonate  of  bar- 
ium, and  filtering  it,  a  colorless  solution  is  obtained,  which, 
mixed  with  benzine  or  alcohol,  will  sufficiently  dissolve  the 
nitro-cellulose  to  form  a  varnish  covering  the  leather. 

The  following  patents  have  been  granted  in  Canada 
recently: — Rubber  boot,  by  the  Canadian  Consolidated 
Rubber  Co.,  Limited,  Montreal,  Que.;  shoe,  by  Frank  Joseph 
Blum,  Dansville,  N.Y.,  U.S.A.;  shoe,  by  Walter  I.  Colby, 
Haverhill,  Mass.,  U.S.A.;  shoe,  by  Chas.  Selwin  Holt,  Lynn, 
Mass.,  U.S.A. ;  shoe,  by  Paul  Kenville,  Felton,  Mass.,  U.S.A.; 
rubber  soled  shoe,  by  the  United  Shoe  Machinery  company 
of  Canada,  Limited,  Maisonneuve,  Que.;  shoe,  by  John 
McBrearty,  Rosemont,  Pa.,  U.S.A.;  shoe  tip,  by  Saieh 
Yamazaki,  Vancouver,  B.C. 


WM.  A.  MARSH  &  CO.'S  NEW  SELLING 
ARRANGEMENTS 

The  firm  of  Wm.  A.  Marsh  &  Co.,  Limited,  of 
Quebec  City  is  one  of  the  oldest  shoe  manufacturing 
concerns  in  Canada  and  was  founded  by  the  late 
Wm.  A.  Marsh.  The  business  is  now  carried  on  by 
the  two  sons,  Mr.  David  and  Mr.  Fred  Marsh. 
In  the  past  they  have  confined  their  efforts  prac- 
tically to  the  jobbing  trade,  and  while  it  is  the' 
intention  to  still  cater  to  the  jobbers,  the  firm  has 
decided  to  extend  their  business  and  go  to  the  larger 
retail  trades  as  well.  To  accomplish  this  step  suc- 
cessfully has  necessitated  a  certain  amount  of  re- 
organizing. 

Mr.  Harvey  Graham,  of  Ottawa,  has  been 
appointed  sales  manager.  Mr.  Graham  is  abun- 
dantly qualified  for  this  position,  having  been  on 
the  selling  staff  of  the  Hartt  Shoe  Company  for 


Mr 


Trudel  with  Wm.  A.  Marsh  Co.,  Limited,  Quebec 


the  past  ten  years.  He  will  also  call  personally  on 
the  large  jobbers  and  retailers  of  the  Dominion, 
except  those  in  Toronto  and  the  Province  of  Quebec. 
Mr.  Geo.  Boulter  will  represent  the  firm  in  Toronto, 
and  Quebec  Province  will  be  looked  after  by  J.  L. 
Trudel,  late  of  the  Goodyear  Tire  and  Rubber  Co. 
Mr.  Trudel  has  charge  of  the  company's  fine  new 
warerooms  at   55   New   Birk's   Bldg.,  Montreal. 

Mr.  MacMurray  will  continue  in  charge  of  the 
factory  production  where,  with  Mr.  Graham's 
assistance  in  the  style  selections  and  designing, 
the  trade  may  expect  to  see  some  great  develop- 
ments in  the  manufacturing  of  some  real  high-grade 
shoes. 

The  Marsh  brothers  have  shown  excellent  judg- 
ment and  splendid  organizing  ability  in  surrounding 
themselves  with  men  with  the  shoe  experience  and 
executive  ability  that  this  new  selling  and  operating 
force  have.  The  new  range  of  samples  just  com- 
pleted for  the  coming  season  will  be  an  incentive 
to  the  Marsh  selling  staff,  for  they  are  certainly 
among  the  finest  samples  the  firm  has  yet  produced. 
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HYDRO  CITY  SHOES 


The  Present  Day  strict  demand 
for  "Essentials"  is  making 
Hydro  City  Solid  Leather 
Shoes  more  than  ever 

A  POSITIVE  SHOE  STOCK  ESSENTIAL 

The  emphasis  placed  on  STYLE,  together  with  the  KNOWN 
VALUE  of  Solid  Leather  Shoes,  places  the  Hydro  City  Line 
in  a  position  to  take  care  of  a  good  volume  of  your  trade. 
It  has  every  good  quality  to  warrant  your  concentrating  your 
sales  efforts  in  Staple  Footwear  on  "Hydro  City." 

HYDRO  CITY  SHOE  MFRS. 

LIMITED 

KITCHENER  -  ONTARIO 


MARTIN 

Corrugated  Paper  Boxes 


Facilitate  the  despatch  of  shipments. 
Give  the  greater  security  of  a  sealed  package. 
Cut  freight  and  express  cost. 

Make  the  work  of  putting  up  orders  almost  noiseless. 
Ensure  the  arrival  of  goods  in  the  best  condition. 
Occupy  a  minimum  of  storage  space. 

WRITE  TO-DAY 

Martin  Corrugated  Paper  &  Box  Co. 

353  Pape  Avenue,  Toronto  Umttei 
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Consider  the 
Customer  Who 
Buys  Work- Boots 


IT   is   a    fact    that  the 
workingman  pays  more 
now  than  he  ever  did 
for  the  shoes  he  wears  in 
a  year. 

Wouldn't  he  be  grateful 
for  some  way  of  lowering 
that  heavy  shoe-cost  ? 

Wouldn't  your  trade 
benefit  if  you  could  show 
the  workingman  longer- 
wearing  shoes  that  are  more 
comfortable,  too  ? 

You  can. 

Hundreds  of  merchants 
have. 


These    merchants  have     Soles  on 
added  work-boots  to  their  shoes, 
stock  of  Neolin-soled  shoes. 

Work-boots  with  thicker 
Neolin  Soles  that  give  long, 
loyal  service. 

Waterproof  Neolin  soles 
that  keep  out  the  wet  and 
protect  health. 

Flexible  Neolin  Soles  that 
give  the  workingman  great- 
er shoe-comfort  than  he  has 
known  before. 

Thousands   of  working- 
men    have   tested   Neolin  sizes. 


their  "Sundav' 


They'll  welcome  them 
on  work-shoes  and  child- 
ren's shoes. 

It's  up  to  you  Air.  Mer- 
chant ! 

If  you  value  your  trade 
in  workingmen's  boots — 
and  you  should  —  place 
orders  with  your  manufac- 
turer or  jobber  for  work 
boots — W  e  1 1,  McKay, 
Loose-Nailed,  or  Standard 
Screw — supplied  with  Ne- 
olin  Soles  in  the  thicker 


THE  GOODYEAR  TIRE  AXD  RUBBER  CO.  OF  C  AX  AD  A,  LIMITED,  TOROXTO,  ONTARIO 


® 
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YOU  CAN 
BE  SURE 


When  you  sell  a  pair  of  BEST  EVERY-DAY 
SHOES,  or  AURORA,  that  the  customer 
will  be  satisfied. 


CONFIDENCE  is  the  keynote  in  successful  shoe  retailing.    You  can  back  Sisman 
Shoes  with  every  ounce  of  assurance  you  can  put  into  them. 

The  "AURORA"  is  a  shoe  that  has  style  as  well  as  leather  and  good  shoemaking 
behind  it. 

The  BEST  EVERY-DAY  SHOE  is  absolutely  the  best  HONOR  BRIGHT  general 
purpose  shoe  that  can  be  found  on  the  market. 

Armed  with  these  two  lines  your  trade  is  sure.    Ask  your  Jobber. 

The  T.  Sisman  Shoe  Co.,  Limited 

Aurora,  Ontario 


Genuine  Canadian  Indian  Hand  Made 

MOCCASINS 

Sheepskin 


No.  43 

With  beaded  fronts,  suitable  for  house  slippers. 
They  run  in  sizes  same  as  shoes. 


Ask  for  Samples 


We  have  many  other  lines. 

PRICES 

42—  Men's       sizes,   8  to  12  -  $11.00  doz. 

43—  Women's     "       3  to   7  -  9.50  " 

44 —  Misses'        "     11  to   2  -  7.50  " 

45—  Children's    "       7  to  10  -  6.00  " 

46—  Infants'       "       1  to   6  -  5.00  " 

Wc  ali«)  have  other  and  better  linex,  fur  top*  and  wool  lined. 
PRICES  ON  APPLICATION 

We  also  carry  a  big  line  of  Sweet  Grass  Baskets  and  Novelties 
CATALOGUE  ON  REQUEST 

C.   N.  SABA  &  CO. 

Wholesalers  to  the  Trade 
84-86  WELLINGTON  ST.  W.,  TORONTO,  ONT. 


OWN  YOUR  REPAIR  PLANT 


The  Sterling  Sole  Stitcher 

Hand  Power 
Stitches  Neolin  and  Fibre  Soles 
Indispensable  to  Repairmen 

WRITE  FOR  PARTICULARS 

C.  PARSONS  &  SON 

LIMITED 
Repair  and  Shoe  Store  Supplies 
79  Front  St.  E.  Toronto,  Ont 
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Midland  Maid  Shoes 
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37  Styles  In  Stock  Soon 

3  7  Styles  of  this  Weil-Known  Brand  of  Fine  Shoes 
for  Ladies  In  Stock  Soon  for  Fall  Business. 


Big  Variety  of 
Lasts  and  Heels 

Wing  Tips 
Perforated  Tips 
Imitation  Tips 
Leather  Soles 
Neolin  Soles 
Goodyear  Welts 
Flexible  McKays 
Different  Widths 


All  Leathers 


Duchess  Calf 
Brown  Russia 
Khaki  Tan 
Mah  ogany  Calf 
Brown  Havana  No.  1  Kid 
Black  Imported  VICI 
Gun  Metel  Calf 
Black  Cravenette 
Lines  with  Buck  Tops 


These  goods  will  actually  be  carried  in  stock  at  reasonable  prices. 
Always  remember  that  Lower  prices  mean  lower  quality. 
You  can't  buy  SERVICE  from  us — we  give  it  to  you  FREE. 
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The  Midland  Shoe  Company 

Kin  gston,  Ontario 

Watch  this  Space  for  Full  Details 
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The  Canadian  Jobbing  Houses  exercise  great  care  in  the  selection 
of  lines  with  which  to  go  to  the  Retail  Trade,  and  we  value  it  as 
a  splendid  endorsation  that  the  following  forty-five  firms  have 
put  themselves   behind    Hewetson  Lines,    and  are  featuring 


HEWETSON 


Flexible  Welts  in  sizes  1-4,  3-6. 
Repairable  Welts,  sizes  5-71,  8-101 


McKays,  Infants',  Childs',  Misses', 
In  their  Spring  Range  of  Samples  Little  Gents'  and  Youths'. 


Hewetson  Lines,  thus  handled,  are  readily  obtainable  by  Retailers 
in  whatever  territory  they  may  be  situated. 

Don't  deny  the  representatives  of  these  wholesale  houses  the  op- 
portunity of  showing  you  these  Hewetson  lines  for  Children. 


TORONTO 
McLaren  8s  Dallas 
W.  B.  Hamilton  Shoe  Co.,  Limited 
D.  D.  Hawthorne  Co. 
Blachford,  Davies  8s  Co.,  Limited 
White  Shoe  Co.,  Limited 
Ames  H(  lden  McCready,  Limited 
Charles  Tilley  8s  Son 
Reliance  Shoe  Co.,  Limited 

HAMILTON 
John  McPherson  Co.,  Limited 
John  Lennox  8s  Co. 
Robert  Ralston  Co. 

LONDON 
Coaten,  Burns  8s  Wanless 
London  Shoe  Co.,  Limited 
Sterling  Bros.,  Limited 
Karn  Shoe  Co. 

COLLI  NO  WOOD 
T.  Long  &t  Bro. 

OTTAWA 
A.  W.  Ault  Co. 


KINGSTON 
Midland  Shoe  Co. 

WINNIPEG 
Ames  Holden  McCready,  Limited 
Kilgour  Rimer  Cc. 
Congdon  Marsh,  Limited 
Hudson  Bay  Co. 

BRANDON,  Manitoba 
Dowling  Shoe  Co. 

REGINA 
Amherst  Central  Shoe  Co. 
Harley  Henry,  Limited 

SASKATOON 
Harley  Henry,  Limited 

MOOSE  JAW 
Maybee's,,  Limited 
Kennedy  Bros. 

EDMONTON 
Ames  Holden  McCready,  Limited 
Dcwers,  Limited 


CALGARY 
A.  McKillop  Co.,  Limited 

MONTREAL 
Ames  Holden  McCready,  Limited 
A.  L.  Johnson  Shoe  Co.,  Limited 
James  Robinson 
Dufresne  8s  Galipeau,  Limited 
Miner  Shoe  Co.,  Limited 
Alfred  Lambert,  Inc. 

ST.  JOHN,  N.  B. 
Waterbury  8s  Rising,  Limited 
Ames  Holden  McCready,  Limited 
J.  M.  Humphrey  8s  Co. 

FRASERVILLE,  P.  Q. 
Fraserville  Shoe  Co.,  Limited 

BROCKVILLE,  Ontario 
The  J.  A.  Johnston  Co. 

VANCOUVER,  B.  C. 
Ames  Holden  McCready,  Limited 
Darner  Lumsden  Co. 
F.  8s  F.  Henderson 


J.  W.  HEWETSON  CO.,  Limited 

SHOEMAKERS    TO  CHILDREN 

BRAMPTON  -  ONTARIO 


THE  SHOE  AND  LEATHER  JOURNAL 


63 


YOU'RE  only  twenty-four  miles  away  from  the  home  of  The  Williams 
Shoe  when  you  are  at  Toronto  Exhibition,  with  a  frequent  train 
service  out  and  back.     There  are  big  possibilities  for  you  in  that 
short  trip. 

The  illustration  shows  where  Canada's  Standard  Staple  Shoes  are  made 
in  a  complete  range,  running  right  through  from  Infants'  lines  to  Trench 
Boots. 

Take  a  run  out;  let  us  show  you  the  purpose  behind  the  product,  and 
the  methods  that  have  made  The  Williams  Shoe  the  reality  of  quality. 

We  only  ask  you  to  come  and  see  things  for  yourself,  and  we  shall  be 
glad  to  leave  it  to  your  judgment  to  decide  in  how  far  you  can  employ 
The  Williams  Shoe  to  build  your  trade  and  enlarge  your  profits. 


WILLIAMS  SHOE,  LIMITED 

BRAMPTON,  ONT.  REGINA,  SASK. 
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The  Significance  of  a 
Trade-Mark 

The  D.  &  F.  trade-mark  does  far  more  than  stamp  a  shoe 
as  being  our  product.  It  signifies  that  the  shoe  is  built 
according  to  the  principles  for  which  that  trade  mark  stands 
—  to  give  the  HIGHEST  possible  quality  at  the  LOWEST 
possible  price.  Such  a  trade-mark  raises  the  shoe  from  the 
mass  of  moderately  good  ones  to  a  class  by  itself,  well-de- 
serving the  commendation  it  commands. 

Our  Travellers  Are  Now  Out 

w  ith  a  splendid  range  of  new  styles  in  MEN'S  and  WO- 
MEN'S SHOES  for  the  coming  season  which  will  meet 
your  every  requirement.    Be  sure  to  see  them. 

Another  very  important  point.  These  shoes  come  to  you 
at  such  a  price  as  to  afford  you  a  generous  profit,  making 
them  a  very  desirable  line  for  you  to  handle. 


DUPONT  &  FRERE 

301    Aird  Avenue 

MONTREAL 
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DEPENDABLE  STAPLES 


in 


Men's,  Boys',  Youths',  and  Little  Gents' 

will  be  found  in 

THE  ACKERMAN  LINE 

These  shoes  are  above  the  ordinary,  and  their  quality 
and  well-finished  appearance  make  ready  sellers. 
And  their  price  is  what  the  customer  expects  to  pay, 
besides  leaving  a  neat  profit  for  you. 

B.  F.  ACKERMAN,  SON  &  CO. 

Limited 

PETERBORO,  ONT.  REG1NA,  SASK. 


COLLIS  COLORS 
CREATE  CUSTOM 

The  exactness  of  tone  and  the  delicacy  of  finish  that  appeal  to  the  careful  buyers  are 
characteristic  of 

COLLIS  LEATHERS 

They  are  a  HIGHLY  SPECIALIZED  product,  the  combined  result  of  the  BEST  EXPERT 
SELECTION  OF  RAW  SKINS  and  the  BEST  EXPERT  TANNING  AND  FINISHING 
PROCESSES.    They  have  no  equal. 


Collis  Colors 


Collis  London  Brown 
Collis  Toney  Red  Brown 

These  are  the  recognized  leaders  in  high-class  shoe  production.    When  you  buy  Collis  Leathers  you  know 

what  you  are  getting. 

They  Give  Life  as  well  as  Attractiveness  to  the  Shoe 

Collis  Leather  Company,  Limited 

Send  for  Sample  Aurora,  Ont. 

Book  of  Colors 
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THE 

WM.  A.  MARSH  CO, 


Limited 


Manufacturers  of 

Fine  Boots  and  Shoes 


GOODYEAR  WELTS 


TURNS 


TOURIGNY  &  MAROIS 

(Reg.) 

Makers  of  Shoes  for 

MEN  BOYS  YOUTHS 

WOMEN        MISSES  CHILDREN 
To  Jobbers  Only 

Capacity  5000  pairs  a  day,  enabling  us  to 
make  10  Days  Delivery  on  Rush  Orders 


McKAYS 


S.S. 


LUC  ROUTIER 

Manufacturer  of 

Men's,  Boys',  Youths', 
Little  Gents'  Shoes  in 

McKays  and  S.S. 

Enquiries  Solicited 


Jobbers 

Our 
Specialty 
is 

Hockey 
Boots 


J.  E.  SAMSON,  ENR. 


MEN'S 
BOYS' 
YOUTHS' 
LITTLE  GENTS' 


LAGACE  &  LEPINAY 

McKAY  and  S.  S.  SHOES 

MADE  FOR  THE  JOBBER 
We  are  now  in  our  new  factory  at 

30  St.  Anselme  Street 


READ  THE 

Shoe  and  Leather 
Journal 

24  issues  in  a  year  for  $1.50 

It  is  filled  with  bright  helpful  pointers 
for  Retailers 

ACTON  PUBLISHING  CO.,  LIMITED 
MONTREAL  TORONTO 


Rivaling  Genuine  Kid 

Surface  Kid  is  a  decried  advance  on  genuine  kid.  It  has  abeauti- 
ful  grain  with  a  pliable  texture  like  that  of  Chamois.  More 
economical  than  kid  and  less  expensive,  and  will  not  scuff. 

In  Black  and  Colors  Send  for  Sample 

Head  Office :  LUCIEN  Montreal  Office : 

491  St.  Valier  St.,  Quebec       BORNE  225  Lemoine  St.  W. 
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ST.  HYACINTHE, 
CANADA. 

"YAMASKA"  Brand  Shoes 

The  Supreme  in  Staples 

A  medium-priced  shoe  of  recognized  worth  is  the 
steadiest  seller.     That's  the  "Yamaska"  Brand, 
whose  style,  finish  and  wearing  qualities  have 
been  unquestioned  for  over  fifty  years.    We  make 
shoes  for  every  member  of  the  family. 

STOCK  THE  FULL  LINE 

LA    COMPAGNIE   J.  A. 

&  M.  COTE 

St.  Hyacinthe,  : 

Que. 

Landis  Outfits  are  Money  Makers 

Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the 
prices  are  reasonable  and  the  terms  easy. 


We  have  many  models  of  Stitchers  and  Finishers, 
complete  Catalogue  with  price  and  terms. 


Write  for 


Landis  Machine  Co.  ll  K 


Landis  No.  12  Shoe  Stitcher 
Sold  Outright.    No  Royalty 


Landis  No.  12-25  Outfit.    Landis  No.  12  Shoe  Stitcher 
coupled  to  Landis  Model  25  Finisher 
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The  Only 
Thing 

For  use  in  the 
trenches  to 
ensure  warm, 
dry  feet  under 
all  conditions. 
Absolutelyre- 
liable  in  leath- 
er and  shoe- 
making. 

Our  Own  Make 


Write 
for  full 
informa- 
tion to 


Seventeen-inch  leg,  full  leather  sole, 
sewed  or  nailed  on,  also  hob  nailed. 


The  R.  M.  Beal  Leather  Co. 

LINDSAY,  ONT. 


LIMITED 


PERKINS  8  M?  NEELY 

PHILADELPHIA. 


Pan  American 

Grey  KID  Seal 

Brown  ^  Black 
Perkins  &  McNeely 

►  Philadelphia 


Ed.  R.  Lewis,  Toronto 


Logan's 
The 

Leather 

of 
Quality 


LOGAN'S 

have  started 
tanning  some 
of  their  old  time 

SLAUGHTER 

Mellow 
Clean 

Close  Cutting 


WRITE  US 


Office  and  Tanneries 

LYONS  BROOK,  N.S. 


JOSEPH  S.  FRY 

SHOE  AND  UPPER  MANUFACTURER 

168  Seaton  St.,  Toronto 

Men's  Strong  Working  Shoes,  Blu.  Double  Soles 

Goodyear  Stitched  -  -  -  -  -  $4.50 
Boys',  Goodyear  Stitched  -  -  -  -  -  3.75 
Youths'  "  3.00 
Lads'     -       --       --       --       --  2.50 

Box  Calf,  50c.  Extra 

Men's  Strong  Uppers   ------  2.50 

Boys'        "  2.25 

Youths'    "  2.00 

Lads'        "         «______  1.75 

We  Make  All  Kinds  Terms  Net  Cash 


W.H.StaynesS  Smith, 

Leicester,  Eng. 


CASH  ADVANCED 

ON  CONSIGNMENTS 


Cable  "HIDES"  Leicester. 


HIDE  and LEATHER 
FACTORS 

and  at  Kettering,  Northampton 
Bristol,  and  Norwich. 


An  all 

"Canadian" 

Company 

At 

Your 
Service 


Mr.  Merchant,  are  you  on  the  Safe  Side  oi  your  Banker  and  Wholesaler  ? 
Why  not  Reduce  Your  Stock  for  Cash,  and  Play  Safe  ? 

THE  BUSINESS  SALES  SYSTEM 

SUCCESSFUL  RETAIL  SALES  MANAGERS 

285  Salem  Ave.,  Toronto  Telephone  Jucction  5668 


Write  for 
"Personal 
Interview" 
It's 
The 
Best 
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Edwards  Edwards 

Head  Office  j|  Tanneries 

780  Dupont  St.,  Toronto    -    Toronto  and  Woodbridge 
Quebec  and  Maritime  Provinces 

Represented  by 

John  McEntyre,  Limited    -    Montreal,  Que. 


The 

VULCO-UNIT  BOX  TOE 


Patented  ,^^^^4  Patented 

Dec.  30th,  1913  A    \w<-*~^   Oct.  26th,  1915 


Solves  the  box  toe  problem 
for  the  shoe  manufacturer. 
A  unit  system  of  box  toe 
making  that  has  replaced  the 
old  processes  in  the  best 
factories  everywhere. 


Beck  with  Box  Toe  Ltd. 

SHERBROOKE,  QUEBEC,  CANADA 


65  South  St.,  Boston. 
HORSE  FRONTS      HORSE  BUTTS 


MADE  IN 

mahogany,  pearl  and 
Oyster  Grey,  Medium 
and  Light  Tan 


MADE  IN 


Black,  Tan  and 
Mahogany,  Including 
Box  and  Special  Figures 


INDIA    GOAT   and    CHROME  KID 

HAVANA    BROWN   and   OYSTER  GREY 


OOZE  SPLITS 
For  Gussets 


MONTREAL 


CANADIAN  AGENT 

J.  A.  SCOTT 


DOPED  SPLITS 
Better  known  as  YORKO 
in  Black  &  Colors 


QUEBEC 
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ALL  ABOARD!"   Direct  Through  Connections  from    "HOOF  TO   BE AMHOUSE. 


Only  stops  to  improve  quality  and  selection.    Depots  at  all  principal  Hide  Centres,  including 
CHINA,  INDIA,  JAVA,  BRAZIL,  CUBA,  COLOMBIA,  COSTA  RICA 

SGHMOLL  FILS  &  CO. 

International  Hide  Merchants 


PARIS 


HAVANA 


BASLE 


NEW  YORK 


CHICAGO 


We  deliver  what  you  buy" 


INDEX  TO  ADVERTISEMENTS 
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Skates  Sharpened 

Properly 

You  can  hang  up  your  sign  with  confidence  this  winter 
if  you  are  equipped  with 


WRITE  US  NOW 

Skate  Sharpening  Machine  Model  B 

Can  be  attached  to  any  of  our  regular  Model  N  Outfits  or  can  be 
operated  separately. 

Additional  revenue  from  your  Repair  Department  without  in- 
creased cost. 

Does  not  conflict  with  your  regular  repair  business. 

Skate  sharpening  comes  from  your  regular  customers  just  when 
the  leather  business  is  dull. 

United  Shoe  Machinery  Co.  of  Canada,  Limited 

MONTREAL 


90  Adelaide  Street  West 
TORONTO 


179  King  Street  West 
KITCHENER 


28  Demers  Street 
QUEBEC 


Main  Building  and  New  Glove  Leather  Tannery 


WITH  THE  IMMENSE  CAPACITY  OF 

3,600  Sides  of  Patent  Leather 
1,500  Shearlings 
1,200  Chrome  Sheep 

500  Pig  Skins 
2,000  Glove  Horse 
A  Total  of  8,800  Skins  Per  Week 

A.  R.  CLARKE  COMPANY,  LIMITED 

TORONTO,  CANADA 


The 
Thirty- First 
Year 


journal 


TORONTO 
September  2 
1918 


CHAS.  A.  BLACHFORD 


GEO.  A.  BLACHFORD 


FEATURE  ARTICLES 

Clerks  With  Shove 

Who's  Your  Lawyer? 

Exchange  of  Goods  and 
ds 


AOON  HHJSHNG  COIy™ 

TOKONTO  MONTREAL 
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SOLE 
L  E  ATH  E  R 

Hemlock— Union— Oak 

Army  and  Civilian  use  have 
proven  that  Sole  Leather  not 
only  means  Long  Service, 
but  also  Economy  in  Shoes. 

The  six  Breithaupt  Tannages 
have   through   years   of  ex- 
perience and  aggressiveness 
become  known  as 

The  Standard  of  Canadian  Sole  Leathers 
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The  Breithaupt  Leather  Co.  Limited 

Tanners  of  Hemlock,  Union  and  Oak  Sole  Leathers. 
Manufacturers  of  Tap  Soles  and  Jumbo  Blocks  for  the  Repair  Trade. 

Head  Office,  Kitchener,  Ontario 

Tanneries  at  Kitchener,  Penetang,  Hastings  and  Woodstock,  Ont. 
Representatives:   Montreal,  R.  M.  Fraser  and  John  McEntyre;  Quebec,  Lucien  Borne 

Established  1887 
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The  Largest  Tanners  of  Calf  Leather  in  the 


British  Empire 


DAVIS  LEATHERS 


COLORED  CALF 

There  is  nothing  finer  in  tone,  lustre  and 
texture  than  our  New  Tan  Russia  No.  24, 
New  Grey  Calf,  Cherry  Willow  No  84, 
Royal  Purple  Russia,  Brown  Russia  No.  66, 
Briar  Boarded  Calf,  Brown  Russia  No.  33, 
Brown  Russia  No.  14,  Mahogany  Russia, 
Khaki  Calf  No.  74,  Duchess  Russia. 

NIGRO  and  MAT  CALF 

All  our  standard  selections  in  men's  and 
women's  weights. 

VEALS 

Our  Veals  are  popular  with  all  who  appre- 
ciate quality — Black  D  iamond  Veal  s, 
Diamond  Mat  Veals,  Boarded  Veals. 


DAVIS  LEATHER  COMPANY 

LIMITED 

NEWMARKET,  ONT. 


DURABLE 
In  Quality 

ACCURATE 
In  Shade 

VELVETY 
In  Texture 

IDEAL 
In  Touch 

SUPERIOR 
In  Cutting 

Made  from  the 
Best  Raw  Skins 
Only. 
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.WORKERS  UNION 


UNION^gSTAMP 

Factor/  i 


.WORKERS  UNION, 


UNION>JlSTAMP 


Factory 


.WORKERS  UNION, 


UNION^STAMP 

Factory 


WORKERS  UNION, 


UNIOh^STAMP 

Factory 


.WORKERS  UNION 


Factory 


The  Profit  Column 


The  retailer  whose  profit  column  shows  steady  develop- 
ment and  marked  increase  is  the  retailer  who  is  catering 
to  the  trade  of  the  Union  man. 

The  Union  man  to-day  is  earning  higher  wages  than  ever, 
with  steady  employment,  in  every  section  of  the  country. 

You,  Mr.  Retailer,  who  are  not  catering  to  this  trade, 
should  carry  shoes  bearing  the  official  stamp  of  the  Boot 
and  Shoe  Workers'  Union,  the  only  shoes  acceptable  to 
the  Union  man  and  his  family. 

Let  us  send  you  to-day,  as  a  guide  for  future  buying,  our 
official  list  of  manufacturers  of  Union  Stamp  Footwear. 


Boot  and  Shoe  Workers' 

Union 

AFFILIATED  WITH  THE  AMERICAN  FEDERATION  OF  LABOR 


246  Summer  Street 


Boston,  Mass. 


JOHN  F.  TOBIN,  Gen'l  President 
CHAS.  L.  BAINE,  Gen.  See.-Treas. 
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T)ELL  SHOES  possess  an  indi- 
vi duality  that  appeals  to  that 
particular  customer  whose  tastes  are 
difficult  to  satisfy.  Their  gracefully 
moulded  styles  enable  the  salesman 
to  arouse  that  enthusiasm,  in  him.self 
and  the  custom.er  that  will  result  in 
a  satisfactory  sale. 

When  you  sell  a  Belle  Shoe  you  make 
a  permanent  customer. 


/.  &  T  BELL 

LIMITED 

MONTREAL 
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Small  or  Large  U.S.M.C 
— — —  Outfits — 

The  illustrations  above  show  but  a  few  of  the  big 
range  of  machines  which  we  supply  for  shoe  re- 
pairing. 

We  help  our  customers  to  make  a  succes  of  their 
business. 

Detach  coupon  below  and  mail  at  once  for 
detailed  information. 

Mark  X  before  subject  that  interests  you  and  mail  to 

United  Shoe  Machinery  Co.  of  Canada,  Limited 

MONTREAL,  QUE. 

179  King  St.  West  28  Demers  St. 

KITCHENER  QUEBEC 


90  Adelaide  St.  West 
TORONTO 


22-ft.  Goodyear  Shoe  Repair  Outfit 

18-ft.  GOODYEAR  SHOE  REPAIR  OUTFIT 

16-ft.  Goodyear  Shoe  Repair  Outfit 

12-  ft.  Goodyear  Shoe  Repair  Outfit 
10-ft.  Goodyear  Shoe  Repair  Outfit 

13 -  ft.  Shoe  Repair  Outfit 


12-ft.  Shoe  Repair  Outfit 

11-ft.  Shoe  Repair  Outfit 
8y2-ft.  Shoe  Repair  Outfit 
8-ft.  Buffing  and  Finishing  Outfit 
6-ft.  Buffing  and  Finishing  Outfit 
Supplies  and  Findings 


Name 
City 


Street 


Province 
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Cut  this  out  and  paste  it  on  your  window. 

Repairmen  everywhere  are  doing  this  and  find  it  splendid 
advertising. 

But  the  greatest  help  in  making  your  business  grow,  the 
best  advertisement  of  all  is  the  use  of  Star  brand  Soles. 
It  is  the  proof  of  your  honesty  of  purpose  and  determin- 
ation to  give  your  customers  the  best. 


Toronto  Exhibition 

Aug.  26— Sept.  7 


Call  on  us  when  you  are  in  town,  and  try 
and  set  aside  time  for  a  short  trip  to  our 
Tannery  at  Acton,  where  you  will  see  Star 
Brand  Leather  and  Tap  Soles  in  process 
of  manufacture. 


BEARDMORE  &  CO. 

ESTABLISHED  1844 

TANNERS  AND  SOLE  CUTTERS 
TORONTO  MONTREAL  QUEBEC,  P.Q. 

Tanneries:   Acton  and  Bracebridge 
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Placing  Season 
1918-1919 


Place  Your  Order  Early 

for 

SPEED  KING 

SPORTING  and  VACATION 

SHOES 

There  has  been  a  tremendous  call  for 
these  popular  shoes,  and  it  will  be  even 
greater  next  year.  Don't  stock  too  spar- 
ingly and  be  unable  to  supply  the  de- 
mand as  many  retailers  were  this  season. 
Place  your  order  at  once  for  these 
speedy  sellers  and  avoid  being  disap- 
pointed. 

These  Wholesalers  Will  Supply  You: 


Amherst  Boot  Si  Shoe  Co.,  Limited        -  -        Amherst,  N.S. 

Amherst  Boot  &  Shoe  Co.,  Limited     -  Halifax,  N.S. 

E.  A.  Dagg  8s  Co.       -  Calgary,  Alta. 

A.  W.  Ault  Sf  Co.,  Limited        -  Ottawa,  Ont. 

White  Shoe  Co.   -        -        -        -        -  -        Toronto,  Ont. 

McLaren  St  Dallas  ------    Toronto,  Ont. 

The  London  Shoe  Co.,  Limited     -  London,  Ont. 

Kilgour,  Rimer  Co.,  Limited     -  Winnipeg,  Man 

The  J.  Leckie  Co.,  Limited           -  Vancouver,  B.C 
James  Robinson      ------  Montreal,  Que. 

Brown,  Rochette,  Limited     -  Quebec,  Que. 

T.  Long  Sf  Brother    -----  Collingwood,  Ont. 

Dowers  Limited  Edmonton,  Alta. 


INDEPENDENT  RUBBER  CO.,  Limited 


Merritton 


Ontario 
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The  Finest  Range  of 

WHITE  FOOTWEAR 

We  Have  Ever  Shown 


This  is  the  opinion  of  those  who  have  inspected  our  very 
complete  Whitewear  lines  for  Spring,  1919.  And  you 
will  admit  that  this  means  a  great  deal  when  one 
considers  the  conditions  which  we  are  facing  to-day. 

In  selecting  our  range  we  have  followed  the  modern 
ideas  in  footwear  fashions,  and  the  result  is  very  gratifying. 
Our  really  first-class  novelties  are  excellent,  featuring 
models,  and  will  stimulate  your  sales  wonderfully. 


Ihe  Following  Travelers  Are  Now  Showing  Them: 


H.  C.  Murphy  ....         Maritime  Provinces 

J.  E.  Lacerte       ......  Quebec 

F.  M.  Hall      ......     Eastern  Ontario 

M.  B.  Young       .....         Western  Ontario 

Louis  Scheuer  .        Quebec  City,  Ottawa,  Eastern  Townships 

G.  H.  Betourney  .  .  Montreal  City  and  District 
R.  T.  Tobin    .....  Western  Provinces 


T  '  * 

Do  not  miss  seeing  our  line  of  Leisure  Footwear,  manufactured 

by  the  Hood  Rubber  Company.    fF e  carry  a  complete  range 

which  is  supreme  in  this  class  of  goods.    Your  customers'  hearty 

endorsement  will  prove  this  to  you.  ) 

) 
) 

*  —  —  '  •  —  •  —  —  —4 


Scheuer,  Normandin  &  Co. 

8  St.  Helen  Street  :  MONTREAL 
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Why 
Aird's  Output 
is 


the  Largest  in  Canada 


We  have  selected  two  essentials  in  the  shoe-making 
art  and  made  them  our  standard.  These  were  not 
taken  in  a  haphazard  fashion  but  only  after  consid- 
erable thought  and  investigation.  These  two  essen- 
tials are 

QUALITY  and  COMFORT 

and  we  believe  our  success  to  be  the  direct  result  of 
living  up  to  these  principles. 

Our  shoes  are  made  in  sensible  though  very  pleasing 
designs  and  the  workmanship  and  quality  of  mat- 
erials throughout  are  in  every  respect  superior  in 
qual  ty. 

We  strongly  recommend  the  wide-awake  jobber 
to  inspect  our  splendid  range. 


AIRD  &  SON 

(Registered) 

MONTREAL 


We  Sell 
Only 
to  JOBBERS 
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<*»      J.  A.  SCOTT 

CITIDAL 


Black 


Brown 


Grey 


J.  A.  SCOTT 


218  Notre  Dame  St.  West 
MONTREAL 

Phone  Main  1087 


566  St.  Valier  Street 
QUEBEC 
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Three  Popular  Styles 

That  Offer  Exceptional  Merchandising 

Possibilities 


W  hite  Delhi  Calf 


Tobacco  Brown 


Russia  Calf 


Styles  J  385  L.— Women's  Welt  Boot. 
White  Delhi  Calf.  Juanita  Last.  8  inch 
height,  whole  quarter  and  vamp.  lace, 
plain  toe.  2)4.  inch  wood  covered  half 
Louis  heel  with  aluminum  plate.  AA. 
4  to8:  A.  3  to  8;  B.  2%  to  lyi;  C.  2'/i 
to  lyi:  D.  2'A  to  7. 

$6.50 


Styles  J  146  E.— Women's  McKay 
Boot,  Tobacco  Brown  Kid.  Juanita 
Last.  &  inch  height,  perforated  vamp 
and  foxing.  Spartan  Lace,  plain  toe, 
2K  inch  leather  half  Louis  Heel.  AA, 
4"4  to  8;  A.  4  to  8:  B.  3K  to  8;  C.  3 
to  iy2\  D.  2K  to  7. 


Style?  J0346X.— Women's  Welt  Boot, 
H.  B.  Russia  Calf,  Arlington  Last,  8 
inch  height,  lace,  imitation  tip,  lj£ 
inch  Cuban  heel.  AA,  iyi  to  8;  A,  3K 
to  8;  B,  3  to  8;  C,  2M  to  lyi;  D,  2K 
to  7. 


#6.75 


Available  for  Delivery  from 

STOCK 

The  above  models  described  in  detail  arc  admirably  suited  for  your  trade.  They're 
conservative  models  with  just  the  right  degree  of  style  to  make  them  good  sellers  and 
to  bring  you  new  customers. 

The  quality  of  material  and  the  superiority  of  workmanship  in  these  pleasing  stock 
shoes  adhere  strictly  to  the  Utz  &  Dunn  high  standard  of  shoe  manufacturing  and 
style  ingenuity. 

"The  Name  That  Stands  For  Quality" 

UTZ  &  DUNN  CO. 

ROCHESTER    NEW  YORK 


NEW  YORK  OFFICE 
Bush  Terminal  Sales  Building 
130-132  West  42nd  St.,  Room  1501 
S.  A.  McOMBER,  Representative 


IIIIOillllMIIWIJiilMIr  fi  ridiuu  fjii  i,i[)r  Miiir)"!iiii»iii[]  IHCJIIIIimiiiini  mini)  UIHtrt  JLWIUUIilCjraiKMwr 
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"UNDERFOOT" 


(thadh  makk 
registekbd) 


"Overhead,"  as  nearly  everybody  knows,  is  a  word 
that,  through  repeated  usage,  has  come  to  mean  the  gen- 
eral cost  of  doing  business,  as 
apart  from  the  particular  cost  of 
making  a  given  article. 

Why  shouldn't  the  word  "Un- 
derfoot" stand  for  the  general  cost 
—to  the  human  system — of  wear- 
ing boots  or  shoes  as  against  the 
particular  cost  of  buying  them  ? 

As  the  object  in  a  big  business 
is  to  cut  down  "Overhead,"  so  the 
object  in  individual  business, 
like  shoe -buying,  is  to  cut 
down  the  cost  of  "Underfoot." 

The  way  to  cut  it  down, 
without  losing  an  atom  of  ser- 
vice, or  general  efficiency,  is 
to  get  "Acme"  Soles  on  your 
boots  or  shoes. 

Dunlop  Tire  &  Rubber  Goods  Co., 

Limited 

Head  Office  &  Factories :  TORONTO 

Branches  in  the  Leading  Cities.   F.  15 


"The 

Sole  of 

Perfection" 
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WHIT 

SHOE  COMPANY  Limited 

¥8  York  Sfrf*f»f~ 
TORONTO. 


WHOLESALE  SHOE  D1STRIBU 


When  Baron  Shaughnessy  Touched  the  Button 
and  Set  Toronto  Exhibition 
in  Motion 

OUR  AT-A-PRICE  SALE  SPRANG  TO  LIFE; 
and  during  the  period  of  "THE  FAIR"— if  our 
stock  holds  out  that  long — we  shall  continue  to  set  out 
shelf  after  shelf  of  UNAPPROACHED  VALUES  IN 
FOOTWEAR. 

It  is  not  a  sale  of  odds  and  ends,  but  OUR  ENTIRE 
STOCK,  which  must  be  closed  out  with  the  closing  of 
our  old  warehouse. 

Buying  has  been  active  beyond  all  expectations,  but 
the  stock  was  large,  and  there  will  be  a  host  of  GOOD 
THINGS  to  be  picked  up  the  second  week  of  the  show. 

Those  Who  Come  to  Inspect — BUY  ! 

White  Shoe  Company,  Limited 

Wholesale  Shoe  Distributors 

48  York  Street,  Toronto,  Ont. 
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Monarch  and  Brandon  Shoes,  the 
second  week  in  September,  will  be 
on  all  routes  to  the  retail  trade. 

When  our  traveler  stops  off  at  your 
town,  visit  his  sample  room  and  you 
will  be  repaid  for  your  time  and 
courtesy. 

You  will  see  men's  shoes  that  are  not 
surpassed  on  the  continent,  either  in 
style  or  inherent  quality. 

You  will  hear  of  the  advertising  cam- 
paign to  the  public  which  is  bringing 
these  goods  into  ever  stronger  re- 
quest and  which  will  be  extended 
until  it  is  nation-wide. 

We  not  only  make  Shoes,  but  we 
make  shoes  that  sell  and  keep  on 
selling  and  grow  in  sale. 


THE  BRANDON  SHOE  CO. 

BRANTFORD  ONTARIO 
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EVERY  DAY  SELLERS 
AT  POPULAR  PRICES 


You  will  find  no  better  year-round  seller  than  these.  They  are  made 
in  styles  that  the  majority  of  persons  want,  with  a  neat,  well-finished 
appearance.  And  their  ability  to  stand  up  under  severe  service  plus 
their  medium  prices  make  them  very  popular  with  your  customers. 
Made  for  MEN,  WOMEN,  BOYS,  YOUTHS  and  LITTLE  GENTS. 

All  Leading  Jobbers  Carry  Our  Lines 

LAGACE  &  LEPINAY 

22  St.  Anselme  St.  Quebec,  P.Q. 


GOODYEAR  WELTS 


TURNS 


TOURIGNY  &  MAROIS 

(Reg.) 

Makers  of  Shoes  for 

MEN  BOYS  YOUTHS 

WOMEN        MISSES  CHILDREN 
To  Jobbers  Only 

Capacity  5000  pairs  a  day,  enabling  us  to 
make  10  Days  Delivery  on  Rush  Orders 


McKAYS 


S.S. 


I* 


J.  E.  SAMSON,  ENR. 


i 


Jobbers 

Our 
Specialty 
is 

Hockey 
Boots 


LUC  ROUTIER 

Manufacturer  of 

Men's,  Boys',  Youths', 
Little  Gents'  Shoes  in 

McKays  and  S.S. 

Enquiries  Solicited 


READ  THE 

Shoe  and  Leather 
Journal 

24  issues  in  a  year  for  $1.50 

It  is  filled  with  bright  helpful  pointers 
for  Retailers 

ACTON  PUBLISHING  CO.,  LIMITED 
MONTREAL  TORONTO 
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WE  ARE  THE  LARGEST  EXPORTERS 

OF  SHOES  IN  CANADA 

CAN  YOU  USE 

$125.^ 

CASH 
p  ?  ? 

•   •  • 

TETRAULT 

offers  you  an  even  chance  with  every  Proprietor  or  Employee 
of  a  Retail  Shoe  or  General  Store  handling  Tetrault  Welts  of 
WINNING  THIS  AMOUNT. 

If  you  are  not  fortunate  enough  to  win  the  hundred  and  a 
quarter,  you  still  have  five  chances  of  winning  from 

$5.00  to  $50.00 

The  following  page  tells  you  how  to  do  it. 
READ  IT  CAREFULLY,  then 

GET    BUS  Y! 

IT'S   EASY  MONEY 


Pay  particular  attention  to  Condition  No.  6. 

If  your  Tetrault  Welts  do  not  come  to  you  direct  from 
Tetrault — they  come  through  the  jobber,  possibly  without 
the  Tetrault  name  on. 

Ask  your  jobber  which  are  Tetrault  Welts,  then  you  can  get 
the  correct  register  number. 


Tetrault  Shoe  Manufacturing  Co.,  Limited 

Largest  Manufacturers  of  Goodyear  Welts  in  Canada 

Montreal 


Office  and  Warehouse: 

9  Rue  De  Marseilles, 

Paris,  France 


Sold  by  all  First-Class  Jobbers 
in  Canada 
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WE  ARE  THE  LARGEST  EXPORTERS 

OF  SHOES  IN  CANADA 

WILL  BE  OVER 


$2,250,000 

Here  is  Your  Opportunity 

CAN  YOU  GUESS 

Our  Total  Business  For  Twelve  Months  ? 


September,  1917 
October,  " 
November,  " 
December,  " 
January,  1918 
February,  " 


TETRAULT  SALES  FOR  11^  MONTHS 

$180,168.97  March,  1918 

111,167.69  April, 

125,692.22  May,  " 

135,066.88  June,  " 

176,654.52  July, 

223,568.42  August,  1st  to  15th 


$225,057.62 
218,859.89 
204,021.28 
206,161.64 
218,858.55 
118,796.09 


Business  for  1PA  Months    .  2,144,073.77 


1st 
2nd 

PRIZE 

«« 

-  $125.00  CASH 

-  50.00  " 

i. 

CONDITIONS 

Open  to  all  handlers  of  Tetrault  Shoes  from  Coast  to 
Coast  whether  bought  through  jobbers  or  direct. 

-  25.00 

2. 

Record  of  sales  appears  above. 

3rd 

ti 

3. 

Since  August  15th,  daily  sales  have  not  been  added  at 
factory  to  prevent  information  leaking  out. 

4th 

tl 

-     15.00  " 

4. 

Guesses  will  not  be  received  after  September  10th. 

5th 

11 

-     10.00  " 

5. 

Envelopes  will  be  opened  by  committee  of  well  known 
retailers  who  will  announce  the  lucky  guessers. 
(MARK  ENVELOPES  "GUESSING  COMPETITION") 

6th 

«« 

5.00  " 

6. 

When  sending  in  your  guess,  you  must  give  correct 
register  number  in  lining  of  any  one  of  our  shoes. 

Send  in  Guesses  before  September  10th 
If  you  think  you  have  not  time  try  a  telegram 


Fetrault  Shoe  Manufacturing  Co.,  Limited 

Largest  Manufacturers  of  Goodyear  Wells  in  Canada 

Montreal 


Office  and  Wai chouse: 

!»  Cue  !>'  Marseilles, 

Pari*,  France- 


Sold  by  all  First  Class  Jobbers 
in  Canada 
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AMES 
HOLDEN 

McCREADY 

LIMITED 


22 
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-     REGAL  - 

The  Shoe  and  the  Name 


G 


Quality  is  in  REGAL  Shoes 
uarantee  of  quality  is  in  the  name--REGAL 

It  is  a  bond,  published  before  millions, 
and  it  assures  them  of  the  worth  of  the 
REGAL  product. 


REGAL  is  the  known  shoe  name. 

It  takes  the  guesswork  out  of  the  purchase 
— for  the  dealer  and  for  the  consumer. 

People  come  to  REGAL  dealers 
year  after  year,  because  they 
KNOW. 


Regal  Shoe  Company 

LIMITED 
472-474  Bathurst  Street 

TORONTO 
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The  old  way 


The  new  way 


A  man  should  not  do  the  work  a 
machine  will  do  for  him 


A  merchant,  with  all  his  troubles, 
should  never  do  the  work  that  a 
machine  does  better  and  quicker. 

Our  newest  model  National  Cash 
Register  makes  the  records  which  a 
merchant  needs  to  control  his  busi- 
ness. It  does  fifteen  necessary  things 
in  three  seconds. 

Without  the  register  a  man  cannot 
do  these  things  in  half  an  hour. 


can  do  them  just  by  pressing  the 
keys. 

Our  new  electric  machines  are  as 
much  better  than  old  machines  as 
an  up-to-date  harvester  is  ahead  of  a 
sickle  for  cutting  grain. 

The  latest  model  National  Cash 
Register  is  a  great  help  to  merchants 
and  clerks. 


With  the  register,  even  a  new  clerk      It  pays  for  itself  out  of  what  it  saves. 

Merchants  need  National  Cash  Registers  now  more  than  ever  before 


Dept.  Cl,  The  National  Cash  Register  Company  of  Canada,  Limited, 

Toronto,  Ont. 

Fill  out  this 

|         Please  give  full  particulars  about  the  up-to-date  N.C.R.  System  for 

coupon  and  mail 

1      my  kind  of  business. 

to-day 

1  Nam* 

,  Rnsinfiss 

|  Address 
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That's  what  Robinson  Service  really  is.  To 
be  successful  the  retailer  must  keep  his 
stock  as  small  as  possible  so  that  the  ratio 
of  sales  to  the  stock  carried  will  be  high. 
To  do  this  he  must  have  a  reliable  supply 
that  can  be  depended  upon  to  meet  his 
wants  immediately.    It  is  here  that 


mm 


stands  supreme.  Through  it  the  entire 
m.arket  is  at  your  disposal.  Our  thirty 
years'  experience  has  enabled  us  to  estimate 
the  needs  of  the  retailer,  whether  great  or 
small.  Do  not  lose  business  by  needless 
waiting  or  annoying  delays.  Write  or 
wire  us  your  requirements  and  they  will 
be  shipped  at  once. 

You  will  appreciate  Robinson  Service 


J 


©Men 


i 


J 


26 


THE   SHOE   AND   LEATHER  JOURNAL 


Exceptionally   Fine  Materials 

Are  Assured 


Paris 

Men's  Welts— Women's  McKays 

Patricia 

Women's  Welts  and  Turns 

Metropolitan 

Women's  McKays— Men's  Welts 


when  you  purchase  our  lines,  because  all 
our  leathers  come  direct  from  OUR  OWN 
TANNERIES. 

Our  boots  and  shoes  are  made  in  neat, 
serviceable  designs  that  possess  many 
"talking  points"  and  win  favor  with 
your  customers. 

You  are  assured  a  generous  profit  by  our 
price  to  you,  and  you  are  certain  to  be 
pleased  with  the  satisfactory  promptness 
of  our  deliveries. 

Let  us  prove  these  statements  by  giving 
us  a  trial  order. 


Daoust,  Lalonde  &  Co.  Limited 

Montreal 

Branch:    The  Metropolitan  Shoe  Co.,  91  St.  Paul  Street,  Montreal 
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gDWIN  CLAPP 

Shoes  are  made  for 

men  who  appreciate  quality 
and  who  are  willing  to  pay 
a  price  consistent  with  the 
character  of  this  footwear. 

EAST  WEYMOUTH,  MASS. 
U.  S.  A. 

ESTABLISHED  1853 


Sterling     fgjjjjf  Yamaska 
Quality    2E  Brand 

ST.  MYACINTME, 

'— -"— ■'  CANADA.  >—..—. 

A SHOE  with  a  reputation  for  wear  that  YAMASKA  BRAND  shoes 
possess  is  a  ready  seller.  In  these  days  the  life  of  the  shoe  is  of 
first  importance  to  the  customer;  hence  the  popularity  of  our  lines. 
And  when  you  add  to  this  the  fact  that  they  possess  a  stylish  and  well- 
finished  appearance,  their  selling  value  is  greatly  enhanced. 

Yamaska  Brand  shoes  are  made  for  MEN,  WOMEN,  BOYS,  YOUTHS, 
MISSES  and  CHILDREN,  and  are  sold  to  you  at  a  price  which  will 
yield  you  a  generous  profit.    Stock  the  full  line. 

Your  Jobber  Will  Supply  You. 

La  Compagnie  J.  A.  &  M.  Cote 

St.  Hyacinthe  :  Quebec 


28 


THE   SHOE  AND   LEATHER  TOURNAL 


the  Soles  that 
mean  More  Business 


The  number  of  manufacturers  who  are  putting  Rinex  Soles  on  shoes  is  rapidly  in- 
creasing. There  is  a  good  reason  for  this.  Shoe  manufacturers  are  far-sighted, 
keen  business  men  as  a  rule,  and  in 

Rinex 

they  have  discovered  a  sole  in  popular  demand — that  adds  prestige  to  the  shoes 
they  make — and  consequently  means  larger  sales. 

What  the  shoe  manufacturer  has  discovered,  the  shoe  dealer  is  learning — -that 
Rinex-ed  shoes  need  no  breaking  in — that  Rinex  Soles  outwear  two  pairs  of  leather 
soles,  are  waterproof,  resilient  and  flexible  as  the  foot.  These  are  the  soles  your 
customers  want  and  every  Rinex-ed  shoe  you  stock  means  more  business  and 
more  profits. 

Rinex  Soles  are  made  and  guaranteed  by 


Canadian  Consolidated  Rubber  Co.,  Limited, 

Head  Office,  Montreal 


Service  Branches:    Halifax,  St.  John,  Quebec,  Ottawa,  Toronto,  Hamilton,  Brantford, 
London,   Kitchener,   North  Bay,  Fort  William,  Winnipeg,  Brandon,  Regina, 
5a  katoon,    Edmonton,    Calgary,  Lethbridge,  Vancouver,  Victoria. 
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THE  POLICY  OF  CONSERVATION 


Natural  Tendency  of  Present  Conditions  to  Curtail  Production — All 
Sections  of  Trade  Now  Demand  Minimizing  and  Simplifying  of  Lines 

SHOE  manufacturer  showed  the  Shoe  and  Leather  Journal  a  few  days  ago  a  letter  from 


a  large  leather  concern,  asking  release  on  a  contract  for  a  substantial  quantity  of  light 


upper  stock,  on  account  of  the  fact  that  the  raw  skins  could  not  be  procured.  This  ex- 
perience is  doubtless  common  to  a  good  many  of  those  turning  out  shoes  today.  Another  shoe 
manufacturer,  who  lost  a  Goodyear  stitcher,  stated  that  in  two  weeks  he  had  been  unable  to  re- 
place the  workman,  although  advertising  for  help  in  other  towns  as  well  as  his  own.  The  labor 
situation  has  become  so  acute  in  some  localities  that  manufacturers  are  only  able  to  hobble  along 
on  a  forty  or  fifty  per  cent,  capacity. 

The  question  of  supply  of  materials  as  well  as  labor  is  bound  to  become  more  and  more 
difficult  to  handle  as  the  busy  season  develops,  and  manufacturers  who  do  not  face  this  fact,  and 
retailers  who  do  not  realize  it  will  be  certainly  left  in  the  lurch.  The  shoe  business  is  going  to  be 
more  and  more  a  merchandizing  problem,  and  there  will  be  no  chance  for  the  man  who  balks  and 
sidesteps.  The  manufacturer  who  simplifies  his  line  and  turns  all  his  energies  into  producing 
the  best  of  which  his  buying  and  manufacturing  abilities  are  capable  will  come  out  ahead.  The 
retailer  who  figures  his  needs  and  selling  possibilities  in  advance  and  who  is  content  to  take  con- 
siderably less  for  his  m.oney  then  ever  before  will  lead  his  competitors  in  his  department. 

Conservation  is  following  a  natural  and  therefore  a  sane  course  and  if  manufacturers  and 
dealers  work  in  mutual  understanding  and  goodwill,  there  will  be  no  necessity  for  governmental 
interference.  It  is  a  dangerous  thing,  as  has  been  demonstrated  again  and  again,  to  interfere 
with  the  natural  course  of  business.  Already  they  are  experiencing  in  the  United  States  as  well 
as  in  Great  Britain,  the  evils  of  unnecessary  tampering  with  trade.  In  both  lands,  manufacturers 
have  accomplished  infinitely  more  by  sympathetic  co-operation  than  by  governmental  coercion. 

The  "National  Shoe"  is  a  sample  of  foolish  and  unnecessary  interference  with  trade.  In 
Great  Britain  it  has  proven  a  nuisance  to  the  manufacturer,  a  hindrance  to  the  retailer  and  a  joke 
with  the  public.  Attempts  are  being  made  by  those  who  are  ready  to  regulate  everything  from, 
whiskers  to  lamp  chimneys,  to  force  this  foolish  schem.e  upon  the  United  States  and  that  in  spite 
of  the  protests  of  manufacturers  and  dealers  that  there  are  plenty  of  cheap  shoes  today  on  the 
shelves  cf  retail  stores. 

1  lie  best  kind  of  conservation  must  be  worked  out  by  manufacturers  and  retailers  between 
th(  m.  Let  manufacturing  and  buying  be  both  done  on  lines  that  cut  out  wastage  and  unnecessary 
expense.  That  this  is  being  done  row  to  a  degree  that  promises  a  safe  war  footing  for  the  shoe 
trade  carrot  be  denied.  The  limited  supplies,  the  scarcity  of  labor  and  a  tendency  on  the  part 
of  the  dealer  to  minimize  stocks  are  all  contributing  to  this  end. 

In  the  meantime,  the  cornm.on  foe  of  the  trade  as  well  as  his  own  worst  enemy  is  the  man 
who  buys  erratically  and  returns  goods  unnecessarily.  But  he  is  being  eliminated  as  the  chaff 
which  the  wind  of  passing  conditions  is  driving  away. 
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Clerks 
With  Shove 

The  Kind  of  Clerks  who  Get  Ahead 
and  the  Kind  who  Don't — A  Little 
Practical  Advice  from  a  Man  Who 
has  'Arrived" 

RECENTLY  the  manager  of  a  big  shoe  business 
said:  "It  is  difficult  for  me  to  understand  the 
indifference  of  many  shoe  clerks  in  regard  to 
their  business.  I  can  almost  say  with  confidence  that 
the  majority  of  them  lack  ginger.  For  the  life 
of  me  I  do  not  understand  why  a  shoe  salesman 
should  be  content  to  move  along  day  after  day, 
in  a  sort  of  listless,  indifferent  fashion,  neither 
getting  ahead  nor  going  behind;  sort  of  caught 
in  a  calm,  and  resting  on  his  oars.  He  may  see 
other  men  advanced  even  over  his  head,  but  it 
seems  not  to  arouse  his  ambition, '  nor  to  excite 
his  displeasure.  Lackadaisically,  he  continues  a- 
long  in  the  same  old  rut,  apparently  contented 
with  the  wages  he  is  drawing  and  work  at  his 
hand.  He  makes  no  effort  at  planning  or  advancing 
or  improving  the  store's  or  department's  methods 
or  lay-outs,  that  more  sales  may  be  the  result 
or  better  service  be  rendered. 

"For  my  part  I  like  a  discontented  clerk;  not 
a  growler  or  a  grouch,  but  a  real  genuinely  dis- 
contented clerk.  A  fellow  who  is  not  satisfied 
with  things  as  they  are,  but  is  always  seeking 
and  reaching  out  for  things  that  are  better  or  to 
better  conditions.  Don't  you  know  that  the 
big  men  in  this  world,  the  men  who  have  achieved 
great  things,  the  men  who  have  made  names  for 
themselves,  are  men  who  were  not  contented  to 
stay  in  their  present  positions,  who  shoved  and 
pushed  and  studied  and  worked  until  there  present 
positions  were  too  small  for  them,  or  someone 
saw  they  were  more  useful  in  a  position  higher  up 
or  in  some  other  place. 

"I  believe  'initiative'  is  the  word  to  express 
what  I  am  driving  at.  There  are  men,  plenty  of 
men,  who  will  do  what  they  are  told  to  do  and  do 
it  well.  They  are  desirable  men  to  have;  in  fact, 
there  is  an  old  saw  which  says,  'It's  a  good  man 
that  will  do  what  he  is  told.'  But  what  I  like 
in  a  clc-k  is  a  fellow  who  will  go  ahead  and  do  some- 
thing without  being  told,  who  will  do  a  little  plan- 
ning of  his  own  accord,  on  his  own  account.  I  like 
the  fellow  who  comes  to  me  and  says,  '  Don't  you 
think  it  would  be  better  if  we  shifted  these  tables 
around,  so  and  so?'  or  'would  it  not  improve 
things  if  we  displayed  this  line  over  there  and  that 
line  over  here?'  or  'why  not  put  this  line  in  the 
window  this  week  and  hold  those  until  the  follow- 
ing week?'  That's  the  sort  of  chap  I  feel  like  ad- 
vancing. He  encourages  me  and  I  want  to  en- 
courage him.  As  I  said  there  are  good  men,  who 
do  what  they  are  told,  but  he  is  a  better  man 
who  does  a  little  more  than  he  is  told;  the  fellow 
keeps  just  a  little  ahead  of  his  job.    He's  the  fellow 


that's  always  springing  surprises  on  you,  always 
has  a  little  idea  up  his  sleeve  to  pull  out  when 
you  least  expect  it.  Sort  of  takes  some  of  the  worry 
and  responsibility  off  your  back. 

"And  the  boss  who  has  clerks  of  that  type 
should  recognize  them.  I  go  so  far  in  this  matter, 
that  sometimes  when  a  clerk  suggests  something 
or  even  does  something  of  which  I  would  not  approve 
I  let  him  carry  out,  simply  to  encourage  him,  or 
I  may  let  it  go  to  prove  its  impracticability  to 
him  by  way  of  an  object  lesson.  One  does  not 
lose  anything  by  that  and  the  clerk  is  the  gainer. 

"If  the  proposition  should  be  one  on  which 
I  may  have  inside  knowledge  that  leads  me  to  know 
that  it  would  not  be  feasible,  I  explain  this  to  the 
clerk.  Or,  if  on  general  principles,  I  know  the 
suggestion  would  not  be  practical,  I  explain  my 
reasons  to  the  clerk  in  order  that  he  may  not  feel 
'sat  on.'  I  do  this  so  as  not  to  discourage  sug- 
gestions or  make  him  feel  his  efforts  are  not  ap- 
preciated. 

"But  I  am  not  able  to  understand,  as  I  said, 
how  a  young  man  can  stand  to  see  another  advanced 
over  his  head,  without  registering  some  protest. 
If  he  does  make  the  kick  he  may  learn  the  real 
reason,  which  reason  may  not  be  particularly 
pleasant  to  him,  but  it  may  do  him  good.  On  the 
other  hand  if  he  does  not  protest  it  proves  to  me 
he  has  gotten  into  the  groove  of  sweet  content- 
ment or  despair,  and  there  is  little  chance  of  his 
advancement  on  account  of  his  own  inertia. 

"I  find  it  a  good  plan  in  the  developing  of  in- 
itiative to  saddle  a  clerk  with  some  responsibility, 
be  that  ever  so  small  and  then  impress  him  with 
the  importance  of  that  responsibility.  And  it 
is  well  if  more  of  us  could  get  the  proper  view- 
point of  the  importance  of  small  things.  This  is 
beautifully  exemplified  in  the  human  body.  The 
eyes  cannot  walk  nor  pick  up  anything,  but  they 
can  show  the  way  for  the  feet  to  proceed,  in  order 
that  the  hands  may  reach  the  object  to  be  picked 
up.  The  piano  in  a  parlor  has  no  latitude  to  call 
the  kitchen  kettle  black,  nor  look  upon  its  work 
as  menial  simply  because  the  piano's  place  is  in 
the  parlor.  It  takes  many  parts  to  make  a  har- 
monious whole,  and  to  be  truthful,  a  household  may 
do  without  a  piano  with  less  inconvenience  than 
it  could  without  the  kitchen  utensils.  And  so  I 
impress  my  help  with  the  importance  of  their  work 
and  hold  them  responsible  for  the  proper  conduct 
and  fulfilment  of  their  task.  And  here  is  an  axiom 
you  should  impress  on  your  clerks.  It's  as  true 
as  the  principle  that  water  runs  down  hill.  'He 
that  is  not  faithful  in  little,  will  not  be  faithful 
in  much.'  If  a  man  or  boy  will  not  do  the  small 
things  well  you  may  depend  upon  it,  he  will  not 
do  the  greater  things  well.  Why,  I  impress  upon 
my  button  boy  the  importance  of  his  work.  He 
is  the  lad  who  puts  on  the  buttons  and  I  hold  him 
responsible  for  that  job,  which  also  means  he  must 
look  after  the  stock,  laces  and  findings  and  see 
that  the  department  is  never  without  it's  quota  of 
these,  and  several  other  little  details  of  this  char- 
acter. Recently  he  stayed  off  a  day  without  say- 
ing anything  about  it.  I  went  to  him  next  morning 
{Continued  on  page  35) 
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Feet  Fatigue 
Eliminated  by 
Correct  Walking 

Toeing-in  No  Longer  Frowned  On — 
The  Army  Has  Introduced  New 
Walking  Methods 

HERE  is  a  new, idea  in  walking  as  reported 
from  the  Army  that  will  interest  shoe 
retailers. 

Have  you  learned  the  new  war-walk?  It 
is  the  new  parallel  step,  four-square  standing 
position  now  being  urged  and  taught  by  physical 
culture  experts  and  army  physicians  as  a  cure 
for  foot  troubles. 

When  taking  a  proper  step  the  weight  of  the 
body  should  be  carried  from  the  heel,  which  is 
set  down  first,  to  the  ball  and  outer  edge  of  the 
foot,  and  on  off  the  tip  of  the  toes  as  the  heel  is 
raised  forward.  That  is  the  proper  muscular 
movement  for  one  step.    In  walk- 

Sl  ing,  move  the  feet  forward  in  two 

parallel  lines  (see    diagram),  the 
i  feet  parallel  or  even  toeing  in. 

■  Do  not  walk  in  a  single  line. 

I  The  hip  joints  are  not  in  front 

i  of  each  other,  but  side  by  side. 

Walking  in  one  straight  line  causes 
an    undesirable    waddle.  Never 
M  "toe  out,"    Parents  are  at  fault 

by  instructing  the  child  to  "toe 

tout"  instead   of  permitting  him 
to  walk  normally  with  feet  parallel 
I  or    even    "toeing    in."  Pigeon- 

•  toed  children  need  no  longer  be 

[  considered    deformed    or  unfor- 

tunate.   They  are  indeed  fortun- 
ate, and  probably  will  escape  the 
pain  in  calf,  knee  and  hip  which 
so  many  who  "toe  out"  suffer. 
Next  in  importance  to  proper 

f walking  is  a  correct  position  in 
standing. 
The    old-fashioned  "spread- 
i  eagle"  position  is  both  unnatural 

I  and  ungraceful.    The  toe-out  posi- 

^  tion  in  standing  throws  most  of 

H  the  body's  weight  upon  the  heel 

^  and  also  puts  an  undue  strain  on 

M  arch  and  calf  muscles,  and  en- 

T  courages  the  ankle  bones  to  sag 

I  inward  in  an  unhealthy  and  un- 

I  lovely  manner. 

f1  A  chalk  mark  drawn  on  the 

floor  around  the  heels  and  toes 
and  along  the  sides  of  the  feet  in 
proper  position   would  form  an 

I  he  correct  way  <         ,      .  , 

to  walk  almost  perfect  square. 


I 


i 


The  selection  of  proper  foot  wear  is  an  essential 
in  learning  the  natural,  fatigue-saving  walk. 

Fortunately  for  our  feet  the  new  autumn  fash- 
ions in  footwear  are  precisely  what  they  should 
be  for  health  wear. 

The  new  shoes  are  to  have  medium  low  heels 
and  round  toes.  No  more  French  heeled  beau- 
ties to  rack  our  nerves  and  twist  our  feet  out  of 
shape. 

Here  are  a  few  simple  foot  exercises  that  will 
go  far  to  correct  defects  that  already  exist  and  pre- 
vent the  development  of  defects  in  sound  feet. 

Treatment  recommended  to  strengthen  the 
feet  and  correct  abnormal  conditions: 

1.  Bathe  feet  daily  with  warm  water  and  pure 
soap  and  change  stockings  daily. 

2.  Hygienic  shoes  built  on  an  anatomical 
basis.  They  should  be  made  to  fit  the  foot.  Con- 
ventional foot  wear  requires  the  foot  to  fit  the  shoe. 
The  heel  should  be  as  broad  as  the  human  heel. 
The  shoe  should  fit  snugly  over  the  heel  and  instep, 
the  front  of  the  shoe  should  be  roomy  and  free. 
It  should  be  straight  on  inner  side  and  shaped  to 
provide  for  the  toes  on  the  outside.  Picture  at 
left  shows  sole. 

3.  Attain   the    proper   fundamental  standing 
position  with  feet    parallel,  and 
walk  with  feet  straight  ahead. 

4.  Take  sufficient  natural  exer- 
cise, such  as  walking,  running  and 
dancing. 

5.  Special  exercises,  done  in 
bare  feet:  (1)  Manipulate  the  < 
feet  daily  to  stretch  cramped  { 
muscles  of  the  leg.  (2)  Pick  up  t 
marbles  with  toes.  (3)  Bend  toes  • 
downwards,  curling  them  under  » 
the  foot  while  standing  "toed  in." 

(4)  Rise  slowly  on  toes,  "toeing 
in,"  rolling  on  outer  edges  of 
feet    and    sink    slowly    to  floor. 

(5)  Always  "toe  in." 
5.    Never  wear  arch  supports 

unless    they    are    prescribed  by 
some  foot  specialist. 

These  exercises  will  strengthen 
the  muscles  of  the  foot  and  calf, 
and  will  also  do  away  with  much 
so-called  rheumatism  of  feet,  hip 
and  back.  Five  minutes'  exer- 
cise morning  and  night  will  often 
make  arch  supports  unnecessary 
and  will  prevent  much  suffering. 
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Circulars  are  constantly  being 
sent  out  by  the  Canadian  and 
United  States  authorities,  request- 
ing people  to  get  in  their  coal.  We 
think  this  is  good  advice  and  urge 
every  retail  shoeman  to  get  his  coal 
into  his  cellar  just  as  quickly  as 
possible.  You  may  have  your 
"order"  in,  but  — GET  THE 
COAL  IN! 
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The  incorrect 
way  to  walk 
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Exchange  of 
Goods  and 
Refunds 

"Your  Money  Back  as  Cheerfully  as 
Taken,"  is  Still  a  Good  Advertise- 
ment 

HERE'S  a  subject  that  is  about  as  old  as  any 
shoe  dealer  in  business  and  it  is  still  as  vital 
as  it  was  in  the  long  ago.    It  has  been 
discussed  and  threshed  out  from  every  conceivable 
angle,  still  there  is  a  wide  difference  of  opinion 
on  the  subject,  even  at  this  time. 

The  large  stores  in  cities  make  a  feature  of 
this  and,  of  course,  will  be  imposed  upon,  but  the 
percentage  of  impositions  is  claimed  to  be  small 
compared  with  the  advantage  of  keeping  pleased 
customers.  It  is  sometimes  argued  by  those  who 
oppose  the  refund  system,  that  the  large  stores 
can  afford  to  do  this,  because  of  thier  immense 
volume  of  business.  This  may  or  may  not  be 
true,  but  the  question  with  the  small  dealer  is 
not  whether  he  can  afford  to  do  it;  it  is  a  question 
of  whether  he  can  afford  to  not  do  it;  an  offended 
or  lost  customer  means  a  loss  of  sales,  with  a  con- 
sequent loss  of  profits. 

The  experience  of  one  firm,  both  in  the  matter 
of  not  refunding  money  and  later,  in  adopting 
the  plan,  may  be  of  interest  to  others. 

"Yes,"  said  one  of  the  partners,  "We  now 
give  money  back  as  cheerfully  as  we  take  it,  al- 
though we  did  not  used  to  do  that  and  we  are  yet 
suffering  the  folly  of  our  shortsightedness.  It  is 
about  three  years  since  we  adopted  the  new  plan 
and  occasionally  we  have  a  customer  return  to 
us  who  has  not  been  in  our  store  for  over  five  years, 
through  some  unpleasantness  over  a  refund  that 
happened  when  we  would  not  return  the  money." 

"There  are  two  cases  that  come  to  my  mind 
now.  One,  a  woman,  came  in  at  Christmas  time 
to  buy  a  pair  of  shoes  for  her  sister-in-law  for  a 
present.  Her  brother,  the  husband,  had  sent  her 
to  pick  them  out  for  him.  They  were  to  match 
a  certain  color  of  her  sister-in-law's  dress.  She 
found  some  difficulty  in  making  the  selection  and 
finally  said  she  did  not  know  what  to  do,  and  would 
take  a  certain  pair  only  if  they  did  not  suit,  she 
could  not  return  them." 

"Oh.  you  can  bring  them  back,"  I  assured 
her,  and  she  replied,  "Oh,  I  know  I  can  exchange 
them,  but  you  won't  give  the  money  back." 

"Who  told  you  that?  '  1  asked,  and  she  replied, 
"Well  you  did'nt  do  some  time  ago."  Then  she 
went  on  and  explained  how  three  years  ago  she 
bought  a  pair  of  little  shoes  for  her  baby,  at  60  cts. 
After  she  got  home,  she  saw  that  she  really  did 
not  need  them,  and  returned  them  next  day, 
asking  for  a  refund  of  the  money.  She  was  told 
she  could  exchange  them  or  they  could  apply  on 


another  pair,  but  she  could  not  have  her  money. 
She  was  sorely  annoyed,  and  kept  the  shoes  and 
this  was  the  first  time  she'had  been  in  our  store 
since,  which  was  over  three  years.  In  other  words, 
we  lost  a  customer  for  over  three  years,  over  an 
exchange  of  a  pair  of  60c.  baby  shoes. 

"Another  case.  A  mail  carrier  used  to  be  a 
good  customer  of  ours.  In  addition  to  his  own 
family  buying,  he  bought  many  pairs  for  people 
along  his  route.  One  day  he  returned  a  pair  he 
had  bought  for  a  woman  and  wanted  a  refund.  My 
partner  argued  with  him  for  about  three-quarters 
of  an  hour,  then  gave  him  the  money.  The  result 
was  that  he  has  not  been  in  our  store  since,  and  as 
he  was  a  sort  of  a  solicitor  for  us,  we  lost  a  number 
of  customers  for  whom  he  used  to  purchase. 

"But  we  are  converts  to  the  money  back  idea, 
and  we  are  strongly  in  favor  of  it  at  that.  We 
work  on  this  principle;  if  a  man  or  woman  asks 
for  a  refund,  get  the  money  into  thier  purse  or 
pocket  as  soon  as  you  possibly  can.  Here  is  our 
reason ;  nine  out  of  ten  persons  who  come  in  for 
a  refund  are  all  keyed  up  ready  for  a  scrap  or  an 
argument.  The  cause  of  that  keying-up  is  they 
want  their  money.  Now,  if  you  give  them  the 
money,  you  have  removed  the  cause  and  they  wilt, 
or  the  key-up  condition  is  all  gone,  and  they  are 
in  a  position  to  listen  to  you.  In  other  words 
you  have  knocked  the  props  out  from  under  them 
or  taken  the  wind  out  of  their  sails,  and  they  are 
helpless.  I  prefer  to  talk  to  them  after  they  have 
their  money  rather  than  before  they  get  it. 

"Too  many  make  the  mistake  of  arguing  and 
battling  with  people  about  the  refund  for  ten  or 
fifteen  minutes  and  then  give  the  money  back. 
This  is  little  better  than  not  giving  it,  for  it  leaves 
a  bad  impression,  the  very  thing  one  should  avoid. 
Of  course,  I  do  not  mean  that  the  moment  a  custom- 
er comes  and  asks  for  a  refund  that  the  retailer 
should  make  a  run  for  the  cash  register  and  get 
the  amount.  One  should  satisfy  himself  with  a 
reasonable  amount  of  inquiry  as  to  the  reason  for 
the  return  and  he  must  be  prepared  to  give  way 
very  largely  to  the  customer  and  even  with  those 
who  are  trying  to  put  one  over;  let  them  put  it 
if  their  trade  is  worth  retaining.  You  will  win  in 
the  end.  That  person  knows  at  heart  she  is  trying 
to  put  one  over,  and  if  you  are  tactful  she  will 
know  that  you  know  she  is  trying  to  put  it  over.  So 
if  you  refund  the  money  without  a  murmur,  she 
will  feel  ashamed  and  will  also  feel  duty  bound 
to  keep  trading  with  you  because  you  acted  so 
decent  with  her. 

"Now,  having  gotten  the  money  into  the  cus- 
tomer's pocket,  he  will  be  in  a  mental  attitude  to 
listen  to  you.  If  you  fight  him  and  antagonize 
him,  it  is  all  off  with  him.  Now,  having  wilted 
him,  use  your  tactful  salesmanship.  Suggest  an- 
other pair.  You  can  sell  him  a  hundred  times 
easier  when  he  has  his  money,  the  thing  he  came 
for,  than  you  could  get  him  to  exchange  the  shoes 
before  he  gets  his  money,  which  is  the  thing  he 
did  not  come  for.  Very  frequently,  we  re-sell  to 
these  people  when  it  would  be  absolutely  im- 
possible to  induce  them  to  change  the  shoes  for 
{Continued  on  page  51) 
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Making  Partners 
of  Your  Clerks 

Your  Clerks  are  Your  Biggest  Selling 
Assets — Why  not  Encourage  Them? 


HIS  is  the  way  a  successful  retailer  expresses 
himself  in  regard  to  the  treatment  of  his 
clerks : 


"I  have  always  felt  that  a  clerk  should  be 
worthy  of  careful  consideration  by  his  employer. 
I  have  proven  that  to  do  this,  one  will  have  less 
trouble  with  his  help  and  will  retain  their  services 
longer.  Figuring  that  it  costs  money  to  change 
clerks,  it  is  profitable  to  keep  them  and  if  you  desire 
to  keep  them  it  is  well  to  have  some  incentive  for 
them  to  remain  with  you.  The  average  shoe 
store  cannot  hold  out  much  prospects  in  the  way 
of  advancements  in  positions,  for  they  do  not 
exist  as  they  do  in  larger  institutions  that  have 
many  employees.  To  offset  this  disadvantage  and 
to  put  some  incentive  before  my  clerlfe,  I  have 
in  a  measure,  taken  them  into  partnership  with 
me,  or  if  it  does  not  amount  to  that  legally,  perhaps 
you  would  prefer  me  to  say  I  have  given  them  an 
interest  in  my  business. 

"I  consider  my  salesmen  are  an  important 
asset  in  my  business.  They  give  the  best  time 
of  their  life  to  me  and  I  feel  it  is  no  more  than 
right  that  I  should  give  them  every  encouragement 
my  business  will  stand.  In  the  first  place  I  give 
them  every  instruction  I  can  in  the  matter  of  shoe 
selling.  I  want  them  to  be  good  shoe  men.  I 
teach  them  how  to  buy  as  well  as  sell.  I  show 
them  prices.  I  consult  them  in  buying  and  have 
them  buy  with  me  and  I  buy  with  them." 

"That's  all  right,"  it  was  suggested  to  this 
retailer,  "but  do  you  not  think  by  imparting  so 
much  knowledge,  you  are  placing  these  men  where 
soon  or  later,  they  may  start  in  business  for 
themselves  and  become  your  opposition." 

"That  may  be  true.  But  that's  a  narrow  way 
of  looking  at  it.  I  have  always  tried  to  conduct, 
my  business  on  the  broad-minded  plan.  It  seems 
to  me  that  if  you  sow  you  will  reap,  and  if  you 
withhold  there  will  be  no  reaping.  Giving,  sowing 
or  putting  knowledge  into  the  heads  and  lives  of 
these  men,  seems  to  me  will  come  back  to  me, 
even  a  hundred-fold.  I  have  been  in  business 
a  great  many  years  and  I  have  no  reason  to  abandon 
this  policy  because  of  having  suffered  from  any- 
thing in  the  line  you  suggest.  If  one  of  my  help 
came  and  told  me  he  proposed  starting  for  him- 
self, I  would  say  I  was  pleased  and  ask  him  if  I 
could  give  him  any  advice.  Here  is  one  case  in 
point  along  the  line  you  mention.  One  man  came 
to  me  and  said:  'I  have  an  offer  of  another  pos- 
ition at  more  money.  I  am  not  asking  you  for 
a  raise;  I  have  come  to  you  for  advice.  The 
position  looks  good  to  me;  now  just  tell  me  what 
you  think  of  it.'  I  replied,  'that  it  looks  good 
to  me  and  my  advice  is  to  take  it.    It  seems  better 


than  I  can  hold  out  to  you  and  it  is  an  advance- 
ment and  I  suggest  that  you  take  it.'  He  said, 
'he'd  think  it  over  and  discuss  it  with  his  wife.' 
Next  morning  he  came  in  and  said  he  had  decided 
not  to  accept  the  new  position.  It  was  Tuesday, 
and  I  told  him  he  had  not  given  it  sufficient  con- 
sideration and  to  not  tell  me  till  Friday.  But 
he  could  not  wait  and  Wednesday  gave  me  a  defi- 
nite answer  that  he  intended  to  stay.  I  then 
almost  urged,  that  he  take,  the  position,  for  I  thought 
it  best,  'though  sorry  to  lose  him.  That  was  over 
seven  years  ago  and  he  is  still  with  me. 

"Here's  another  incident.  One  of  my  clerks 
came  to  me  and  told  me  he  purposed  getting  married 
in  about  a  year.  I  knew  he  had  saved  nothing 
and  ventured  that  as  he  had  not  saved  anything 
when  he  had  but  himself  to  keep,  how  could  he 
save  when  he  had  two  people  to  keep.  It  stuck 
him,  so  I  said  to  him,  'you  go  right  ahead  with 
your  plans,  but  I  am  not  going  to  pay  you  only 
what  I  think  you  should  get  along  with  each  week 
and  the  balance  I  shall  put  in  a  savings  account 
and  any  raises  I  give  you  will  be  added  to  this 
savings  account  and  when  you  are  ready  to  be 
married,  I  shall  hand  you  your  savings-bank  book.' 
He  agreed  and  when  the  time  came  that  he  wanted 
to  purchase  some  furniture,  I  handed  him  his  book 
and  I  had  much  effort  in  convincing  him  that  I 
had  not  given  him  someone  else's  book.  He  was 
amazed  at  his  own  savings  or  rather  my  saving 
of  his  money. 

"One  of  my  other  clerks  wanted  to  purchase 
a  house.  He  needed  a  sum  to  make  up  the  first 
payment.  I  gave  him.  this  at  3%,  which  made 
it  easy  for  him  and  he  has  the  house  nearly  paid 
for  now  and  is  still  with  me 

"But  that  is  not  what  I  started  out  to  tell  you. 
I  have  flown  off  in  several  tangents.  I  conceived 
the  idea  that  the  best  incentive  for  my  help  would 
be  one  in  which  money  was  the  basis.  After  a 
great  deal  of  study  and  investigation,  I  devised 
a  plan  suitable  to  my  business,  whereby  I  practical- 
ly take  my  help  into  partnership  with  me.  I  pay 
them  a  stated  salary  and  then  a  percentage  of  the 
net  profits  of  my  business  for  the  year.  This 
means  that  the  larger  my  business,  the  more  profits 
for  my  help.  It  is  also  a  big  incentive  for  the  clerks 
to  keep  the  stock  as  low  as  consistent  with  good 
business.  This  means  less  investment,  less  in- 
surance and  several  other  'lesses'  and  more  profits. 
In  fact,  so  closely  do  we  watch  our  stock  that  we 
never  run  a  sale.  This,  I  think,  is  saying  a  great 
deal. 

"In  June,  I  gave  an  extra  hundred  dollars  to 
be  divided  among  my  help,  conditional  on  the 
reduction  of  the  stock  a  certain  amount  by  the 
end  of  June.  The  plan  half  failed  in  this  way. 
Shipments  came  in  unexpectedly,  which  kept  the 
stock  up  and  when  the  end  of  June  came,  the 
reduction  was  not  made.  Under  the  circumstances, 
I  felt  that  it  was  no  more  than  just  to  the  boys 
to  divide  the  $100,  for  they  had  worked  nobly 
to  obtain  the  end..  Strange  as  it  may  seem  they  did 
not  want  to  accept  it;  claimed  they  had  not  ful- 
(Continued  on  page  5/) 


34 


THE   SHOE   AND   LEATHER  JOURNAL 


Exclusive  Shoe 
Selling  Agencies 

Should  Retail  Merchants  Expect  Exclusive 
Selling  Rights  on  Special  Brands  or  Other 
Lines  of  Shoes? 

THIS  giving  exclusive  selling  rights  to  any  one  man  in  a 
town,  to  me,  is  all  poppycock,"  said  a  shoe  traveller 
recently  as  he,  with  several  other  travellers,  was 
chatting  friendly  at  a  war-time  meatless  luncheon  in  a  big 
down-town  hotel.  "Of  course,  it  may  work  out  alright  in 
some  instances.  The  establishing  of  the  custom  some  years 
ago,  by  some  manufacturers  who  were  making  a  special 
brand  or  special  trade-marked  line,  is,  no  doubt,  what 
causes  retailers  to  ask  that  they  be  given  this  special  selling 
privilege  on  every  line  that  may  be  made  under  a  special 
brand  or  trade-mark.  If  a  dealer  will  stop  and  consider 
how  it  will  tie  a  manufacturer  up  and  then  debate  with  him- 
self as  to  whether  this  is  fair  or  not,  he  should  arrive  at  the 
conclusion  that  it  is  not  just  the  square  deal. 

"I  remember  some  years  ago  of  my  firm  getting  out 
a  new  and  nifty  line  and  I  called  on  one  of  our  customers, 
in  a  fair  sized  town.  He  was  greatly  taken  with  the  goods 
when  I  showed  them  and  he  said:  'If  you'll  give  me  the 
exclusive  selling  agency  of  this  brand,  I'll  see  that  you  will 
not  lose  anything  by  it:  I'll  give  you  some  good  sized  orders.' 
The  fellow  was  a  pretty  good  head  and  had  bought  quite  a 
few  shoes  from  is  and  I  yielded.  He  gave  me  only  a  fair 
sized  order  as  a  try  out  and  while  I  was  a  little  disappointed 
in  this  initial  order,  I  said  nothing  and  banked  on  his  state- 
ment that  he  would  treat  me  right  and  dreamed  of  larger 
repeat  orders. 

"Things  went  on  this  way  for  two  years  or  more,  when 
one  day  I  hit  his  town,  I  noticed  a  new  shoe  store  was  open- 
ing almost  opposite  my  old  friend.  I  called  and  the  fellow 
struck  me  as  being  a  hustler.  I  showed  him  my  lines,  among 
them  the  one  on  which  my  old  customer  had  exclusive  sel- 
ling rights.  I  was  just  a  little  peeved  that  day  and  dis- 
appointed at  the  rate  the  orders  had  come  in  from  my 
old  customer  so  without  telling  him  I  sold  the  new  man  a 
bill  of  the  shoes  in  question.  Then  I  went  across  and  told 
him  what  I  had  done. 

"Say,  boys,  if  you  want  to  get  the  pedigree  of  your  . 
house  and  yourself,  just  do  a  little  trick  like  that.  He  called 
me  everything  but  decent.  He  said  the  firm  had  treated 
him  rotten.  They  hadn't  shipped  on  time,  the  goods  were 
never  up  to  sample,  and  if  there  was  anything  else  in  the 
complaint  catalogue  had  it  listed.  When  I  went  in  I  made 
inquiry  and  found  he  had  never  registered  one  complaint 
to  the  house  in  all  the  time  he  had  been  buying  and  selling 
the  line. 

"What  about  the  new  fellow?  Nothing  but  this. 
The  first  year  he  sold  exactly  twice  as  many  shoes  of  that 
particular  line  as  the  other  fellow  had  in  two  years,  and  the 
new  fellow  didn't  have  them  exclusively  either. 

"Oh.  it's  a  very  easy  matter  for  a  retailer  to  ask  for 
an  exclusive-Trade-Mark  or  an  exclusive  line  which  may 
be  sold  in  his  store,  so  that  he  may  have  the  entire  trade  of 
a  well  advertised  goods  and  meet  with  no  competition. 
But  is  this  a  square  deal  to  the  firm  with  whom  he  is  doing 
business?  Many  merchants  consider  they  have  a  right  to 
this  protection  so  long  as  they  purchase  a  quantity  of  shoes 
each  season,  but  does  he  realize  that  he  is  confining  that 
firm  to  his  business  only  and  if  that  firm  sold  their  entire 
output  in  that  way  it  would  be  very  much  curtailed,  there- 
by making  factory  costs  very  much  higher  than  if  the  firm 
looked  after  volume  instead? 


"I  consider  that  a  retailer  should  be  broad  enough  to 
look  at  this  matter  in  the  light  of  a  manufacturer.  But 
how  is  he  going  to  take  care  of  his  trade  and  have  exclusive 
lines,  from  which  he  may  secure  a  fair  profit  and  still  not 
be  handicapped  by  his  competitors,  fair  or  unfair,  selling 
below  the  prices  which  he  is  quoting?  Well,  here's  my 
idea.  The  retailer  has  a  right  to  ask  for  an  exclusive  Name 
which  he  can  advertise  and  on  which  he,  and  not  his  com- 
petitor, may  obtain  the  full  benefit.  He  also  is  entitled  to 
exclusive  Lines  which  he  may  sell  at  whatever  figure  he 
considers  is  necessary  and  still  not  feel  that  his  competitors 
may  under-sell  him.  Now,  how  can  the  manufacturer 
take  care  of  his  trade,  also  that  of  his  competitor,  and  have 
both  enjoy  profitable  business?  This  can  be  carried  on 
with  the  assistance  of  the  manufacturer  and  his  represen- 
tatives by  having  several  advertised  Trade-Mark  names, 
giving  the  exclusive  agency  for  one  of  these  to  only  one  man 
in  a  town  or  district  and  at  the  same  time  sell  lines  which 
will  not  interfere  with  those  which  have  been  sold  to  the 
competitor.  The  merchant  must  have  every  confidence 
in  the  salesman  to  the  extent  that  he  will  look  after  the  de- 
tails of  his  order  and  not  give  him  duplicate  lines;  in  this 
way  both  the  manufacturer  and  the  retailer  may  enjoy 
large  business. 

"It  should  be  brought  to  the  attention  of  the  merchant 
that  Canada  to-day  is  competing  in  the  commercial  world, 
more  or  less,  with  the  United  States.  The  United  States 
has  a  population  of  something  like  100,000,000,  whereas 
Canada  has  a  population  of  8,000,000.  United  States 
firms  have  an  opportunity  to  specialize  in  one  article  and 
perfect  it  and  at  the  same  time  get  the  volume  through 
their  immense  population,  so  that  their  line  can  be  made 
at  a  very  reasonable  price.  This  may  be  instanced  in 
firms  such  as  those  who  are  making  nothing  but  women's 
heels;  they  do  not  even  make  men's  heels  nor  do  they  cut 
soles.  There  might  be  a  long  list  such  as  these  mentioned, 
with  which  it  would  be  impossible  for  a  Canadian  firm  to 
successfully  compete.  The  Trade  should  bear  these  facts 
in  mind,  so  as  to  give  our  manufacturers  an  opportunity 
to  at  least  compete  with  the  lines  which  are  already  being 
manufactured,  so  they  can  get  sufficient  volume  in  those 
lines  from  our  own  merchants  to  bring  the  cost  of  production 
down. 

"Why,  the  thing  looks  dead  easy  to  me,"  the  traveller 
went  on,  "but  no  more  exclusive  agencies  for  me,  if  I  can 
help  it." 

A  COMMENDABLE  ENTERPRISE 

The  Kaufman  Rubber  Company  gave  some  valuable 
cash  prizes  in  gardening  competitions  for  their  employ- 
ees this  year  in  Kitchener,  Ontario.  The  awards  have  just 
been  made.  There  were  nine  prizes  in  one  competition, 
ranging  from  $50,  $25,  $15  and  six  $10  prizes.  In  another 
there  were  five  prizes  ranging  from  $50,  $25,  $15  and  two  $5 
prizes.  Mr.  M.  Thorman  won  the  first  in  one  competition 
and  Mr.  H.  Granel  won  the  first  in  the  other.  There 
were  over  eighty-one  gardens  entered  in  both  competitions. 
Mr.  Chas.  Wuest  was  given  a  special  of  $25  because  of  an 
exceptionally  fine  garden  and  his  inability  to  enter  the 
regular  competitions  on  account  of  not  having  been  on  the 
Company's  pay-roll  before  April  1st,  1918. 


The  Boot  and  Shoe  Workers'  International  Union 
made  very  substantial  progress  last  year.  During  the  year  it 
expended  less  than  a  thousand  dollars  in  the  payment  of  strike 
benefits,  or  in  actual  figures  a  total  of  only  $928.87.  Attempts 
to  reduce  wages  were  everywhere  successfully  resisted,  and 
through  abitration  methods  and  mutual  conferences  be- 
tween representatives  of  the  union  and  the  employers, 
many  trades  agreements  were  signed  up  for  increases. 
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Drawbacks  of 
Chain  Shoe 
Stores 

Shoes  are  not  Sold  like  Groceries  or 
Drugs  or  Cigars  and  Don't  form  into 
Links  for  a  Chain  of  Stores 

HARPER  had  been  selling  shoes  on  the  road  for 
many  years.  He  was  a  clever  shoeman,  keen 
and  observing  and  had  learned  many  things 
about  the  shoe  game,  both  retail  and  whoelsale,  that 
qualified  him  as  an  authority  and  capable  of  giving 
advice.  It  was  a  Saturday  morning.  Harper 
got  in  from  his  week's  trip  the  night  before,  and 
was  just  coming  out  of  his  house  on  the  way  down 
to  his  firm  when  an  auto  suddenly  stopped  at  the 
curb  in  front  of  him  and  the  man  at  the  wheel 
said:  "Hullo,  Harper,  where  you  going?  jump  in, 
have  a  little  ride,"  and  he  invitingly  shoved  the 
door  open  as  he  spoke. 

Harper  entered  the  car,  sat  down  and  clicked 
the  door  as  his  friend  threw  in  the  gear  and  they 
sped  away. 

"I'm  off  the  job,"  was  the  first  word  the  friend 
said  to  Harper. 

"Go  on,  '  was  the  reply,  "What  now?" 

"Going  to  start  a  chain  of  shoe  stores,"  was  the 
friend's  answer. 

"Forget  it,"  was  the  quick  reply  of  Harper, 
and  this  came  like  a  shower  of  dampness  on  the 
ardor  of  his  friend. 

"Well,  that's  encouraging,"  remarked  the  friend. 
"What's  the  matter  with  the  idea?" 

Harper  didn't  even  apologize  for  his  forceful 
abruptness  in  the  matter,  but  answered  emphatic- 
ally: "Everything's  the  matter.  Look  here,"  he 
went  on,  "If  you  want  to  go  into  business  for  your- 
self, choose  a  good  location,  open  one  good  store, 
and  devote  your  entire  attention  and  energies 
to  that  store  and  you'll  make  a  success  of  it.  It's 
one  case  where  it's  best  to  put  all  youi  eggs  in  one 
basket." 

"Oh,  pshaw,"  responded  the  friend,  "you're 
wrong.  Why,  look  at  the  success  that  has  been 
made  of  the  chain  drug  stores,  the  chain  groceries, 
the  chain  cigar  stores  and  others.  Look  at  the 
big  advantage  in  buying.  You  surely  know  that 
one  can  buy  better  in  quantities  than  in  dribbles. 
You  have  been  in  the  shoe  game  long  enough  for 
that.  That  is  one  of  the  factors  of  success  in  the 
chain  grocery  and  other  chain  stores.  Why  will 
it  not  apply  in  shoes?" 

"There  are  many  reasons  why,"  answered 
Harper.  "In  the  first  place,  a  stock  of  shoes  is 
unlike  any  other  stock.  The  selling  of  shoes  is 
unlike  any  of  the  chain  stores  you  mention.  People 
do  not  have  to  be  fitted  with  a  pound  of  tea,  nor 
is  the  style  of  tea  changing  every  three  or  four 
months.    The  same  may  be  said  of  the  other 


stocks  you  ment'on.  There  are  many  lines  of 
drugs  that  may  be  kept  in  small  quantities  for 
years  without  deterioration  or  change  of  styles. 
This  cannot  be  said  of  any  line  of  shoes.  In  fact, 
no  one  wants  to  carry  shoes  over  from  one  season 
to  the  other,  which  shows  how  carefully  the  stock 
must  be  watched.  Nor  can  you  buy  in  quantities 
with  any  degree  of  certainty  for  a  chain  of  shoe 
stores.  No  two  localities  will  have  the  same 
line  of  customers  nor  require  the  same  line  of  stock, 
so  if  you  bought  five  hundred  pairs  of  one  line, 
and  had  five  stores,  you  would  probably  get  into 
trouble  with  your  managers,  if  you  loaded  equally 
one  hundred  pairs  on  to  each  of  them.  And  speak- 
ing of  managers,  you'll  have  your  troubles  there. 
Now,  let  me  show  you  one  trouble.  You  open  a 
store  in  an  outlying  district  under  the  name  of 
Wm.  Friend  &  Co.  You  put  a  young  man  in  to 
manage  it  who  may  be  named  Thompson.  At 
first,  the  customers  think  he  is  Mr.  Friend.  Slow- 
ly they  learn  the  difference  and  they  begin  to  ask, 
'Who  is  this  fellow  Friend?'  They  become 
acquainted  with  Mr.  Thompson  and  grow  to  like 
him  as  a  real  good  business  man.  Then  some  day 
he  takes  it  into  his  head  to  start  up  business  next 
door  to  you;  what  are  you  going  to  do  about  it? 
Th  s  is  what  you  may  do;  you  may  offer  him  so 
much  more  salary  that  he  will  not  start  and  that 
may  mean  that  it  will  take  about  all  your  profits 
to  pay  that  salary.  Or  you  may  let  him  start  and 
you  put  in  a  new  manager  to  start  all  over  again, 
with  the  disadvantage  of  having  your  former 
manager  next  door  to  draw  off  his  old  friends — your 
customers — for  an  opposition  to  your  new  man. 

"Then  I  want  you  to  look  at  how  your  own 
attention  will  be  distracted  between  the  various 
stores  instead  of  being  concentrated  on  one  business. 
But  do  not  take  my  word  for  it.  Sit  down  and  make 
a  list  of  the  shoe  dealers  in  this  city.  Mark  the 
successful  ones,  and  see  if  you  do  not  find  the  ones 
who  have  attained  the  most  success,  are  those  who 
have  devoted  their  attention  to  one  good  store. 

"There  may  be  isolated  cases  of  a  couple  of 
stores,  where  there  were  two  brothers  or  two  part- 
ners and  one  devoted  his  attention  to  one  store 
and  the  other  the  second  store,  but  this  amounts 
to  the  same  thing  as  one  man,  one  store.  Where 
chain  stores  have  been  conducted,  would  you  say 
they  were  a  success,  financially  or  otherwise? 
Would  you  consider  the  stocks  have  been  as  well 
sold  out  as  you  know  them  to  be  in  single  stores? 
If  so,  then  go  ahead;  if  not,  then  take  my  advice 
and  forget  it."  

CLERKS  WITH  SHOVE 

(Continued  from  page  jo) 
and  asked  him  how  he  expected  the  department 
could  run  successfully  without  him  and  his  end 
of  the  job  being  held  up.  I  wanted  to  disabuse 
his  mind  of  any  idea  that  he  might  have  that  his 
work  was  not  important,  for  it  was.  I  consider 
the  least  disjointing  of  a  department  will  disor- 
ganize the  whole  arrangement  to  some  degree, 
something  like  the  sympathetic  system  of  the 
body,  if  one  member  suffers  all  the  members  suffer 
with  it.    Study  this,  then  SHOVE'." 
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Who's  Your 
Lawyer 

Learn  To  Look  Upon  Your  Lawyer  as  a 
Friend,  Not  a  Man  to  be  Consulted  in 
Emergency 

THIS  is  not  an  advertisement  for  a  law  firm.  In  fact, 
the  professional  ethics  of  these  much  misunderstood 
people  will  not  permit  of  advertising.  This  is  part 
of  an  article  that  appeared  in  "The  American  Magazine" 
and  was  written  by  Arthur  Train,  a  lawyer  and  writer  of 
some  prominence  in  New  York  city.  The  shoe  men  of 
Canada  will  profit  by  it,  for  we  had  a  Canadian  lawyer 
go  over  it  and  select  the  parts  that  are  applicable  to  Canada. 
The  article  follows: 

The  average  man  consults  his  attorney  only  when 
he  is  actually  in  trouble  or  at  some  important  crisis  in  his 
affairs;  but  he  is  accustomed  to  telephone  the  family  phy- 
sician on  comparatively  slight  provocation,  and  does  not 
wait  until  his  wife  is  on  her  death-bed  to  invite  his  actual 
presence.  If  his  little  girl  has  a  sore  throat,  he  is  quite 
ready  to  ask  the  doctor  if  she  ought  to  go  to  school — and 
pav  him  for  his  advice.  In  a  word,  he  regards  doctors' 
bills  of  the  minor  variety  as  premiums  upon  insurance 
against  disease  and  bad  health. 

But  he  does  not  make  use  of  his  family  lawyer,  if  he 
has  one,  in  the  same  way.  He  has  a  feeling  that  lawyers 
invariably  make  "substantial  charges,"  and  he  recalls 
with  anguish  the  (doubtlessly  reasonable)  bill  rendered 
to  him  for  the  settlement  of  his  father's  tangled  estate. 
He  has  the  delusion  that  if  he  crosses  a  legal  threshold 
the  adventure  will  probably  cost  him  fifty  dollars.  One 
likely  reason  for  this  is  because  in  the  United  States  law- 
ers  do  not  require  their  clients  to  pay  a  small  consulting 
charge  before  leaving  the  office,  as  they  do  in  England, 
and  as  they  do  in  many  doctors'  offices  here.  There  is 
something  ominously  vague  about  lawyers'  bills.  The 
client  is  afraid  of  "getting  soaked." 

Now  the  truth  is  that  the  citizen  gets  vastly  more 
for  his  money  by  consulting  a  lawyer  regularly  in  regard 
to  his  affairs  than  if  he  seeks  his  help  only  in  time  of  trouble. 
For  simple  advice  a  lawyer  charges  no  more  than  a  doctor. 
Indeed .  unlike  the  doctor,  he  frequently  makes  no  charge 
at  all.  Every  business  man  should  have  his  friendly  legal 
adviser.  Whereas  the  doctor  can  only  try  to  prevent 
sickness  or  to  cure  it,  the  lawyer  not  only  prevents  pecuni- 
ary loss  and  rescues  the  client  in  adversity,  but  also  often 
points  out  to  him  how  he  may  profit  financially  in  un- 
expected ways. 

Suppose,  for  example,  that  you  receive  a  printed  docu- 
ment called  a  "summons."  directing  you  to  present  your- 
self in  a  police  court  some  five  miles  distant  from  your  home, 
at  a  particular  hour  on  a  particular  day,  when  your  business 
absolutely  requires  your  presence  in  some  other  city.  Four 
men  out  of  five  would  obey  this  seemingly  unavoidable 
rommand,  even  at  great  cost,  before  they  would  think 
of  inquiring  of  a  lawyer  whether  they  were  legally  obliged 
to  do  so.  Do  you  know?  Are  you  aware  whether  a  sub- 
pa  na  left  upon  your  doorstep  or  upon  your  desk  carries 
with  it  any  legal  authority?  It  might  easily  become  a 
matter  of  at  least  more  than  passing  interest. 

The  most  important  document  that  a  man  is  usually 
called  upon  to  execute  during  his  entire  lifetime  is  his  own 
will.  It  is  generally,  however,  a  transaction  which  he  is 
perfectly  content  to  let  take  care  of  itself,  hit  or  miss — any 
old  way.  He  supposes  that  if  he  writes  down  "what  he 
wants  done  with  his  property,"  signs  it.  and  gets  some- 


body to  witness  it,  that  his  heirs,  executors,  administrators 
and  assigns  will  go  blithely  on  their  way,  rejoicing  for  ever. 
It  is  almost  impossible  to  convince  people  that  there  is 
really  any  care  necessary  in  drawing  a  will.  Yet, ,  even  if 
a  will  is  properly  drawn,  there  are  nine  chances  out  of  ten 
that,  unless  the  attorney  watches  with  eagle  eye,  it  will 
not  be  legally  signed  and  witnessed.  What  usually  happens 
is  something  like  this: 

A  business  man  receives  his  will  from  his  lawyer,  reads 
it  over,  is  satisfied,  and  sends  for  a  couple  of  his  clerks.  They 
come  in  leaving  the  door  of  the  office  open. 

"Boys,"  remarks  the  employer,  "I  want  you  to  witness 
my  signature." 

"Yes,  sir,"  say  they.    "Very  good,  sir." 

He  signs  the  paper  and  hands  the  pen  to  the  first, 
who  sits  down,  subscribes  his  name,  arises,  returns  the  pen 
and,  with  an  "Is  that  all,  sir?"  goes  back  to  work.  The 
second  clerk  then  signs.  The  "business  man"  locks  the 
will  up  in  his  strong  box,  satisfied  that  all  the  requirements 
of  the  law  have  been  duly  fulfilled! 

In  point  of  fact  the  attestation  is  valueless. 

He  has  not  declared  the  instrument  to  be  his  will; 
he  has  not  requested  his  employees  to  sign  as  witnesses 
to  his  will,  and  they  have  neither  seen  each  other  sign  it 
nor  signed  it  in  each  other's  presence. 

Assuming,  however,  that  a  testament  is  legally  ex- 
ecuted and  witnessed,  the  trouble  is  apt  not  to  end  there. 
Most  people  are  under  the  impression  that  if  they  write 
a  letter  and  place  it  with  a  will,  they  can  alter  the  provisions 
of  the  instrument  as  they  see  fit.  These  "letters"  and  like 
detached  expressions  of  testamentary  desire,  made  in  lieu 
of  legal  codicils,  are  always  turning  up  and  causing  no  end 
of  embarrassment.  It  is  obvious  that  as  the  law  requires 
a  will  to  be  witnessed  in  a  particular  and  artificial  way, 
a  testator  cannot  arbitrarily  avoid  these,  requirements 
by  making  a  supplementary  will,  for  that  is  all  such  a  "letter  " 
is  in  fact.    Yet  the  "letter"  delusion  will  not  die. 

Why  is  it  that  people  who  know  that  they  can't  mix 
bread,  sail  a  ship,  or  mend  the  plumbing  think  they  can 
draw  their  own  wills?  It  is  hard  enough  to  find  even  a 
lawyer  who  is  sufficiently  erudite  and  careful  to  whom  can 
safely  be  entrusted  the  task  of  drawing  a  will  disposing 
of  real  property. 

To  a  lawyer  it  seems  preposterous  that  any  layman 
should  attempt  to  draw  a  will.  Yet  is  it  constantly  done. 
Such  wills  are  almost  always  hopeless.  Occasionally, 
where  a  man  leaves-  everything  to  one  person  and  inquires 
carefully  about  the  legal  requirements  of  attestation  he 
may  get  away  with  it.  But  I  have  never  known  of  a  "self- 
made"  will  with  a  trust  in  it  or  a  devise  of  realty  to  be  valid, 
or  to  operate  as  intended.  Suppose  you  wished  to  leave 
a  farm  to  your  cousin  John  and  that,  if  he  should  die  before 
you,  it  should  go  to  his  heirs?  Suppose,  accordingly, 
that  you  inserted  in  your  will  the  plain  declaration  that 
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More  than  ever  must  good  judgment  govern  your  spring 
purchases. 

You  cannot  afford  to  buy  from  the  first  set  of  samples  you 
see  this  season  and  be  just  to  yourself. 

With  the  many  changes  which  have  been  taking  place  in  the 
Shoe  Trade,  we  could  not,  in  justice  to  our  customers, 
make  our  new  samples  until  the  Shoe  Style  develop- 
ment clarified  and  we  are  satisfied  our  judgment  will 
be  recognized  by  you  as  correct  when  you  see  our 
Samples  for  Spring  1919. 


Our  Salesmen  may  be  just  a  little  late,  but  you  cannot  afford 
to  order  your  better  lines  of  Women's  Shoes  without 
first  seeing  our  many  new  styles  and  exceptional  values. 


Shoe  Styles  in  keeping  with  present-day 
conditions,  but  brimful  of  New,  Smart, 
Clever  ideas  and  correctly  reflecting  all 
that  is  best  in 


WOMEN'S   FINE  FOOTWEAR 


SAMPLES  READY  SEPT.  7th. 


Limited 


92-94  Sherbourne  Street 


Toronto 
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Newspaper  Advertising 

That  has  been  appearing  in  leading  Canadian  papers  has  attracted 
the  Canadian  Lady  and  is  bringing  her  to  the  stores 
handling  our  shoes. 


offaoes 


Approved  by  the  elite  of 
Canada.  Beautiful  footwear 
in  the  finest  materials,  intro- 
ducing the  newest  designs 
and  shades. 

trademark,  juarantce 
.hum  plate*  of  u>c»c  d>.- 


3tw»  Cxc/as/r*4y  tSy 

^Bfach/or3  <k 

<§ho^(gnu/aj:tujrintj[^inpany 


Always  fashioned  £r< 
fully  selected  leathers 
most  styleful  designs, 
feet  foot  covering.  OurWi 
and  Sport  Boot  models  in 
Brawn  and  Black  Calf  arc 
*    ticularly  correct. 


CSu**  Cxc/uttrmiy  -$y 


1>  ^8hch/orZ  4 

Ohila.d  ihi-oufh  Caoad.'.  iJd^i'bo. 


It  Keeps  Customers 

If  the  advertising  is  backed  up  properly  by  a  high-grade 
article,  such  as  Blachford,  Georgina  or  Onyx  Shoes. 

Are  you  taking  proper  advantage  of  this  ? 

Blachford  Shoe  Manufacturing  Co.,  Limited 

92-94  Sherboume  Street 
Toronto 
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you  gave  your  farm  to  John  "to  have  and  to  hold  to  him, 
his  heirs  and  assigns  forever?"  And  suppose  John  died, 
and  that  then  you  died,  would  John's  heirs  get  the  farm? 
Or  wouldn't;  they  get  it? 

The  chief  trouble  with  the  lay  or  "sea"  lawyer  is  that 
he  doesn't  see  ahead  and  provide  for  contingencies.  He 
has  no  legal  imagination. 

Does  the  law  allow  you  to  leave  all  your  property 
away  from  your  wife  and  children?  May  you  leave  it  all 
to  charity?  Can  you  tie  up  property  in  trust  for  two  years? 
Can  you  give  property  to  your  wife  with  instructions  to 
accumulate  the  income  for  a  definite  or  indefinite  time? 
Can  you  leave  property  to  your  cousin,  if  he  will  agree 
not  to  marry?  Can  you  leave  a  legacy  to  one  of  the  wit- 
nesses to  your  will?  Can  you  leave  real  property  away 
from  your  wife  without  further  provision  in  her  interest? 
Can  you  leave  your  farm  to  become  somebody's  property 
at  the  end  of  five  years?  How  many  witnesses  does  the  law 
of  your  province  require?    Does  a  will  have  to  bear  a  seal? 

The  same  complacent  attitude  that  the  average  man 
adopts  toward  securing  legal  assistance  in  drawing  his  will 
he  exhibits  with  regard  to  almost  everything  in  which  legal 
aid  might  easily  be  obtained  or  profitably  be  sought.  The 
nearly  criminal  nonchalance  with  which  a  business  man 
will  sign  documents  is  a  matter  of  common  knowledge. 
He  almost  prefers  to  sign  a  paper,  no  matter  what  it  con- 
tains, than  have  it  lying  around  his  desk.  He  has  a  well- 
developed  case  of  the  "sign  here"  habit.  The  answer 
of  the  insurance  magnate  during  a  recent  investigation 
is  famous: 

"Didn't  you  read  over  the  paper  before  you  signed 
it?"  he  was  asked. 

"No,"  he  replied  innocently.  "I  thought  it  was 
only  an  affidavit." 

This  kind  of  thing  needs  no  comment;  but  the  ordinary 
citizen  is  much  too  casual  with  regard  to  signing  contracts 
and  important  business  letters.  A  contract  or  business 
letter  carelessly  signed  may  cause  him  hundreds,  if  not 
thousands,  of  dollars  of  loss,  yet  he  cannot  overcome  the 
inertia  which  prevents  his  consulting  his  attorney.  He 
feels  that,  since  he  has  enough  sense  to  run  his  business 
at  a  profit,  he  ought  to  be  able  to  read  through  a  contract 
and  know  what  it  means  without  having  to  ask  a  lawyer. 
He  dislikes  to  have  a  comparative  stranger  know  all  about 
his  affairs,  although  he  is  quite  habituated  to  the  doctor 
having  an  intimate  knowledge  of  both  his  wife  and  family, 
seeing  him  and  them,  so  to  speak,  in  their  nakedness. 

So  he  will  casually  examine  and  sign  complicated 
papers  which  have  been  drawn  by  legal  experts  with  a  view 
to  securing  every  right  and  ever  advantage  to  his  business 
opponent.  This  would  not  be  so  dangerous  if  he  had  made 
a  study  of  the  law  governing  contracts,  but  usually  he  has 
not,  and  he  may  easily  discover  later  on,  to  his  cost,  that 
certain  words  which  he  has  heard  more  or  less,  all  his  life, 
have,  in  law,  an  entirely  unexpected  significance. 

For  example,  a  business  friend  may  make  a  partner- 
ship proposition  to  you,  which  you  accept,  and  accordingly 
lease  a  store  and  hang  out  your  sign.  Do  you  know  whether 
you  violate  the  law  by  the  mere  act  of  so  doing  without 
complying  with  other  statutory  requirements?  Have  you 
any  real  idea  of  your  liabilities  as  a  partner?  Do  you  know 
whether  you  can  go  into  partnership  with  your  wife?  Can 
one  partner  steal  from  another,  in  the  eyes  of  the  law?  Can 
one  bind  the  other  by  fraudently  and  without  his  author- 
ity endorsing  the  firm  name  to  checks  of  promissory  notes? 
Do  you  know  what  your  personal  liability  is  in  the  event 
that  your  partner  turns  out  to  be  a  rascal  and  swindles 
your  local  bank  by  securing  advances  from  it  on  the  strength 
of  false  pretences  as  to  your  assets? 

This  matter  of  unsuspected  liability  is  important, 
particularly  in  these  days  of  the  multiplicity  of  "prepared- 
ness" and  other  committees.    Suppose,  in  a  burst  of  patriot- 


ism, you  agree  to  become  a  member  of  a  committee  to 
assist  in  some  sort  of  commendable  relief  work.  You  have 
a  meeting  or  two  and  decide  to  hold  an  "allied  bazaar," 
or  other  entertainment,  authorizing  your  chairman  or  pre- 
sident to  make  arrangements.  He  or  she  promptly  engages 
the  local  opera  house,  an  orchestra,  and  performers.  The 
show  falls  through.  Are  you  liable  for  the  rent  of  the 
opera  house,  either  all  or  part?  Can  the  juggler  sue  you 
for  breach  of  contract?  If  the  treasurer  of  your  com- 
mittee absconds  with  the  gate  receipts,  will  you  have  to  go 
down  into  your  own  pocket  to  make  good?  Ask  your 
attorney. 

You  may,  perhaps,  have  other  unpleasant  surprises. 
Do  not  assume  that  because  you  have  never  been  assessed 
as  a  stockholder  in  a  corporation  in  which  you  have  invest- 
ed money  that  you  never  will  be.  Do  you  know  whether 
you  will  have  to  pay  damages  to  your  cook  if  she  slips 
on  apiece  of  frayed  oilcloth  on  the  back  stairs  or  on  a  banana 
peel  in  the  area?  Or  whether  you  can  be  sued  by  the  post- 
man if  he  falls  on  your  ice-covered  front  steps?  These 
things  occasionally  happen. 

The  most  frequent  and  likely  controversies  in  which 
the  citizen  of  either  sex  is  likely  to  become  involved  are 
with  domestic  servants  and  business  employees.  Suppose 
you  become  dissatisfied  with  a  workman,  whom  you  have 
engaged  at  a  monthly  salary.  If  he  gives  you  adequate 
reason  for  discharging  him,  how  much  notice,  if  any,  does 
the  law  require? 

Suppose  you  have  discharged  a  domestic  servant 
for  good  cause  in  the  middle  of  the  month.  Must  you  pay 
her  or  him  up  to  the  day  of  his  or  her  discharge?  Assuming 
that  you  must  do  so,  are  you  aware  whether  you  comply 
with  the  law  by  offering  your  departing  domestic  a  cer- 
tified check?  It  is  worth  having  at  least  a  chat  with  the 
family  lawyer  on  these  subjects.  It  may  perhaps  save 
you  money. 

The  number  of  people  who  have  never  heard  of  the 
"Statute  of  Frauds"  is  astonishing.  Roughly  it  is  to  the 
general  effect  that  neither  a  contract  to  sell  land  nor  a  sale 
of  goods  shall  be  enforceable  at  law  if  the  value  of  the  goods 
is  more  than  a  specified  sum  (usually  forty  dollars),  unless 
the  buyer  shall  accept  and  actually  receive  a  part  of  the 
goods,  make  a  deposit  on  account,  or  sign  some  note  or 
memorandum  of  the  contract  or  sale.  It  is  one  of  that 
general  class  of  statutes  designed  to  protect  people  from 
false  claims  to  the  effect  that  they  have  bought  or  sold 
goods  or  land,  or  have  agreed  to  pay  sums  of  money  for 
service    or  otherwise. 

Obviously,  anybody  who  ever  either  buys  or  sells 
anything  worth  more  than  forty  dollars  should  be  at  least 
on  speaking  terms  with  this  statute  and  its  local  inter- 
pretation. Yet,  if  for  some  wholly  honourable  reason  he 
wishes  to  take  advantage  of  his  knowledge  of  it,  he  may 
find  to  his  chagrin  that  he  cannot  do  so,  for  the  reason  that 
he  has  thoughtlessly  either  written  or  perhaps  merely 
answered  a  letter  referring  to  the  matter  which  the  courts 
will  hold  to  be  "a  memorandum."  Correspondence, 
where  a  dispute  has  arisen,  should  be  scrutinized  by  a  lawyer, 
even  if  the  letter  be  the  mere  acknowledgment  of  the  re- 
ceipt of  another. 

All  of  us  are  apt  to  assume  that  the  law  must  be  thus 
and  so,  either  because  we  think  it  ought  to  be  or  because 
we  have  heard  so.  A  common  instance  of  this  is  the  belief 
that  a  man  can  escape  liability  for  his  wife's  debts,  in- 
curred for  necessaries,  by  publishing  a  notice  in  the  paper 
to  the  effect  that  he  will  no  longer  be  responsible  for  them.. 
Another  is  that  your  neighbor  has  no  right  to  violate  your 
privacy  by  cutting  a  window  in  his  wall  overlooking  your 
land,  backyard  or  area.  There  are  countless  others.  Many 
well-intentioned  folk  assume  that  because  they  are  doing 
something  with  a  charitable  motive  they  can  violate  every 
{Continued  on  page  41) 
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"Life-Buoy" 
Outing  Shoes 

for  Summer  1919 

Your  sales  in  these  lines  have  been  larger  during  the 
past  two  seasons  and  will  continue  to  be  so  for  some  time  to 
come.  You  will  do  well  to  make  every  provision  for  another 
season  by  placing  in  advance  for  your  next  summer's  require- 
ments. But  above  all,  see  the  Life-Buoy  Line  before  booking 
your  order  and  compare  the  general  good  quality  of  work- 
manship and  materials  with  others. 

We  do  not  fear  the  result. 


Wait  for  a 
Life-Buoy  Salesman 


Stocks  carried  at : 

Vancouver,  Edmonton,  Calgary,  Saskatoon,  Regina, 
Winnipeg,  London,  Toronto,  Ottawa,  Montreal, 
Quebec,  St.  John,  Truro,  Charlottetown. 
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Shoe 

and  Leather 
Trade  Jottings 

What  is  Seen  and  Heard  on  the 
Street — Leather  and  Shoe  Condi- 
tions— Spring  Samples  Mostly  Ready 
— Leather  Situation  Continues  Steady 
— Manufacturers  Trying  Out  the 
Market 

SHOE  manufacturers  report  a  good  fall  season. 
Many  late  orders  have  come  in  that  will  be 
difficult  to  fill.  Retailers  are  already  beginning 
to  clamor  for  deliveries,  and  especially  those  who 
held  back  early  in  the  season.  Shoe  manufacturers 
are  seriously  handicapped,  both  with  regard  to 
leather  supplies  and  workmen,  and  most  of  them 
have  found  it  very  difficult  to  keep  up  the  run 
to  anything  like  the  normal  point.  Some  good 
orders  for  fall  delivery  have  had  to  be  turned  down, 
most  of  the  factories  having  all  they  can  handle 
between  now  and  December.  Bargain  hunters 
this  year  are  having  a  hard  time,  as  there  is  an 
absence  of  "jobs"  and  a  disinclination  on  the  part 
of  manufacturers  to  look  at  special  orders.  The 
fall  season,  say  most  manufacturers,  was  a  record 
one,  considering  conditions. 

As  to  Prices. — Notwithstanding  the  fact  that 
most  of  the  makers  of  fine  shoes  have  covered  them- 
selves, there  is  a  decided  scarcity  of  fine  upper 
leathers,  as  well  as  desirable  grades  of  sole  which 
has  caused  a  strengthening  of  the  market.  The 
fact  also,  that  the  output  cannot  be  maintained  at 
a  normal  point  on  account  of  labor  conditions,  is 
increasing  the  overhead  to  an  extent  that  is  necessi- 
tating a  thorough  revision  of  shoe  prices.  In 
women's  lines  quotations  are  forty  or  fifty  cents 
a  pair  higher  than  for  fall,  with  the  chances  of  further 
advances.  In  certain  lines  of  calf,  kid  and  cloth 
stocks  are  practically  unobtainable  and  manu- 
facturers are  therefore  compelled  to  withdraw  some 
lines. 

Governmental  Regulation. — There  will  be  no 
attempt  to  regulate  colors  or  styles  for  the  current 
season,  as  it  is  now  too  late  to  take  any  effective 
action  and  there  are  factors  in  the  situation  that 
make  changes  just  now  somewhat  hazardous.  The 
Canadian  situation  is  following  the  American  auto- 
matically. Canadian  shoe  manufacturers  are  com- 
pelled to  a  large  extent,  to  follow  in  colors  the  lead 
of  the  United  States.  Tanners  over  the  line  are 
conforming  to  the  new  regulations  and  arc  only 
making  light  stock  in  the  shades  laid  down  by  the 
War  Industries  Board.  While  there  is  no  decided 
attempt  to  bring  shoe  styles  absolutely  to  the 
American  standard,  there  is  a  general  tendency  to 
favour  the  eight  and  a  half  inch  boot  on  women's 
lines  with  some  manufacturers  pushing  the  eight 
inch  standard.    Some  nine  inch  models  arc  shown, 


of  course,  but  the  general  run  promises  to  be  along 
the  standard  lines.  People's  minds  have  been 
prepared  for  lower  styles,  and  no  doubt  the  pur- 
chasing public  will  follow  the  accepted  standards. 
The  samples  all  evidence  a  tendency  to  push  low- 
cuts,  which  will  undoubtedly  have  quite  a  run  dur- 
ing the  next  spring  and  summer  season. 

Buying  Better  Goods. — The  general  experience 
seems  to  be  that  the  demand  all  along  the  line  is 
for  a  better  class  of  shoe.  The  manufacturer  of 
cheaper  grades  stated  the  other  day  that  he  felt 
the  pressure  in  this  direction  and  was  compelled 
to  put  up  prices  and  improve  his  goods  to  keep  in 
the  game.  Undoubtedly  the  public  is  in  a  spend- 
ing mood  and  is  not  inclined  to  quarrel  over  the 
matter  of  price.  Retailers  are  beginning  to  realize 
this  and  are  more  anxious  to  get  the  goods  right  than 
haggle  over  prices.  A  large  dealer  who  visited  the 
market  recently  and  placed  a  large  order  at  a  sub- 
stantial advance  on  last  season  remarked  that  he 
was  only  anxious  on  two  points — getting  the  goods 
and  getting  them  right.  Manufacturers  are  work- 
ing under  difficulties,  however,  and  are  experiencing 
the  effects  of  the  shortage  in  kid  and  calf,  which 
will  undoubtedly  mean  that  there  will  have  -to  be 
a  good  deal  of  substitution  in  shades  particularly. 
Retailers  will  have  to  exercise  considerably  more 
forbearance  and  patience  than  under  ordinary 
conditions. 

About  Price  Fixing. — We  quote  elsewhere  the 
results  of  the  price  fixing  in  leathers  on  the  other 
side  of  the  line,  as  it  is  bound  to  effect  Canada  to 
some  extent  at  least.  There  is  naturally  a  good 
deal  of  grumbling  but  the  trade  in  the'  United  States 
is  falling  into  line.  In  Canada  it  has  not  seemed 
to  be  necessary  so  far,  to  take  action  along  this  line, 
as  the  effect  will  be  more  or  less  automatic.  There 
is  a  good  deal  of  grumbling  as  to  prices  and  par- 
ticularly supplies,  in  some  lines,  and  shoe  manu- 
facturers are  naturally  asking  why  Canada  is  export- 
ing so  much  leather  when  she  finds  it  difficult  to 
meet  her  own  requirements  in  this  line.  Mean- 
while we  have  to  jog  along  as  well  as  we  can. 

Leather  Conditions.  —  Tanners  are  still  ex- 
periencing serious  difficulties  with  regard  to  sup- 
plies, although  the  situation  is  somewhat  better 
than  it  was  a  few  months  ago.  The  recent  fixing 
of  prices  of  hides  in  the  United  States,  for  August 
and  September,  will  no  doubt  be  felt  to  a  consider- 
able extent  by  lines  effected,  but  tanners  here,  as 
well  as  across  the  line,  are  taking  the  matter  quietly. 
They  are  up  against  the  fact  that  they  have  been 
putting  down  undesirable  hides  at  extreme  prices 
and  will  have  difficulty  in  realizing  a  profit.  The 
hides  from  now  on  will  be  at  their  best  and  will 
give  a  better  opportunity  for  satisfactory  production. 
The  leather  business  is  quiet  although  a  steady  busi- 
ness is  doing.  The  demands  for  war  leather  is 
giving  a  strong  tone  to  the  market.  On  the  other 
side  tanners  are  waiting  the  issue  of  further  large 
army  orders  when  it  is  expected  business  will  pick 
up.  Their  domestic  trade  is  quiet  as  it  usually 
is  at  this  time. 


Send  immediately  photos  of  your  soldier 
boys  for  use  in  September  15th  issue 


Pr®=@EBnoa®!5i4  nun  Beanafty  sismdl  HJSnlnfty 


Getty  &  Scott,  Limited 

MAKERS  OF  THE  CLASSIC  SHOE  FOR  WOMEN 

Gait,  Ontario 
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WHO'S  YOUR  LAWYER? 

(Continued  from  page  37) 

law  of  the  land.  For  example,  lotteries,  raffles,  and  all 
sorts  of  gambling  devices  are  common  at  charity  bazaars, 
and  all  the  good  ladies  who  are  responsible  for  them — 
if  not  actually  in  danger  of  two  years  in  state's  prison — 
may  nevertheless  be  guilty  of  crime. 

But  the  most  dangerous  practice  of  ordinary  business, 
or  even  ordinary  domestic  life,  is  the  employment  of  an 
agent  or  servant  without  first  ascertaining  how  far  you 
can  be  made  liable  for  contracts  or  purchases  which  he  may 
make.  Suppose  that  you  have  allowed  your  hired  man 
to  buy  a  lawn-mower  and  grass  seed  at  the  corner  store, 
that  the  storekeeper  has  called  you  up  on  the  telephone, 
and  that  you  have  told  him  that  the  order  was  all  right. 
At  the  end  of  the  month  you  may  perhaps  receive  a  bill 
for  all  sorts  of  implements  and  supplies  which  you  have 
never  received.  Are  you  liable?  Many  things  which  you 
absolutely  forbid  your  agent  to  do  may  yet  be  within  what 
the  law  calls  the  "apparent  scope  of  his  authority." 

In  plain  language  this  simply  means  that,  when  you 
employ  another  to  act  for  you,  you  are  bound  by  his  acts 
and  agreements  so  long  as  they  are  such  as  a  reasonable 
man,  in  view  of  the  general  nature  of  his  employment, 
would  assume  from  all  the  circumstances  to  be  author- 
ized. Obviously,  if  the  shoe  is  on  the  other  foot,  and  you 
have  yourself  delivered  goods  to  somebody  else's  foreman, 
in  accordance  with  regular  custom,  it  would  be  unfair 
for  the  employer  to  refuse  to  pay  you  for  the  goods  on  the 
ground  that  he  has  instructed  the  foreman  to  make  no  more 
purchases,  when  he  has  given  you  no  notice  to  that  effect. 
Just  what  acts  are  "apparently  within  the  scope  of  an 
agent's  authority"  is  a  question  which  even  learned  judges 
find  it  hard  to  decide. 

The  layman  should  be  particularly  careful  about  re- 
ceiving a  less  amount  of  money  from  a  debtor  than  is  due, 
where  a  claim  is  unliquidated  or  in  dispute,  since  in  such 
cases  the  receipt  of  the  money  my  operate  as,  what  the 
law  calls,  an  "accord  and  satisfaction."  This  is  not  so 
in  every  instance,  but  the  rule  is  well  established  that  where 
a  debtor  offers  you  money  conditional  upon  its  being  ac- 
cepted in  full  settlement,  your  acceptance  of  it  wipes  out 
the  debt — although  you  protest  at  the  time  that  the  amount 
received  is  not  all  that  is  due  you,  and  that  you  are  un- 
willing to  accept  it  in  full  satisfaction  of  your  claim. 

For  example,  the  mere  fact  that  a  man  owes  you  one 
hundred  dollars  is  not  enough  to  warrant  your  taking 
fifty  dollars,  if  he  offers  it  to  you  in  full  settlement,  and 
then  suing  him  for  the  balance.  You  have  no  alternative 
in  law  but  to  refuse  the  money,  or  to  accept  it  upon  the 
condition  which  he  attaches  to  it,  namely,  that  it  shall 
constitute  payment  in  full. 

Money  tendered  subject  to  a  condition  expressed, 
either  orally  or  in  writing,  can  be  received  only  subject 
to  such  condition,  and  the  fact  that  the  person  receiving 
the  money  fails  through  intention  or  carelessness  to  hear 
the  statement  of  the  debtor  that  the  payment  is  to  be 
regarded  as  in  full  settlement  of  the  claim  does  not  change 
the  situation,  provided  the  words  are  so  spoken  that  with 
ordinary  care  they  might  have  been  heard. 

In  the  same  way,  where  a  debtor  offers  his  creditor 
a  check  and  notes  in  satisfaction  of  a  disputed  claim,  ac- 
ceptance by  the  creditor  of  the  check  carries  with  it  his 
acceptance  of  the  notes.  The  creditor  cannot  retain  the 
check,  return  the  notes  and  sue  for  the  balance. 

The  foregoing  are  but  haphazard  illustrations  of  the 
many  instances  where  the  layman  can  easily  be  mistaken 
in  regard  to  the  law. 

Don't  wait  until  trouble  comes,  and  then  send  out  a 
hurry  call  for  the  first  man  with  a  green  bag  that  you  can 


find.  Select  a  substantial,  common-sense  chap,  with  a 
sense  of  humor  if  possible,  who  does  not  affect  too  great 
learning,  and  make  a  friend  of  him.  Then  he  will  be  on 
call  when  you  need  his  help. 


J.  B.  DOUGLAS,  CALGARY 

J.  B.  Douglas,  properly  known  as  Douglas  the  Shoe 
King,  was  born  in  Harriston,  Ont.,  and  for  about  thirty 
years  has  been  in  the  shoe  business.  He,  like  all  other  well- 
known  shoe  men,  learned  the  business  at  the  bench.  Since 
coming  to  Calgary  he  has  done  a  wonderful  business  and  is 


J.  B.  DOUGLAS.  CALGARY 


well  known  throughout  the  province  of  Alberta  as  a  shoe 
king  and  he  certainly  merits  his  name.  Mr.  Douglas  has 
a  store  on  8th  Avenue,  Calgary,  with  a  25-foot  frontage  by 
130  feet  deep,  carries  a  stock  of  about  $60,000,  and  employs 
nine  clerks  and  a  bookkeeper. 


EXHIBITORS  AT  THE  CANADIAN  NATIONAL 
EXHIBITION 

The  National  Exhibition  has  opened  in  Toronto  with 
a  big  swing  and  under  splendid  weather  conditions.  There 
are  some  twenty-five  or  thirty  new  features  added  this  year 
for  the  comfort  and  entertainment  of  visitors  and  exhibitors, 
all  of  which  are  decided  improvements. 

Among  the  exhibits  of  interest  to  shoe  men  are  those 
of  The  Breithaupt  Leather  Co.,  The  Anglo-Canadian  Lea- 
ther Co. ;  The  Dunlop  Tire  Co. ;  Gutta  Percha  and  Rubber, 
Limited;  The  Canadian  Consolidated  Rubber  Co.;  The 
Goodyear  Rubber  Co.;  The  A.  R.  Clarke  Co.  and  others. 

The  Breithaupt  Leather  Co.  has  a  splendid  showing 
of  their  various  brands  of  sole  leather — Union,  Lion,  Eagle, 
Penetang,  Trent  Valley,  Royal  Oak  brands,  cut  soles  and 
heels,  and  their  celebrated  Jumbo  Blocks — and  in  addition 
have  a  fine  display  of  shoes  made  by  prominent  Canadian 
shoe  manufacturers  who  use  Breithaupt  sole  leather  pro- 
ducts. These  include  fine,  medium  and  heavy  shoes;  also 
samples  of  the  United  States  "Pershing"  trench  boot,  British 
army  "Kitchener"  trench  boot,  the  United  States  marching 
boot  and  the  Canadian  army  ankle  boot.  The  exhibit  is  in 
the  eastern  part  of  the  Manufacturers'  building. 

The  Anglo-Canadian  Leather  Co.  also  has  a  display 
(Continued  on  page  44) 
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H.  G.  McMURRAY, 
Superintendent 


The  Organization  Behind 

The  MARSH  Shoe 
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Fashion's  1919  Decree 


For  the  Canadian  Lady 


'Rich"  Last 


Black  Vici  Kid.    8  and  9  inch.    Lcuis  Heel 
Width?,  Ate  E.    Sizes,  1  to  8 


*  'Liberty"  Last 

Black  Calf.   8  and  9  inch  top.   Cuban  Heel. 
Imitation  Wing  Tip. 
Widths,  A  to  E.    Sizes,  1  to  8. 


"Vimy"  Last 

Tan  Calf.   8  and  9  inch.    Straight  Tip. 
Cuban  Heel. 
Widths,  A  to  E.   Sizes,  1  to  8 


The  Wm.  A.  Marsh  Co.  Limited 

Quebec 
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EXHIBITORS  AT  THE  CANADIAN  EXHIBITION 

{Continued  from  page  41) 

of  their  various  brands  of  sole  leathers,  cut  soles,  tops,  heels, 
etc.  This  exhibit  is  very  uniquely  and  appropriately  dec- 
orated with  tan  bark,  etc.,  which  gives  it  a  rather  rustic 
yet  artistic  touch. 

The  A.  R.  Clarke  Co.,  the  big  patent  leather  people, 
have  an  extensive  display  of  their  manufactured  lines  in- 
cluding gloves,  mitts,  mocks,  mackinaws,  shirts,  etc.,  in 
the  Manufacturers'  building.  It  is  certainly  an  exhibit 
worth  seeing. 

The  Gutta  Percha  and  Rubber,  Limited,  have  two 
exhibits,  one  of  these  tires  in  the  Transportation  building 
and  the  other  in  the  Process  building,  at  which  is  shown 
their  miscellaneous  products,  including  an  immense  rubber 
belt.  Their  display  of  tennis  and  other  sport  shoes,  as  well 
as  their  "Tenax"  soles,  is  no  small  feature  of  their  exhibit. 

The  Dunlop  Tire  and  Rubber  Co.  have  an  attractive 
display  in  the  Process  building,  in  which  is  an  elaborate 
showing  of  Dunlop  rubber  heels  and  "Acme"  soles.  It  is 
an  exceedingly  attractive  display,  and  is  drawing  much 
attention  for  people  interested  in  shoes,  both  wearers  and 
dealers.  Their  tire  display  is  shown  in  the  Transportation 
building. 

The  Canadian  Consolidated  Rubber  Co.,  Limited,  have 
an  extensive  exhibit  in  the  Process  building.  The  booth 
has  an  attractive  background,  showing  a  rubber  plantation. 
Every  development  of  manufacture  is  shown  from  the  crude 
rubber  to  the  finished  products.  Their  rubber  soles  and 
heels  form  an  important  feature  of  the  display.  Sport  shoes, 
too,  which  are  manufactured  extensively  by  this  company, 
are  featured  very  strongly.  The  "Fleet  Foot"  range  was 
prominently  shown  as  well  as  new  things  in  rubber-soled 
pumps,  slippers,  etc.  The  regular  lines  of  rubbers  were 
also  displayed. 

The  Goodyear  Tire  Co.  had  a  truly  neat  and  attractive 
display  in  which  "Neolin"  soles  were  the  strong  feature. 
Wing  foot  rubber  heels  were  also  displayed.  Many  samples 
of  shoes  were  on  exhibit  on  which  these  soles  and  heels  were 
used,  which  showed  them  to  splendid  advantage. 

Chas.  Tilley  &  Son  are  showing  their  various  lines  of 
pastes  and  polishes,  and  the  display  is  attracting  big  crowds. 
The  advertising  souvenirs  draw  a  goodly  number  of  people 
who  appreciate  these  articles. 

Beal  Bros,  have  their  usual  large  display  under  the 
grandstand,  in  which  are  shown  trench  boots  of  which 
they  make  a  specialty.  And  this  year  they  are  showing  a 
new  and  well  modelled  military  legging  that  is  quite  unusual 
in  character. 

The  Scholl  Mfg.  Co.  have  an  attractive  showing  of 
their  various  appliances  for  the  feet.  Advertising  matter 
is  also  being  distributed,  which  is  educational  in  nature, 
giving  instruction  in  the  care  and  comfort  of  the  feet. 

The  Nugget  Polish  has  long  been  a  feature  at  the  Na- 
tional Exhibition  and  this  year  they  are  doing  a  good  business 
as  well  as  much  advertising  for  their  really  high-grade  pol- 
ishes. 

The  United  Shoe  Machinery  Co.  have  their  exhibit  in 
the  Machinery  Hall  and  are  showing  two  machines,  one  a 
6-foot  and  the  other  an  18-foot  machine  and  a  stitcher. 
The  company  report  they  are  unusually  busy  just  now  as 
there  is  a  big  demand  for  their  products. 


IMMENSE  AFMY  AND  NAVY  SHOE  CONTRACTS 

Washington,  D.C.,  has  just  issued  specifications  for 
6,200.000  pairs  of  army  and  navy  shoes,  1,500,000  of  which 
are  to  be  on  rush  order.  These  are  a  new  type  of  war  shoes 
with  various  types  of  manufacture  in  order  to  utilize  the 
'•rvi'»-  of  more  factories.  While  the  Specifications  arc 
new  the  shoes  are  to  be  manufactured  over  the  Standard 


United  States  metallic  fastened  Army  Munson  last,  which 
is  of  the  iron-bottom  hinge  type. 

The  desire  is  to  have  this  order  spread  well  over  the 
United  States  to  prevent  congestion  in  manufacturing, 
coal,  supplies,  transportation,  etc. 

These  new  shoes  are  an  improvement  over  the  Pershing 
Shoe,  and  have  a  combination  outside  counter  pocket  and 
back-stay.  This  is  a  distinctive  feature  of  both  the  march- 
ing and  field  shoe. 

The  leather  rulings  are  not  so  rigid  as  heretofore,  al- 
though no  inferior  stocks  will  enter  into  their  construction. 
The  marching  shoe  is  not  hob  nailed  but  the  field  shoe  is. 
The  uppers  of  the  marching_  shoe  must  be  cut  from  hides 
weighing  from  25  to  45  pounds,  the  outer  soles,  top  soles 
and  inner  soles  from  leather  tanned  from  fine-haired,  dry 
or  green  salted  hides  of  best  quality.  One  regulation  stipu- 
lates that  outside  taps  and  innersoles  having  healed  over 
wire  scratches  or  healed  over  grubs  or  slight  grain  imper- 
fections which  will  not  affect  the  wearing  quality  will  be 
permitted. 

Bids  close  on  August  31st,  and  as  soon  as  contracts  are 
awarded  the  hide  and  leather  control  section,  of  the  War 
Industries  Board  will  release  the  acquired  leather. 

EDWARDS  &  EDWARDS  NEW  PREMISES 

A  very  marked  expansion  of  business  has  made  it 
necessary  for  this  firm  to  take  over  additional  buildings 
and  led  to  the  construction  of  a  new  fire-proof  building 
and  the  concentration  of  production  at  Woodbridge.  Co- 
incident with  this,  splendid  new  offices,  ware-rooms  and 
shipping  warehouse,  have  been  opened  at  27  Front  St. 
East,  Toronto.  These  new  premises  include  general  and 
private,  office,  large  storage  capacity  and  splendid  shipping 
facilities.  Also -a  room  has  been  set  aside  for  the  use  of 
members  of  the  trade  visiting  Toronto.  An  invitation 
is  extended  to  business  men  interested. 

At  the  Front  Street  warehouse,  leathers  will  be  carried 
for  shoes,  gloves,  upholstering,  bags  and  suitcases,  book- 
binding, fancy  and  novelty  goods,  etc. 

HASTINGS  TANNERY  FIXED  TAXATION 

A  most  remarkable  vote  was  polled  in  Hastings,  Ont., 
recently,  when  a  by-law  was  submitted  to  the  people  to 
grant  a  fixed  rate  of  taxation  for  ten  years  on  the  new  tan- 
nery to  be  built  by  the  Breithaupt  Leather  Co.  Ninety 
per  cent,  of  the  total  vote  was  polled  and  not  one  vote  against 
the  by-law  and  only  one  spoiled  ballot  and  that  was  by  a  man 
who,  in  mistake,  signed  his  name  instead  of  making  an  X. 
This  tannery  was  burned  some  time  last  winter. 


VANCOUVER  NOTES 

The  retail  trade  in  the  city  has  been  brisk  this  last 
two  weeks,  nearly  every  store  holding  an  August  sale. 

Starks,  of  Granvill,  held  their  Semi- Annual  Clearance 
Sale  on  Monday,  Tuesday  and  Wednesday  of  last  week. 
There  were  crowds  of  bargain  hunters  from  early  morning 
to  closing  time  each  day,  and  the  increased  staff  was  kept 
busy  the  whole  time. 

Many  of  the  shoe  clerks  are  back  from  their  vacations, 
having  benefitted  by  their  little  outings. 

Mr.  A.  Pennykid,  Main  Street,  has  installed  a  power 
stitcher. 

Mr.  J.  A.  Pacey,  a  returned  soldier  has  taken  over  the 
business  of  Mr.  S.  Taylor,  25th  and  Main  Street.  Mr.  S. 
Taylor  has  opened  a  new  shoe  repair  stand  on  Main  Street 
and  Broadway. 

Mr.  H.  C.  Hobday,  of  Commercial  Drive  had  a  cable 
from  England  stating  his  son  is  wounded  in  hospital,  a 
prisoner  in  Germany.  He  was  previously  reported  missing 
and  killed  in  France. 
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SHOEMAKING  CLASSES  OPEN  AT  ESQUIMALT 

An  interesting  installation  has  just  been  completed 
in  the  Shoemaking  Classes  of  the  Vocational  Training 
School  for  Invalided  Returned  Soldiers  at  Esquimalt, 
B.  C,  with  the  installing  of  an  eighteen  foot  Goodyear 
Shoe  Repair  Outfit,  equipped  with  the  latest  Electric  Heat 
Goodyear  Rapid  Stitcher  and  other  paraphernalia  necessary 
to  an  up-to-date  class  for  teaching  the  returned,  disabled 
veterans  the  age  old,  but  to  them,  new  art  of  shoemaking 
and  repairing. 

The  Goodyear  Outfit  mentioned  is  one  of  ten  that  were 
made  up  and  handed  over  without  charge  to  the  Invalided 
Soldiers'  Commission,  by  the  United  Shoe  Machinery  Co., 
for  this  special  work  of  training  the  returned  disabled  sol- 
diers. Wherever  possible  it  has  also  been  the  policy  of  the 
Company  to  provide  the  services  of  one  of  their  experts 
to  supervise  the  installation  of  the  machinery  and  give 
what  instruction  may  be  necessary  in  its  operation,  this 
also  being  done  without  charge. 

That  the  latter  amounts  to  a  consideration  can  readily 
be  seen,  when  it  is  mentioned  that  duplicates  of  this  school, 
equipped  with  Goodyear  Outfits  as  described,  are  also 
located  at  Halifax,  Montreal,  Toronto,  Kingston,  Winnipeg, 
Calgary  and  Vancouver,  B.C.,  and  others  may  be  added 
as  circumstances  and  conditions  warrant. 

At  each  of  the  schools  the  procedure  is  much  the  same, 
the  class  being  placed  in  the  charge  of  a  competent  shoe- 
maker instructor,  who  in  turn  endeavors  to  make  of  each 
of  his  war  veteran  pupils  a  shoemaker  and  repairer,  capable 
of  taking  his  place  in  any  repair  shop  or  even  of  opening 
a  business  of  his  own. 

While  not  all  who  attend  the  classes  expect  to  take 
up  shoe  repairing  as  a  livelihood,  since  it  is  part  of  the 
policy  of  the  Invalided  Soldiers'  Commission  to  have  each 
returned  man  take  up  a  vocational  instruction  course  of 
their  own  choosing,  of  which  shoemaking  is  only  one,  while 
convalescing,  to  assist  in  preparing  them  for  re-establish- 
ment in  civilian  life,  still  quite  a  number  will  make  good  at 
the  various  trades,  and  some  it  is  hoped  will  ultimately 
help  to  relieve  the  shortage  of  capable  and  efficient  white 
help  now  being  experienced  by  all  shoemakers  who  are  run- 
ning shops  employing  a  number  of  hands. 

All  the  different  phases  of  hand  work,  including  hand 
sewing  and  hand  finishing,  are  first  taught  the  pupils.  Other 
portions  of  the  specialized  trade  will,  to  some  extent,  depend 
a  good  deal  on  the  locality  and  personal  experiences  of  the 
various  instructors.  Then  for  those  more  advanced  pupils, 
who  intend  continuing  in  the  business  as  a  means  of  earning 
their  living,  comes  the  course  in  up-to-date  machine  work, 
which  includes  the  handling  and  operating  of  the  Goodyear 
Stitcher  and  various  machine  finishing  operations.  It  was 
in  order  that  this  latter  course  might  be  the  best  possible 
that  the  United  Shoe  Machinery  Company  provided  one 
of  their  famous  Goodyear  Outfits  for  each  school. 

The   location   and  surroundings   of  the  Esquimault 


School  are  ideal.  Situated  in  the  old  naval  hospital  grounds 
that  lead  down  on  one  side  to  the  waters  of  the  Pacific 
Ocean,  the  air  laden  with  the  tang  of  sea  salt  and  the  odors 
of  masses  of  outdoor  roses  and  other  flowers  that  abound, 
is  most  bracing  and  when  combined  with  modern  sanitary 
buildings  and  good  medical  attention  and  nursing,  form 
a  combination  that  would  be  hard  to  beat  for  the  invalid 
that  is  convalescing  and  trying  to  regain  his  grip  over  nature, 
self  and  civilian  life. 

Lofty  pines,  firs  and  stately  oaks  surround  the  build- 
ings and  give  shelter  from  the  gratifying  rays  of  Old  Sol 
to  those  who  are  resting  out  of  doors,  this  picture  being  com- 
pleted by  the  cheery  blue  and  white  uniformed  Sisters, 
who  flit  around,  ministering  to  the  creature  comforts  of 
those  who  are  as  yet  unable  to  help  themselves. 

The  workshop  in  which  the  shoemaking  class  is  con- 
ducted is  large,  roomy,  light  and  well  ventilated.  Several 
smaller  rooms  are  available  for  the  storing  of  supplies. 

Each  pupil  is  provided  with  an  individual  work  bench 
that  was  specially  designed  by  a  member  of  the  staff  of 
the  U.S.M.Co.  for  this  work  and  is  equipped  with  a  com- 
plete kit  of  hand  tools  and  set  of  stand  and  feet  for  repairing. 
Because  so  many  of  the  men  are  injured  in  such  manner 
that  they  are  obliged  to  sit  at  their  work,  the  sit  down 
bench  was  adopted  by  Ottawa  as  a  standard  for  all  schools, 
but  provision  is  also  made  for  those  that  can  more  con- 
veiniently  stand  up  to  work  and  Solidity  Jacks  are  pro- 
vided for  that  purpose. 

The  hours  of  work  are  not  long,  for  it  must  be  remem- 
bered that  many  of  the  pupils  are  still  invalids.  At  noon, 
an  hour  and  a  half  is  taken  for  rest  and  is  backed  up  by  the 
fortifying  effects  of  a  good  hot  meal  served  in  the  canteen. 

In  the  case  of  the  Esquimalt  School,  the  class  is  under 
the  able  instruction  of  Mr.  F.  Wells,  ex-sergeant  of  the 
7th  Battalion,  who  originally  learned  his  craft  in  England, 
but  practiced  for  some  years  in  Victoria,  B.C. 

While  this  vocational  instruction  is  as  yet  practically 
in  its  infancy,  it  is  to  be  hoped  that  great  things  will  come 
of  it,  and  the  shoe  trades  benefit  by  securing  some  high  class 
help,  since  we  are  in  a  sense  dependent  upon  the  returned 
veteran  taking  the  place  of  the  practically  non-existent 
trades  apprentice  of  today. 

And  there  is  every  indication  all  over  the  Dominion, 
that  the  trade  is  waiting  to  help  and  extend  the  glad  hand 
to  the  veteran  apprentice  who  has  been  "Over  there." 


PATIENCE  PLEASE! 

We  make  every  effort  to  get  out  our  journals  on  time, 
but  in  spite  of  that  some  copies  are  delayed.  Railroads 
are  crowded  with  shipments  for  the  government;  even  tele- 
grams are  slow  these  days  and  long  distance  calls  on  the 
phone  are  hard  to  get  quickly.  Will  you  therefore  please 
be  patient  if  your  journal  is  a  day  or  so  late. 


Interior  of  Esquimalt  Shoemaking 
Class  Room 


Grounds  as  seen  from  Shoemaking 
Class  Room 


Another  interior  view  of  Esquimalt 
Shoemaking  School 
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EVERY  SHOEMAKER 


and  every  man  who  repairs  shoes  realizes  that  he  has  reached  the 
point  where  material  must  be  found  that  will  supplant  leather  for 
certain  parts  of  a  shoe.  He  can  depend  upon  "Tenax"  for  the  soles. 
Compared  point  by  point,  "Tenax"  will  be  found  superior  to  leather 
in  everything  that  makes  a  sole  serviceable  or  desirable.  It  offers 
every  advantage  that  leather  does — and  some  of  its  own,  besides. 
Take  the  matter  of  wear  alone.  "Tenax"  far  outwears 
leather  —  and  there  is  no  cracking 
or  breaking. 


GUTTA  PERCHA  &  RUBBER,  LIMITED,  TORONTO 

BRANCHES  AT 

HALIFAX,  MONTREAL,  OTTAWA,  FORT  WILLIAM,  WINNIPEG,  REGINA, 
SASKATOON,  EDMONTON,  CALGARY,  LETH BRIDGE,  VANCOUVER,  VICTORIA 
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Rubber  Notes 

Indications  for  Big  Business  in  Sport  Shoes 
Next  Season 

AT  this  writing  the  rubber  shoe  trade  is  quiet,  simply 
because  it  is  that  between-season  period  when  the 
average  retailer  is  reducing  his  stock  for  incoming 
fall  lines  and  the  good  weather  does  not  make  'rubbers  neces- 
sary and  the  sport  season  is  about  closing.  But  retailers 
should  lose  no  time  in  getting  in  their  stocks  of  regular  rubber 
goods.  When  the  first  rainy  fall  day  arrives  customers 
will  start  asking  for  rubbers,  so  it  is  well  to-be  prepared 
with  the  goods  when  the  demand  is  made. 

True,  manufacturers  have  been  a  little  hard  pressed 
in  getting  out  shipments,  but  most  of  them  report  they  are 
pretty  well  up  now  and  are  just  on  the  finishing  end  of  the 
season's  output. 

Tennis  and  Sport  Goods 

From  the  United  States  comes  most  encouraging  reports 
that  sport  and  tennis  shoes  are  going  to  be  big  sellers  next 
season.  This  judgment  is  "made  on  the  way  orders  are 
being  placed  for  next  season.  Canadian  merchants  have 
had  a  big  season  this  year  in  these  lines  and  everything 
points  to  a  good  one  next  year.  Many  retailers  have  their 
stocks  down  to  the  last  pair  and  are  not  restocking  or  sort- 
ing. Others  who  may  have  a  few  pairs  will  carry  them 
over  rather  than  sacrifice  them  for  they  fear  there  may  be 
an  advance  in  price.  But  retailers  all  over  seem  pleased 
with  this  trade  for  it  is  easy  to  handle  and  yields  good  profits. 

There  will  be  some  changes  in  styles  in  these  goods. 
Some  manufacturers  will  follow  the  models  of  leather  shoes, 
introducing  narrow-toed  designs  and  other  shapes  that  will 
place  these  popular  goods  among  the  real  nifty  things  in 
summer  footwear  of  the  outing  class.  Retailers  will  do  well 
to  consider  these  lines  as  strong  selling  factors  for  the  peculiar 
conditions  of  the  shoe  industry  has  popularized  these  goods 
most  wonderfully.  It  may  be  well  to  buy  even  a  little 
heavier  than  last  season  for  there  can  be  no  doubt  about  the 
sales  for  the  1919  season. 

Crude  Rubber 

Advices  seem  to  show  the  crude  rubber  market  is  in 
a  sort  of  paradoxical  condition.  Government  restrictions 
in  the  United  States  would  naturally  be  expected  to  boost 
prices,  but  they  seem  to  have  had  the  very  opposite  effect. 
Manufacturers  are  compelled  to  get  along  with  less  crude 
rubber  than  last  year  and  this  has  lessened  the  demand  at 
shipping  points,  which  in  turn  has  dropped  the  price  at  these 
points.  In  fact  to  a  very  low  point.  But  this  dropping, 
because  of  other  conditions,  will  in  no  way  lessen  the  price 
of  finished  products.  In  fact  these  other  conditions  so  far 
over  balance  the  cost  of  crude  rubber  that  prices  are  bound 
to  stay  firm  if  not  on  the  increase. 

Spot  rubber,  however,  is  not  plentiful  and  those  in 
immediate  need  of  it  are  willing  to  pay  good  prices  but  for 
forward  deliveries  the  prices  are  down.  The  Eastern  plan- 
tations are  lower  than  the  South  American's,  which  can 
be  easily  understood  to  be  caused  by  transportation  con- 
ditions. In  fact  first  latex  and  pale  crepe  are  quoted  in 
the  East  at  37>£  and  36c.  It  is- claimed,  however,  that 
even  at  these  prices  plantation  owners  still  make  a  profit. 
The  maximum  price  for  upper  fine'  para  is  quoted  at  68c. 
and  the  current  price  60c.,. for  first  latex  pale  crepe  maxi- 
mum, 63c.  and  current,  37j^C 

Reclaimed  Stock 

Manufacturers  who  do  reclaiming  seem  very  reticent 
about  buying  even  at  prices  that  would  leave  the  dealers 


without  margin.  Just  why  it  is  difficult  to  say.  But  the 
prices  on  scrap  rubber,  because  of  this  condition,  is  naturally 
very  low.  Of  course  when  the  reclaimers  do  not  offer  any 
prices,  collectors  and  dealers  cannot  do  so,  so  retail  shoe- 
men  who  may  have  collections  of  important  amount's  will 
be  disappointed  just  now  with  the  prices  offered. 

Among  the  practical  novelties,  if  there  is  such  a  thing, 
in  connection  with  rubber  footwear,  is  a  moccasin  made  of 
leather,  to  wear  inside  of  rubber  boots.  It  should  be  an 
insurance  against  cold  feet. 

Another  new  invention  is  an  elastic  fabric  overshoe 
made  of  a  single  strip  of  elastic  rubber-sealed  webbing,  three 
inches  wide,  attached  to  a  rubber  sole  of  the  kind  used-  on 
overshoes.  It  is  claimed  this  will  do  away  with  much  odd 
sizing  on  account  of  the  elasticity  of  the  fabric. 

A  new  "Win-the-War"  shoe  is  being  made  of  heavy 
brown  duck,  toe,  eyelet  front  and  seems  reinforced  with 
leather  and  a  heavy  brown  rubber  fabric  sole  with  narrow 
rubber  foxing.  The  insole  is  cork.  It  is  intended  for  farm 
and  work  use. 


UNITED  STATES  RUBBER 

United  States  Rubber  common  enjoys  the  distinction 
of  the  largest  "official  earning  capacity"  of  any  industrial 
equity  listed  on  the  New  York  Stock  Exchange,  profits  for 
the  first  six  months  running  at  the  annual  rate  of  70  per  cent 
on  the  current  market  price. 

It  is  not  generally  known  that  the  employees  of  the 
company  are  sharing  in  a  genuinely  big  way  in  this  prosperity, 
which  before  many  months  must  take  concrete  form  in  the 
return  of  dividends. 

Of  the  360,000  shares  of  United  States  Rubber,  em- 
ployees own  well  over  100,000.  These  they  have  accumu- 
lated through  the  value-sharing  and.  profit-sharing  plans, 
which  take  in  all  hands  from  the  wage-earners  to  the  high- 
salaried.  In  another  year  or  two-the  big  rubber  company 
will  be  sharing  50-50  with  its  organization. 

TO  THE  LAST  BORN 

(See  Front  Cover) 

Of  no  one  could  this  be  more  truthfully  said  than  of  the 
two  energetic,  enterprising  young  men  whose  portraits  appear 
on  the  front  cover  of  this  issue.  As  far  as  we  know  they  are 
the  third  generation  in  the  shoe  business. 

George  A.  Blachford  is  a  son  of  Mr.  Horace  P.  Blachford, 
one  of  the  partners  of  the  firm  H.  &  C.  Blachford,  shoe  re- 
tailers, Toronto.  He  looks  after  the  factory  and  manu- 
facturing end  of  the  business,  having  obtained  his  training 
and  experience  with  such  American  firms  as  A.  E.  Little  & 
Co.  and  Faunce  &  Spinney.  He  later  became  connected 
with  the  Minister-Myles  Shoe  Co.,  of  Toronto,  and  at  the 
time  he  and  his  cousin,  Charles  A.,  started  in  for  themselves, 
he  was  with  the  Murray  Shoe  Co.,  of  London,  Ont. 

Charles  A.  Blachford  is  a  son  of  Mr.  A.  W.  Blachford, 
formerly  of  W.  B.  Hamilton  Shoe  Co.,  and  Blachford-Davies 
&  Co.  He  has  charge  of  the  selling  end  of  the  Blachford 
Shoe  Mfg.  Co.,  his  early  training  having  been  almost  entirely 
along  this  line  with  Blachford-Davies  &  Co. 

One  can  easily  speak  of  both  these  men  in  the  same 
breath  as  their  likes  and  dislikes,  as  well  as  their  good  and 
bad  points,  are  entirely  similar.  Two  more  genial,  capable 
and  admirable  men  you  never  met  and  in  their  four  years 
in  business  as  the  Blachford  Shoe  Manufacturing  Company, 
Limited,  they  have  proven  their  right  to  be  placed  among  the 
leaders  of  Canadian  Shoedom. 

A  lesson  that  many  a  business  man  can  learn  from  this 
pair  and  one  of  their  outstanding  features,  is  each  one's 
belief  and  conviction  that  the  other  is  the  more  clever. 
They  will  go  far. 
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Shoe  and  Glove  Leathers 
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"Look  for  this  Trade  Mark" 
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Adjustable  Arch  Props 
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TRADE  MARK 


Foot  Specialties 


It  insures  the  highest  grade  merchandise  and  means  bigger  and  better  business  for  the  retailer. 
We  make  an  appliance  for  the  relief  and  cure  of  every  foot  ailment. 

Our  specialists  are  always  at  your  service.    Let  us  assist  you  with  your  customers'  foot  troubles. 

Canadian-Arrowsmith  Mfg.  Co.,  Limited 

MANUFACTURERS  OF 

Arch  Supports  and  Specialties 
for  Foot  Relief 
NIAGARA  FALLS  :  ONTARIO 
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REPAIRMEN'S  PROBLEMS 

The  Toronto  shoe  repairers  took  up  the  matter  of  a 
new  schedule  of  prices  at  their  last  regular  meeting,  and  after 
discussing  the  matter  pretty  freely,  it  was  decided  to  leave 
it  over  and  possibly  appoint  a  committee  to  draft  a  new 
list  and  submit  to  the  members. 

The  Hamilton  Association  is  about  in  the  same  position 
as  the  Toronto  boys.  They  realize  that  prices  should  go 
up,  but  it  is  difficult  to  arrive  at  a  definite  decision  in  regard 
to  the  matter.  In  Hamilton  they  have  a  number  of  for- 
eigners who  refuse  to  join  the  association.  It  has  always 
proven  best  in  such  cases  to  go  ahead  irrespective  of  these 
and  stick  to  association  rules  and  plans. 


THAT  HAMILTON-TORONTO  BALL  GAME 

The  Hamilton  repair  men  sat  out  recently  by  motor 
to  go  to  Toronto  and  play  ball  with  the  Toronto  repairers. 
This  in  reality  was  a  return  match,  the  former  having  been 
played  at  Hamilton  and  the  result  was  against  the  Toronto 
boys. 

It  was  bad  luck  day  for  Hamilton.  Seventeen  of  them 
started  promptly  at  one  o'clock  but  they  did  not  reach 
the  Toronto  grounds  until  nearly  seven  o'clock.  A  very 
unfortunate  accident  occurred  to  Mr.  T.  Wilman's  car  and 
how  the  occupants  escaped  injury  is  a  mystery  for  the 
car  turned  over  into  a  ditch.  After  righting  and  getting  it 
patched  up  some,  it  was  able  to  proceed  to  Toronto  under 
its  own  "steam."  This  was  the  cause  of  all  the  delay. 
There  was  even  some  grim  humor  in  trying  to  straighten 
the  bent  axle  with  a  borrowed  crow  bar  and  seeing  the 
various  members  crawling  under  the  car  removing  bolts 
and  nuts  and  other  dismantling  necessaries.  Three  of  the 
members  returned  to  Hamilton  by  rail  on  arriving  in  To- 
ronto; one  of  these  was  Mr.  Pilling,  the  crack  ball  player, 
which  no  doubt  weakened  the  Hamilton  team. 

The  game  started  after  considerable  disputing  about  a 
hard  or  soft  ball.  The  Hamilton  team  wanted  a  soft  ball 
.but  the  Toronto  players  would  not  give  way  and  insisted 
on  a  hard  ball.  Five  innings  were  played  to  the  tune  of  8  to  3 
in  favor  of  Toronto.  There  can  be  no  doubt  but  the  long 
trip  and  the  accident  and  the  loss  of  one  good  player  had 
much  to  do  with  Hamilton  losing. 

The  Toronto  men  accused  Hamilton  of  having  a  "ringer" 
when  playing  in  Hamilton.  Now  Hamilton  wants  to  know 
when  one  of  the  Toronto  pitchers  started  to  work  at  the  shoe 
game. 


The  line-up  was  as  follows:  Hamilton  Team — Agnew, 
Ross,  Jarvis,  Thornton,  Vine,  Wilman,  Howell,  Reeve,  Gray; 
Toronto  Team — Mantel,  Hendry,  Canning,  Lewis,  Brim, 
shaw,  Smallwood,  Vastock,  Hanna,  Robertson. 

A  return  match  will  be  played  at  an  early  date,  this 


the  little  argument 
about  the  hard  and 
Soft  pall 


TM»i  15  WHAT  HAMILTON  WILL  Do 
i  O  TORONTO   NEltr  TIME. 


THE.  WAT  THf,  HAMILTON  ^f^wA. 
-TRAvfcL  AFTER  Tl*'S  . 


Some  events  of  the  Hamilton-Toronto  game 

time  possibly  at  Oakville  where  it  will  be  more  central  for 
both  teams. 

The  challenge  issued  by  the  Hamilton  team  through 
the  Shoe  and  Leather  Journal  has  resulted  in  many 
acceptances  by  other  teams. 


GALT  AND  PRESTON  REPAIRMEN'S  PICNIC 

The  Shoe  Repairers'  Association,  of  Gait  and  Preston, 
held  their  first  annual  picnic  at  Waterloo,  Ont.,  on  August 
21st,  when  a  fine  program  of  sports  and  games  was  run  off. 
The  day  was  delightful  and  thoroughly  enjoyed  by  a  big 
representation  of  repairmen  and  their  friends.  The  day 
was  made  the  more  enjoyable  by  the  splendid  donations 


Some  snaps  (  f  the  Hamilton  Repair  Men's  motor  accident 
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WOOD-MILNE  RUBBER  HEELS 

STATIONARY  SHAPES 


WOOD-MILNE,  LIMITED   -   PRESTON,  LONDON  and  PARIS 

Wholesale  Canadian  Agents,  James  Dunn  &  Co.,  Fins  bury  St.,  London,  E.C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 


Landis  Outfits  are  Money  Makers 

Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the 
prices  are  reasonable  and  the  terms  easy. 

We  have  many  models  of  Stitchers  and  Finishers.  Write  for 
complete  Catalogue  with  price  and  terms. 

Landis  Machine  Co.  £  i$k*8£: 


Landis  No.  12  Shoe  Stitcher 
Sold  Outright.    No  Royalty 


Landis  No.  12-25  Outfit.    Landis  No.  12  Shoe  Stitcher 
coupled  to  Landis  Model  25  Finisher 
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for  prizes  from  the  following  firms-  and  to  whom  the  Associa- 
tion is  very  grateful:  Domestic  Specialty  Co.,  Hamilton; 
C.  S.  Hyman  Co.,  London;  The  Breithaupt  Leather  Co., 
Kitchener;  C.  Parsons  &  Son,  Toronto;  P.  B.  Wallace  & 
Son,  Toronto;  Anglo-Canadian  Leather  Co.,  Toronto;  The 
Nugget  Polish  Co.,  Toronto;  The  Gutta  Percha  Rubber 
Co..  Toronto;  The  Dunlop  Rubber  Co.,  Toronto;  The 
Frazer  Hardware  Co.,  Gait;  The  McMurtry  Hardware  Co., 
Gait;  The  United  Shoe  Mach.  Co.,  Kitchener. 

There  was  dancing  in  the  evening  and  a  special  12 
o'clock  car  took  the  dancers  home. 


Mr.  Bert  Tennaman,  of  Gait,  Ont.,  has  sold  his  repair 
business  to  Mr.  Clark.  Bert  is  going  to  try  his  fortunes 
in  the  West.   

HAMILTON  SHOE  RETAILERS  WILL  KEEP  CLOSED 

At  a  special  meeting  of  the  Hamilton  Shoe  Retailers' 
Association,  held  Friday  morning  at  10.  o'clock,  in  the  Moose 
Hall,  the  subject  of  early  closing  was  taken  up.  It  was 
decided  almost  unanimously  by  those  present  to  continue 
this  policy  which  has  been  in  for  some  time  now.  Its  advan- 
tages were  strongly  set  forth  and  irrespective  of  the  fact 
that  some  merchants  still  keep  open,  it  was  felt  that  the 
progressive  and  up-to-date  ones,  not  only  in  Hamilton,  but 
all  over,  were  those  who  adopted  the  early  closing  move- 
ment. 

It  was  also  decided  at  this  meeting  to  hold  a  picnic  at 


a  very  early  date  and  to  this  end  a  committee  was  appointed 
consisting  of  Messrs.  Smith,  Wilson,  and  Ross,  to  draft'  up 
a  program  of  sports,  etc.  In  all  probability  there  will  be 
a  ball  game  between  the  retailers  and  the  Hamilton  Repair- 


President  Spence,  Vice-President  Smith  and  Secretary  Kiskley  advertising 
the  Hamilton  Shoe  Retailers'  picnic 

men's  Association  at  this  picnic.  At  any  rate  it  will  be  a 
big  success  for  the  men  of  the  Hamilton  Association.  Don't 
go  into  anything  without  making  it  a  success! 


MAKING  PARTNERS  OF  YOUR  CLERKS 

(Continued  from  page  jj) 

filled  the  conditions,  but  I  overrode  their  con- 
tention and  divided  the  $100  with  them. 

"Here  is  another  advantage  to  them  of  the 
profit  sharing  system.  Last  spring  when  the  matter 
of  ordering  coal  was  up,  I  advanced  them  suffi- 
cient money  to  pay  for  their  supply  and  charged 
it  to  their  profit  sharing  account  which  you  will 
readily  see  they  will  scarcely  feel. 

"I  consider  this  a  partnership  of  a  one-sided 
nature,  largely  in  favor  of  my  help.  I  assume  all 
fire  and  financial  and  investment  risks.  They 
have  no  money  locked  up  in  the  business;  their 
only  investment  is  their  own  individuality.  Still 
they  are  permitted  to  share  the  net  profits.  And, 
anyone  of  those  so  sharing  these  profits  may  ex- 
amine my  books  at  any  time  and  see  exactly  what 
their  profits  are.  That  shows  how  confidential 
I  am  with  my  help." 

In  view  of  the  fact  that  this  retailer  is  among 
Canada's  most  successful  shoe  men,  and  today  is 
personally  fitting  shoes  on  many  children,  whose 
parents  he  fitted  when  they  were  children,  makes 
this  article  of  unusual  interest  and  powerfully 
strong. 


EXCHANGE  OF  GOODS  AND  REFUNDS 

(Continued  from  page  J2) 

another  pair.  You  therefore  see  the  drift  of  my 
idea  to  get  the  money  into  the  customer's  pocket, 
as  soon  as  possible,  for  you  then  have  him  in  the 
proper  state  of  mind. 


"Another  thing,  too,  in  favor  of  returning  the 
money,  is  that  people  purchase  more  readily  and 
much  quicker  if  they  know  they  can  have  a  refund 
and  thus  much  time  is  saved  in  serving  customers. 
If  they  know  there  is  no  refund  obtainable,  they  will 
be  unnecessarily  particular  in  making  selections, 
all  of  which  consumes  the  time  of  the  salespeople. 
Of  course,  there  will  always  be  a  few  who  will 
impose  on  you,  but  these  are  so  low  in  percentage, 
they  do  not  count. 

"Then  there  is  the  woman  who  sends  the  shoes 
back  with  her  little  boy  next  morning  with  the 
verbal  message  from  him :  '  Mumma  wants  her 
money  back.'  Yes,  that  kind-a  ruffles,  but  I 
heap  coals  of  fire  an  'mumma's'  latest  coiffure, 
by  getting  little  Willie  all  interested.  I  ask  him 
about  his  school  and  how  old  he  is  and  I  jolly  little 
Willie  till  he  thinks  I'm  the  only  man  on  the  street. 
If  I  have  the  time  and  I  want  the  woman's  trade 
pretty  badly,  I  may  buy  Willie  an  ice  cream  cone. 
Imagine  the  advertising  Willie  is  going  to  do  for 
me  when  'mummy 'asks  little  Willie  'What'd  he 
say?'    Can't  you  see  the  effect. 

"But  we  do  draw  the  line  on  time  and  on  sale 
goods.  We  hold  to  a  return  within  ten  days  and 
also  ask  for  the  bill.  We  do  not  insist  on  the  latter 
unless  there  is  a  dispute  about  the  price.  In  the 
case  of  dishonest  people  and  raised  bills  we  protect 
ourselves  by  insisting  on  the  bill  being  produced. 
Then  we  advertise  that  there  is  no  refund  on  sale 
goods  and  we  have  no  trouble.  But,  we  think, 
for  the  average  merchant  and  especially  the  mer- 
chant in  the  small  towns,  your  money  back  cheer- 
fully is  one  of  the  best  ads  a  shoe  retailer  can  have. 
A  disgruntled  customer  will  advertise  you  badly; 
a  pleased  customer  will  advertise  you  excellently. 
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Self-Selling  Staples 

That's  what  the  Ackerman  lines  for 

Men,  Boys,  Youths  and  Little  Gents 

really  are.    Their  splendid  quality  leathers 
and  distinctive  style  touches  win  favour  on 
sight,  and  make  them  ready  sellers.  And 
their  substantial  build  and  wonderful  wear- 
ing qualities  will  fully  satisfy  your  customers 
and  bring  them  back  again. 

A  good  staple  line  is  a  necessity.  Stocking 
"The  Peterboro  Shoe"  will  gain  your  cus- 
tomers' favour  and  prove  a  profitable  in- 
vestment for  you. 

B.  F.  Ackerman,  Son  &  Co.,  Limited 

Peterboro,  Ont.                  Western  Branch,  Regina,  Sask. 

Chanticleer  Bottom  Polish 


THE  ONE  BEST  POLISH 

The  best  grade  of  wax  is  used  in  its  manufacture. 
:      The  polish  produced  with  it  is  permanent.  : 

ALWAYS  BRIGHT 

Boston  Blacking  Company 

152  McGill  Street,  MONTREAL,  CAN.  ' 
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Mr.  H.  Champagne,  a  popular  shoeman  throughout 
the  Province  of  Quebec,  has  joined  the  selling  staff  of  the 
Canadian  Footwear  Co.,  Limited,  Montreal. 

Mr.  J.  Dunbar,  of  Scott-Chamberlain,  London,  is  taking 
in  the  Canadian  National  Exhibition  at  Toronto  and  doing  a 
little  buying  at  the  same  time. 

Partnership  between  Thompson  &  Parker,  Montreal, 
has  been  dissolved.  Mr.  Harry  E.  Thompson  will  devote 
his  entire  time  and  attention  to  the  Thompson  Shoe  Co., 
Limited,  and  will  in  the  near  future  take  a  trip  to  the  west 
in  the  interests  of  A.  M.  Creighton,  of  Lynn,  Mass.,  also 
the  Wakefield  Slipper  Co.,  of  Sanbornville,  N.H.,  calling  on 
the  jobbers  and  large  retailers.  Mr.  Parker  will  continue 
in  the  leather  business  as  Canadian  representative  for  Benj. 
N.  Moore  &  Sons,  Boston,  Mass.  Mr.  Thompson  carries 
these  lines  for  Canada. 

Mr.  C.  F.  Rannard,  of  Winnipeg,  is  taking  a  trip  through 
the  United  States  and  Eastern  parts  of  Canada,  getting  in 
touch  with  the  new  ideas  in  shoes  and  shoe  stores.  He  will 
open  in  Winnipeg  about  November  1st,  one  of  the  largest 
exclusive  shoe  stores  in  Canada  to  take  the  place  of  the  one 
recently  burned.  Mr.  Rannard  visited  Toronto  during 
the  Exhibition. 

Mr.  Jack  Roche,  who  previous  to  joining  the  colors 
represented  Parker,  Irwin,  Limited,  of  Montreal,  is  at  present 
a  patient  in  the  Royal  Victoria  Hospital,  Montreal,  having 
had  to  undergo  an  operation.  His  many  friends  wish  him 
a  speedy  recovery. 

Mr.  W.  Duncan,  of  Seaforth,  was  a  business  visitor  in 
Toronto  during  Exhibition  week. 

Mr.  E.  Poirier  has  joined  the  selling  staff  of  the  Thomp- 
son Shoe  Co.,  Limited,  Montreal,  and  will  represent  this 
firm  in  the  Province  of  Quebec. 

Mr.  C.  S.  Corson,  General  Manager  of  the  Regal  Shoe 
Co.,  Toronto,  has  gone  North  for  a  week's  fishing  in  pre- 
paration for  a  busy  fall  season.  Here's  hoping  he  will  land 
an  entry  for  the  shoe  journal  cup! 

Mr.  W.  E,  Woelfle,  of  the  Woelfle  Shoe  Co.,  was  a 
recent  visitor  to  Montreal. 

Mr.  A.  A.  Armbrust,  of  the  Lady  Belle  Shoe  Co.,  Kitch- 
ener, has  been  in  Montreal  on  business. 

Mr.  M.  A.  Desmond,  of  the  Newcastle  Leather  Co., 
Montreal,  was  a  visitor  at  the  National  Exhibition  at  To- 
ronto. Mr.  J.  Scully,  also  of  the  Newcastle  Leather  Co., 
accompanied  Mr.  Desmond. 

Our  old  friend,  Bill  Fryer,  of  Scott-Chamberlain,  Lim- 
ited, London,  has  just  returned  from  Georgian  Bay,  where 
he  has  been  leading  the  simple  life  for  the  past  month  or  so. 
Look  out  for  him  this  season  as  he  says  he  is  right  on  his  toes 
after  that  holiday. 

Mr.  Irvine,  of  Hood  &  Irvine,  Calgary,  has  left  for  a 
holiday.    We  wish  Fred  a  pleasant  time. 

Mr.  Jno.  C.  Breithaupt  and  family  are  at  present  enjoy- 
ing a  holiday  at  their  home  at  Penetang. 

Mr.  Dark  and  Mr.  Hood,  of  Calgary,  have  returned 
from  having  a  pleasant  holiday  in  Banff. 

Mr.  Harvey  Graham,  Sales  Manager  of  Wm.  A.  Marsh 
Co.,  Quebec,  was  in  Toronto  and  Western  Ontario  last  week 
and  reports  business  as  very  good. 

The  Natural  Tread  Shoe  Co.,  Limited,  of  310  Yonge 
street,  Toronto,  is  giving  seven  pairs  of  shoes  as  prizes,  one 
.n  each  of  the  seven  municipal  wards  of  Toronto,  for  the 


best  essays  on  the  feet,  written  by  children.  This  is  a  foot- 
wear reform  idea. 

Mr.  H.  Densen,  of  the  D.  D.  Hawthorne  Co.,  Toronto, 
is  back  on  the  job  after  a  holiday  spent  on  the  south  shores 
of  Lake  Ontario. 

At  the  John  Ritchie  Co.'s  annual  picnic  at  Montmorency 
Falls,  Quebec,  recently,  a  number  of  the  leather  men  entered 
the  100  yards  dash.    Jimmy  Scott,  of  Quebec,  came  in  a 


Jimmie  Scott  winning  the  leather  men's  100  yards  race 

nice  first  with  Luciene  Borne,  a  close  second.  Next  came 
A.  Richard  and  nobody  knows  where  Edgar  Shea  would 
have  come  in  if  he  had  not  laid  down  early  in  the  game. 

Mr.  Murray,  of  Murrays,  Limited,  Calgary,  has  just 
returned  from  Gull  Lake,  Alberta,  where  he  and  family 
spent  a  very  enjoyable  two  weeks.  He  looks  fit  and  well  for 
the  busy  season  which  is  coming  on. 

Mr.  Collins,,  of  Perth  Shoe  Co.,  was  in  Toronto  this 
week  on  business. 

Mr.  L.  O.  Breithaupt  and  Mr.  J.  E.  Breithaupt,  of 
Kitchener,  spent  Sunday  in  Toronto  en  route  to  Hastings, 
Ont.,  for  a  few  days'  fishing. 

Mr.  Charles  Packham  has  given  up  the  shoe  business 
in  Calgary  and  is  now  raising  stock  in  the  Okanagon  Valley. 


OPEN  FOR  EASTERN  AND  NORTHERN  ONTARIO  — 
Established  line  of  high-grade  footwear,  Infants'  to 
Growing  Girls'  McKays  and  Turns.  Excellent  opening 
on  commission  basis  as  side  line.  Apply  Box  815, 
Shoe  and  Leather  Journal,  1229  Queen  St.  W. 
Toronto. 

SUPERINTENDENT  WANTED  FOR  CANADIAN 
factory,  making  staple  lines  in  McKay  and  Standard 
Screw.  Must  thoroughly  understand  this  line  of  goods. 
Apply  The  T.  Sisman  Shoe  Co.,  Limited,  Aurora,  Ont. 


FOR  SALE— in  barrel  lots,  Oak  Bark 
Reid  Brothers,   Bothwell,  Out. 


Tanning  Liquid., 


WANTED —Retail  Shoe  Clerk  with  long  experience.  Must 

be  able  to  take  care  of  stock.    Good  wages.  Apply 

Box  740,  Shoe  and  Leather  Journal,  1229  Queen 
St.  W.,  Toronto. 
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SCOURING 

Perfect  Heel  Breasts 

On  all  styles  of  vertically 
breasted  heels,  regardless  of 
shape  of  shank  or  height  of 
heels,  are  assured  to  users  of  the 

Universal  Heel 
Breast  Scourer 

It  leaves  a  line  to  the  edge  of 
heel  that  cannot  be  obtained 
by  any  other  method. 
It  improves  the  quality  and 
increases  the  quantity  of  work 
at  less  cost  for  abrasives. 

Manufactured  by 

The  Louis  G.  Freeman  Co. 

Cincinnati,  Ohio,  U.S.A. 


Canadian  Representatives: 
INTERNATIONAL  SUPPLY  COMPANY 
Kitchener,  Ont.  Montre;i 


lue. 


Edwards  &  Edwards 

TANNERS  OF 

SHEEPSKINS 


FOR 


SHOES 


GLOVES 


SADDLERY 
UPHOLSTERING 
BAGS  AND  SUIT  CASES 
BOOKBINDING 
FANCY  AND 
NOVELTY  GOODS 
SKIVERS 
EMBOSSED  LEATHERS 
ETC.,  ETC 


Edwards 


Edwards 

Head  Office  ^i....      JB  Tanneries 

780  Dupont  St.,  Toronto    -    Toronto  and  Woodbridge 
Quebec  and  Maritime  Provinces 

Represented  by 

John  McEntyre,  Limited    -     Montreal,  Que. 


LAOgan's 
The 

Leather 

of 
Quality 


LOGAN'S 

have  started 
tanning  some 
of  their  old  time 

SLAUGHTER 

Mellow 
Clean 

Close  Cutting 


write  us 


Office  and  Tanneries 

LYONS   BROOK,  N.S. 
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Surface 


BUTTS 

Waterproof 
Gun  Metal 
Dull  or  Glazed 
Also  Butts  in  Colors 


Save  Money  and  Get  Results  by 
Using  Surface  Kid— 

than  real  kid — is  pliable,  yet  more  durable  and  finishes  beauti- 
fully, with  a  satin-like  appearance. 

GLAZED  KID 

MADE  IN  BLACK  AND  COLORS 


A   Trial  Order  Is  Solicited 


SHEEPSKIN 
CABRETTAS 


Quebec  Office:  491  ST.  VALIER  ST.       L,UdEIN     BORNE        Montreal  Office:  225  LEMOINE  ST. 


R.  L.  Stiles,  of  Jno.  R.  Evans  Leather  Co.,  Limited, 
Montreal,  spent  a  few  days  in  Toronto  vicinity  recently. 

Mr.  George  Nickel,  of  Calgary,  has  just  returned  from 
spending  a  very  enjoyable  holiday  at  the  Coast. 

G.  H.  Ansley,  General  Manager  of  Perth  Shoe  Co., 
Limited,  spent  a  few  days  in  Toronto  this  week. 

J.  T.  Petts,  of  Calgary,  has  gone  to  St.  Louis  to  line  up 
his  samples  for  the  coming  season.  Mr.  Petts  is  doing  a 
nice  business  for  Browns,  Limited,  in  the  Western  country. 
We  wish  him  a  huge  measure  of  success  for  future  business. 

Mr.  L.  J.  Breithaupt,  President  of  the  Breithaupt 
Leather  Co.,  Limited,  is  spending  a  couple  of  weeks  with 
his  family  at  their  island  in  Georgian  Bay. 

Frank  W.  Blackwell,  who  has  spent  two  years  and  nine 
months  doing  his  bit  in  France,  has  returned  to  Calgary 
and  to  his  old  position  as  shoe  salesman  with  the  Nickel 
Boot  Shop. 

Mr.  W.  A.  Moore,  Sales  Manager  of  Beardmore  &  Co., 
has  just  returned  from  a  few  weeks'  holidays  in  and  about 
Rice  Lake.  He  says  he  has  some  fine  fish  pictures  for  us, 
but  that  remains  to  be  seen. 

Mr.  Jack  Harness,  the  Accountant  in  the  Nickel  Shoe 
Store,  Calgary,  reports  conditions  favorable  at  the  coast 
and  had  an  enjoyable  time  while  there. 

Mr.  Geo.  A.  Blachford  and  Mrs.  Blachford  motored 
up  to  Muskoka  last  week. 

Mr.  and  Mrs.  David  Marsh,  of  Quebec,  were  recent 
visitors  in  Montreal  and  Toronto.  Mr.  Marsh  left  Toronto 
last  week  for  Halifax. 

C.  R.  Goodwin,  of  the  Goodwin  Shoe  Co.,  Vancouver, 
has  just  made  a  very  successful  buying  trip  in  the  shoe 
centres  of  the  East.  He  is  enthusiastic  about  business  and 
says  it  will  be  good  this  fall. 

Chisholm  Bros.,  of  West  Toronto,  won  a  window  display 
prize  recently  in  the  Scholl's  window  contest. 


A  POPULAR  SHOEMAN 

Mr.  G.  H.  Betourney,  the  district  representative  for 
Scheuer,  Normandin  &  Co.,  is  one  of  the  younger  shoemen 
who  has  made  good,  and  is  noted  for  his  honest,  straight- 


G.  H.  BETOURNEY 


forward  way  in  dealing  with  his  many  customers.  He  has 
the  reputation  of  being  a  man  that  can  be  relied  upon,  always 
studying  the  best  interests  of  his  customers.    He  has  spent 


KANGAROO 

Wa  ara  Haadquartera  for  all  Flnlahaa, 
Grades  and  Kinds 

Sheepskin*       Skivers      "Ryco"  Matt  Kid 


RICHARD  YOUNG  CO. 

36  and  38  Spruce  Street   -   NEW  YORK,  U.  S.  A. 

Branch:  54-  South  Street,  BOSTON,  MASS. 


An  all 
"Canadian' 
Company 
At 

Your 
Service 


Mr.  Merchant,  are  you  on  the  Safe  Side  oi  your  Banker  and  Wholesaler  ? 
Why  not  Reduce  Your  Stock  for  Cash,  and  Play  Safe  ? 

THE  BUSINESS  SALES  SYSTEM 

SUCCESSFUL  RETAIL  SALES  MANAGERS 

285  Salem  Ave.,  Toronto  Telephone  Jucction  5668 


Write  for 
"Personal 
Interview" 
It's 
The 
Best 
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GUARANTEED  TO 

OUTLAST  THE  SHOE 


FIBRE  COUNTERS 

For  forty-five  years  we  have  specialized  in  counters,  and 
this  specialization  has  enabled  us  to  guarantee  them  to 
outwear  the  shoe.  Use  these  in  manufacturing,  and  you 
will  eliminate  all  complaints. 

Representatives: — 

For  Ontario,  E.  R.  Lewis,  45  Front  St.  East,  Toronto. 
For  Quebec  City,  Richard  Frere,  St.  Valier  St.,  Que. 

DUCLOS  &  PAY  AN 


ESTABLISHED  1873 


Tannery  and  Factory 

ST.  HYACINTHE 


Sales  Office  and  Warehouse 

MONTREAL 


The 

VULCO-UNIT  BOX  TOE 


Patented 
Dec.  30th,  1913 


Patented 
Oct.  26th,  1915 


No  other  box  can  effect 
such  savings  in  time,  labor 
and  material  for  the  Shoe 
Manufacturers. 

Beckwith  Box  Toe  Ltd. 

SJ  JER BROOKE,  QUEBEC,  CANADA 


F.  G.  CLARKE,  President 
C.  E.  CLARKE,  Vice-President  and  Treasurer 
Established  1852 


Manufacturers  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years 

Clarke  &  Clarke  Limited 

General  Offices  &  Works 

Christie  Street,  Toronto 

City  Office  &  Warehouse 

63  Bay  Street,  Toronto 

BRANCH  WAREROOMS 
252  Notre  Dame  St.  W.,  Montreal 
553  St.  Valier  Street,  Quebec 
RICHARD  FRERES,  Agent 


Glazed 
or 
Mat 


or 
Colors 


**8K  REG.<J-S- 

White  and  Fancy  Colors 

Excellent  Wearing  Quality, 
Superior  Finish  and,  Con- 
sidering High  Grade, 
Moderate  Prices 

CANADIAN  AGENTS 
for  American  Tanners  of  Calf,  Splits,  Indias,  Heavy 
Leathers,  Skivers,  Cabrettas,  as  well  as 
for  Cotton  and  Cloths. 

WRITE  OR   WIRE  FOR  SAMPLES 

NEW  CASTLE  LEATHER  CO. 
NEW  YORK 

Canadian  Branch— 335  Craig  St.  W.,  Montreal 
Factory — Wilmington,  Del.,  U.S.A. 
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all  his  life  in  the  shoe  business  and  was  connected  with 
J.  Lambert  &  Co.,  Montreal,  for  twelve  years,  before  taking 
the  position  with  Scheuer  &  Normandin,  which  position 
he  has  held  for  the  past  three  years.  He  has  few  hobbies 
but  is  passionately  fond  of  horses. 

R.  J.  Orr,  D.C.O.,  the  genial  representative  of  the  Can- 
adian-Arrowsmith  Co.,  of  Niagara  Falls,  Ont.,  will  start 
soon  on  a  trip  right  through  to  the  coast.  Mr.  Orr  is  a 
practical  demonstrator  and  salesman  of  the  various  pro- 
ducts of  the  Arrowsmith  company  and  will  demonstrate, 
at  the  following  stores  on  his  way  West:  E.  R.  Gavnis, 
at  Fort  William  and  Port  Arthur;  Yale  Shoe  Store,  Winnipeg; 
Montreal  Shoe  Store,  Brandon;  Paddock  Boot  Shop,  Regina; 
Andersons,  Limited,  Moosejaw;  Nickle  Boot  Shop,  Calgary; 
United  Shoe  Stores,  Saskatoon.  Mr.  Orr  expects  to  be 
away  about  three  months  on  this  trip. 

Mr.  Oliver  -M.  Brooks,  representing  the  United  Shoe 
Machinery  Co.,  is  now  in  British  Columbia,  and  is  just  start- 
ing on  his  way  East.  He  has  been  away  twenty  weeks  and 
will  call  at  about  twenty  towns  on  his  return  trip,  so  it  will 
take  him  some  time  to  reach  Montreal. 

Mr.  Erwin  C.  Greb,  of  the  Greb  Shoe  Co.,  Kitchener, 
was  in  Toronto  taking  in  the  National  Exhibition. 

Mr.  R.  L.  Savage,  who  represent^  Clark  Bros.,  St. 
Stephen,  N.B.,  and  J.  F.  Clark,  Limited,  Montreal  East, 
in  order  to  be  nearer  the  manufacturing  plants  of  both  these 


A.C.  Lewis  Leather  Co. 

LYNN,  MASS.,  U.S.A. 

SHOE  STOCK 

Grain,  Split  and  Pasted;  Taps;  Innersoles 
and  Sock  Linings ;  Leather  Covered  Board ; 
Sheepskins  and  Skivers;  Split  Leather  for 
Covering  Fibre  Welt  Innersoles;  Cut  Top 
Lifts  and  Top  Lift  Stock. 

CURRYING  SPLITS  FOR  TANNERS 
ALSO  JOBBERS  OF  SOLE  LEATHER 
AND  SPLIT  LEATHER  OFFAL. 


firms,  has  moved  his  headquarters  to  the  Windsor  Hotel. 
Montreal,  and  has  quite  an  elaborate  sample  room.  Mr, 
Savage  will  also  look  after  the  territory  which  heretofore 
was  covered  by  his  son,  Mr.  Kenneth  C.  Savage,  who  recently 
joined  the  colors. 

Mr.  O.  L.  Breithaupt  was  at  the  Exhibition  in  Toronto 
in  connection  with  his  firm's  exhibit  of  sole  leathers,  etc. 

Mr.  H.  Frechette  has  resigned  his  position  with  the 
Regina  Shoe  Co.,  of  Montreal,  and  has  accepted  an  important 
position  with  the  Wm.  A.  Marsh  Co.,  Limited,  of  Quebec 
City.  Mr.  Frechette  will  enter  upon  his  duties  about 
October  1st. 

H.  B.  McGee,  who  represents  the  Perth  Shoe  Co.,  has 
for  his  territory,  Toronto,  Eastern  Ontario  and  Northern 
Ontario. 

Captain  J.  Reginald  Reilly,  formally  associated  with 
his  father  in  the  shoe  business,  in  Welland,  Ont.,  and  who  was 
seriously  wounded  overseas,  has  the  distinction  of  being 
the  first  passenger  landed  from  an  aeroplane  in  Welland 
County.  This  occurred  recently  when  Captain  Reilly  was 
taken  from  Grimsby,  Ont.  to  Welland,  and  landed  safely 
on  the  outskirts  of  the  town. 

Mr.  C.  E.  Fice,  the  genial  Ontario  representative  of 
the  J.  &  T.  Bell  Co.,  is  mourning  the  loss  of  a  very  nice  little 
Yorkshire  terrier  named  Tipperary- — "Tip"  for  short.  Charlie 
was  taking  Tip  out  for  a  little  airing  when  a  big  bull  suddenly 


Pan  American 

Grey  KID  Seal 

Brown  ^  Black 
Perkins  &  McNeely 

Philadelphia 


Ed.  R.  Lewis,  Toronto 


JOSEPH   S.  FRY 

SHOE  AND  UPPER  MANUFACTURER 

168  Seaton  St.,  Toronto 

Men's  Strong  Working  Shoes,  Blu.  Double  Soles 

Goodyear  Stitched  -  -  -  -  -  $4.50 
Boys',  Goodyear  Stitched  -  -  -  -  -  3.75 
Youths'  "  3.00 
Lads'     -       --       --       --       --  2.50 

Box  Calf,  50c.  Extra 

Men's  Strong  Uppers   ------  2.50 

Boys'        "  2.25 

Youths'     "  2.00 

Lads'        "         »-_----  1.75 

We  Make  All  Kinds  Terms  Net  Cash 


AJVAMTFT)  The  nai"es  of  merchants  who  desire  to  dispose  of  their  entire  stock,  with  a  profit,  or  of  merchants  who  may  be 

VV  iAl>  1  \  A  >      anxious  to  turn  the  undesirable  portion  of  their  stock  into  cash. 

A  prominent  Shoe  Merchant  for  whom  we  conducted  a  ten  days'  sale  says  of  our  system: 

"  Scepticism  in  your  method  of  doing  business  is  forever  banished  from  my  mind.  The  ten  days'  reduction  sale, 
conducted  by  your  Mr.  Beadle,  has  been  eminently  satisfactory;  not  only  has  the  stock  been  reduced  at  a  fair  mar- 
gin, but  many  undesirable  lines  have  been  cleared,  leaving  the  stock  in  a  healthy  condition.  I  am  a  BOOSTER  for 
your  system.                                                 For  full  particulars  of  our  service  write  or  wire  at  our  expense. 

E.  8f  B.  SALES  SERVICE,  229  College  Street,  Toronto 
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WINTER 


Some  of 
Our  Lines 

"Waxol" 
Shoe  Felts 
Polishing  Wax 
Sewing  Wax 
Fish  Glue 
Dry  Paste 
Blackings 
Dressings 
Box  Gums 
Patent  Leather 
Repairer 
"Carbicon" 
Felt  Box  Toes 

and  a  complete  line 
of  Shoe  Findings 


Is  close  at  hand.  Now  is  the 
opportune  time  to  order  your 
supplies  for  the  coming  season. 
Despite  the  scarcity  of  materials 
we  are  fortunate  in  having 
ample  stock  on  hand,  and  CAN 
ASSURE  I  MEDIATE  DELIV- 
ERY. Let  us  know  what  your 
needs  are  in 

Blackings, 
Dressings 

and  other 

Shoe 

Manufacturers' 
Supplies 

"Quality  First"  is  Our  Slogan 


Parker,  Irwin  Limited 

Leading  shoe  Manufacturers'  Supply  House  in  Canada 

MONTREAL 


Genuine  Canadian  Indian  Hand  Made 

MOCCASINS 

Sheepskin 


No.  43 

With  beaded  fronts,  suitable  for  house  slippers. 
They  run  in  sizes  same  as  shoes. 


Ask  for  Samples 


We  have  many  other  lines. 

PRICES 

42—  Men's       sizes,   8  to  12  -  $11.00  doz. 

43—  Women's     "       3  to   7  -  9.50  " 

44 —  Misses'        "     11  to   2  -  7.50  " 

45—  Children's    "       7  to  10  -  6.00  " 

46—  Infants'       "       1  to   6  -  5.00  " 

We  alw>  have  other  and  hetter  lines,  fur  topf  and  wool  lined. 
PRICES  ON  APPLICATION 

We  also  carry  a  big  line  of  Sweet  Grass  Baskets  and  Novelties 
CATALOGUE  ON  REOUEST 

C.    N.  SABA  &  CO. 

Wholesalers  to  the  Trade 
84-86  WELLINGTON  8T.  W.,  TORONTO,  ONT. 


OWN  YOUR  REPAIR  PLANT" 


The  Sterling  Sole  Stitcher 

Hand  Power 
Stitches  Neolin  and  Fibre  Soles 
Indispensable  to  Repairmen 

WRITE  FOR  PARTICULARS 

C.  PARSONS  &  SON 

LIMITED 
Repair  and  Shoe  Store  Supplies 
79  Front  St.  E.  Toronto,  Ont. 


TORONTO  HEEL  CO. 

MANUFACTURERS  OF 

All  styles  of    Heels   in  Leather 
and  Composition 

WE  ARE  ALSO  MAKERS 
OF  THE  HAVERHILL 

Write  for  Samples  and  Prices.     These  will 
interest  you 

THE 

TORONTO  HEEL  COMPANY 
13  JARVIS  ST.  TORONTO 


THE   SHOE  AND   LEATHER  JOURNAL 


59 


pounced  on  him  and  the  poor  little  fellow  died  within  a  few 
hours  in  spite  of  the  efforts  of  a  "vet." 

Mr.  Geo.  Witheredge,  of  the  D.  D.  Hawthorne  Co., 
is  back  at  his  desk  after  an  enjoyable  holiday. 

Mr.  David  Marsh,  of  the  Wm.  A.  Marsh  Co.,  Quebec, 
was  doing  business  in  Toronto  recently.  He  had  with  him 
their  new  lines  of  women's  shoes. 

W.  A.  Smith,  of  Hamilton,  took  in  the  Michigan  State 
Shoe  Retailers'  Convention  at  Detroit  recently  and  says  he 
got  more  than  his  money's  worth. 

Mr.  Kenneth  C.  Savage,  eldest  son  of  Mr.  R.  L\  Savage, 
representative  of  Clark  Bros.,  Limited,  St.  Stephen,  N.B. 
has  joined  the  Army  Service  Corps.  Kenneth  knows  the 
shoe  business  having  been  with  James  Muir  Co.,  Walk-over 
Shoe  Stores  and  latterly  with  Clarke  Bros.  He  will  likely 
make  good  in  the  new  service  he  enters. 

President  Walter  Brown,  of  the  Provincial  Boot  and 
Shoe  Workers'  Union,  attended  the  annual  meeting  held 
in  London  recently.  The  new  officers  are:  President,  Walter 
Brown,  Toronto;  Vice-President,  E.  0.  Dell,  Hamilton; 
Secretary,  E.  Dradge,  Toronto. 

S.  A.  Bell,  who  represents  B.  S.  M.  Co.  in  Eastern 
Ontario  and  Quebec,  has  just  returned  from  a  month's 
vacation  at  Presqu'  He  Point.  He  is  again  full  of  vim  and 
energy,  and  judging  from  appearances  he  is  in  wonderful 
shape  to  take  good  care  of  his  many  customers  when  he 
leaves  for  his  territory  early  in  September. 

Mr.  Petts  of  the  Hamilton  Brov.n  Shoe  Co.,  St.  Louis, 
is  at  the  Queen's  Hotel,  Toronto. 

Mr.  Meyers,  representing  the  Parisienne  Shoe  Co.,  of 
Montreal,  has  his  samples  displayed  at  the  Queen's  Hotel, 
Toronto. 

Mr.  Harvey  McKean,  who  sells  Onyx  and  Georgina 
shoes  in  Toronto,  says  his  garden  is  in  great  shape  to  pull 
some  of  the  prizes  at  the  Fair  this  season.  Carrots,  cabbage 
and  corn  are  in  wonderful  display  just  now. 

Credit  is  due  to  Mr.  L.  F.  Jackson,  of  the  B.  S.  M.  Co., 
for  spending  several  weeks  on  the  farm  near  Arkona,  Ont. 
He  says  it  is  great  stuff  to  harden  the  muscles  and  at  the  same 
time  "do  your  bit"  for  your  country.  He  is  now  working 
on  his  new  set  samples,  which  he  will  show  shortly  in  North- 
ern Ontario  and  the  Maritime  Provinces. 


TETRAULT'S  BIG  GUESSING  CONTEST 

The  Tetrault  Shoe  Manufacturing  Co.,  of  Montreal, 
true  to  their  characteristic  enterprise,  have  inaugurated 
another  big  guessing  contest,  open  to  handlers  of  Tetrault 
shoes  in  Canadian  shoe  stores  anywhere  between  the  two 
oceans.  And  this  means  proprietors,  clerks,  message  boys 
or  any  others  connected  with  the  retail  selling  of  Tetrault 
Welts.  You  must  send  in  your  guess  for  the  amount  of 
total  year's  business  from  September  1st,  1917  to  September 
1st,  1918.  The  total  sales  are  given  for  eleven  and  a  half 
months,  that  is  up  to  August  15th,  1918,  so  all  you  have  to 
do  is  to  estimate  the  sales  for  the  last  half  of  the  month  of 
August  and  add  it  to  the  other  amounts  given  and  send  it  in 
before  September  10th.  Your  guess  must  also  have  on  it 
the  correct  register  number  on  lining  of  anyone  of  Tetrault 
shoes.  Stock  may  be  purchased  direct  or  from  jobbers, 
all  who  retail  the  Tetrault  lines  are  eligible  for  the  com- 
petition. 

The  prizes  are  decidedly  worth  while.  First,  $125.00 
second,  $50.00;  third,  $25.00;  fourth,  $15.00;  fifth,  $10.00; 
sixth,  $5.00.    Let  everyone  get  busy!    It's  worth  while 


SALESMEN  NOW  OUT 

The  Getty  &  Scott  salesmen  are  now  on  their  territories 
with  an  entirely  new  line  of  samples  for  Spring  and  Summer, 
nineteen-nineteen.  The  range  features,  Oxfords,  Pumps 
and  Colonials  for  which  there  will  be  an  unprecedented 
demand,  as  the  coming  seasons  will  be  particularly  strong 
in  these  lines. 

Blacks,  Whites  and  two  shades  of  Brown  will  be  the 
reigning  colors.  Black  Kids  are  very  popular  and  Patent 
Leather  Oxfords  are  in  strong  demand. 

The  territory  will  be  covered  as  follows: 

W.  G.  Fallon,  Western  Canadian  cities;  L.  S.  Walden, 
Alberta  and  West  Saskatchewan;  W.  A.  McDonald,  Mani- 
toba and  East  Saskatchewan;  F.  A.  Delafield,  Western 
Ontario,  Children's  Lines;  P.  L.  Waugh,  Western  Ontario, 
Women's  Lines;  S.  J.  Anderson,  Toronto  and  Northern 
Ontario;  R.  J.  Bale,  North  Western  Ontario  and  part  of 
Eastern  Ontario;  D.  R.  Hawley,  Cities  east  of  Toronto, 
including  Montreal;  W.  A.  Kearney,  Maritime  Provinces. 
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W.H.StaynesS  Smith, 

Leicester,  Eng. 


CASH  ADVANCED 

ON  CONSIGNMENTS 


Cable  "HIDES"  Leicester. 


HIDE  and  LEATHER 
FACTORS 

and  at  Kettering,  Northampton 
Bristol,  and  Norwich. 
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U  ALL   ABOARD!"    Direct  Through  Connections  from     "HOOF  TO   BE  AMHOUSE ." 

Only  stops  to  improve  quality  and  selection.    Depots  at  all  principal  Hide  Centres,  including 
CHINA,  INDIA,  JAVA,  BRAZIL,  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  &  GO. 

International  Hide  Merchants 


PARIS  HAVANA 


BASLE 


NEW  YORK 


CHICAGO 


"  We  deliver  what  you  buy" 
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Klean-Kutt  Pegging  Nails  in  All  Sizes 

WHERE  IT  IS  MADE 

WHY  IT  IS  MADE 

TO  FILL  A  LONG  FELT  WANT.  Especially  suitable  for  use  by  repair  men  to  make  a  light,  inconspicuous 
fastening  for  light  sole  shoes.  LIGHTER  THAN  SHOE  RIVETS,  STRONGER  THAN  SHOE  TACKS.  Not  made  to 
take  the  place  of  either,  but  rather  to  fill  the  gap  between  them  for  a  light,  easily  clinching,  small  headed  sole 
fastening  for  shoe  making  and  repairing.  Excellent  for  use  where  the  insole  is  light  or  frail,  or  in  attaching  any 
POINT       3  hght  tenacious  fastcni"g  is  desired.    SMALL  HEAD.    CORRUGATED  SHANK.    CURLING  TACK 

WHERE  YOU  CAN  SECURE  IT 

United  Shoe  Machinery  Co.  of  Canada,  Limited 

MONTREAL      -      -  QUE. 

90  Adelaide  Street  West,  TORONTO  28  Demers  Street,  QUEBEC 

179  King  Street  West,  KITCHENER 


Leather  Conditions 

Unsettled 

HOWEVER — 

Supreme  Lady  Shoes  will 
be  offered  to  the  retail  trade 
by  our  salesmen  in  a  few 
days — 

New,  snappy  models — at 
popular  prices. 

Yours  respectfully, 

Clark  Bros.,  Limited 

St.  Stephen,  N.B. 


Thirty-First  Year 

Toronto 
September  16th 
1918 


titter  anb 

prtng 


•Hifffw.miMw 


THE   SHOE   AND   LEATHER  JOURNAL 


The  Oldest  Factory  Making 

FIBRE  COUNTERS 

in  Canada 


We  are  justly  proud  of  this  fact  and  firmly  believe  that 
our  success  is  the  result  of  Specialization  in  FIBRE 
COUNTERS.  Their  superiority  enables  us  to  guarantee 
them  to  OUTWEAR  THE  SHOE.  That  we  are  able  to  do 
this  is  positive  proof  of  their  durability. 

Use  these  counters  and  you  preclude  all  possibility  of 
complaint. 

Don't  forget  our  Special  Counters  for  Felt  Shoes  and 
Rubber  Footwear. 


No  comparison  is  necessary  to  sell  Duclos  & 
Pay  an  Counters.  Our  years  in  the  business 
is  Ample  Test  of  their  superiority  over  other 


counters. 


DUCLOS  &  PAYAN 


Tanneries  and  Factory: 

St.  Hyacinthe 


Sales  Office  and  Warehouse: 
224  Lemoine  Street 

Montreal 


Rt-prexcntatives: — 

For  Ontario: — E.  R.  Lewis,  45  Front  Street  East,  Toronto. 
For  Ouebec  City: — Richard  Frere,  St.  Valier  Street,  Quebec. 
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"Double-Barrelled  Repeaters" 

Ritchie's  shoes  are  well  known  as  "The  Repeat  Order  Kind." 
They  are  profit  repeaters  and  customer  repeaters — doubling  the 
power  [of ,  your  selling  attack  and  increasing  your  good  record 
with  each  sale. 


A  Few  of  Ritchie's 
In-Stock  Lines 


TAN  DUCHESS  CALF  BAL. 
Neolin  Sole.    Rubber  Heel.    No.  3000. 
Code  "Gold."    Last  19. 
Medium  Toe. 


TAN  DUCHESS  CALF  BAL. 
Neolin  Sole.    Rubber  Heel.    No.  3002. 
Code  "Gain.'*     Last  10 
Narrow  Recede  Toe. 


VICI  KID  CUSHION  SOLE  BLUCHER 
Slip  Sole.    No.  3110.    Code  "Happy" 
Last  EE  22.    Full  Round  Toe. 


TAN  DUCHESS  CALF  BAL. 
Single  Leather  Sole.    No.  3003. 
Code  "'Gable."    Last  10 
Narrow  Recede  Toe. 


VELOUR  CALF  BAL. 
Neolin  Sole.    Rubber  Heel.    No.  2854 
Code  "Ensign."     Last  19. 
Medium  Toe. 


Get  posted  on  the  entire  "Ritchie"  Line.    There  is  no  better 
value  in  Men's  and  Boys'  Goodyear  Welts. 

The  John  Ritchie  Co.,  Limited 

Boot  and  Shoe  Manufacturers 
Quebec  City 
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UNION"" 

^kitchener: 

.OAK. 


SOLE 
LEATHER 

Hemlock— Union— Oak 


Sixty  years  Study  of  the 
manufacture  of  Sole  Leather 
and  Canadian  Factory  re- 
quirements have  enabled  us 
to    place    on    the  market 

SIX  BRANDS 

of  sole  leather  that  are  with- 
out Superiority  in  quality 
or  finish. 

The  Standard  of  Canadian  Sole  Leathers 


The  Breithaupt  Leather  Co.  Limited 

Tanners  of  Hemlock,  Union  and  Oak  Sole  Leathers. 
Manufacturers  of  Tap  Soles  and  Jumbo  Blocks  for  the  Repair  Trade. 

Head  Office,  Kitchener,  Ontario 

Tanneries  at  Kitchener,  Penetang,  Hastings  and  Woodstock,  Ont. 
Representatives:   Montreal,  R.  M.  Fraser  and  John  McEntyre;  Quebec,  Lucien  Borne 

Established  1857 
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A 

Great 
Hand 


With  Davis  Leathers  you  can  be  sure  of 
pleasing  the  most  fastidious  tastes. 


Duchess  Russia 
Royal  Purple  Russia 
Brown  Russia  No.  33 
Briar  Boarded  Calf 
Cherry  Willow  No.  84 


-DAVIS 


These  shades  are  the  newest  in  shoe 
fashions  and  the  last  word  in  leather 
production. 


DAVIS  CALF  LEATHERS 


MATT  CALF 

The  Trade's  favorite  in  Matt 
Calf  is  Davis'.  The  highest 
value  in  quality  and  quantity  in 
every  skin. 


NIGRO  CALF 

The  use  of  Nigro  Calf  puts 
superiority  into  your  shoes.  It 
will  repay  you. 


ABSOLUTELY  DEPENDABLE  IN  TONE  AND  DURABILITY 

Send  for  our  Sample  Book. 

DAVIS  LEATHER  COMPANY 

LIMITED 

NEWMARKET,  ONT. 
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WE  HAVE  SPECIALIZED 

WHITE  FOOTWEAR 

to  a  point  where  we  are  able  to  show  what 
is  indisputably  the  most  complete  range  in 
Canada. 

In  addition  to  the  Highest  Grade  Canadian- 
Made  White  Cloth  and  Canvas  Shoes,  in 

Turns,  Welts,  and  McKays,  Women's,  Misses' 
and  Children's,  we  have  the  famous  "Whitest 
White  Shoes,"  and  we  have  secured  the  Sole 
Agency  in  Canada  for  the  Celebrated  Corusco 
Dainty  Made.  This  very  beautiful  line  of 
Rubber  Sole  Footwear  comes  with 

Louis  Covered  Heels  I  Aluminum  Plates 

Vaughan  Ivory 
Cuban  Heels,  15/8  and  13/8       Top  Lifts 

Rubber  Heels,  8/8 

In  Bals.,  Oxfords  and  Pumps.    Six  Lasts. 
Colors— White,  Gray,  and  Palm  Beach. 

We  have  also  a  complete  range  of  Men's  and  Women's 
Leather  Footwear,  featuring  our  College  Girl  line  of 
Women's  Welts  and  McKays. 


R.  B.  GRIFFITH  &  CO. 

HAMILTON         -  ONTARIO 
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This  is  but  one  of  the  many  new 
models  for  spring  now  being 
shown  by  us.  It  possesses  the 
very  latest  style  ideas,  fast  be- 
coming the  vogue  in  the  most 
aristocratic  shoe  centres,  com- 
bined with  BELL'S  high  stand- 
ard of  quality  and  workmanship. 

BELL'S  shoes  appeal  to  discrim- 
inating buyers — those  who  in- 
sist upon  stylish,  yet  easy-fitting 
and  durable  footwear. 

Our  complete  line  now  being 
shown  from  Coast  to  Coast 


J.  &  T.  BELL 

LIMITED 

MONTREAL 
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We  would  appreciate  the  opportunity  of  forwarding  to  you  samples  of 
the  following  lines  which  we  have  in  stock  ready  for  immediate  delivery 


i  o 


GOLDEN 


BLACK 


HAVANA 


s 1 1  «r  if  o 


BLACK    and  COLORS 


PL 


BARK  TANNED   COW  HIDE   SPLITS   FOR  INNERSOLES  AND   SOCK  LINING 


0 


J§  A  m  m  i  !  y  A  % 
CHROME    TANNED    COW  SIDES 


V 


IN    BLACKS    OR  COLORS 


BLACKS    AND    MAHOGANY,    SMOOTH    OR    BOX  FINISHED 

C !  CI  0  iVi  £  S  OL 

IN    ALL  WEIGHTS 

Kour  letter  or  wire  will  bring  samples  at  once 


216  Notre  Dame  St.  W.  -  MONTREAL 
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Honesty  Pays 

in  shoemaking  as  elsewhere.  Ever  since  our  first  shoe 
we  have  kept  this  principle  before  us.  Our  half-cen- 
tury's steady  growth  has  been  our  reward  and  is  YOUR 
guarantee  for  the  future. 

YAMASKA  BRAND  SHOES 

are  Honest  shoes.  They  represent  the  utmost  that  a 
highly-specialized  organization  can  turn  out  for  the 
everyday  common-sense  customer. 

Our  Spring  styles  are  right  in  line 
with  the  latest  fancies,  and  in  keep- 
ing with  our  usual  high  standard. 
You  will  find  no  other  popular-priced 
shoe  that  will  prove  more  satisfactory 
to  yourself  and  your  customers. 


LA  COMPAGNIE 

J.  A.  &  M.  COTE 

ST.  HYACINTHE,  QUE. 
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A.  DAVIS  &  SON 

KINGSTON  TANNERY 


IN  THE  PRODUCTION  OF  OUR 

High-Grade  Shoe  Leathers 

We  are  exceedingly  careful  in  the  selection  of  our  hides,  always 
grading  to  suit  the  particular  class  of  leather  to  which  each 
selection  will  be  best  suited.  Then  follows  the  tanning  by  the 
most  scientific  methods  and  with  our  many  years  experience  the 
result  is  leather  products  of  the  highest  quality — leathers  that 
will  work  well,  look  well  and  wear  well  in  manufactured  shoes. 

Among  the  Lines  We  Feature  Are: 

ELK    Black  and  Colors.      RUSSET— Oil  Grain.      MENNONITE  GRAIN— Black  and  Red. 

COMBINATION— Smooth  and  Boarded  Pebble. 
COLLAR  LEATHER    Russet  and  Black.  VEGECHROME— Black  and  Chocolate. 

IMITATION  GUN  METAL.     OOZE  SPLITS— Black  and  Colors.     MILITARY  LEATHER. 

WE  ALSO  FEATURE 

Smooth  Chrome  and  Matt  Sides 

The  most  economical  cutting  leather  and  will 
give  a  wealth  of  wear  and  pleasing  style  effects. 


SEND  FOR 
SAMPLES 


A.    DAVIS   &    SON  KINGSTON 
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LEISURE  and  OUTING 

FOOTWEAR 

FOR  SPRING  AND  SUMMER,  1919 


The  finest  range  of 
Outing  and  Leisure 
Footwear  ever  put 
on  the  market  is 
being  shown  now  by 
our  representatives. 


Be  a  wise  merchant 
and  see  that  you  are 
well  covered  and 
early  for  your  high- 
class  Outing  Shoe 
trade.    -:-    -:-  -:- 


Vassar  Bal. 


Vassar  Oxford 

Classic  Oxford 

We  are  distributors  in  Canada  for  the  Hood  Rubber  Company's 
line.  We  are  carrying  the  complete  range,  but  cannot  guaran- 
tee maintaining  our  stock  under  present  conditions  and  would 
therefore  advise  your  immediate  consideration. 

SCHEUER,  NORMANDIN  &  Co. 

8  St.  Helen  Street  :  MONTREAL 


12 


THE   SHOE   AND   LEATHER  JOURNAL 


Lawrence  Leathers 

Are  Known  and  Used  the  World  Over 

A.  C.  LAWRENCE  LEATHER  CO. 

BOSTON,  MASS.,  U.S.A. 
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A  C  LAWRENCE  LEATHER  CP 

BOSTON  .  MASS .  U.S.A. 

NEW   YORK         CHICAGO  ST  LOUIS  CINCINNATI 

ROCHESTER  GLOVER  S  VI LLE 
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WHITc 

SHOE  COMPANY. Limited 

¥8  York  Sfre*(*f- 
  TORONTO. 

i  '  '  '   in ii  in 

WHOLESALE  SHOE  DIS       T  R 

Our   Recent   Exhibition   Sale   Exceeded  Our 
Expectations  and  the  Best  Previous 
Record  by  Three  Times 

EVERY  PAST  SEASON'S  LINE  PASSED  OUT  in  our 
recent  sale,  which  exceeded  expectations  more  than  three 
times  over. 

The  clearing  out  of  over  100  lines  offers  you  this  advantage, 
that  you  can  give  us  your  business  for  Fall  and  Winter  Sort- 
ing or  for  Spring  placing,  through  the  Travellers  or  by  mail, 
secure  in  the  knowledge  that  what  you  are  buying  is  NEW 
STOCK,  IN  UP-TO-THE-MINUTE  DEMAND. 

We  have  all  the  latest  lasts  and  designs  in  Bals,  Oxfords, 
Pumps  and  Slippers,  with  a  varied  and  extensive  range  of 
White  Goods. 

Our  Roadmen  have  a  selection  that  should  gladden  the 
heart  of  shoe  buyers  who  keep  abreast  of  the  times  and  buy 
for  quick  turnover. 

Wait  and  see  the  man  who  is 
hurrying  to  you. 

White  Shoe  Company,  Limited 

Wholesale  Shoe  Distributors 

48  York  Street,  Toronto,  Ont. 
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in  the  position  whereby  they  have  become  the 
open  door  of  Canada's  entire  Shoe  Factories. 

The  Shoe  Buyer  finds  there  the  Selections 
from  the  leading  Factories'  Best  Values  and 
Best  Sellers. 

C@im©  d®  fill©  H@ong(g  ©If  S©ip^n€® 
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Sorting  orders  mean  rush  orders.  Rush 
orders  mean  immediate  shipment.  The  only 
way  to  meet  your  requirements  in  this 
matter  is  to  call  on 


sdh>° 


It  means  money  and  satisfaction  to  make 
your  selection  from  the  tremendous  range  of 
Fine,  Medium  and  Staple  lines  carried  at  all 
times  in  our  warehouse. 
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IffiBpL 


We  have  looked  over  the  entire  output  of 
Samples  for  Spring  from  all  the  leading  fac- 
tories. We  have  selected  only  the  shoes  you 
can  quickly  and  profitably  sell. 

!®IbSi)BS®in  Seirwe© 


has  again  seen  that  your  every  requirements 
in  Men  s,  Women's  and  Children's  -Boots, 
Shoes,  Rubbers  and  Outing  Shoes  are  well 
looked  after. 


A 
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WE  ARE  THE  LARGEST  EXPORTERS 

OF  SHOES  IN  CANADA 

The  Tetrault 
Policy  Wins 
Again 


MR.  NAP.  TETRAULT, 

President 


FROM  the  time  that  Mr.  Tetrault  commenced 
making  shoes  he  decided  upon  the  policy  of 
making  the  shoe  the  Canadians  wanted— not  trying 
to  make  them  take  any  shoe  he  wanted  to  make. 

The  shoe  that  men  demand,  at  a  price,  resulted  in 

THE  TETRAULT  WELT 

It  has  proven  its  worth.    Its  sales  have  .surpassed 
all  others. 

See  the  winners  of  our  Guessing  Contest,  page  21. 


Tetrault  Shoe  Manufacturing  Co.,  Limited 

Largest  Manufacturers  of  Goodyear  Wells  in  Canada 

Montreal 


Office  and  Warehouse: 

9  Rue  De  Marseilles, 

Paris,  France 


Sold  by  all  First  Class  Jobbers 
in  Canada 
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The  TETRAULT  BUSINESS 

IS  the  result  of  tremendous  foresight, 
efficient  organization  and  a  master 
mind  that  was  ready  to  grasp  at  any 
new  idea  that  put  more  "pep"  into  a 
shoe  or  lowered  its  cost.  There  could 
be  only  one  result. 

Sales  for  Twelve  Months 

$2,258,934.18 

The  largest  sale  of  Men's  Welts 
ever  recorded  in  Canadian 
Shoedom 

m 

See  the  winners  of  our  Guessing  Contest  on  opposite  page. 

Tetrault  Shoe  Manufacturing  Co.,  Limited 

Largest  Manufacturers  of  Goodyear  Welts  in  Canada 


Office  and  Warehouse: 

9  Rue  De  Marseilles, 

Paris,  France 


Montreal 


Sold  by  all  First-Class  Jobbers 
in  Canada 


THE   SHOE  AND   LEATHER  JOURNAL 


21. 


WE  ARE  THE  LARGEST  EXPORTERS 
OF  SHOES  IN  CANADA 


THE  Y  WIN  BIG  MONE  Y 

OVER  a  thousand  readers  of  Shoe 
and  Leather  Journal  had  a  shot 
at  our  Guessing  Contest. 

The  Winners  and  Their  Guesses 

Correct  sales  from  September  1st,  1917,  to  August  31st,  1918,  $2,258,934.18 

First  Prize— J.  Thomas  Troy,         ______  $2,259,047.50 

W.  F.  Cassidy,  Chatham,  N.B. 

Second  prize — Miss  Lola  M.  Blough        _____  $2,258,774.47 

J.  D.  Climie,  Hamilton,  Ont. 

Third  Prize— Chas.  H.  Ludlow,         -        -        -    -        -        -  $2,258,611.01 

Brantford,  Ont. 

Fourth  Prize — Miss  Hazel  R.  Hermon     -----  $2,258,608.18 
Singer  Fit  Rite  Shoe  Co.,  Ottawa,  Ont. 

Fifth  Prize— James  Nicol     -        -        -       -  $2,259,357.98 

Chatham,  N.B. 

Sixth  Prize— H.  E.  Forest     -------  $2,258,258.80 

Estevan,  Sask. 

Total  guesses,  1,119  Telegrams,  47 

The  largest  guess  was  $2,524,242.74,  and  the  smallest  $2,220,490.16 

We  wish  to  take  this  opportunity  of 
thanking  the  trade  for  the  keen  interest 
they  showed  in  our  contest,  and  we 
hope  to  be  able  to  demonstrate  to  a 
large  number  of  new  patrons  this  next 
year  the  merits  of 

THE  TETRAULT  WELT 


Tetrault  Shoe  Manufacturing  Co.  Limited 

Largest  Manufacturers  of  Goodyear  Welts  in  Canada 

Office  and  Warehouse: 

9  Rue  De  Marseilles,                                      X^rvnfraol  Sold  by  all  First-Class 

Paris,  Prance                                   lVlOIlCrCd.1  Jobbers  in  Canada 
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TETRAULT 

Secures  Control  of  Old  Established 

Concern 


w 


E  have  obtained  absolute  control  of  the 
entire  preferred  and  common  shares,  in 
other  words  "cornered"  the  capital  stock  of 
Messrs. 
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Service  &  Co.,  Limited 

This  company  has  been  striving  to  operate 
throughout  Canada  for  many  years,  but  never 
met  with  real  success  until  Tetrault  rounded  up 

One  Hundred  Per  Cent 

OF  THE  STOCK 

Every  live  firm  buys  TETRAULT  WELTS 
because  Service  &  Co.,  operated  by  us,  has 
become  a  wonderful  organization,  resulting  in 
satisfaction  to  every  shoe  merchant  in  Canada 
as  well  as  ourselves. 


Tetrault  Shoe  Manufacturing  Co. 

Largest  Makers  of  Goodyear  Welts  in  Canada  Limited 

Office  and  Warehouse: 

9  Rui  D     [arseilles,                           \  ,f                  1  Sold  by  all  First-Class 

Paris  Prance.                          IVIOII  lied.1  Jobbers  in  Canada. 
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CALF  AND  KIP  SIDES 
STORM  CALF 

ALL  COLORS 

H.  B.  JOHNSTON  &  CO. 

TORONTO,  CANADA 
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The  Wide-Awake  Merchant 


should  inspect  our  extensive 
range  of  Spring  Models  now 
being  shown  by  the  leading 
Jobbers.  He  will  discover 
money-making  possibilities 
in  their  exceptional  quality 
and  marvellous  VALUE. 
And  this  value  is  only  made 
possible  by  our  enormous 
output  and  systematic 
methods. 


Jobbers !    Don't   Miss   Your  Opportunity 


AIRD  &  SON  (Registered) 

MONTREAL 
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You  May  Be  Sure — 

That  a  dependable  staple  line  is  a  splendid 
asset.    And  you  can  also   be  certain  that 

The  Ackerman  Line 

FOR 

Men,  Boys,  Youths  and  Little  Gents 

is  the  one  on  which  you  should  rely.  Shoes 
like  Ackerman's,  which  are  substantially  built 
yet  neat  and  well-finished  in  appearance, 
possess  strong  selling  points,  and  their  sturdy 
wearing  qualities  will  uphold  your  best 
recommendations. 

Stock  the  full  line  of  "The  Peterboro  Shoe' 
and  you  will  mount  the  first  rung  of  the 
ladder  that  leads  to  success. 

B.  F.  Ackerman,  Son  &  Co. 

Limited 

Peterboro,  Ont.  Regina,  Sask. 

Makers  of ''The  Peterboro  Shoe" 


30 


THE  SHOE  AND  LEATHER  JOURNAL 


The  Distributing  Centre 
of  the  Maritimes 

That's  where  we're  situated,  just  at  the  hub  of  distribution.  And  you 
know  what  that  means  to  you  with  the  present  transportation  prob- 
lems.   We  can  save  you  time,  money  and  worry  in  the 

SORTING  TRADE 


[;    .    iiiIJ  II  .i:,n*iuiiiiiH)imniN  ,[♦  + 
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Our  stock  includes  your  every  need 
in  Men's  and  Women's  lines  for  the 

Fall  and  Winter  Trade 

in  light  and  heavy  goods.  They  are 
the  lines  that  will  be  most  popular 
this  Fall  and  are  chosen  specially  to. 
meet  the  needs  of  the  MARITIME 
TRADE.  With  nearly  half  a  cen- 
tury's intimate  knowledge  of  this 
trade,  you  are  assured  the  best  that 
can  be  obtained. 


We  are  proud  of  the  fact  that  we  ship  PROMPTLY,  and  you  are 
certain  to  be  equally  well  pleased. 

W e  are  also  Agents  for 

MERCHANTS'   RUBBER   AND   SEA  BOOTS 


mid  in  minium 


L.  HIGGINS  &  CO.  j 

Wholesale  Shoe  and  Rubber  House 

MONCTON        -        NEW  BRUNSWICK  I 
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We  all  look  upon  Real  Leather 

with  an  innate  feeling  of  appreciation  and  respect,  engendered 
by  the  service  it  has  rendered  the  human  family  through  all 
the  ages. 

Nothing  can  displace  it  in  general  esteem  as  an  article  of  actual 
utility,  the  toughest  and  most  durable  of  all  flexible  materials. 

It  is  in  the  sole  of  the  shoe,  subjected  to  every  wear  and  strain, 
that  these  qualities  show  to  the  utmost,  for  the  sole  to  the 
shoe  is  like  the  keel  to  the  ship — if  it  be  not  staunch  the  super- 
structure will  not  stand. 

STAR  BRAND  LEATHER  is  staunchness  assured. 

^&ar>cln\or€>  &  Company, 
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Spring  and  Summer 

1919 


Without  the  foresight  of 
the  few 

What  would  this  old  World 
ever  do  ? 


The  public  expects  its  needs  to  be  provided  for  long  in 
advance. 

YOUR  public  expects  of  YOU  that  YOU  will  busy  yourself 
now  with  making  provision  ahead  for  its  footwear  wants 
next  Spring  and  Summer.  You  are  supposed  to  know 
what  those  wants  will  be,  and  to  select  goods  that  will 
exactly  satisfy  them. 

Our  first  selection,  eliminating  as  it  does  goods  of  lesser 
merit,  makes  it  easier  for  you  to  choose  the  best. 

We  have  a  range  of  WHITE  FOOTWEAR  in  High  Cuts 
Oxfords  and  Pumps  that  will  commend  itself  on  all 
points  of  Style,  Material  and  Workmanship. 

In  our  LEATHER  LINES  we  have  sought  to  supply  the 
needs  of  the  average  shoeman  with  the  pick  of  those 
lines  which  are  more  in  harmony  with  the  War  Board's 
policy  of  economy,  cutting  out  the  frills  and  fancies  which 
in  previous  years  have  been  a  source  of  loss  all  along 
the  line  from  the  tanner  to  the  retailer. 

You  may  be  satisfied  that  the  goods  that  "pass  the  censor" 
and  are  given  the  endorsation  of  our  trade  marks — 
"Imperial,"  "Maple  Leaf"  and  "Little  Canadian,"  are 
meritorious  footwear,  with  the  prestige  of  the  house  be- 
hind it. 

Time  and  courtesy  shown  our  travellers  will  be  repaid  in 
real  buying  opportunity. 


McLaren  &  Dallas 

Wholesale  Shoe  Distributors 

30  Front  St.  West     Toronto,  Ont. 
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Fall  and  Winter 
Sorting 

Each  Change  of  Season  Gives 
Fresh  Impulses  to  Trade 

You  may  regret  the  passing  of  Summer,  but  it 
requires  the  zip  of  Fall  in  the  air  to  put  you  on 
your  tip-toes  with  business  enterprise. 

You  shed  the  lethargy  of  hot  days,  the  germ  of 
hustle  gets  into  your  blood,  you  throw  renewed 
energy,  mental  and  physical,  into  shaping  your 
inducement  to  the  public.  And  to  make  that 
inducement  all-powerful  your  stock  should  be 
complete. 

There  may  be  some  items  in  the  following  list  that  you  feel  you  need  in  order  better 
to  satisfy  the  requirements  of  your  customers  for  COLD  WEATHER  goods. 

ENGLISH  FELT  SLIPPERS 

"SUPERIOR"    CANADIAN   FELTS   IN  ALL 

HEAVY  LINES 
MEN'S  FINE  LEATHER  SLIPPERS 
HORSEHIDE  AND  MOOSE  MOCCASINS 
SHEEP  LINED  MOCCASINS 
OIL  TANNED  SHOEPACKS 
LUMBERMEN'S  KNIT  FELT  SOX 
HOCKEY  BOOTS 
INDEPENDENT  RUBBERS 

Please  do  not  overlook  the  fact  that  in  addition  to  the  above  we  have  a  great  big  stock 
of  medium  grade  and  fine  LEATHER  FOOTWEAR,  in  all  different  kinds  and  sizes 
that  go  to  complete  the  equipment  of  the  modern  shoe  store. 

INSTANT  ACTION  WILL  BE  THE  WATCHWORD  OF  OUR  SHIPPING  DEPART- 
MENT immediately  on  receipt  of  orders,  whether  through  our  salesmen  or  by  letter, 
telegram  or  telephone. 

We  will  appreciate  the  opportunity  of  proving  the  efficiency  of  our  Order  Department. 

McLaren  &  Dallas 

Wholesale  Shoe  Distributors 
30  Front  St.  West        -:-  TORONTO 
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Chrome  Sides 

Boarded  Smooth 
Black  and  Colors 


Buck  Leathers    Elk  Leathers 

White  and  Colors  Black  and  Colors 

Chrome  Patent  Sides 


Wax  Splits 

May  we  send  Samples?  „  _  ... 

Chrome  Splits 
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ADAM 

SHOE 


on 

CHILDREN 


Making  a  Shoe 
a  Success 

THE  BEST  precepts  of  the  World's  leading  experts  in  mer- 
chandising were  adopted  when  we  undertook  to  put  a  line  of 
Children's  Shoes  on  the  market  and  secure  for  them  a  very 
large  sale. 

We  first  devoted  ourselves  to  obtaining  an  article  superior  in  essen- 
tial features  to  anything  with  which  it  would  have  to  compete  for 
supremacy.  We  ask  every  shoeman  in  Canada  to  examine  our  pro- 
duct and  satisfy  himself  of  the  justice  of  our  contention  that  we 
accomplished  this. 

Continued  on  page  36 
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Continued  from  page  35 

There  has  been  nothing  haphazard  in  our  procedure  from  the  be- 
ginning. We  made  a  careful  analysis  of  the  situation  relating  to 
Children's  Shoes,  and  shaped  our  goods  and  our  methods  to  meet 
the  requirements  as  they  were  revealed  to  us. 

The  young  people  are  a  big  factor  in  the  selection  of  their  own  foot- 
wear. They  have  a  very  acute  sense  of  style  as  it  appeals  to  them. 
The  shoe  is  a  failure  that  does  not  instantly  attract  them.  Comfort- 
able fitting  and  strikingly  smart  lines  enter  largely  into  this 
attractiveness. 

Parents  are  influenced  by  comfort,  looks  and  protection  to  the  foot, 
but  more  than  all  else  by  promise  of  wear. 

It  expedites  sales  and  is  decidedly  most  satisfactory  for  the  retailer 
when  there  is  quick  agreement  between  the  youthful  wearer  and  the 
parent.  Our  shoes  are  studiously  designed  and  constructed  to  get 
that  agreement. 

Proved    Service   brings   "repeats,"   and  profits  are  measured  by 

Continued  on  page  37 
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Continued  from  page  36 

"repeats."  For  an  intensely  practical  reason,  therefore,  we  have 
built  these  shoes  to  give  the  highest  possible  service.  They  are  of 
selected,  solid  leather  throughout. 

To  gain  our  objective  of  immense  sales,  we  have  put  every  atom  of 
merit  into  the  shoes. 

Our  ultimate  aim  and  logical  method  for  accomplishing  it  have  been 
explained  to  our  workers,  and  we  have  enlisted  their  enthusiastic  co- 
operation to  that  end.  We  believe  the  maintenance  of  uniform 
high  standard  is  best  assured  in  this  way. 

Back  of  the  shoes  is  a  carefully  worked  out  advertising  campaign,  in 
which  beautiful  illustrations  of  Children's  Footwear,  made  from  the 
actual  shoes,  will  be  employed. 

Continued  on  page  38 
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Continued  from  page  37 

We  are  counting  upon  the  co-operation  of  intelligent  retailers  every- 
where throughout  the  length  and  breadth  of  Canada  to  make  the 
Adams  Shoe  a  very  great  success,  and  we  have  put  into  their  hands 
the  essentials  for  making  their  Children's  Footwear  departments  a 
success  also. 

We  shall  be  glad  to  hear  from  you 
and  know  that  you  are  interested. 


The  Adams  Shoe  Company 

King  St.  West         :  :  TORONTO 
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Our  New  Factory 

Capacity  2000  Pairs  a  Day 


OUR  SPRING  RANGE 

of 

McKAYS  and  TURNS 

For  Growing  Girls,  Misses  and  Children 

Now  Being  Shown  From  Coast  to  Coast 

We  have  produced  a  bigger  and  better  line  than  ever 
before.  You  will  be  enthusiastic  when  you  see  the 
attractive  styles  we  are  offering,  for  they  represent 
values  that  cannot  be  duplicated  at  our  moderate  price. 

STITCHDOWNS 

A  new  specialty  which  we  are  offering 
this  season  is  a  stitchdown  which  is 

Reparable 

Don't  let  this  opportunity  for  stirring  up  your 
trade  in  our  lines  slip  by.  Call  on  us  or  write 
for  particulars. 


STAR  SHOE   CO.,  LIMITED 

Aird  Avenue  MONTREAL,  P.Q. 
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CITADEL  LEATHERS 

HORSE 

Glazed    -    Dull    -    Havana  Brown 

KIP 

Velour    -    Gun  Metal    -  Mahogany 

SHEEP 

Chrome  and  Combination 

in  all  Finishes 

SPLITS 

Black  -  Colors 

CHROME  SOLE 


J.  A.  SCOTT 

218  Notre  Dame  St.  W.  566  St.  Valiers  St. 

MONTREAL  QUEBEC 
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London  Lady, 
Derby,  Murray-Made 

Ladies'  and  Mens  Fine  Welts 
and  McKays 


UR  Travellers  have  gone  out  this  season  with 
a  range  of  samples  which  inspires  confidence 
of  having  something  that  will  absolutely  hold 
buyers.   When  they  get  round  to  you,  Mr.  Retailer, 
just  look  the  goods  over. 

Year  after  year  London  Lady,  Derby  and 
Murray- Made  Shoes  have  progressed  rapidly  in 
their  appeal  to  the  shoe  buying  judgment  of  the 
public  and  the  trade,  and  to-day  they  are  established 
in  favor  and  quick  in  turnover. 

Write  for  our  new  Stock  List,  ready  October  1st, 
and  let  us  make  it  clear  to  you  how  the  retailer  can 
avail  himself  of  our  In-Stock  Department,  which 
has  been  carefully  planned  in  his  interest. 

London  Lady,  Derby  and  Murray-Made  are 

business  breeders  of  the  best  type. 


Murray  Shoe  Company,  L  lmited 

London,  Canada 

*5  :  £4, 
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TN  figuring  up  your  profits  it  isn't  just  the  actual 
cash  made  on  the  sale  that  you  must  consider. 
On  some  lines  you  make  a  big  profit,  but  there  is  a 
large  percentage  of  wastage.  On  "Nugget"  there 
is  a  good  margin  of  profit,  and  it  is  ALL  profit. 
Absolutely  no  waste  in  handling  "  Nugget." 


(  I 

I  OUR  GUARANTEE  / 

)  I 

I  We  will  cheerfully  make  a  refund  to  any  Wholesaler  jj 

j  or  Retailer  who  finds  defective  tins  of  "Nugget," 

:  or   for   any   tins   returned   that   do  not  absolutely  > 

i  satisfy  the  consumer.  if 

I  ( 


=  Therefore  Sell  ^= 

"NUGGET" 

SHOE  POLISH 

The  All  Profit  Polish 


THE   NUGGET  POLISH  CO.,  LIMITED 

TORONTO 
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A  Man's  Hartt 
for  Thrift 


i 


Prudence  will  prompt  the  thrifty  man  to 
conserve  leather  by  wearing  Oxfords. 
His  thriftiness  will  also  tell  him  that 
nothing  short  of  HARTT  QUALITY 
can  give  him  the  greatest  return  in 
Footwear  Value. 


The  HARTT  BOOT  &  SHOE  CO.,  Limited 

Canada's  Best  Shoemakers 
FREDERICTON      -  N.B. 
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A  Woman's  Hartt 
for  Conservation 


That  fine  feminine  taste  for  Quality  and 
Style  in  Footwear,  and  that  present- 
day  true  feminine  desire  for  economy 
and  conservation  in  footwear  material, 
have  their  focusing  point  on  the 
HARTT  OXFORD. 


The  HARTT  BOOT  &  SHOE  CO.,  Limited 

Canada's  Best  Shoemakers 
FREDERICTON      -  N.B. 
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Speed  King  Shoes 

BRING  YOU  BUSINESS 


Your  business  will  increase  as  ours  has  if 
you  handle  the  Independent  Lines  of 
Sporting  and  Vacation  Shoes.  They 
dominate  the  Summer  trade  and  are  in- 
creasing in  popularity  each  season. 

"Speed  King"  Shoes  combine  lightness 
and  graceful  appearance  with  the  maxi- 
mum of  comfort  and  service. 

Order  your  supply  at  once  from  one  of 
the  wholesalers  below  and  help  us  with 
our  deliveries.  Write  for  illustrated  cat- 
alogues to 

OUR  WHOLESALERS 


Amherst  Boot  and  Shoe  Co.,  Limited 

Amherst  Boot  and  Shoe  Co.,  Limited 

E.  A.  Dagg  &  Co.  - 

Dowers  Limited  -        -  - 

A.  W.  Ault  Co.,  Limited 

White  Shoe  Co.  - 

McLaren  &  Dallas      -        -  - 

The  London  Shoe  Co.,  Limited 

Kilgour,  Rimer  Co.,  Limited 

The  J.  Leckie  Co.,  Limited 

James  Robinson  - 

Brown,  Rochette,  Limited 

T.  Long  &  Brother  - 


Amherst,  N.S. 
Halifax,  N.S. 
Calgary,  Alta. 
Edmonton,  Alta. 
Ottawa,  Ont. 
Toronto,  Ont. 
Toronto,  Ont. 
London,  Ont. 
Winnipeg,  Man. 
Vancouver,  B.C. 
Montreal,  Que. 
Quebec,  Que. 
Collingwood 


As? 


Independent  Rubber  Co.,  Limited 

Merritton,  Ontario 
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Small  or  Large  U.S.M.C 
— — —  Outfits  — — — 

The  illustrations  above  show  but  a  few  of  the  big 
range  of  machines  which  we  supply  for  shoe  re- 
pairing. 

We  help  our  customers  to  make  a  succes  of  their 
business. 

Detach  coupon  below  and  mail  at  once  for 
detailed  information. 


Mark  X  before  subject  that  interests  you  and  mail  to 

United  Shoe  Machinery  Co.  of  Canada,  Limited 

MONTREAL,  QUE. 

90  Adelaide  St.  West  179  King  St.  West  28  Demers  St. 

TORONTO  KITCHENER  QUEBEC 


22-ft.  Goodyear  Shoe  Repair  Outfit 

18-ft.  GOODYEAR  SHOE  REPAIR  OUTFIT 

16-ft.  Goodyear  Shoe  Repair  Outfit 

12-  ft.  Goodyear  Shoe  Repair  Outfit 
10-ft.  Goodyear  Shoe  Repair  Outfit 

13-  ft.  Shoe  Repair  Outfit 


12-ft.  Shoe  Repair  Outfit 

11-ft.  Shoe  Repair  Outfit 
8^-ft.  Shoe  Repair  Outfit 
8-ft.  Buffing  and  Finishing  Outfit 
6-ft.  Buffing  and  Finishing  Outfit 
Supplies  and  Findings 


Name_ 
City_ 


Street- 


Province- 
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"Life-Buoy" 
Outing  Shoes 

for  Summer  1919 

Your  sales  in  these  lines  have  been  larger  during  the 
past  two  seasons  and  will  continue  to  be  so  for  some  time  to 
come.  You  will  do  well  to  make  every  provision  for  another 
season  by  placing  in  advance  for  your  next  summer's  require- 
ments. But  above  all,  see  the  Life-Buoy  Line  before  booking 
your  order  and  compare  the  general  good  quality  of  work- 
manship and  materials  with  others. 

We  do  not  fear  the  result. 


Wait  for  a 
Life-Buoy  Salesman 


Stocks  carried  at : 

Vancouver,  Edmonton,  Calgary,  Saskatoon, 

Regina,  Winnipeg,  London,  Toronto, 

Ottawa,    Montreal,    Quebec,  St. 

John,  Truro,  Charlottetown. 
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Our  travellers  are 
speeding  to  the  trade 
with  the  strongest 
line  of  "Model"  Fine 
Shoes  and  "W.B.H." 
Staples^we  have  ever 
shown. 


OUR  ASSORTMENT 
OF 


It  is  worth  while  to 
wait  until  you  see 
these  samples.  They 
are  the  offering  of 
the  largest  combined 
manufacturing  and 
jobbing  house  in  the 
Province. 


White  Goods 


Is  the  most  extensive  in  Canada  and 
should  meet  perfectly  your 
every  need  in  this 
class  of  foot- 
wear 


The  House  of 
Quality 


15  Front  Street  East,  TORONTO 
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The  Just -Wright  Shoe  for  Women 

Making  A  Name  To  Live  Up  To 

Breeding  counts.  In  animals  as  in  humans  you  have 
noticed  the  difference  in  "Quality."  Those  who  win 
and  those  who  fail. 

You'll  find  a  family  resemblance  in  these  shoes  for 
women  that  shows  the  "Just- Wright"  breed  at  first 
glance.  Out  among  your  customers,  winning  friends 
and  trade,  you'll  find  them;  no  sulking  on  your  shelves 
to  make  miserable  your  weekly  or  monthly  accounting. 

Just-Wright  shoes  for  women  is  a  new  departure,  but 
its  making  a  name  to  live  up  to. 


OUR  SALESMEN  ARE  SHOWING  THEM  NOW 


E.  T.  WRIGHT  &  CO.,  Inc. 

St.  Thomas,  Ont.  Rockland,  Mass. 
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The  Just -Wright  Shoe  for  Men 

Living  Up  To  A  Name 


Short  and  to  the  point  is  the  trade  name 
"Just- Wright." 

All  the  adjectives  in  the  dictionary  cannot  more 
completely  describe  this  shoe  far  men.  It  signi- 
fies all  that  is  satisfactory  in  Fit,  Style,  -  and 
Quality  for  the  wearer.  And  so  for  you,  Mr. 
Retailer,  it  combines  Easy  Selling,  Quick  Turn- 
over and  Profit. 

AND  THE  SHOE  LIVES   UP  TO  THE  NAME 


OUR  SALESMEN  ARE  NOW 
OUT  WITH  SPRING  SAMPLES 


E.  T.  WRIGHT  &  CO.,  Inc. 

St.  Thomas,  Ont.  Rockland,  Mass. 


GUM  WOOD  FIXTURES  tt^£°£ 


They  Look 
Neat 
and 
Attractive 

Are 
Cheap 

in 
Price 
Only 

Drop 

Us 
A  Line 

for 
Prices 


NATURAL  WOOD  FIXTURES 


See  Cut 
Bel 


ow 


In 

Single 

or 
Double 


12  inch 
18  inch 
24  inch 


Adjustable 
for 
Display 
to 
Any 
Angle 


L.  H.  PACKARD  &  CO.,  Limited,  Montreal 


Pate  }x 


Shoe  Store  Supplies 
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Patrician,  Princess,  Lady  Jane 
in  Blacks  and  Colors.    Kids  and 
Patents.     C  and  D  Widths 


GRACIA 
SHOES 

Always  Dependable,  and 
at  prices  that  make  them 
Always  Saleable. 

FOR  SPRING,  1919 

New  Lines,  New  Lasts; 
see  them  before  placing. 
Travellers  now  out. 


Winners  for 
Spring  and  Summer 
1919 


They  have  the 
Merit  that  brings 
"Repeats" 


SHO 

p^^ADE  MAP 

^ANf 


THE 

IN-STOCK  HOUSE 


Oxfords  on  all  Lasts  and  in  all 
Leathers  and  Colors 


The  W.  E.  WOELFLE  SHOE  Co. 

LIMITED 

KITCHENER  ONTARIO 
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rhe  People  Know  a  Known 

Shoe 

The  dealer  likes  to  show  his  customer  the 
merchandise  the  customer  wants,  and  peo- 
ple nowadays  have  a  way  of  knowing  what 
they  want. 

Now,  it's  the  experience  of  dealers  that 
the  goods  people  buy  are  the  goods  which 
are  widely  known;  shoes,  for  example,  like 
Regal,  whose  place  among  the  foremost  of 
shoe  products  is  recognized  the  world  over. 

That's  why  Regal  is  the  shoe  for  the  dealer 
who  wants  a  shoe  the  public  wants.  It's 
a  quick  turn-over  shoe. 

The  people  know  a  known  shoe.    We  have 
that  shoe,  a  full  line,  In-Stock. 


REGAL 


SHOES 


IIIIIIIIIIDIDIEIIIIIIIIIIIEIIIIMIIIDIIIIIIIII 


Regal  Shoe  Company,  Limited 

472-474  Bathurst  Street,  Toronto 
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fltSS 


STOCK  No.  1504 


The 


"PALL 
MALL" 


"REGAL 
The  Best  at 
Reasonable 
Price." 


Royal  Purple  and  Black  Calf  Bal.;  same  Top ;  12  Sq. 
Sole;  Vamp  Seam  Space-Stitched  and  Perforated  :  Invis- 
ible Eyelets  to  Top. 

All  sizes  ;  widths  B,  C  and  D. 

You  should  have  this  complete  line  on  your  shelves  Now. 
WE  SHIP  FROM  STOCK 

Regal  Shoe  Company,  Limited 

472-474  Bathurst  Street,  Toronto 
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Do  you  know  the  reasons  why 

Weston's  Shoes  are  Best  to  Buy  ? 
Quality  and  Style  are  there — 

Weston's  Shoes  are  BEST  TO  WEAR. 


1  The  other  day  our  Poet  remarked  casually,  as  he  threw  a  manuscript  over  the  monthly 
balance  we  were  studying,  "Please  look  this  over;  it  is  pretty  fair  stuff,  I  think."  "It" 
was  of  course  another  poem  and  a  rather  lengthy  one.  Four  lines  are  sufficient  to  quote 
here: 

"  Only  just  one  maiden  has  ever  touched  my  heart, 
And  a  sweet  Canadian  Girl  is  She." 

and  lower  down : 

"Only  just  one  kind  of  shoe,  and  on  her  pretty  feet, 
The  'Canadian  Girl'  looks  good  to  me." 

The  latter  referring,  we  presume,  to  the  "C.G."  Shoe. 

*  "Do  vou  really  think,"  we  said,'  'that  your  poems  are  effective;  that  the  people  pay 
any  attention  to  your  doggerel?" 

*  "Effective!  Doggerel!"  he  repeated  in  disgust,  "the  trouble  is  that  you  don't  print 
enough  of  them.  Let  me  tell  you  something.  You  think  because  you  are  making 
good  reliable  shoes,  that  folks  will  chase  you  up  to  buy  them.  Not  so.  The  flower 
that  'wastes  its  fragrance  on  the  desert  air,'  is  not  less  fragrant  because  its  merits  are 
unknown,  but  it  is  less  appreciated.  I  know  all  about  Emerson  and  his  mousetraps, 
but  it  ain't  so.    I  have  an  idea." 

1f  "We  can  guess  it,  you  intend  to  set  this  to  music"  we  said  cuttingly,  "and  expect  the 
firm  to  publish  it." 

«  "No"  he  said,  "but  I  would  like  you  to  allow  some  of  our  nicest  'Canadian  Girls'  to 

go  out  calling  and  meet  more  of  our  best  merchants." 

If  "Very  good,"  we  said,  "if  they  receive  an  invitation  they  will  go,  and  of  course,  pay 
their  own  expenses." 

*  "And,"  concluded  the  Poet,  "if  at  least  twenty  live  merchants  don't  send  an  invitation, 
I  will  pass  in  my  resignation." 


WESTON  SHOE 
CO.,  LIMITED 

CAMPBELLFORD,  ONT. 


SIGN.  CUT  OUT  AND  MAIL  TO 


WESTON  SHOE  CO.,  Limited 
Campbellford 

Without  incurring  any  expense  or  obligation,  I  would 
like  to  see  your  Samples  for  Spring,  1919. 
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"Judgment  Prime  Requires  Time" 

aUR  lengthy  service  to  the  trade,  during  which  we  have  closely 
studied  its  every  need,  and  ever  been  leaders  in  the  best 
innovations,  gives  us  a  tremendous  advantage  in  anticipating  the 
requirements  of  each  season,  and  warrants  the  utmost  confidence 
in  the   selection  we   are  showing   for  Spring   and   Summer,  1919. 


 It  milt   mine  'in  [.  line   nine  i  nine  m  [  iiii  it  mine  niilr^ 

j  Don't  They  Talk  ?  | 

1  Character  in  every  line.  | 
I    Beauty,  wear  and  comfort,  j 


jfjjliiinmmc  inline  n 


ir 111  ■  -  in  ■  c   : 


Shoes  must  have  character  to 
stand  the  test  of  time. 

WESTON  SHOES 

have  stood  the  test  for  forty 
years. 


The  "Albany"  Women's,  and 
"Ironclad"  Children's,  have,  in 
those  forty  years,  earned  a  repu- 
tation that  is  a  real  asset  to 
every  store  handling 

WESTON  SHOES 


"Character  is  what  We  are;   Reputation,  what  men  say  we  are" 

Any  day  now,  our  Representative  will  drop  into  your  town  with  our 
own  lines,  and  the  best  selections  of  other  manufacturers,  It  will 
pay  you  to  wait  and  see  his  range. 


F.  J.  WESTON  &  SONS 

53  Wellington  Street  West  TORONTO 
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Established 
1878 


The  Largest 
Shoe  Factory 
in  Quebec 


A  SIGNIFICANT  SIGN 


Our  rapid  growth  in  the  past  twenty  years  is  significant  of  the 
fact  that  we  have  learned  the  needs  of  the  shoe  trade  and  are 
able  to  meet  them.  Because  of  our  large  output  our  shoes  pos- 
sess characteristics  that  make  them  splendid  sellers. 

Be  it  in  WELTS,  McKAYS  or  STANDARD  SCREW  WORK, 
you  will  obtain  the  utmost  in  quality  and  value  at  a  reasonable 
price. 

Our  new  samples  for  the  coming  season  are 
now  ready  for  the  trade. 

Write  us  to  be  sure  of  seeing  them. 


For  rush  orders  we  can  make  delivery  in 
10  days  on  McKays  and  Standard  Screw 
work  and  30  days  on  Welts. 


TOURIGNY  &  MAROIS  (Reg) 

Factory,  10  to  20  Arago  St.  Office,  463  St.  Valier  St. 

Quebec,  Que. 
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THIS  PAGE  IS  A  SALESMAN 


Showing  the  finest  line  of  Overgaiters  in  Canada 


WE  believe,  Mr.  Retailer,  that  this  is  going  to  be  the 
biggest  season  ever   for   Overgaiters.  Already 
orders  on  hand  exceed  those  of  any  previous  year- 
A  casual  glance  through  our  order  books  would  show  you 
how  the  business  is  coming. 

The  past  two  seasons  were  good,  as  you  know,  but  it  surely 
looks  as  though  sales  would  reach  a  far  higher  point 
this  year. 

Our  Overgaiters  are  made  of  fine  Wool  Felt  in  Pearl  Gray, 
Dark  Gray  and  Brown  colors,  the  popular  shades. 

Style,  Fit  and  Finish  are  perfect. 

We  quote  our  prices  fearlessly  because  we  know  they 
are  right. 

10  Button  $16.00  per  Dozen 

12  Button  ;        20.00  per  Dozen 

Let  us  have  your  order  by  mail  to-day. 

We  also  have  a  complete  range  of  Children's  Corduroy 
Leggings,  in  Brown,  Gray,  Red  and  White. 


PHILIP  JACOBI 

5  Wellington  St.  East  Toronto 


THE   SHOE   AND   LEATHER  JOURNAL 


Kingsbury  Welts 


The  old  saying  "The  proof  of  the  pudding  is  in  the 
eating  thereof  applies  to  shoes  also.  We  have  not  only 
received  compliments  on  our  Welt  Shoes,  but  we  have  also 
received  large  orders,  and  the  repeat  orders  are  ample  justi- 
fication for  our  slogan — 

"THEY  ARE  THE  EQUAL 
OF  ANY  SHOES  MADE" 

Our  new  samples  now  being  shown  by  our  representa- 
tives have  all  the  good  qualities  of  our  last  season's  samples, 
with  additional  snap  and  style  that  will  immediately  attract 
the  most  particular  woman. 

We  are  confident  they  will  withstand  your  closest 
scrutiny  and  are  satisfied  to  abide  by  your  judgment. 

THIS  IS  YOUR  OPPORTUNITY 


Kingsbury  Footwear  Co. 

Limited 

Montreal 
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WHITE  AND  LEATHER 

FOOTWEAR 


FOR  CANADIAN  WOMEN 


SPRING 
19  19 





Our  range  this  season  is  the  finest  we  have  ever  been 
able  to  place  before  the  Canadian  Trade.  It  has  all  the 
quality  of  Workhianship,  as  heretofore,  with  added 
Style  and  Snap  that  will  attract 

THE  WOMEN'S  TRADE 

White  Goods  will  be  stronger  than  ever  next  Spring  and 
Summer.  The  wise  merchant  will  be  well  covered  in 
this  line.  Don't  fail  to  see  our  samples  with  your  jobber. 
They  are  all  "Money  Makers"  and  "Business  Getters." 


OUR  SHOES 

SELL 
EVERYWHERE 


W e  Sell  to  Jobbers  Only 


GAGNON,  LACHAPELLE  &  HEBERT 

55  Kent  Street 
MONTREAL  -  -         -  QUE. 


Shoes  for  W omen  and  Misses 
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Eclipse  Shoes  Now  Ready 

j 

OUR  SPRING  MODELS  feature  all 
the  style,  snap  and  comfort  for  which 
these  shoes  are  noted.    They  include 


Growing  Girls',  Youths',  Misses'  and 

Children's  Fine  Mc- 
Kays and  Turns 


that  are  made  with  the  same 
care  as  those  produced  for 
grown  ups.  And  they  really 
surpass  in  appearance  all  our 
past  efforts,  making  them 
better  sellers  than  ever. 


Remember  our 

IN -STOCK  DEPARTMENT 

of  forty-five  staple  lines  ready  for  immediate  shipment.  Get 
our  stock  list  and  prices.  Wait  for  our  travellers.  You'll  not 
be  disappointed.    Our  values  cannot  be  equalled. 


Gait  Shoe  Manufacturing  Co 

Limited 

Gait,  Ontario 
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The  Leather  that 
Stamps  Shoes  with  Refinement 


BLACK  AND  COLORS 


New  Castle  Leather  Co. 

New  York  City 

Montreal  Boston  Chicago 

And  the  principal  leather  and  shoe 
centres  everywhere. 


Factory  at  Wilmington,  Del. 


Canadian  Branch,  335  Craig  St.  W.,  Montreal 
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GOURLAY  SHOES 


YOU  can  hold  them 
right  up  to  the  in 
spection  of  your  cus- 
tomers, with  pride  in 
the  self-evident  superi- 
ority of  the  shoes,  and 
with  confidence  in  the 
impression  they  will 
make — and  the  result. 

With  your  outfitting 
experience  you  will 
glimpse  their  salability 
when  you  see  the 
samples,  while  closer 
examination  will  satisfy 
you  as  to  the  care  be- 
stowed upon  every  de- 
tail  of  construction, 
which  ensures  their  re- 
taining their  style  lines 
and  giving  splendid 
wear  service. 


WAIT  FOR  OUR 
TRA  VELLERS 


GOURLAY  SHOES,  LIMITED 

KITCHENER,  ONTARIO 
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A  word  to  the  wise- 


There  is  nothing  in  the  state  of  the  market 
to  suggest  a  lowering  of  prices.  Rather,  all 
signs  point  to  the  contrary.  He  is  a  wise 
man,  therefore,  who  buys  early. 

Our  extensive  range  for 

Spring,  1919 

includes  a  wealth  of  values  in  Leather  and 
White  Cloth  shoes  for 

Women,  Misses,  Growing  Girls, 
and  Children 

You  should  lose  no  time  in  seeing  them  and 
placing  your  orders  early.  You  will  receive 
the  goods  at  the  time  specified. 

The  following  Travellers  are  now  out: 

E.  G.  McCOLOUGH,  Maritime  Provinces       JOHN  FERON,  Eastern  Ontario 
J.  S.  LANGEVIN,  Quebec  Province  H.  CHAMPAGNE,  Montreal 

HARRY  ADAMS,  Manitoba 

u  n 

  Write  us  so  they  will  not  miss  you   


Canadian  Footwear  Co.,  Limited 

MONTREAL 

Salesroom  at:  36  St.  Genevieve  St.  :  Factory  at:  Point-Aux-Trembles 
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"Acme"  Soles 

"Acme"  Soles  have  been  time-tested. 
They  will  last  much  longer  than  leather; 
keep  your  feet  dry  on  wet  days;  prevent 
slipping  and    give   you  the 
appearance  of  always  being  well 
shod.     Made  in  various  colors 
and  thicknesses,  and  for  Men's, 
Women's  and  Children's  Boots 
and  Shoes. 


"Acme"  Whole  Heels 

Here's  one  tax  you  do  not  need  to 
pay — the  Foot  Tax. 

Wear  "Acme"  Whole  Heels  and  the 
tax  on  your  feet  is  automatically 
cancelled. 

"Acme"  Soles  go  well  with 
either  "Acme"  Whole  Heels  or 
"Peerless"  Half  Heels. 

H.  83-F.  18 
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D.ZrF 


7/  IheD.&F.  Trade- Mark 
Symbolic  of  Quality 


In  these  shoes  you  have  the  combined 
principles  of  the  very  latest  styles 
and  highest  quality  possible  at  the 
lowest  price. 

Your  customers  know  and  will  quickly 
recognize  this. 


Our  Representatives  Are  Showing 

a  splendid  selection  of  MEN'S  and 
WOMEN'S  shoes  that  will  specially 
please  the  persons  who  want  a  stylish 
shoe  at  a  moderate  price.  Don't  miss 
seeing  them. 


DUPONT  &  FRERE 

301   Aird  Avenue 

MONTREAL 
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EVANS 


Two  Leaders  in  Glazed  Kid 


Ruby" 

Glazed  Kid 


Peerless 


Glazed  Kid 


They  lead  because  their  even  tex- 
ture and  superb  finish  have  been 
tested  and  proven.  The  wonderful 
finish  enhances  their  value  and 
their  careful  selection  spells 
economy  in  cutting. 


□ 


" TONY  BROWN"— All  selections 

Peerless  "Tony  Brown"  has  already  attracted  many 
Canadian  Leather  Buyers.  Browns  are  moving  fast.  Let 
us  send  samples  immediately. 


□ 


JOHN  R.  EVANS  LEATHER  CO. 

of  Canada,  Limited 

SPECIALISTS  IN  GLAZED  KID 
=  and  UPPER  LEA THERS^= 


214  Lemoine  Street 


MONTREAL 
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EDMONTON 


Better  Merchandising  Includes 

Better  Buying 


T 


HE  profits  of  merchandising  are  not  all  selling  profits:  a  good  deal 
is  buying  profit.  The  wise  and  careful  buyer  has  an  advantage 
right  from  the  start. 


Don't  turn  your  store  into  a  warehouse  for  surplus  stock.  Don't  tie  up  your  money 
in  goods  which  will  not  move  promptly.  Link  your  store  up  with  an  organization  which  can 
give  you  not  only  quick  moving  saleable  goods,  but  which  can  give  them  to  you  as  and  when 
they  are  wanted. 

Ames  Holden  McCready  are  thoroughly  equipped  to  do  this  for  you.  Our  organization 
covers  the  country  from  coast  to  coast.  We  are  able  to  judge  the  consumer's  demand  as  a 
whole,  not  merely  from  some  localized  angle.  Our  six  branches,  located  at  convenient  dis- 
tributing point;;,  maintain  complete  stocks  within  easy  reach  of  every  dealer  in  Canada.  By 
keeping  in  touch  with  the  Ames  Holden  McCready  branch,  you  can  keep  your  surpus  stock 
down  to  a  minimum,  and  still  be  protected  against  finding  yourself  out  of  wanted  sizes.  Let 
the  manufacturer  carry  your  surplus  stock  for  you. 

And  remember  this:  the  big  problem  to-day  is  to  produce  enough  good  quality  shoes  to 
go  around.  You  may  be  assured  of  being  able  to  supply  your  customers  in  buying  from  a  house 
which  can  give  you  a  complete  line  of  shoes  for  men,  women:  boys  and  children. 


AMES  HOLDEN  McCREADY 

LIMITED 

"Shoemakers  to  the  Nation" 
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FLEET  FOOT — for  every  member  of  the  family,  for  every  sport 
and  recreation — has  become  an  accepted  household  word 
throughout  Canada. 

It  represents  the  acme  of  excellence  in  summer  footwear  for 
men,  women,  and  children.  It  combines  economy  and  comfort  in  a 
degree  that  makes  FLEET  FLOOT  a  national  need. 

Our  1918  FLEET  FOOT  season  surpassed  all  previous  records 
in  volume  of  sales.  More  than  ever,  the  shoe  trade  recognized 
FLEET  FOOT  as  the  standard  by  which  to  judge  qualities  and 
values  in  summer  shoes. 

For  1919,  our  plans  provide  for  a  greatly  increased  production 
and  improved  facilities  for  deliveries.  New  lines,  including  the 
Oxford  styles,  will  make  the  FLEET  FOOT  range  so  complete  and 
comprehensive  that  every  possible  demand  can  be  easily  satisfied. 

To  the  shoe  trade,  we  offer  this  word  of  advice: — 

Place  your  1919  "FLEET  FOOT"  orders 
early.  Order  liberally.  Make  your 
placing    order    assortments  complete. 

Those  who  follow  this  advice  will  be  prepared  for,  and  reap  the 
benefit  of,  an  increased  trade  in  FLEET  FOOT  next  season. 

Canadian  Consolidated  Rubber  Co. 

Limited 

Head  Office     -  Montreal, 

Service   Branches  at  Halifax,   St.   John,  Quebec,  Ottawa,  Toronto, 
Hamilton,  Brantford,  Kitchener,  London,  North  Bay,  Fort  William, 
Winnipeg,  Brandon,  Regina,  Saskatoon,  Calgary,  Lethbridge, 
Edmonton,  Vancouver  and  Victoria 
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WHAT  ABOUT  THE  FUTURE? 

What  is  the  Safe  Course  ?— How  Are  Prospects  For  Spring  ?— How  Should  a 
Retailer  Buy  ?— What  Should  Manufacturers  Do  In  View  of  Possible  Changes  ? 

JUST  now  every  thinking  man  is  taking  more  or  less  anxious  thought  for  the  rnorrow,  in  spite 
of  his  temperament  or  religious  convictions.  We  are  on  the  eve  of  remarkable  business  changes 
no  matter  which  way  the  war  may  go.  The  trite  saying  that  things  will  never  be  the  same  is 
finding  fulfillment  in  ways  that  people  have  least  anticipated,  and  the  man  who  does  not  sit  down 
and  ponder  will  sooner  or  later  find  himself  confronted  with  problems  that  will  tax  all  his  patience 
and  skill. 

Manufacturers  are  face  to  face  with  a  shortage  of  materials  and  men,  that  within  the  next 
few  months  will  make  itself  felt  more  than  at  any  time  since  the  war  began,  and  they  are  beginning 
to  realize  that,  whether  necessary  or  desirable,  the  government  is  becoming  more  and  more  in- 
clined to  take  a  hand.  On  the  other  side  of  the  line,  where  they  are  m.oving  more  quickly  than 
here,  there  is  every  indication  that  all  kinds  of  industry  will,  within  a  short  time,  be  under  govern- 
ment control,  and  in  spite  of  our  boasted  political  and  commercial  independence,  we  are  bound 
to  be  brought  within  the  active  influence  of  such  action.  Manufacturers  here  have  already  felt 
the  pressure  with  regard  to  raw  m.aterials  and  the  absolute  control  of  production,  outlined  by  a 
recent  conference  at  Washington,  is  bound  to  have  some  effect  upon  Canadian  shoe  conditions. 
Shoe  manufacturers  here,  who  have  watched  closely  the  course  of  events  in  the  United  States, 
are  preparing  for  more  or  less  interference  with  conditions  as  they  are  in  Canada.  Already  there 
is  a  quiet  reorganization  going  on  that  will  become  more  and  more  apparent  as  the  season  advances. 

Retailers  are  bound  to  be  affected  by  the  changes  thus  in  progress,  and  no  matter  how  they 
may  feel  with  respect  to  their  bearing  upon  them,  and  upon  business  generally,  they  will  be  wise 
if  they  discern  the  signs  of  the  times  and  shape  their  course  accordingly.  As  has  been  already 
pointed  out  in  these  columns,  the  difficulties  with  which  manufacturing  has  been  attended  for  some 
time  past  will  surely  become  more  and  more  accentuated,  and  it  will  gradually  becom.e  a  matter 
of  getting  goods  at  all  with  some  of  those  who  are  making  shoes. 

If  the  action  of  certain  large  retailers  within  the  past  two  m.onths  be  any  criterion,  it  will 
be  a  matter  of  good  business  sense  to  carefully  revise  requirements  for  the  coming  season  and  order 
early  and  thoroughly  of  such  line's  as  are  standard  in  selling  quality  and  will  meet  the  largest  regular 
requirements  of  a  general  business.  If  the  war  keeps  on  for  another  year  and  the  foreign  trade  of 
Canada  continues  at  its  present  pace,  there  will  undoubtedly  be  plenty  of  spending  power  in.  the 
country;  but  the  general  feeling  against  extravagance  is  growing,  as  well  as  the  tendency  amongst 
these  who  are  earning  large  wages  to  save,  as  is  evidenced  by  the  marked  growth  in  the  savings 
bank  deposits  during  the  past  six  m.onths.  In  spite  of  the  feeling  to  the  contrary,  there  will  not 
be  the  profligacy  next  spring  and  summer  that  has  characterized  the  past  two  years,  and  of  course, 
if  the  war  ceases,  there  will  be  a  general  pulling  in  of  the  purse  strings,  affecting  all  business. 

While  it  is  not  a  time  to  encourage  a  feeling  of  misgiving  or  hesitation,  it  is  a  time  for  the 
signal  to  go  ahead  with  caution  or  at  least  with  a  keen  and  thorough  watchfulness  of  the  road.  It 
is  a  time  when  thinking  and  working  should  be  carefully  combined.  It  is  absolutely  impossible 
to  tell  what  six  months  may  bring  to  the  business  man,  but  it  is  no  time  for  him.  to  sit  down  and 
shiver. 

Thomas  Edison  was  asked  recently  what  he  thought  the  business  man's  duty  to  his  country 
was  at  this  hour.  He  remarked,  "In  my  opinion  his  duty  can  be  summed  up  in  two  words,  'Go 
Ahead.'"  71 
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Points  on 
Choosing  Help 

Characteristics  of  Good  and  Bad 
Assistants — How  to  Judge  Those 
You  Put  On  the  Pay  Roll— What  a 
Successful  Employer  Has  to  Say 
About  Employees — General  Rules  for 
Sizing  Up  New  and  Old  Help 

^T7"Ol'  can't  do  as  much  picking  and  choosing 
I  to-day  as  you  could  four  or  five  years 
ago,"  said  a  merchant  who  controls  several 
prosperous  retail  establishments.  "Nevertheless." 
he  continued,  "a  man  who  understands  his  business 
can  keep  his  staff  clear  of  'dead  ones'  by  the  exer- 
cise of  good  judgment  and  careful  selection.  I 
can't  say  that  my  success  has  been  uniform  in  select- 
ing help,  but  for  some  years  I  have  followed  a  general 
plan  based  on  some  common  sense  rules  that  have 
given  me  more  than  ordinary  satisfaction  with  the 
people  I  have  managed  to  get  around  me. 

"I  think  the  success  of  a  business  these  days, 
especially  a  retail  business,  depends  more  than  any- 
thing else  on  the  class  or  character  of  the  help  that 
a  man  employs  to  back  up  his  buying  and  selling 
efforts.  All  the  advertising  a  concern  can  do  is 
largely  wasted  if  it  is  not  backed  up  by  service. 
The  store  and  its  goods  may  be  as  near  perfect  as 
modern  methods  can  make  them,  but  if  the  pro- 
prietor gets  around  him  a  lot  of  'dubs'  he  might  as' 
well  close  up  and  go  at  something  else. 

"As  I  have  said,  I  do  not  profess  to  know  it  all, 
but  I  have  adopted  settled  lines  which  I  follow  in 
deciding  whethei  I  will  hire  a  young  man  or  a  woman, 
and  I  sometimes  make  mistakes,  but  on  the  whole  I 
am  well  satisfied  that  when  I  follow  these  general 
rules  and  am  not  swayed  by  sentiment,  I  come  out 
all  right.  A  good  judge  of  character,  which  is  what 
every  employer  ought  to  be,  will  have  little  dif- 
ficulty in  following  certain  well-established  prin- 
ciples and  can  leave  the  exceptions  to  take  care  of 
themselves.  I  make  it  a  point  to  engage  character 
above  everything  else  and  often  decide  on  this 
point  against  qualifications  of  education,  ability 
and  even  experience. 

"One  of  the  first  things  that  antagonizes  me  in 
the  case  of  an  applicant  for  a  position  is  'brag.' 
Some  time  ago  I  had  a  young  man  come  to  me  from 
a  rival  establishment  and  offer  himself  for  the  posi- 
tion of  salesman.  He  seemed  a  likely  looking  fellow 
and  had  held  his  position  with  the  other  concern 
for  some  years.  I  do  not  as  a  rule  encourage  mem- 
bers of  rival  staffs  to  seek  positions  with  me,  be- 
cause I  do  not  think  it  is  good  business  to  take  away 
another  man's  help,  even  if  I  have  no  use  for  him. 
In  this  case,  however,  I  knew  that  the  man  was 
worth  more  than  he  was  getting  and  had  quite  a 
connection.  But  what  killed  him  with  me  was 
his  boastfulness.  He  gave  me  to  understand  that 
he  was  the  whole  'works'  down  the  street  and  could 
put  my  establishment  in  a  position  to  do  the  biggest 


trade  in  town.  I  really  sat  open-mouthed  as  he 
descanted  on  his  wonderful  ability  as  a  salesman, 
and  I  think  he  was  taken  back  that  I  did  not  jump 
at  the  opportunity  to  avail  myself  of  his  services. 
But  I  have  found  that  the  boaster  is  not  a  success. 
I  am  firmly  convinced  that  a  man  who  is  loud  in  his 
own  praises  really  does  the  shouting  because  he 
realizes  he  is  not  as  big  as  he  wants  people  to  think. 

"On  the  other  hand,  I  have  had  people  come  to 
me  who  seemed  to  have  no  confidence  whatever  in 
themselves.  I  think  a  man's  success  to  a  certain 
extent  depends  upon  his  belief  in  himself.  He  will 
get  nowhere  if  he  does  not  say  to  himself,  "I  can." 
You  can  tell  when  a  man's  modesty  is  not  of  the 
'Whipped  cur'  variety.  I  had  a  very  fine  young 
man  in  my  employ  once  who  grew  up  from  an  ordin- 
ary office  boy,  but  somehow  or  other  he  was  afraid 
of  himself.  I  think  he  was  kept  down  too  much  at 
home.  He  seemed  afraid  to  express  an  opinion. 
When  he  had  been  with  me  some  time  I  caught 
him  one  morning  talking  to  a  customer  over  the 
telephone,  'humming  and  hawing'  as  if  he  was  afraid 
the  transmitter  would  burn  his  ear.  When  he  got 
through  I  called  him  aside.  'Johnny,'  I  said,  'you 
don't  have  to  apologize  to  anybody  for  being  in 
this  establishment.  I  want  you  to  be  polite  and 
obliging,  but  I  don't  want  you  to  give  people  the 
impression  that  they  can  hand  out  any  old  thing  to 
people  in  this  store.  When  you  go  to  that  tele- 
phone on  business  you  represent  me  and  I  want 
you  to  remember  that.'  Well,  it  helped  a  lot,  but  it 
did  not  cure  him.  He  has  always  been  a  'weak 
sister,'  although  I  like  to  have  him  around.  He  is 
known  to  the  customers  as  a  'nice  boy,'  but  he  will 
never  set  the  world  on  fire. 

"I  never  hire  a  funny  man.  I  had  a  man  once 
in  my  store  who  saw  the  funny  side  of  everything. 
He  would  go  aside  from  serving  a  customer  and 
crack  a  joke  with  a  fellow  employee  or  tell  a  funny 
story.  The  customer  sometimes  looked  as  though 
he  thought  the  story  was  told  at  his  expense.  But 
that  was  not  the  reason  I  let  him  go.  I  found  his 
whole  make-up  was  against  his  success  as  a  salesman. 
He  did  not  have  a  serious  thought.  His  work  seemed 
to  be  sandwiched  in  with  his  fun.  Mind,  I  do  not 
discourage  fun  or  even  frivolity  amongst  my  staff, 
but  I  think  selling  is  a  serious  business,  and  when 
a  man  is  paid  to  sell  goods  his  mind  ought  to  be  on 
the  job  and  fun  should  come  second. 

"There  is  another  man  I  like  to  keep  clear  of,  and 
that  is  the  'joiner.'  I  had  a  man  once  who  was  a 
Mason,  an  Orangemen,  an  Oddfellow,  a  Forester, 
and  goodness  knows  what  else.  He  might  have  be- 
longed to  the  Ancient  Order  of  Red  Men  for  all  I 
cared,  but  he  was  one  of  those  office  seekers  by  nature. 
He  was  master  of  one  lodge  and  drew  a  small  salary 
as  secretary-treasurer  of  another,  and  was  on  com- 
mittees without  end.  I  used  to  think  it  was  a  good 
thing  for  the  business  as  it  seemed  to  bring  people 
into  the  store.  I  finally  kept  tab  on  the  thing  for 
three  months  and  found  that  the  time  and  thought 
George  gave  to  these  organizations  was  practically 
taken  out  of  my  business,  and  we  got  no  adequate 
return  for  it.  His  salesmanship  dwindled  as  his 
interest  in  the  secret  societies  grew  and  so  I  took 
the  first  opportunity  to  unload. 
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Meeting 
Departmental 
Store  Competition 

What  Some  Retail  Dealers  are  Doing  to 
Keep  Trade  at  Home — Fundament- 
als of  Mail  Order  Buying — Confi- 
dence the  Keynote  to  Success — 
Goods  and  Prices  Must  be  Right — 
Money  Back  an  Essential  to  Popular 
Trading 

44  T  STOPPED  at  alittle  village  down  in  the  Gaspe 
|j  peninsula  some  time  ago,  to  telephone  back 
for  some  missing  sample  cases,"  said  a  well- 
known  traveller  recently  to  a  Shoe  and  Leather 
Journal  representative  "and  I  saw  alittle  thing  that 
caused  me  to  think.  It  was  one  of  those  little  French 
villages  with  a  church,  a  general  store  and  a  black- 
smith shop,  and  the  telephone  pay  station  was  in 
a  little  mansard  cottage.  In  the  general  living 
room  of  this  cottage,  three  or  four  women  were 
intently  poring  over  a  new  catalogue,  just  received 
from  a  western  departmental  store.  I  was  inter- 
ested in  learning  their  point  of  view  and  incidently 
mentioned  that  I  was  from  the  very  town  where 
this  large  departmental  store  was  located.  This  state- 
ment, and  the  fact  that  the  big  store  employed 
thousands  of  hands,  led  them  to  ask  all  kinds  of 
questions  about  its  proprietors,  its  methods  and 
so  forth. 

"Incidentally  I  found  that  this  little  hamlet 
bought  annually  hundreds  of  dollars'  worth  of 
goods  from  an  establishment  that  was  some  seven 
or  eight  hundred  miles  away,  and  the  buyers  had 
not  the  slightest  doubt  as  to  the  good  faith  of  the 
concern  and  the  certainty  of  getting  promptly 
just  what  they  ordered. 

"I  found  the  keynote  to  the  success  of  the 
big  store  lay  in  the  confidence  these  people  had 
of  receiving  fair  treatment.  They  sent  their  money 
for  what  they  picked  out  in  the  catalogue,  with 
the  same  confidence  they  would  hand  it  over  to 
the  nearest  bank.  '  Do  you  never  get  cheated 
and  get  something  not  as  good  as  that  marked  in 
the  catalogue?'  I  asked,  and  was  met  with  a  puzzled 
look  of  incredulity.  But 'No!'  said  one  dame,  'we 
always  get  the  same  things  we  see  in  the  book, 
and  one  time  when  I  have  sent  ten  cents  too  much, 
I  get  it  back  with  a  letter.'  'Another  time,'  said 
her  companion,  '  I  receive  a  pair  of  boots  a  little 
damaged  by  the  post  and  I  write  them  a  carte  postale 
and  receive  a  reply  to  send  those  boots  back  and 
get  a  good  pair.' 

"The  feeling  that  folks  have  that  they  will 
get  what  they  send  for  and  that  any  wrong  will 
be  made  right  is  a  tremendous  asset  to  these  big  con- 
cerns. Any  retailer  who  can  inspire  this  confi- 
dence in  his  local  town  lays  a  foundation  that  will 
be  hard  to  shake  by  any  kind  of  competition.  Put 
this  spirit  beside  the  narrow  view-point  of  some 


retailers  and  you  will  understand  why  the  depart- 
mental store  has  such  a  long  start  in  the  business 
race.  I  was  struck  by  this,  by  an  incident  that 
happened  to  myself  some  time  ago.  My  wife 
purchased  for  me  some  underwear  at  one  of  those 
big  stores  and  when  I  tried  them  on  I  found  they 
were  too  small.  I  took  them  back  a  couple  of 
days  later  for  an  exchange  and  having  got  what 
I  wanted,  was  about  to  leave  with  my  parcel: 
'Wait,'  said  the  clerk,  'there  is  some  change  com- 
ing to  you.'  'How  is  that?'  I  asked.  'Those 
goods  were  marked  down  this  morning  and  they 
are  fifty  cents  a  garment  less.'  They  handed  me 
a  dollar  back  and  I  went  away  impressed  with  the 
changes  that  have  come  over  modern  retailing 
methods.  I  suppose  for  one  thing  the  depart- 
ment in  this  case  was  charged  in  the  stock  sheet  that 
day  with  the  new  price,  and  their  sales  had  to  be 
made  accordingly,  to  keep  the  books  straight.  But 
it  gave  me  an  insight  into  the  big  ideas  that  rule 
these  establishments,  and  as  for  myself,  that  dollar 
was  the  biggest  advertising  investment  the  concern 
could  have  made,  for  I  suppose  I  have  mentioned 
the  incident  to  hundreds  of  people  since.  At  the 
bottom  is  the  feeling  that  you  get  a  square  deal. 
It  means  even  more  than  your  money  back  if 
dissatisfied,  which,  I  notice,  dealers  are  discussing 
in  the  Journal. 

Another  thing  that  struck  me  in  the  Gaspe 
incident  was  the  value  of  the  catalogue.  I  do  not 
see  why  an  aggressive  dealer  should  not  get  out 
a  semi-annual  catalogue.  Some  are  doing  it  and 
find  it  an  immense  advantage,  but  the  majority 
even  of  these  do  not  take  the  trouble  to  make 
it  as  exact  and  full  as  it  should  be.  Expense  seems 
to  be  the  bugbear.  With  many  departments,  the 
big  store  has  undoubtedly  an  advantage,  but  there 
is  the  corresponding  disadvantage  of  not  being 
able  to  do  justice  to  all  of  the  lines.  A  single  line 
dealer  ought  to  be  able  to  get  out  a  much  more  attrac- 
tive and  comprehensive  catalogue  than  any  of  the 
big  stores  and  as  most  manufacturers  are  willing 
to  supply  engravings  of  their  goods,  the  heaviest 
part  of  the  expense  may  be  greatly  reduced,  if  not 
entirely  eliminated.  It  is  an  age  of  advertising, 
and  especially  of  direct  definite  advertising,  and  the 
catalogue  has  not  only  come  to  stay  but  will  become 
more  and  more  a  factor  in  retail  business.  In  lines 
such  as  agricultural  implements,  machinery  and 
so  forth,  which  cannot  be  carried  largely  in  stock, 
business  has  become  a  matter  of  personal  canvass, 
backed  up  with  the  catalogue.  The  time  is  com- 
ing when  local  merchants  will  depend  more  on  this 
method  of  trade  building  than  upon  their  stocks 
and  a  sales  force. 

"The  average  retailer  seems  still  to  be  imbued 
with  the  idea  that  all  he  has  to  do  is  to  open  a  store 
with  a  fair  sized  stock  and  depend  on  his  windows 
and  his  indifferent  advertising  to  bring  trade  to 
his  doors.  How  few  make  any  adequate  attempt 
to  place  before  the  people  of  their  neighborhood, 
not  their  store  and  its  general  stock,  but  a  definite 
statement  of  lines  and  prices  of  goods,  particularly 
adapted  to  the  needs  of  the  locality?  As  to  prices, 
I  do  not  suppose  any  of  the  women  analysed  the 
(Continued  on  page  86) 
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Clerks 
With  Shove 

A  Man  Takes  Exception  to  Our 
Article  with  Above  Caption  in  August 
16th  "Shoe  and  Leather  Journal" 

Editor.  Shoe  and  Leather  Journal: 

Dear  Sir:  I  have  read  with  more  than  ordinal  y 
interest  the  article  entitled  "Clerks  with  Shove," 
published  in  last  issue  of  your  journal.  The  reason 
of  this  interest  is  that  I  consider  I  belong  to  that 
ideal  class  the  writer  seemed  unable  to  find.  In  a 
measure  there  is  truth  in  all  he  said,  but  there  is 
another  side  to  the  same  question;  in  other  words, 
while  he  has  told  the  truth,  he  has  not  told  the 
whole  truth.  He  has  told  only  the  employer's 
side,  he  has  not  considered  the  clerk's  side.  Or  it 
may  be  equally  as  correct  to  say  that  while  he  has 
considered  the  clerk's  shortcomings  he  has  not 
done  the  same  with  the  employer's. 

I  have  had  the  experience  of  being  employed 
in  a  large  retailing  institution.  I  went  in  with  a 
great  deal  of  vim  and  enthusiasm.  I  saw  advance- 
ment for  the  capable  and  worthy.  I  knew  of  others 
who  had  been  raised  to  positions  of  responsibility 
and  corresponding  salaries.  I  was  delighted  with 
the  prospects.  I  had  ideas  of  my  own,  original 
ideas  that  I  was  anxious  to  submit  and  try  out. 
In  the  hustle  and  bustle  and  drive  of  every-day 
business,  I  had  little  advantage  of  getting  my 
ideas  into  effect  or  operation.  Then  one  day, 
an  outsider  was  landed  on  a  job  that  I  could  fill 
equally  as  well,  if  not  better  than  he.  This  was 
discouraging.  I  then  decided  to  push  myself  a 
little  harder.  I  went  over  the  head  of  one  under 
boss  and  laid  some  plans  before  the  next  one  higher 
up.  They  were  well  received  and  put  into  effect 
and  I  obtained  recognition.  Things  went  along 
fairly  well,  but  I  saw  that  caution  and  tact  was 
necessary  in  the  advancement  of  any  new  sug- 
gestions and  ideas.  I  also  saw  where  the  firm 
was  losing  dollars  every  day  through  lack  of  atten- 
tion to  details  that  were  wasteful  and  extravagant. 
I  was  ad  winced  to  the  place  where  I  was  to  consult 
with  co-workers  on  ways  and  means  of  advancing 
the  interests  of  the  department.  I  worked  and 
planned  and  schemed  in  my  spare  time  and  was 
on  my  tip-toes  all  the  time  to  make  that  old  shoe 
department  go  ahead,  if  there  was  any  go  ahead 
to  it. 

Nor  would  I  have  you  think  that  any  advance- 
ments I  had  received  came  with  any  particular 
degree  of  joyousness.  There  seemed  always  some 
kind  of  a  string  attached  to  them  that  took  the 
pleasure  out  of  them.  In  all  this,  of  course,  I 
imagined  that  I  was  at  fault,  or  the  trouble  was  all 
with  me.  Then  I  began  to  observe  the  success 
and  results  others  were  having  and  I  found  they 
were  in  the  same  box  as  I. 

In  reading  your  article,  I  was  amused  where  it 
said  the  employer  would  like  to  have  a  clerk  come 


to  him  and  suggest  the  moving  or  shifting  of  tables 
or  the  displaying  of  certain  goods  in  one  place, 
and  certain  others  in  another.  Yes,  I  was  actually 
amused,  for  it  brought  to  mind  how  beautifully 
many  clerks  would  be  "sat  on,"  did  they  attempt 
that  in  many  stores.  I  remember  well,  in  my 
own  experience,  and  so  long  as  I  have  memory 
will  that  pleasant  (?)  incident  remain  with  me, 
how  I  worked  and  planned  with  a  fellow  employee, 
and  we  figured  how,  at  an  original  cost  of  $7.00 
we  could  save  the  firm  from  $1.50  to  $3.00  every 
week.  1  went  to  the  boss  and  laid  my  plan  before 
him.  To  this  day  my  ears  reflect  the  irony  and 
anger  in  his  tone  of  voice,  the  scowl  on  his  face, 
the  glare  in  his  eye,  as  he  gave  me  one  of  the  worst 
call  downs  I  ever  had  accompanied  by  cursings 
and  oaths  of  the  lumber-camp,  sea-captain  type. 
How  did  I  feel?  I  was  squelched.  I  was  as  limp 
as  a  rag.  My  only  feelings  were  "What's  the 
use?"  And  truly  what  was  the  use  of  trying  to 
do  anything  and  receive  such  treatment.  And 
I  know  till  this  day  that  my  suggestion  was  right. 
But  grant  it  was  not,  was'  that  the  proper  treatment 
to  give  to  one?  Could  anything  be  more  dis- 
couraging? Did  I  try  any  more  suggestions? 
Not  one  to  him,  but  I  suggested  to  myself  that  I 
get  another  position. 

And  in  the  same  store  I  know  of  another  young 
man  who  sat  up  nights  for  months,  working  out 
a  plan  whereby  the  firm  would  save  from  $20,000 
to  $25,000  every  year  in  a  certain  department. 
He  put  this  suggestion  through  the  proper  channel 
for  such  ideas.  A  friend  of  his  boss,  who  worked 
in  that  "proper  channel,"  got  the  suggestion,  and 
instead  of  running  it  through  in  the  regular  way, 
submitted  it  to  the  young  man's  boss.  The  latter 
was  furious  and  accused  the  young  man  of  trying 
to  get  his  job  away  from  him.  This  was  too  absurd 
for  credence.  But  the  result  was  the  young  man 
got  fired  and  afterwards  parts  of  his  suggestion 
were  adopted.  Tell  me  what  encouragement  that 
was  to  show  initiative? 

Now,  how  did  I  fare?  I  mentioned  going  over 
an  under  boss's  head  to  obtain  recognition.  What 
was  the  result?  Suspicion  and  jealousy  and  all 
kinds  of  accusations  of  the  most  puerile  type. 
Some  more  encouragement  to  show  initiative, 
especially  when  the  suggestions  I  offered  would 
in  no  way  affect  this  underling  personally,  but 
would  boost  his  department.  Then  came  a  crisis, 
when  I  performed  a  piece  of  work  no  other  man 
in  the  store  could  do.  This  underling  became  so 
enraged  and  abusive  that  further  connection  with 
the  store  became  unbearable  and  I  quit. 

Now,  there  are  a  few  bosses  of  the  type  cited 
in  your  article,  but  they  are  few  and  far  between, 
and  I  know  there  are  more  clerks  who  show  ini- 
tiative and  shove  than  have  been  recognized  and 
often  get  sworn  at  and  told  to  mind  their  business. 
I  hope  I  am  no  kicker,  but  I  venture  to  say  if 
clerks  would  take  the  time  to  do  it,  they  could 
write  you  and  verify  all  I  have  said  by  saying, 
"it  is  true." 

Yours  very  truly, 

A  "Sat  On"  Shoe  Clerk. 
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Developing 
Your  Help 

Making  Use  of  a  Valuable  Asset — 
Teaching  Men  to  Take  Responsi- 
bility —  Character  and  Business 
Building — Ways  to  Kill  Enthusiasm 
and  Spoil  Salesmen  or  Executives 
— Better  to  Praise  than  Scold 

it  T  CAN  do  more  work  and  do  it  better  than 

jf    any  three  men  in  my  establishment,"  said 
a  wholesale    man  some  time  since,  in  dis- 
cussing the  help  problem.    "We  are  paying  more 
and  getting  less  for  it  than  in  the  history  of  this 
business,  which  goes  back  nearly  half  a  century." 

This  strong  statement  made  by  an  active  and 
intelligent  business  man  may  well  give  cause  for 
concern  and  discussion.  There  is  no  doubt  some 
truth,  as  many  besides  this  gentleman  will  admit, 
in  the  claim  that  there  has  been  practically  little 
response  on  the  part  of  labor,  generally  speaking, 
to  the  increased  emolument  of  the  past  few  years, 
and  there  is  some  justification  for  the  disgust  and 
annoyance  for  the  inadequacy  of  results  in  other 
lines  as  well  as  with  office,  and  store  help. 

The  man  who  made  the  remark,  however, 
is  one  of  those  who  never  has  been  and  never  will  be 
satisfied  with  what  he  gets  out  of  his  help,  and 
would  be  the  last  to  be  convinced  that  a  large 
part,  if  not  most  of  the  fault  is  to  be  found  in 
himself.  He  was  in  the  retail  business  for  some 
years  and  for  the  past  three  decades  has  been 
the  head  of  a  comparatively  large  wholesale  house. 
He  has  always  been  a  "horse"  to  work  and  while 
not  a  "nigger  driver"  in  any  sense,  never  loses  an 
opportunity  to  sneer  at  the  long  hours  he  puts  in 
at  the  business,  while  his  help  kicks  at  coming  back 
a  few  nights  in  the  busy -season. 

In  the  meantime,  while  he  may  be  considered 
as  fairly  prosperous,  he  has  not  succeeded,  so  his 
friends  think,  to  the  extent  warranted  either  by 
his  ability  or  his  application.  Other  concerns, 
apparently  with  men  of  less  brains  at  the  head, 
and  taking  things  somewhat  easier,  finding  time 
for  golf,  summer  and  winter  vacations  and  so 
forth,  have  forged  ahead  and  accomplished  more 
in  business  building  and  profit  making  than  their 
older  competitor,  with  all  the  knowledge,  skill  and 
hard  work  of  its  proprietor,  and  all  this  naturally 
raises  the  question  why? 

The  attitude  of  this  gentleman  has  been  wrong 
from  two  vital  standpoints,  and  this  may  explain 
the  absence  of  adequate  results.  From  the  begin- 
ning he  has  looked  upon  those  in  his  employ  as 
machines  needing  watching,  correcting  and,  some- 
times, oiling.  He  has  been  a  "grouser"  on  the 
question  of  help,  almost  ever  since  he  has  been 
in  business.  No  one  can  do  anything  right,  or  at 
least  as  well  as  himself.  He  creates  this  atmos- 
phere in  his  establishment  so  that  none  of  his 
employees  feel  they  can  do  anything  on  their  own 


"bat."  Everything  must  be  done  "thus  and  so," 
or,  if  not,  look  out!  He  does  not  entrust  anyone 
with  the  duty  of  opening  his  mail  and  distributing 
it.  He  must  see  everything  that  passes  through 
and  watch  it  as  it  goes  through.  He  "butts  in" 
on  the  book-keeper,  handles  the  travellers  like 
"kids,"  and  if  the  stenographer  undertakes  to  change 
a  word  in  his  dictation,  makes  her  transcribe  the 
letter  over  again. 

He  has  killed  the  power  of  initiative  in  every- 
body about  him,  so  that  even  a  pair  of  shoes  cannot 
be  credited  or  a  change  of  routing  made  in  a  ship- 
ment without  his  say  so.  Nobody  but  himself 
can  do  anything  right  is  the  keynote  to  his  day's 
work,  and  the  result  is  that  nobody  with  an  ambition 
to  be  anything  or  anybody  stays  around. 

He  has  a  "but"  to  every  suggestion  that  a 
member  of  the  staff  makes,  so  that  long  ago,  initia- 
tive has  died  out.  The  head  of  the  warehouse  came 
to  him  some  time  ago  with  a  proposal  to  change 
their  stock  keeping  method  for  something  he  had 
studied  out  and  thought  would  be  simpler  and 

more  advantageous.    "That's  all  right  Mr.  B  , 

I  will  think  it  over,  but  our  old  system  has  stood 
the  test  for  twenty- five  years  and  I  don't  think 
we  can  better  it.  Leave  it  for  a  day  or  two." 
And  the  light  died  out  of  the  warehouseman's 
face  as  he  turned  with  a  sigh  and  went  back  to 
his  job. 

A  traveller  made  a  promise  to  replace  a  pair  of 
sporting  shoes  to  a  distant  customer  on  account 
of  the  eyelets  pulling  out.  He  wrote  the  house 
to  this  effect  and  explained  that  he  was  satisfied 
the  allowance  was  just  and  the  account  was  a  good 
one.  He  received  a  curt  letter,  saying  that  the 
house  had  a  rule  that  allowances  were  never  to  be 
made  to  customers,  when  the  goods  were  not 
actually  returned  and  the  credit  made  from  head- 
quarters. Incidentally  the  customer  was  lost  and 
it  is  interesting  to  note  that  both  the  warehouse- 
man and  traveller  have  since  found  more  congenial 
employment  elsewhere. 

Why  do  so  many  men  hug  this  fad  to  death, 
of  keeping  everything  in  their  own  hands?  Nine 
men  out  of  ten  of  those  who  work  for  others  are 
capable  of  profitable  development,  if  they  are 
given  the  slightest  encouragement.  Why  do  so 
many _  merchants  hate  to  take  pointers  from  their 
clerks?  Isn't  it  largely  a  matter  of  pig-headed 
pride? 

"You  can  catch  more  flies  with  sugar  than  with 
vinegar,"  and  you  can  get  more  out  of  your  help 
by  sympathetic  listening  than  by  supercilious 
"shooing."  If  you  have  the  habit  of  saying  "that's 
all  right,  but" — cut  it  out  and  when  one  of  your 
men  comes  to  you  with  an  idea,  give  him  a  chance 
to  work  it  out,  even  if  you  think  it  will  not  work. 
The  encouragement  to  think  is  well  worth  your 
promoting.  The  most  fatal  thing  around  any 
establishment  is  the  "what's  the  use"  spirit  and 
many  a  promising  enterprise  has  gone  down  under 
a  weight  of  it. 

The  man  who  said  he  could  do  more  work 
and  do  it  better  than  any  three  men  in  his  establish- 
ment is  slowly  killing  himself.    In  ten  years'  time 
(Continued  on  page  77) 
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Take 

Advantage 

of  the  Fall  Fairs 

Fall  Fairs  Furnish  a  Big  Shoe  Selling 
Opportunity  for  the  Retail  Shoeman 

HAVE  you  ever  heard  the  expression  "Work- 
ing the  Fall  Fairs."?  It's  a  fakir's  express- 
ion, the  fellows  who  have  the  various 
games  for  separating  people  from  their  ten  and 
five  cent  pieces.  There  is  always  someone  in 
human  nature  who  is  quick  to  see  an  opportunity 
and  these  fakirs  have  learned  by  experience  that 
people  who  visit  the  fairs  have  money  to  spend. 
It  is  remarkable,  too,  how  much  money  these  fakirs 
will  take  in  at  some  of  the  small  fairs.  Some  of 
the  games  at  ten  cents  a  shot  will  net  over  a  hun- 
dred dollars  a  day.  This  may  have  no  bearing 
on  the  selling  of  shoes,  but  it  is  mentioned  here 
merely  to  show  that  people  who  come  to  fairs 
have  money  to  spend. 

We  have  frequently  emphasized  that  it  is 
good  advertising  to  take  advantage  of  every  un- 
usual or  out  of  the  ordinary  circumstance  that  may 
occur,  and  turn  it  to  advertising  account.  Now, 
here  comes  along  your  fall  fair.  It  will  be  attend- 
ed by  crowds  of  people,  who  will  have  money  to 
spend.  In  order  to  attract  them  to  your  store, 
you  must  do  a  little  something  out  of  the  ordinary 
to  convince  them  that  Fair  Day  is  a  Good  Day  To 
Buy  From  You. 

Don't  wait  till  the  last  minute,  till  fair  day 
has  actually  come,  before  you  begin  to  sow  your 
seed.  If  so,  you  will  not  reap  on  that  day.  Begin 
eaily.  First  have  something  definite  to  sell  and 
something  definite  to  say  about  selling  it.  If 
you  have  some  special  buy,  something  really  good 
to  offer  at  a  reduced  price,  so  much  the  better; 
that  will  be  attractive.  If  you  do  not  have  any- 
thing of  this  character,  then  select  some  of  your 
regular  lines  that  you  consider  are  excellent  value, 
that  you  can  advertise. 

But  previous  to  this,  offer  a  pair  or  two  of 
women's  shoes,  for  some  prize  at  the  fair  that  will 
interest  most  women.  Advertise  this  fact  in  your 
local  paper  and  display  the  shoes  in  your  window 
every  Friday  and  Saturday,  for  three  or  four  weeks 
before  the  fair.  This  will  give  the  country  people 
an  opportunity  of  seeing  them  when  they  are  in 
town  before  the  fair.  It  will  start  people  talking, 
which  is  always  good  advertising.  Prizes  of  this 
kind,  too,  will  tend  to  put  you  down  as  a  good 
fellow,  and  that  is  good  advertising. 

It  may  be  well  to  secure  a  booth  at  the  fair 
and  spend  a  little  effort  in  decorating  it  nicely,  and 
have  an  exhibit.  This  booth  may  be  only  for  dis- 
play or  it  may  be  for  display  and  selling.  If  for 
display  only,  not  so  large  space  will  be  required. 
But  it  should  be  attractively  arranged  and  not 


many  shoes  shown.  Two  or  three  pairs  of  each 
line  will  be  sufficient.  If  you  have  a  "Silent 
Salesman"  glass  case  for  the  front  of  the  booth 
or  the  centre  of  it,  it  will  add  materially  to  the 
effect.  There  should,  by  all  means,  be  an  attend- 
ant at  the  booth  and  some  sort  of  advertising 
matter,  fans,  novelties  or  even  a  printed  card, 
should  be  given  away.  Of  course,  attractive  signs 
and  cards  should  be  used,  stating  the  display  is 
yours  and  shows  only  a  few  samples  of  your  im- 
mense stock  carried  at  your  store  at  such  and  such 
a  street. 

If  you  do  selling  you  will  require  twice  the  space 
of  a  display  booth,  for  a  portion  will  have  to  be 
curtained  off  and  devoted  to  fitting.  Confine  the 
lines  to  one  for  women  and  one  for  men  and  special- 
ize on  these  two  lines  only.  If  you  do  this  it  will 
need  at  least  two  attendants. 

Begin  your  local  paper  advertising  at  least 
two  weeks  before  the  fair,  if  it  is  a  weekly  paper. 
Use  plenty  of  space.  Take  a  whole  page  or  a  half- 
page  at  the  very  least.  Call  attention  to  the  fact 
that  Fall  Fair  Day  will  be  a  splendid  opportunity 
to  secure  the  good  values  you  are  offering  on  that 
date.  It  may  be  well  to  do  with  this  ad  as  we  have 
suggested  before.  Have  a  number  of  them  run 
off  in  the  form  of  bills  and  circulate  in  the  country 
districts  about  two  or  three  days  before  the  fair, 
among  people  you  know  will  be  in  town  on  that 
date. 

In  these  ads  describe  briefly  the  various  lines 
you  purpose  offering  and  quote  prices.  This 
makes  the  ad  quite  definite  in  character,  which 
is  always  much  better  than  a  generalized  ad. 

Dress  Your  Windows 

Do  not  neglect  your  window  on  this  occasion. 
Assuming  your  fair  is  on  Thursday  and  Friday, 
dress  the  window  on  Monday  morning,  and  give 
it  a  decided  fall  fair  effect.  You  might  also  call 
it  a  Harvest  Home  window.  Obtain  a  few  samples 
of  very  choice  fruits  and  vegetables.  Wash  the 
la.ter,  using  only  two  or'  three  of  each  and  lay 
them  beside  a  pair  of  shoes  on  display.  Do  this 
with  the  various  fruits,  and  be  sure  you  have  a 
large  variety  of  both  fruits  and  vegetables.  The 
back  of  the  window  can  be  faced  with  various 
grains  in  the  straw,  with  tiny  sheaves  of  wheat 
at  each  back  corner.  A  small  pumpkin  at  the  back 
corners  will  be  quite  attractive,  and  on  each  a  pair 
of  shoes  may  be  set.  Do  not  have  the  window 
crowded.  This  is  probably  one  of  the  gravest 
errors  in  window  displays.  A  few  lines  well  set 
out  will  be  many  times  more  effective  than  a 
jumbled  mass  of  shoes  that  bewilder  the  eye  and 
are  lacking  in  effect. 

Do  not  forget  to  feature  in  this  window  the 
shoes  you  offer  as  prizes.  Put  a  card  in  the  window 
explaining  for  what  the  shoes  are  given  and  invite 
women  to  enter  the  contest.  This  will  interest 
the  people  of  your  town  as  well  as  those  from  the 
surrounding  districts. 

All  we  have  said  above  has  been  in  the  way  of 
suggestion  to  awaken  you  to  do  something  and 
apply  your  own  ingenuity  to  your  local  situation, 
and  you  will  be  sure  to  profit  by  it  if  you  will  do  so. 
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Prosecution 
Fund 


WhatTlsl  It?  —  And  What  Are  Its 
•  .  Uses?    | ; 

MR.  Ferguson,  the  writer  of  this  article,  is 
secretary-treasurer  of  the  Kilgour,  Rimer 
Co.,  of  Winnipeg,  Man.,  and  is  abundant- 
ly qualified  to  discuss  this  subject.  The  article 
appeared  in  August  in  The  Credit  Man's  Journal. 

"Several  years  ago,  unbusinesslike  practices, 
not  to  use  a  stronger  term,  'were  so  prevalent  in 
Western  Canada,  that  the  wholesale  trade  felt 
that  som.e  concerted  action  should  be  taken,  in 
order  to  cleanse  the  trade  of  men  who  put  more 
value  on  dollars  than  honor  and  integrity.  A  fund 
of  $11,000  was  initiated,  called  "The  Fund  for 
Prosecution  of  Fraudulent  Debtors,"  each  member 
of  the  Association  subscribing  whatever  amount 
he  deemed  equitable.  This  placed  at  the  disposal 
of  the  "Prosecution  Committee"  considerable 
funds,  and  a  number  of  "unstraight"  merchants 
paid  a  penalty  of  three  to  eighteen  months  in  jail. 

However,  the  real  object  of  this  article  is  not 
to  discuss  what  the  committee  and  fund  have 
accomplished,  but  what  the  fund  is  for,  and  how 
it  should  be  administered. 

As  a  member  of  the  "Prosecution  Committee" 
for  several  years,  I  think  I  can  speak  from  first- 
hand information. 

The  uses  of  the  "Prosecution  Fund"  have  been 
somewhat  abused  in  certain  cases.  A  number  of 
creditors  seem  to  be  of  the  opinion  that  because 
a  man  is  unfortunate  in  business  it  necessarily 
follows  that  he  is  a  "crook."  Such  is  not  the  case. 
Many  an  honest  man  has  become  bankrupt  through 
untoward  circumstances  over  which  he  had  no 
control.  But  from  the  number  of  cases  brought 
before  the  "Prosecution  Committee"  it  would 
appear  that  some  people  think  that  to  make  an 
assignment  is  also,  to  make  oneself  liable  to  a  jail 
term. 

The  following  three  headings  might  properly  be 
said  to  constitute  the  points  from  which  a  conviction 
might  follow.    Roughly  they  are: 

1.  The  man  who  renders  a  financial  statement 
for  the  purpose  of  obtaining  credit,  knowing  such 
statement  to  be  fraudulent. 

2.  The  man  who,  under  any  pretext  whatever, 
knowing  that  pretext  to  be  false,  obtains  goods  by 
such  representation  with  the  intent  to  defraud 
creditors  ? 

3.  The  man  who  surreptitiously  disposes  of 
his  goods,  either  by  sale  or  secreting  same,  with 
the  intent  to  defraud  his  creditors. 

These  may  be  deemed  the  principal  headings, 
and  would  include  practically  all  cases  of  fraud, 
but  it  may  be  especially  pointed  out  that  there 
must  be  intent  on  the  part  of  the  guilty  man  to 
defraud.  The  onus  of  proving  the  intent  is,  of 
course,  always  on  the  plaintiff. 
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A  man  may  give  a  dozen  statements,  but  if 
there  is  nothing  in  writing  or  no  witness  to  show 
that  said  statements  were  given  for  the  purpose  of 
obtaining  credit,  such  statement  would  not  be  of 
great  value,  for  the  culprit  could  easily  put  in  a 
defence  that  the  statement  was  given  simply  be- 
cause it  was  requested,  and  that  no  arrangement 
was  entered  into  whereby  goods  were  to  be  shipped, 
and  that  he  did  not  know  that  on  the  strength 
of  that  statement  goods  would  be  shipped.  There- 
fore all  statements  should  have  explicitly  stated 
thereon  that  it  is  given  for  the  express  put  pose 
of  obtaining  goods,  money  or  other  consideration, 
on  credit.  This  is  absolutely  paramount.  All 
statements  should  be  based  on  an  actual  inventory. 

How  often  has  a  good  opportunity  been  lost 
to  prosecute  an  unworthy  individual  for  obtain- 
ing credit  on  a  false  statement  because  it  was 
approximated.  There  is  great  leeway  for  the 
culprit  to  "think"  that  his  statement  was  correct 
when  only  approximate  figures  are  accepted. 

The  writer,  as  chairman  of  the  "Prosecution 
Committee,"  knows  of  a  number  of  cases  that  fell 
to  the  ground  because  of  the  "approximate"  state- 
ment."   

DEVELOPING  YOUR  HELP 

{Continued  from  page  75) 
he  will  be  an  old  man  and  there  is  no  one  in  sight 
to  run  his  business.  Around  the  corner  is  a  com- 
paratively young  man,  who  has  his  business  so 
organized  that  he  gets  away  from  it  two  or  three 
times  a  year  and  finds  time  to  indidge  in  an  out-door 
hobby  pretty  much  all  the  year  around.  He  has 
developed  a  coterie  of  enthusiastsic  workers  around 
him  by  encouraging  them  to  take  responsibility 
and  they  think  he  is  the  "whole  cheese."  The 
other  man  gets  credit  for  being  a  decent  enough 
fellow  but  his  employees  who  think,  consider 
him  a  "dub." 
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THE  carrying  of 
^  grain  in  the 
pioneer  days  of 
Canada's  West.  Il- 
lustration by  the 
courtesy  of  the  Can- 
adian Northern. 

I 


The  West — The 
Dorsal  Section  of 
Canada's  Backbone 


The  Field  Where  Optimism  is  Always 
Uppermost — Bright  Prospects  for  Good 
Business 

IF  Canada  ever  has  national  spinal  trouble  it  will  be  be- 
cause something  has  gone  wrong  with  the  dorsal  section 
of  her  commercial  backbone,  and  that  dorsal  section  is 
her  great  West  and  Northwest. 

Just  why  Horace  Greely  advised  a  certain  young  man, 
no  doubt  representative  of  a  class,  to  go  west,  few  people 
stop  to  consider.  But  Horace  was  a  far-seeing  old  gentleman, 
and  away  back  in  his  time  saw  the  wonderful  possibilities  of 
the  great  west  of  the  United  States.  Many  men  took  his 
advice  and  following  the  sun  went  west.  We  all  know  some- 
thing of  the  development  of  that  country.  So,  as  like  be- 
gets like  and  the  contagion  of  adventure,  prospective  fortune, 
commercialism  and  prosperity  spreads,  the  fever  hit  the  young 
men  of  Canada  and  back  in  the  70's  many  of  our  sons  looked 
toward  the  land  of  the  setting  sun  and  gathered  up  their 
limited  belongings,  took  M-.  Greely's  advice  and  went  west. 
Few  then  realized  what  a  tremendous  strengthening  this 
would  be  to  the  national  backbone  of  Canada. 

There  are  many  young  men  in  business  to-day  who 
wonder  how  our  fathers  ever  got  along  without  the  West, 
so  great  is  her  influence  upon  the  commercial  life  of  Canada 
at  the  present  time.  Those  "go  westers"  of  the  70's  were 
the  pioneers  of  that  great  country  and  their  progressive  push 
has  been  emulated  ever  since  by  a  steady  stream  of  sturdy 
men  and  women  who  have  followed  them  and  become  the 
settlers  and  business  people  who  form  the  strengthening 
sinews  and  muscles  around  that  dorsal  section  of  Canada's 
business  and  economical  spine. 

It  seems  almost  incredible,  more  like  a  dream  or  the 
product  of  some  vivid  imagination  the  way  Canada's  Great 
West  has  grown  since  those  days  in  the  7()'s.  Then  a  vast 
prairie,  the  home  of  the  wolf,  the  buffalo  and  the  Indian, 


few  imagined  it  would  be  what  it  is  to-day — a  country  mod- 
ernized and  advanced,  equal  to  the  home  provinces  ot  the 
east  from  which  those  pioneers  came.  And  for  many  years 
now  it  has  been  the  great  market  place  for  much  of  the 
manufactured  products  of  the  older  provinces.  From  the 
first  it  has  been  a  great  buyer  of  boots  and  shoes.  Quite 
naturally  in  the  early  days  of  its  settlement  hand-made  goods 
were  used  to  a  great  extent  because  the  problem  of  transpor- 
tation was  then  a  serious  one  and  imports  were  hard  1  o  obtain. 
The  heavier  line,  too,  including  felts,  were  always  in  great 
demand  because  the  early  settlers  were  largely  out-of-door 
workeis  and  the  severe  climatic  conditions  necessitated  lines 
of  this  type. 

As  the  country  became  moie  settled  and  modernized 
medium  grades  grew  in  demand  and  for  the  factory  made 
lines  this  vast  country  depended  entirely  on  the  East.  Live 


A  peaceful  pastoral — A  Bow  in  the  Nechako  River,  Central 
British  Columbia,    Illustration  by  courtesy  of  The  Grand 
Trunk  Pacific  Railway. 

manufacturers  catered  to  this  trade,  which  was  largely  done 
through  Jobbers  at  Winnipeg.  To-day,  beginning  at  Winni- 
peg and  scattered  throughout  the  Great  West  in  the  larger 
centres  are  to  be  found  large  and  extensive  wholesale  and  job- 
bing houses  who  do  tremendous  business  and  are  a  veritable 


I 

i 


*  Some  of  the  "Raw  Material"  from  which  Can- 
|  adian  Leather  is  made.  Illustration  by  cour- 
7         tesy  of  Grand  Trunk  Pacific  Railway. 
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boon  to  the  retailers  of  that  country, 
for  from  these  storehouses  prompt  and 
speedy  shipments  can  be  made  thus  obvi- 
ating long  and  tedious  waits  for  goods 
from  the  East. 

Just  as  modernization  followed  in 
the  wake  of  the  pioneering  processes 
so  the  finer  grades  of  shoes  have  fol- 
lowed those  of  the  heavier  types  used 
by  the  first  settlers,  until  to-day  eastern 
factories  who  confine  their  output  to 
women's  high-grade  lines  now  count 
largely  on  that  territory  and  are  well 
represented  by  reputable  jobbers  who 
are  right  on  the  ground  and  know  the 
territory  thoioughly.  and  representa- 
tives of  the  largest  makers  visit  the  West 
regularly. 

The  process   of   modernization  is 
largely  the  cause,  no  matter  in  what  field 
it  may  be  in  operation.    So  it  could  only 
be  expected  that  despite  the  fact  that 
in  the  past  the  West  depended  largely 
upon  the  East  for  her  manufactured  pro- 
ducts it  would  be  only  a  matter  of  time  until  she  would  have 
manufactories  of  her  own,  and  that  time  has  come.   Here  and 
there,  dotting  that  vast  area,  manufacturing  plants  have 
sprung  up  and  among  them  the  shoe  trade  is  well  represented. 


The  Sheep  Skin  Industry  cf  Canada  gets  much  help  from  Eritish  Columbia. 

courtesy  of  Grand  Trunk  Pacific  Railway 


Illustration  by 


Farming — The  Chief  Dorsal  Bone  of  the  National  Vertebrae.     Illustration  by 
courtesy  of  Canadian  Northern  Railway 


This  naturally  keens  the  edge  of  competition  and  puts  life 
and  vim  into  the  shoe  business. 

From  the  retailers'  point  of  view  the  West  can  boast  of 
some  of  the  largest  and  best  equipped  stores  in  Canada.  In 


Winnipeg  there  is  claimed  to  be  the  largest  exclusive  women's 
shoe  store  in  the  Dominion.  And  many  of  the  smaller  towns 
and  cities  have  stores  that  will  equal  in  every  way  those  of 
the  older  towns  in  Ontario  and  the  East. 

The  Great  West  is  essentially  a  farming  terri- 
tory and  naturally  the  crop  yield  has  a  tremendous 
effect  on  business.  Each  July  finds  statisticians 
beginning  to  estimate  or  prognosticate  on  the  pro- 
bable yield  for  that  harvest.  This  prognosticat- 
ing, estimating  and  general  guessing  goes  on  until 
threshing  time,  and  a  more  accurate  basis  can  be 
obtained.  But  by  this  time  the  crops  begin  to 
move,  money  begins  to  circulate  and  people  forget 
about  estimates.  Faith  and  fear  have  given  place 
to  tangible  things  of  substance  and  everybody  in 
the  East  and  West  settles  down  to  real  business. 

If  there  is  any  one  thing  that  helps  and  strength- 
ens this  dorsal  section  of  Canada's  vertebras,  and 
incidentally  the  whole  national  backbone,  it  is  the 
indomitable,  never-dying  faith  and  optimism  of  the 
people  of  the  West.  That  "look  ahead,"  "we'll 
get  there"  spirit  of  the  pioneer  has  never  died 
out.  Crops  may  be  a  little  shy  one  year,  but  with 
that  giim  determination  cf  irrepressibility  the 
people  set  their  teeth  and  with  unbounded  faith 
in  their  land  they  say,  "We'll  get  there  next 
year."  And  they  do.  This  year's  yield,  in  some 
sections,  is  not  up  to  expectations,  but  from  every 
direction  come  the  most  optimistic  reports  of  good 
business  in  the  shoe  trade.  Travellers  have  had 
splendid  success  and  are  still  meeting  with  this. 
The  past  two  seasons  have  been  bountifully 
prolific  in  crop  yield,  which  should  more  than  make  up  on 
the  whole  for  any  shortages  extant  in  certain  sections. 

Another  wonderful  element  in  the  business  field  is  the 
(Continued  on  page  82) 


The  storing  and  rail  carrying  methods  of  Canada's  Great  West  at  the  present  time. 
Illustration  by  courtesy  of  the  Canadian  Northern  Railway. 


go 


THE   SHOE   AND   LEATHER  JOURNAL 


Stray 
Shots 
From 

Solomon 


Wisdom  crieth  without; 

she  utterelh  her  voice  in  the  street. 

War  has  done  more  than  divide   the  world 
into  two  camps.    It  has  given  every  man  a  chance 
to  take  a  square  look  at  him- 
BE  A  MAN  self.    All  the  cowards  are  not 

home  and  all  the  heroes  are 
not  at  the  front.  Some  men  are  in  the  trenches 
for  fear  of  what  folks  might  say  to  them  or  of  them. 
Some  men  are  home  because  they  are  too  weak 
even  to  think  and  too  indifferent  to  feel.  There 
are  thousands  who  are  glutting  themselves  with 
the  same  pleasures,  grabbing  at  the  increased 
opportunities  for  gain,  and  living  to-day  more 
than  ever  as  if  there  was  neither  God  above,  hell 
beneath  or  a  suffering  world  around  them.  Every 
day  the  fact  grows  plainer  that  the  war  is  making 
some  men  better  but  a  great  many  worse.  It  is 
a  time  when  every  man  should  ask  himself,  "Am  I 
playing  the  game  ?  Am  I  doing  my  part  in  the 
great  struggle  to  make  the  world  a  better  place  to 
live  in?"  David's  last  words  to  his  son  have  the  call 
to  manhood  that  to-day  should  ring  in  the  ears 
of  every  son  of  Adam:  "Solomon,  my  son,  be 
strong  and  show  thyself  a  man." 

*    #    *    #  * 

It  is  a  time  for  doing  not  preaching;  a  time 
for  being  not  theorizing.    "Whatsoever  thy  hand 

findeth  to  do,  do  it  with  thy 
DO  IT  NOW        might."    If  it  be  not  fighting, 

it  may  be  paying.  If  it  be  not 
giving,  it  may  be  denying.  If  it  be 
not  campaigning,  it  may  be  producing.  Half- 
heartedness  at  home  is  as  bad  as  skulking  at  the 
front.  Every  man  should  ask  himself  these  days, 
"have  I  felt  the  pinch  of  war?"  If  he  has  not, 
he  should  ask  God  to  forgive  him,  for  his  fellows 
won't.  There  are  people  in  this  fair  land  who 
have  not  only  never  missed  a  meal,  but  have  not 
foregone  a  single  luxury  in  the  face  of  the  privations 
of  war-ridden  Europe  and  the  deprivations  of 
our  gallant  armies.  If  the  success  of  the  war 
was  to  depend  on  you,  how  would  the  struggle 
turn  out?  Get  down  to  brass  tacks  and  answer 
the  question  that  conscience  has  been  thrusting 
upon  you  for  months,  "What  have  I  done?"  Do 
something,  if  it  be  only  to  eat  less  and  work  more. 
*    *  * 

You  are  less  of  a  man  than  you  were  three 
years  ago.  Have  the  courage  to  ask  yourself, 
"Why?"  You  have  been  drift- 
CUT  IT  OUT  ing  during  these  strenuous  times 
and  no  man  has  ever  been 
known  to  get  anywhere  who  floats  with  the  stream. 
The  doings  by  the  Huns  have  either  driven  men 
to  a  horror  of  the  bestiality  shown  or  have  deaden- 
ed their  consciences  to  an  extent  that  has  made 


wrong  easier  and  crime  more  abundant.  Statistics 
show  that  among  all  classes  in  Central  Europe, 
evil  doing  has  become  more  flagrant,  and  evidences 
are  not  lacking  that  even  amongst  those  nations 
pledged  to  stay  the  avalanche  of  iniquity,  the 
plague  has  spread.  Our  court  records  show  an 
alarming  prevalence  of  social  and  other  evils,  and 
all  the  cases  do  not  get  to  the  courts.  The  nation 
as  well  as  the  individual  has  reason  to  cry  out, 
"My  son,  be  wise  and  make  my  heart  glad,  that  I 
may  answer  him  that  reproacheth  me." 

The  world  has  had  an  exhibition  of  deliberate 
crookedness  that  it  will  take  centuries  to  dim. 

The  Hun  has  taken  a  stand 
THE  that  the  most  unmitigated  liar 

SILVERED  in  ordinary  life  would  hesitate 

POTSHERD  to  assume.    He  justifies  lying 

by  the  end  attained;  and  that 
not  the  good  of  those  lied  to  in  the  sense  often 
urged.  The  words  of  the  wise  man,  "Burning 
lips  and  a  wicked  heart  are  like  a  potsherd  covered 
with  silver  dross,"  never  had  a  more  practical 
demonstration.  The  talk  of  efficiency,  culture, 
good  of  mankind  and  so  forth  are  the  silver  dross 
of  the  Kaiser's  melting  pot,  into  which  he  hoped 
to  pour  the  nations  of  the  earth  and  mould  them 
into  vessels  for  use  in  the  temple  of  Thor.  In  the 
unmasking  of  this  silver-tongued  monster  the  world 
sees  the  Anti-Christ,  who  stands  opposed  to  the 
precepts  and  example  of  Him  who  claimed  to  be 
the  Truth — the  arch  liar  of  the  universe. 

It  is  natural  that  the  Hun  should  visit  upon 
England  and  America,  the  hatred  he  does  not 
express   or   feel   for   his  chief 
GERMAN  antagonist,  France.    With  hon- 

HATE  ied  words  and  courteous  mien 

he  soothed  these  two  Anglo- 
Saxon  nations  into  an  honest  belief  in  his  honor  and 
chivalry.  It  is  the  enragement  of  the  dastard  liar 
that  is  always  visited  most  heavily  upon  his  un- 
suspecting dupe.  "A  lying  tongue  hateth  those 
that  are  afflicted  by  it."  So  the  Hun  turns  in 'his 
fury  upon  those  who  for  a  generation  turned  a 
deaf  ear  to  those  who  warned  them  against  his 
perfidy  and  ruthlessness. 

Hunnism  is  not  confined  to  Germany  and 
the  Germans.    There  are  men  right  here  in  Canada 

doing  just  what  the  Huns  did 
LOOK  AT  in  Belgium  and  Russia.  When 

YOURSELF  the  thirst  for  power  and  gain 

gets  hold  of  the  human  heart, 
whether  it  be  on  one  side  of  the  globe  or  the  other, 
it  will  manifest  itself  in  the  same  lying  oppression, 
ruthlessness  and  rapine  that  have  made  the  present 
world  war  a  disgrace  to  the  race.  "As  in  water 
face  answereth  to  face,  so  the  heart  of  man  to  man." 
There  is  in  each  of  us,  that,  which,  if  given  a  chance, 
will  blossom  into  crimes  as  black  as  any  perpetrated 
in  Europe  in  recent  years.  There  are  innocent 
lives  trampled  in  the  dust,  homes  desolated  and 
enterprizes  ruined  in  Canada  by  "Huns"  that 
hurrah  at  war  rallies  and  that  purchase  war  bonds 
with  their  blood  money  of  oppression  or  betrayal. 
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Inspiring 
Your  Clerks 

Clerks  Will  Unconsciously  Reflect  the 
Manners  and  Attitudes  of  Their  Employers 
— A  Little  Suggestion  and  Training  Will 
Work  Wonders  in  Developing  Them 

THIS  article  was  not  originally  intended  for  publication. 
It  was  in  reality  a  personal  letter,  but  there  seems  so 
much  real  good,  common  sense  in  it,  we  thought 
other  retailers  might  be  interested  in  it  and  could  profit 
thereby. 

We  shall  be  very  glad  to  hear  from  other  shoe  retailers 
along  these  or  similar  lines,  that  you  may  feel  will  interest 
other  dealers.  Remember  you  may  have  an  idea  that  you 
can  afford  to  pass  along  and  may  be  of  great  value  to  others.. 

"In  looking  foiward  to  the  future,  I  have  endeavoured 
to  mould  my  business  along  certain  lines  and  lay  emphasis 
upon  some  things  which  I  believe  make  for  the  foundation 
of  true  business  success,  looking  to  larger  possibilities,  when 
the  experience  I  have  gained  will  count  in  my  favor,  once 
I  am  in  a  position  to  swing  a  larger  establishment  than 
at  present  is  tinder  my  control. 

"Realizing  that  one  of  the  greatest  assets  a  man  can 
have  in  his  business  is  injecting  into  it  as  much  personality 
as  possible,  it  has  come  to  me  with  marked  emphasis  that, 
if  I  can  in  any  way  inspire  my  staff  with  the  same  ideas  of 
salesmanship  that  I  endeavour  to  follow,  it  will  be  a  good 
thing  for  my  c  stomers  and  consequently  for  my  business. 

''I  look  at  it  this  way.  A  customer  comes  in  and  asks 
to  look  at  a  pair  of  shoes.  I  show  samples  of  what  I  have 
in  stock;  she  is  not  satisfied,  but  I  continue  to  bring  down 
samples,  serving  her  to  the  best  of  my  ability,  speaking 
pleasantly,  endeavouring  my  best  to  suit  her.  If  not,  I  tell 
her  so  in  just  as  courteous  a  manner  as  though  I  were  selling 
her  the  most  expensive  shoes  in  the  store.  This  is  the  way 
I  try  to  meet  my  customers  personally,  but  I  find  it  difficult 
to  get  clerks  who  will  follow  suit,  taking  a  personal  interest 
in  the  customers.  If  I  could  devise  a  way  to  obviate  this 
I  feel  much  of  my  shoe  trouble  would  be  over,  as  most  of 
the  clerks  to-day  appear  to  be  merely  time  servers,  answer- 
ing 'yes'  or  'no'  perfunctorily  to  customers'  questions, 
and  frequently  a  reply  such  as  'no,  we  haven't  that  in  stock,' 
appears  sufficient  to  offset  any  query  which  a  good  customer 
may  make  to  them. 

"To  this  end  I  have  found  it  advantageous  to  talk 
matters  over  with  my  help,  always  setting  them  as  good 
example  as  I  can  by  obliging  customers  at  all  times  when 
serving  them  myself.  If  they  come  to  me  asking  for  some 
little  favor  for  a  particular  customer,  I  make  it  a  point  to 
grant  it,  even  putting  myself  out  whenever  occasion  arises 
to  make  customers  feel  that  I  am  here  to  please  them. 
Lately  I  have  noticed  my  clerks  have  been  taking  this  cue 
from  me,  and  it  has  been  a  source  of  considerable  satisfaction 
to  note  lady  customers  coming  into  the  store,  greeting  my 
clerks  with  a  smile  and  making  a  pleasant  comment  on  the 
weather  or  some  little  incident,  thus  showing  a  friendly 
interest.  I  feel  if  this  is  fostered,  I  can  be  assured  of  satis- 
fied customers,  who  will  come  time  after  time,  not  only 
because  they  are  being  satisfied  with  the  shoes  they  are 
buying,  but  they  like  the  clerks  who  really  represent  me, 
which  in  reality,  is  part  of  a  good  service. 

"For  my  stock-in-trade,  I  am  largely  dependent  upon 
manufacturers,  and  while  I  buy  with  the  greatest  care, 
to  a  certain  expent  my  stock  comes  to  me,  and  it  is  up  to 
me  to  make  the  best  of  what  I  have. 


"The  vital  point  of  contact  between  my  store  and  any 
person  coming  on  the  premises  is  myself  or  my  clerks,  the 
shoes  are  pretty  much  the  same  in  most  of  the  stores — it  is 
the  personal  element  that  counts  and  counts  heaviest. 

"I  have  always  made  it  a  point  when  engaging  new 
clerks  to  see  that  they  come  with  credentials,  these  I  inves- 
tigate fully,  and  assure  myself  that  the  party  is  quite  re- 
sponsible before  I  undertake  to  put  them  on  my  staff,  thus 
I  am  not  forever  changing  about,  but  try  to  choose  a  clerk 
who  will  meet  requirements,  and  then  do  my  very  best  to 
school  them  along  the  lines  I  have  suggested.  The  more 
I  look  into  the  question  of  managing  a  shoe  business,  the 
greater  stress  I  place  upon  the  selling  department.  Values, 
and  good  values  are  absolute  necessities  to  bring  people 
to  the  store,  advertising  is  a  most  important  branch,  neat 
premises  go  along  way  toward  fostering  connection  with 
the  better  class  of  customers,  but  the  greatest  asset  of  all 


The  very  attractive  show  card  of  The  Just  Wright  Co.,  furnished 
to  merchants  selling  Just  Wright  Shoes 

is  having  the  clerks  take  a  personal  interest  in  each  and 
every  customer  as  though  the  business  was  their  own,  or 
they  were  really  representing  the  proprietor. 

"These  thoughts  are  part  and  parcel  of  what  little 
success  I  have  made  in  business  to  this  time,  and  so  sure  am 
I  that  I  have  struck  the  right  vein  that  I  mean  to  spend 
more  time  as  my  clerking  staff  increases  in  emphasising  the 
pleasing  of  customers  as  the  corner  stone  of  their  value 
to  rr.e  and  through  me  to  the  pay  roll," 


AN  UP-TO-DATE  TANNERY  IN  CHINA 

"A  modern  tannery,  built  and  operated  under  foreign 
experts,  is  to  commence  operations  soon  in  Hongkong. 
The  plant  has  been  completed  for  some  time,  while  the 
installation  of  most  of  the  machinery  needed  for  modern 
tanning  has  also  been  completed.  It  will  be  operated  on 
less  than  full  capacity  at  first.  The  establishment  has 
cost,  in  round  figures,  about  $400,000  local  currency — i.  e.' 
about  $165,000  in  buildings,  $110,000  for  lands,  and  about 
$125,000  for  machinery  and  appliances. 
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The  Art  of 
Selling  Shoes 

To  Be  a  Success,  Certain  Qualifications, 
Natural  or  Acquired,  Are  Necessary 

WHEN  a  shoe  salesman  looks  at  the  selling  of  shoes 
as  an  art  he  has  an  ideal  conception  of  his  work 
that  is  none  too  high.    To  be  able  to  influence 
human  nature  in  any  way  whatever  should  be  considered 
an  art. 

It  is  easy  to  string  together  a  number  of  advising  axioms, 
precepts  or  glittering  generalities  about  how  to  sell  shoes 
and  how  to  handle  customers,  but  the  man  who  will  make 
a  success  of  shoe  selling  must  apply  himself  to  the  business 
most  assiduously.  He  must  "feel"  the  work  he  is  doing, 
must  put  human  interest  into  it  or  the  work  will  not  be  an 
art  to  him. 

Shoe  selling  of  to-day  is  a  different  proposition  from 
what  it  was  thirty  or  forty  years  ago.  The  old  idea  of 
"breaking  in  a  pair  of  shoes"  has  gone.  In  those  days 
purchasing  a  pair  of  shoes  was  an  unpleasant  thing  to  con- 
template. It  was  understood  that  a  pair  of  shoes  had  to  be 
tight  and  uncomfortable  when  first  purchased;  that  the 
wearing  meant  pain  to  the  purchaser  for  a  time.  That  the 
proper  way  to  "break  in"  a  new  pair  of  shoes  was  to  wear 
them  for  a  short  time  during  each  day  until  they  had  "stretch- 
ed" to  fit  the  foot.  A  great  many  of  those  shoes  were  made 
to  order  so  the  selling  of  shoes  in  those  days  resolved  it  self 
largely  into  selection  of  leather  and  a  snug  fit  that  really 
"pinched"  when  first  worn. 

But  not  a  vestige  of  that  remains  or  enters  into  the 
selling  of  shoes  to-day  for  the  whole  matter  of  shoe  buying 
has  been  completely  changed.  Styles  in  footwear  have  been 
keeping  abreast  with  styles  in  clothing  and  a  man  or  woman 
is  not  well  dressed  to-day  unless  their  footwear  is  equally 
as  stylish  as  their  other  clothing.  To-day  the  shoe  salesman 
must  cater  to  the  whims  and  foibles  of  a  temperamentally 
diversified  human  family.  When  this  great  number  of 
whims  and  vanities  and  eccentricities  of  the  human  family 
have  been  tabulated  and  card  indexed  then  will  shoe  selling 
be  reduced  to  a  mechanical  process  and  the  artistic  will  be 
eliminated. 

Until  such  time  it  will  be  necessary  for  the  shoe  salesman 
to  exercise  brains  in  goodly  measure.  He  should  exercise 
his  knowledge  of  the  mental  attitude  of  the  customer  and 
should  be  overflowing  in  optimism.  Taste,  tact,  a  leader 
by  suggestion  and  an  uncompromising  sincerity,  are  obviously 
needed  at  all  times.  Don't  let  all  this  frighten  you.  When 
these  requirement  are  all  laid  out  they  look  big,  but  they 
are  not  so  big  as  they  look  for  every  one  will  possess  them 
in  some  degree  and  can  cultivate  or  acquire  them  to  a  greater 
extent  than  one  may  imagine. 

It  must  be  remembered  that  in  fitting  a  man  with  a 
pair  of  shoes  and  then  selling  them  is  a  different  proposition 
from  selling  a  standardized  commodity  like  a  ton  of  coal  or 
a  loaf  of  bread,  or  a  pint  of  milk.  The  want  or  need  of  these 
things  makes  the  sale.  The  selling  is  a  mere  matter  of  ser- 
vice and  as  to  whether  Smith  or  Jones  gets  the  business  is  a 
matter  of  personality,  plus  service.  In  shoe  selling  both 
personality  and  service  counts  with  all  the  above  attributes 
added. 

One  must  be  alive  with  zeal,  not  merely  to  put  over  a 
sale,  but  to  make  a  satisfied  customer,  one  that  will  return 
and.  if  possible,  ask  for  the  salesman  who  waited  on  him 
before.  To  do  this  he  must  sell  intelligently.  He  must 
tell  Mr.  Jones  why  he  needs  a  boot  so  diametrically  different 
from  the  one  he  sold  Mr.  Brown.    By  the  time  he  is  through 


explaining  this  to  Mr.  Jones,  Mr.  Jones  will  be  an  interested 
customer  with  a  higher  idea  of  the  shoe  salesman  and  the 
shoe  business  than  he  had  entertained  before.  Mr.  Jones 
should  be  imbued  with  the  idea  that  just  as  good  and  well 
fitting  clothing  makes  a  man  look  smart  and  successful 
he  needs  shoes  correspondingly  smart  and  neat  to  complete 
the  effect  of  good  appearance  and  address. 

The  average  clerk  will  say,  "Oh,  that  sounds  good  on 
paper,  but  it  doesn't  work  out  in  a  shoe  store.  How  can 
a  man  work  off  the  artistic  in  selling  ordinary  workboots 
to  work  people?" 

True,  not  every  customer  in  the  average  shoe  store  will 
be  a  subject  for  high  class  shoes,  but  the  shoe  clerk  should 
never  abandon  that  attitude  of  the  dignity  of  his  business 
and  if  he  constantly  lives  in  the  spirit  of  trying  to  better 
things  he  will  still  be  the  artist  so  far  as  his  work  is  con- 
cerned. The  workman  will  need  "Sunday  shoes."  Do  not 
let  an  opportunity  pass  without  showing  some  really  good 
line  to  the  man  who  buys  work  shoes.  It  will  cultivate  his 
taste  for  the  better  things,  it  may  make  a  sale  later.  It 
is  not  necessary  to  try  to  sell  the  better  lines,  simply  show 
them,  using  tact  as  to  selecting  a  better  line  that  will  be 
within  his  range  of  purchase. 

Here's  an  illustration  of  tact  that  will  be  hard  to  equal 
and  is  worthy  of  emulation.  A  man  brought  in  a  pair  of 
shoes  to  be  repaired.  The  clerk  who  took  them  delivered 
them  to  the  man  when  he  called  for  them.  The  charges 
were  one  dollar.  The  man  grew  furious,  He  accused  the 
store  of  being  robbers,  the  shoes  were  no  good,  hadn't  given 
service  and  a  great  deal  more  along  this  line,  and  wound  up 
by  saying  he  would  never  buy  another  thing  in  the  store. 
The  clerk  kept  very  cool,  explained  how  the  store  had  to 
pay  for  the  repairing  and  the  customer  had  made  no  kick 
about  the  poor  service  of  the  shoe  when  he  left  them  to  be 
repaired.  "But,"  said  the  clerk,  "grant  that  you  may  be 
sore  at  the  store  and  may  never  buy  here  again,  that  is  no 
reason  why  you  and  I  should  not  be  friends.  There's  enough 
grouching  and  bad  feeling  in  this  world  without  you  and 
I  joining  the  ranks  of  sore  heads.  We  can  still  befriends 
and  we  may  meet  some  time  and  why  let  this  spoil  our 
meeting." 

This  was  a  new  idea  to  the  customer.  There  was  no 
argument  against  it.  The  clerk  walked  down  the  store  with 
him  and  as  he  neared  the  door  picked  up  a  new  line  of  men's 
shoes  and  said:  "Here's  something  new  we  just  received; 
it's  a  pretty  nice  thing — eight  dollars."  This  was  before 
the  war,  and  an  eight  dollar  shoe  then  would  be  about  a 
twelve  or  fifteen  dollar  one  now.  The  young  man  looked 
at  it  and  said:  "Well  sir,  that's  funny.  There's  just  the 
.kind  of  a  shoe  I've  been  wanting  for  a  long  time  and  could 
never  get  it.  I  believe  I'll  try  that  on."  He  did  so  and 
purchased  the  pair  before  leaving. 

This  may  be  termed  "art  in  selling"  on  the  part  of  this 
salesman,  and  as  this  is  a  true  incident  one  will  wonder  how 
that  tactful,  artful  salesman  has  succeeded.  Well,  to-day 
he  has  a  shoe  store  that  many  Canadian  stores  have  been 
modeled  after  and  which  is  recognized  from  ocean  to  ocean 
in  Canada  as  the  last  word  in  an  artistic  store  and  he  still 
employes  his  art  in  selling  and  there  is  every  reason  to  believe 
his  bank  account  balances  on  the  credit  side. 


THE  WEST 

(Continued  from  page  ?q) 
splendid  spirit  existing  between  the  West  and  the  East. 
The  latter  recognizes  the  former's  tremendous  influence  on 
Canadian  business  conditions.  The  foimer  recognizes  the 
latter's  splendid  support  and  her  ability  to  supply  her  needs 
in  those  things  she  cannot  produce.  This  inter-dependence 
is  maintained  in  the  most  amicable  manner,  and  with  this  and 
the  splendid  prospects  for  business  this  fall  there  is  every 
reason  to  believe  the  shoe  trade  will  not  suffer  in  Canada's 
Great  West. 
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Better  Quality 
Shoes 

The  War  has  Created  a  Demand  for 
Higher  Grade  Lines — More  Manufactur- 
ers are  Entering  the  Better  Grade  Field 

SCARCELY  a  day  passes,  but  one  is  confronted  with 
some  of  the  wonderful  upheavals  that  this  present 
war  has  made  that  seems  to  have  little  direct  bearing 
upon  the  war  itself.  Conventionalities  and  customs  have 
been  replaced  with  ideas  that  show  we  have  been  subjects 
of  these  conventionalities  to  a  greater  extent  than  we  had 
realized.  Every  phase  of  commercialism  has  been  affected 
to  a  great  or  lesser  degree,  some  in  one  direction  and  some 
in  another.  Some  businesses  have  been  completely  wiped 
out  while  others  have  been  more  than  prosperous. 

One  peculiar  phase  that  has  come  to  the  shoe  business 
is  a  growing  demand  for  higher  grade  shoes.  There  may 
be  many  contributing  causes  for  this  and  it  is  difficult  to 
arrive  at  the  exact  reason  for  it. 

Jobbers  Buy  Better  Grades 

Jobbers  tell  us  that  a  few  years  ago  it  was  quite  diffi- 
cult to  keep  sufficient  stocks  of  staples  on  hand.  They 
were  in  to-day  and  out  to-morrow.  But  things  have  chang- 
ed since  the  war  and  while  it  may  not  be  directly  caused  by 
it,  the  war  is  no  doubt  the  indirect  ca.use  for  the  change. 

A  recent  visit  to  Quebec  proved  that  several  of  the 
factories  there  have  switched  over  on  to  better  lines,  and 
this  includes  some  who  for  many  years  have  devoted  much 
of  their  energies  to  the  making  of  staple  lines.  These 
manufacturers  say  they  made  the  change  because  the  de- 
mand necessitated  it.  Jobbers  were  buying  better  grade 
lines  because  the  retailers  asked  for  them,  and  retailers 
asked  for  them  because  the  people  were  wearing  higher 
priced  shoes  to-day  than  they  have  ever  done  before.  And 
so  we  have  traced  the  links  in  this  chain  of  demand  from 
consumer  or  wearer  right  to  the  manufacturer. 

Nor  is  the  demand  confined  to  one  class  of  people, 
for  men's,  women's  and  children's  shoes  are  being  sold  in 
the  better  grades.  Of  course,  localities  vary,  but  the  gen- 
eral trend  is  for  a  better  grade  of  shoes. 

The  Cause 

Retailers  and  wholesalers  seem  to  be  pretty  generally 
agreed  that  the  cause  for  this  change  is  the  general  pros- 
perity, which  has  resulted  in  the  great  circulation  of  money. 
All  classes  have  more  money  to-day  than  before,  and  especial- 
ly is  this  true  of  the  working  populace.  Some  men  who  were 
receiving  fifteen  dollars  a  week  before  the  war  are  now  re- 
ceiving twenty  and  some  twenty-five.  Young  women, 
who  were  receiving  eight  and  ten  dollars  are  now  receiving 
twelve  and  eighteen.  Human  nature  hits  a  pretty  fair 
average.  Few  people  when  they  receive  an  increase  in 
pay  will  save  the  increase.  With  the  average  person  the 
tendency  is,  "The  more  1  get,  the  more  I  spend,"  and  so 
the  new  scales  of  wages  increases  a  spending  ability,  rather 
than  the  saving. 

Desire,  too,  in  the  human  family,  usually  precedes 
gratification.  And  when  one  desire  is  gratified,  a  new  one 
springs  into  being.  Almost  everyone  desires  something 
better  than  their  present  possessions.  There  arc  very  few 
women  and  girls  who  do  not  desire  better  clothing  than 
they  possess,  and  in  clothing  these  days  shoes  are  a  consider- 
ation. The  time  is  past  when  a  hat,  coat  and  dress  or  suit 
received  all  the  consideration  in  the  matter  of  clothing 
and  any  old  thing  would  do  in  shoes.    Much  consideration 


is  given  to  shoes  these  days.  So  when  a  young  woman 
finds  herself  with  from  three  to  eight  dollars  more  in  her 
pocket  each  week  than  she  has  been  accustomed  to  having, 
it  is  only  natural  for  her  to  feel  that  she  will  spruce  up  a 
little.  And  shoes  will  be  one  of  the  items  in  that  sprucing. 
The  same  argument  follows  for  married  men  and  married 
women.  People  do  not  consider  how  they  may  save  that 
extra  earning,  but  many  of  them  thoughtlessly  spend  it. 
So,  better  boots  are  called  for  and  better  boots  are  sold. 

Possibly  another  contributing  casue  for  a  dropping  off 
in  staples  in  men's  wear  is  that  a  great  number  of  those 
overseas  were  men  who  worked  out  of  doors.  These  used 
work  boots  or  staple  lines.  The  supply  for  all  these  men 
has  dropped  out  entirely.  Those  who  are  left  to  fill  their 
places  feel  that  for  a  very  little  more,  and  as  they  have  that 
little  more  in  their  pocket,  they  may  as  well  be  the  possessor 
of  a  welt  shoe  that  looks  so  much  better  and  they  buy  it. 

The  Effect 

Just  what  effect  this  will  have  on  the  shoe  business 
when  the  war  is  over  is  very  hard,  to  determine.  Whether 


The  Shoe  the  Kiddies  like  the  most ; 
A  Household  Word  from  Coast  to  ("oast. 


The  Classic  Shoe  ain't  bje  beat; 

dive  the  Kiddies'  feet  a  treat. 

—   1  .....  .  I    •  i 


Two  very  dainty  display  cards,  in  colors,  furnished  sellers  of  Classic 
Shoes  by  the  Getty  6i  Scott  Co.,  of  Gait,  Ont. 

the  demand  will  foicc  manufacturers  to  keep  on  making 
after  the  war  is  difficult  to  determine,  but  the  chances  are 
that  the  demand  having  been  created  it  will  be  difficult  to 
dislodge  it  It  may  be  that  this  prolific  spending  will  find 
many  in  a  bad  position  during  the  adjustment  period  im- 
mediately following  the  war.  But  their  appetites  having 
been  created  for  better  things,  it  will  be  next  to  impossible 
to  satisfy  them  with  lesser  things  than  they  now  have.  So, 
it  will  be  quite  reasonable  to  expect  that  the  better  grade 
goods  arcjn  to  stay. 
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U.S.  Government 
Fixes  Maximum 
Prices  on  Sole 
Leathers 

Agreement  Entered  into  on  August  8th  by 
Price  Fixing  Committee,  War  Industries 
Board,  and  Sole  Leather  Group  of  the 
Tanners'  Council — Regulations  and  Differ- 
entials 

r  |"^HE  War  Industries  Board  authorizes  the  following: 
I      Sole  and  belting  leather. — Maximum  prices  fixed 
recently,  by  the  price  fixing  committee  appointed  by 
the  President. 

In  conformity  with  the  Government's  programme  of 
establishing  maximum  prices  on  hides  and  leather  for  the 
purpose  of  stabilizing  prices  of  leather  and  articles  fabricated 
of  leather,  the  price  fixing  committee  have  come  into  agree- 
ment with  the  sole  leather  group  of  the  Tanners'  Council 
in  regard  to  maximum  price  on  belting  leather  and  sole 
leather  in  respect  to  certain  regulations  applying  to  same. 
The  supervision  and  carrying  into  effect  of  the  decision  of 
the  price  fixing  committee  will  be  executed  by  the  Hide, 
Leather,  and  Leather  Goods  Section  of  the  War  Industries 
Board. 

Regulations 

These  maximum  prices  on  grades  are  based  on  maximum 
prices  of  No.  2  selection  as  basis  for  tannery  run.  When 
sold  in  selections,  the  assortment  value  of  the  total  selections 
shall  not  exceed  the  maximum  price  of  the  No.  2  or  tannery 
run. 

In  Texas,  scoured  or  bloom  oak  sole  leather  (Classi- 
fication No.  3)  the  tannery  run  maximum  price  is  87  cents, 
and  when  sold  in  selections  the  assortment  value  of  the  four 
selections  shall  not  exceed  the  maximum  tannery-run  price 
of  87  cents. 

These  prices  apply  to  all  sales  made  by  tanners,  or  by 
their  representatives,  or  by  jobbers,  but  do  not  apply  to 
sales  made  by  retail  dealers  or  by  the  so-called  findings  trade. 

Differentials 

Tanners  who  claim  preferential  differentials  on  account 
of  low  yield  of  leather  will  make  application  for  same  to  the 
Hide,  Leather,  and  Leather  Goods  Division  of  the  War 
Industries  Board. 

The  conditions  upon  which  they  will  be  given  this 
advantage  are: 

First.  That  their  yield  shall  be  at  least  7  points  under 
the  yield  used  as  a  factor  in  determining  maximum  prices 
on  the  same  season's  hides,  and  that  a  sworn  statement 
shall  be  rendered  to  this  effect  and  shall  be  the  result  of  at 
least  six  months'  operation. 

Second.  That  they  will  make  consecutive  monthly 
reports  to  the  Hide,  Leather,  and  Leather  Goods  Division 
of  the  War  Industries  Board  of  their  yield. 

Third.  Every  side  of  subdivision  of  these  sides  shall  be 
stamped  with  the  name  of  the  tannage. 

Tanneries  producing  leather  of  such  high  yield  as  to 
exceed  the  arbitrary  factor  of  yield  used  in  figuring  maximum 
prices  on  the  same  season's  hides  by  more  than  7  points 
shall  be  subject  to  a  differential  reduction,  such  reduction 
to  be  figured  on  the  excess  yield  beyond  or  above  the  7-point 


allowance.  Every  side  or  subdivision  of  these  sides  shall 
be  stamped  with  the  name  of  the  tannage. 

When  requested  by  the  Hide,  Leather,  and  Leather 
Goods  Division  of  the  War  Industries  Board,  tanners  will 
make  monthly  reports  of  their  yields,  stating  classes  and 
seasons  of  hides. 

These  maximum  prices  are  established  for  three  months, 
and  at  a  time  when  all  offal  is  a  burden  on  the  market.  At 
the  expiration  of  the  three  months,  if  the  offal  has  found 
an  outlet  and  established  a  higher  market  level,  this  addi- 
tional return  in  value  to  tanners  will  be  reflected  in  the 
readjustment  of  a  new  schedule  three  months  hence. 

More  U.S.  Restrictions  on  Leather  in  Trunks  and  Bags 

These  restrictions  apply  to  "personal"  and  not  to 
"commercial"  luggage,  say  the  instructions  to  the  industry. 

The  War  Industries  Board  authorizes  the  following: 
To  the  trunk  and  traveling  goods  industry: 

As  a  result  of  the  information  that  trunk,  bag,  and 
suit  case  manufacturers  have  furnished  in  response  to  our 
letter  of  June  17th,  1918,  and  the  various  conferences  which 
have  been  held  with  representatives  of  the  trade,  a  proposed 
schedule  for  conservation  has  been  drawn  up.  A  copy  is 
inclosed.  This  schedule  applies  to  "personal  luggage"  and 
and  not  to  "commercial  luggage." 

This  plan  will  be  put  into  effect  as  issued  unless  sub- 
stantial reasons  are  presented  before  August  15th,  which 
necessitate  its  modification  in  order  to  assist  more  effectively 
in  meeting  present  war  conditions. 

The  purpose  of  this  program  is  to  release  capital  and 
to  eliminate  needless  uses  of  material  and  equipment.  War 
conditions  make  it  necessary  that  manufacturers  should 
operate  with  far  less  material  than  in  normal  times  and  that 
excessive  multiplicity  of  styles  and  sizes,  which  mean  need- 
less work  and  tie  up  large  amounts  of  capital  and  materials, 
should  be  avoided.. 

In  order  to  conserve  space  in  baggage  cars  and  to  facili- 
tate the  transportation  of  troops,  personal  trunks  should 
not  exceed  40  inches  in  height  or  length.  There  is  a  marked 
shortage  of  baggage  cars  because  of  the  necessity  of  using 
them  on  troop  trains.  The  40-inch  trunk  is  the  maximum 
height  or  length  that  permits  the  loading  of  a  baggage  car 
to  a  maximum  capacity.  Under  these  circumstances  this 
restriction  is  clearly  essential. 

Will  you  please  give  us  prompt  assurance  of  your  assist- 
ance and  co-operation  in  carrying  out  this  program? 

Conservation  Division, 
War  Industries  Board. 

Traveling  Bags  and  Suit  Cases 

The  use  of  the  following  leathers  should  be  discontinued 
in  the  manufacture  of  suit  cases  and  bags: 
Goatskins. 

Sheepskins  costing  more  than  16  cents  per  square  foot. 

In  the  manufacture  of  bags  and  suit  cases  leather  used 
for  outside  covering  should  be  restricted  to  black,  a  medium 
color  of  tan  or  brown,  and  a  natural,  russet. 

All  traveling  bags  and  suit  cases  should  be  restricted 
to  the  following  sizes:  14,  16,  18,  20,  22,  24,  26,  and  28 
inches. 

Each  manufacturer  should  restrict  his  output  of  each 
style  to  two  of  the  above  sizes. 

Each  manufacturer  should  restrict  his  output  of  leather 
suit  cases  to  not  more  than  18  styles. 

Each  manufacturer  should  restrict  his  output  of  suit 
cases,  other  than  leather,  to  not  more  than  36  .styles. 

Each  manufacturer  should  restrict  his  output  of  leather 
bags  to  not  more  than  36  styles. 
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Each  manufacturer  should  restrict  his  output  of  bags, 
other  than  leather,  to  not  more  than  18  styles. 

Each  different  quality  or  grain  of  leather  when  used 
in  the  manufacture  of  traveling  bags  and  suit  cases  is  to  be 
considered  as  constituting  a  separate  style  of  either  bags  or 
suit  cases. 

All  secret  drawers,  secret  partitions,  and  secret  sections, 
also  false  bottoms,  false  sides,  and  false  tops,  should  be  dis- 
continued in  the  manufacture  of  traveling  bags  and  suit 
cases. 

The  selling  of  traveling  bags  and  suit  cases  from  samples 
should  be  restricted  to  one  trunk  per  traveling  salesman. 


Table  of  Prices 

1.  Based  on  yield  of 

65  per  cent.: 
High  grade  heavy 
packer  oak  belt- 
ing butts  made 
from  packer 
heavy  native 
and  light  native 
steers  and  heavy 
native  cows — 

No.  1   $ 

No.  2  

No.  3  

2.  Based  on  yield  of 

62  per  cent. : 
High  grade  light 
packer  oak  belt- 
ing butts  under 
20  pounds  made 
from  light  native 
cows  and  ex- 
treme light  na- 
tive steers — 

No.  1.  

No.  2.  

No.  3.  

3.  Based   on   yield  of 

83  per  cent.: 
High  grade  Texas 
scoured  or  bloom 
oak  sole  leather 
made  from  pack- 
er heavy  and 
light  Texas 
steers — 


.96 
.94 
.86 


.91 
.89 
.81 


Tan  run  sides 

.57  }4 

Tan  run  bends 

.87 

X  sides  

.59^ 

A  sides  

•  58K 

B  sides  

.57K 

C  sides  

•  56K 

X  bends  

.90 

A  bends . 

.88 

B  bends 

.86 

C  bends 

.84 

4.  Based   on   yield  of 

78  per  cent.: 
High  grade  heavy 
or  overweight 
oak  sole  leather 
made  from  pack- 
er butt  brands 
and  col.  steers 
oak  trim — 

No.  1  slides.... 

No.  2  slides.... 

No.  3  slides.... 

No.  1  backs... 

No.  2  backs... 

No.  3  backs ... 

No.  1  bends. . 

No.  2  bends.... 

No.  3  bends.... 

5.  Based   on   yield  of 

80  per  cent.: 
High  grade  heavy 
or  overweight 


.61 
.59 
.55 
.77 
.75 
.71 
.90 
.88 
.84 


union  sole  lea- 
ther made  from 
packer  butt 
brand  and  col. 
steers  and  frig- 
orifico  steers 
union  trim — 


No.  1 
No.  2 
No.  3 
No.  1 
No.  2 
No.  3 
No.  1 
No.  2 
No.  3 


sides. - 
sides.-. 
sides. .. 
backs-. 
backs.. 
backs.. 
bends.. 
bends., 
bends.. 


.59 
.57 
.53 
.75 
.73 
.69 


.82 


6.  Based  on  yield  of 

75  per  cent.: 

High  grade  light 
or  middleweight 
oak  sole  leather 
made  from  pack- 
er branded  cows 
oak  trim — 

No.  1  sides  

No.  2  sides  

No.  3  sides  

No.  1  backs.... 

No.  2  backs.... 

No.  3  backs.... 

7.  Based   on  yield  of 

75  per  cent.: 

High  grade  light 
or  middleweight 
oak  sole  leather 
union  trim — 

No.  1  sides  

No.  2  sides  

No.  3  sides  

No.  1  backs.... 

No.  2  backs.... 

No.  3  backs... . 

8.  Based  on   yield  of 

68  per  cent.: 

.Country or  domes- 
tic hides  heavy 
or  overweight 
oak  or  union 
leather  made 
from  steers  or 
heavy  cows — 

No.  1  sides  

No.  2  sides  

No.  3  sides  

9.  Based   on    yield  of 

68  per  cent.: 

Country  or  do- 
mestic middle- 
weight oak  or 
union  leather 
made  from  cows 
or  extreme  light 
steers — 

No.  1  sides  

No.  2  sides  

No.  3  sides  


•  56K 
.54^ 
.50^ 
.72  X 
.70H 
.6614 


.56  # 

.54K 

.50 14 

.71 

.69 

.65 


.53 
.51 
.47 


10.  Based   on   yield  of 

90  per  cent.: 
High  grade  heavy 
or  overweight 
hemlock  leather 
made  from  pack- 
er heavy  and 
light  Texas 
steers — 

No.  1  sides   .56 

No.  2  sides  54 

No.  3  sides  50 

11.  Based  on  yield  of 

80  per  cent.: 

High  grade  mid- 
dleweight hem- 
lock sole  leather 
made  from  ex- 
treme Texas  and 
branded  cows — 
No.  1  sides.-..  .54 
No.  2  sides.-..  .52 
No.  3  sides  48 

12.  Based   on   yield  of 

80  per  cent.: 

Country  or  domes- 
tic hide  heavy 
or  overweight 
hemlock  made 


from   steers  or 

heavy  cows — 

No.  1  sides  48 

No.  2  sides  47 

No.  3  sides  43 

13.  Based   on  yield  of 

80  per  cent.: 
Country  or  domes- 
tic hemlock 
made  from  cows 
or  extreme  light 
steers — 

No.  1  sides......  .47 

No.  2  sides-...  .45 

No.  3  sides  42 

14.  Based  on  yield  of 

170  per  cent.: 
High  grade  dry 
hide  heavy  over- 
weight and  mid- 
dleweight hem- 
lock made  from 
B.A.  hides- 
Tan  run  sides  .43 

15.  Based   on  yield  of 

190  per  cent.: 
Buffalo  dry  hide 
overweight — 

Tan  run  sides  .34 


.50 
.48 
.44 


NEWFOUNDLAND  IMPORTS  OF  BOOTS  AND  SHOES 

Mr.  W.  B.  Nicholson,  Canadian  Trade  Commissioner 
of  St.  John's,  Nfld.,  has  had  sent  to  us  the  following  from 
the  Trade  and  Commerce  Weekly  Bulletin,  at  Ottawa.  It 
should  be  noted  what  is  said  about  the  reason  most  of  these 
imports  are  from  the  United  States. 

The  import  boot  and  shoe  trade  of  Newfoundland  is 
almost  exclusively  controlled  by  United  States  manufac- 
turers, the  reasons  assigned  being  that  the  trade  calls  for  a 
stylish  and  well  finished  article  of  lower  grade  and  price 
than  Canadian  manufacturers  seem  inclined  to  offer  for 
export.  The  returns  just  published  show  an  increase  in  the 
total  importation  of  boots,  shoes,  leggings  and  gaiters  for 
the  fiscal  year  ended  June  30th,  1917,  of  $53,580  over  the  pre- 
ceding year,  as  follows: — 

1917  1916 

United  Kingdom....  ...J     8,691      $  11,178 

Canada     10,387  9,800 

United  States    263,788  207,333 

Other  countries    38  13 

Similarly  an  increase  of  $8  5,916  is  exhibited  in  the  value 
of  imported  leather  of  various  kinds,  as  follows: — 

Sole  Leather 

1917  1916 

United  Kingdom  187  489 

Canada   11,737 

United  States                   210,183  210,758 

Undressed  Leather 

United  Kingdom   1,800 

Canada                              17,088  16,368 

United  States                     59,353  23,736 

Grain  or  Polished  Leather 

United  Kingdom                     177  50 

Canada                               5,624  5,984 

United  States                     21,629  6,890 

Patent  Leather 

United  Kingdom                  6,905  10,414 

Canada                              2,559  4,044 

United  States                    121,428  71,337 

Harness  Leather 

United  Kingdom                    325  90 

Canada                              6,111  2,577 

United  States                       1,820  790 


86 


THE   SHOE   AND   LEATHER  JOURNAL 


A  General  View  of  one  of  the 
"Eats"  tables. 


J.  A.  Scott  singing  "Alouette"  with  everybody 
helping  out  in  the  choru?. 


Another  "Eats"  table.    Notice  the  dear  (net 
the  venison  kind)  at  this  end. 


THAT  JOHN  RITCHIE  PICNIC 

This  detailed  account  of  the  John  Ritchie  Picnic  did 
not  reach  us  in  time  for  last  issue,  but  we  were  able  to  show 
the  great  race  in  which  Mr.  Scott  won  his  own  prize. 

Almost  without  exception,  all  the  employees  of  the 
John  Ritchie  Co.  attended  their  recent  picnic,  and  many  of 
their  wives  and  children.  Early  in  the  forenoon  a  series  of 
races  were  run  off.  These  were  contests  arranged  for  the 
different  departments,  and  for  the  administrative  staff 
and  most  of  them  were  closely  contested.  There  were  a 
number  of  very  appropriate  prizes  contributed  by  our 
friends  in  the  trade,  and  some  of  the  local  merchants,  and 
some  of  the  departments  also  put  up  special  prizes. 

Of  the  forenoon,  the  big  feature  was  the  tug-of-war. 
In  this  the  Cutters  defeated  the  Sole,  Stock  and  Finishing 
Departments,  and  the  Lasters  defeated  the  Making,  but 
in  the  final  contest  the  Cutters  pulled  the  Lasters  from  their 
positions.    This  contest  was  very  much  enjoyed. 

We  all  sat  down  to  lunch  provided  by  a  leading  Quebec 
caterer,  and  at  the  close,  Mr.  J.  A.  Scott  and  Mr.  Geo. 
Marois  entertained  us  by  solos  and  addresses,  also  Mr. 
Belanger,  of  the  Cutting  Department,  representing  the  em: 
ployees.  As  a  mark  of  their  appreciation,  a  fine  gold- 
handled  cane  was  presented  to  Mr.  Ben  Martin,  our  popular 
salesman,  in  congratulating  him  on  being  made  Secretary 
of  the  firm. 

In  one  illustration  is  seen  Jimmy  Scott  rendering 
"Alouette"  with  great  vigor,  and  the  whole  company 
contributed  heartily  in  the  chorus.  Mr.  W.  A.  Lane,  of 
Montreal,  is  under  the  straw  hat  in  the  extreme  foreground. 

Number  one  illustration  shows  Mr.  Wilbrod  Richard, 
J.  A.  Scott.  T.  H.  Connolly,  the  Chairman  of  the  picnic 
committee,  at  the  head  of  the  table,  Arthur  Richard  at 
his  left;  No.  3.  the  foreground  is  fittingly  decorated  by 
some  of  the  young  ladies  of  the  office. 

The  greatest  enjoyment  was  manifested  in  the  special 
races  arranged  by  Mr.  Scott,  for  which  he  donated  mag- 
nificent prizes.  A  race  for  girls,  a  race  for  boys,  one  for  the 
women  and  one  for  the  men  over  forty-five.  In  this  par- 
ticular race  the  contest  developed  amongst  the  foremen, 
and  was  won  by  Mr.  Cleary  of  the  Lasting  Department, 
Mr.  Gottlet  second,  and  Mr.  Connolly  of  the  Order  Depart- 
ment third,  and  Mr.  Ouellette  of  the  Making  Room  landed 
fourth  after  a  terrible  struggle. 

Then  Mr.  Scott  put  up  a  special  prize  for  the  "Out- 
siders," and  by  some  manoeuvring,  managed  to  win  this 
prize  for  himself,  defeating   Edgar  Shce,   Peter  Ouellet, 


Lucien  Borne,  and  the  Richard  Freres.  For  a  photo  of 
this  race  see  page  53  of  the  September  2nd  issue  or.  the 
Shoe  and  Leather  Journal. 


A  MORNING  SING-SONG 

One  of  the  busiest  men  in  Toronto  any  morning  these, 
days  from  8  to  8.20  is  Mr.  Waller,  the  manager  of  the 
Robert  Simpson  Co.'s  shoe  department.  He  takes  a  very 
active  part  in  seeing  that  the  "sing-song"  which  is  partici- 
pated in  by  the  employees  of  company  from  8.1.0  to  8.20, 
runs  off  smoothly.  The  object  of  this  service  is  to  get  the 
help  in  good  frame  of  mind  for  the  day  by  having  a  good 
sing.  It  is  also  a  sort  of  remembrancer  for  the  boys  overseas. 
About  four  pieces  are  sung — first  a  hymn,  then  two  popular 
patriotic  choruses  and  God  save  our  men  or  the  National 
Anthem.  The  music  is  furnished  by  a  piano,  five  violins, 
cello  and  bass  viol,  all  members  of  the  staff.  A  neat  pocket 
song  sheet  is  furnished  all  who  attend.  When  through,  the 
immense  throng  just  fades  away  in  about  fifteen  seconds, 
until  none  of  it  can  be  seen.  It  is  a  good  move  and  should 
be  emulated  by  other  hie;  stores. 


V„_„ — „ 


MEETING  DEPARTMENTAL  COMPETITION 

(Continued  from  page  7j) 
figures  in  the  catalogue  or  compared  them  with 
those  of  the  adjacent  general  store.  They  saw 
what  they  wanted,  they  knew  the  price  would  be 
right  and  their  confidence  in  the  establishment 
drew  the  money  from  their  limited  pocket  books 
to  send  several  hundred  miles  away.  It  is  not 
always  price  that  secures  trade  of  this  kind,  al- 
though there  is  no  doubt  that  in  many  cases  re- 
tailers lose  out  on  this  ground.  It  is,  however, 
the  fault  largely  of  dealers  themselves,  if  they  are 
not  in  a  position  to  meet  this  kind  of  competition. 
They  are  too  content  with  a  smaller  trade  than 
they  might  have,  which  naturally  limits  their 
buying  facilities.  Most  dealers  might  easily  do 
double  the  trade  their  store  is  drawing,  and  by 
buying  closely  and  taking  discounts,  could  come 
within  reach  of  departmental  store  costs.  With 
the  advantage  of  express  and  freight  in  their  favor, 
there  ought  not  to  be  any  noticeable  difference  in 
prices.  The  catalogue  idea  properly  worked,  ought 
to  be  a  solution  to  the  mail  order  problem  for  the 
wide-awake  dealer.  Anyway,  those  Gaspe  women 
point  a  moral  that  ought  not  to  be  lost  on  retailers." 


^ — ._  
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Leather  and 
Shoe  Trade 
Jottings 

Talk  of  the  Street  on  Leather  and  Shoe 
Conditions — Spring  Trade  Opening  Up 
— Retail  Business  Good — Conditions 
Across  the  Line — War  Time  Measures. 

MANUFACTURERS  of  shoes  are  not  yet 
on  the  market  to  any  extent  for  their 
spring  requirements  so  that  business  in 
leather  is  quiet.  A  few  manufacturers  who  are 
looking  well  ahead  have  made  their  plans,  and  for 
both  upper  and  sole  stock  claim  to  be  well  pro- 
vided. The  majority,  however,  are  playing  a 
waiting  game  and  are  buying  staple  lines  carefully. 
There  has  been  some  plunging  or  rather  buying  in 
light  stocks,  which  are  going  to  be  scarce  in  some 
lines  almost  to  famine,  but  as  a  rule  the  trade  is 
quite  free  from  speculative  features  The  out- 
look, however,  is  steady  and  prospects  good 

Boots  and  Shoes. — The  year  will  make  a  very 
good  showing  as  to  business  in  spite  of  the  many 
untoward  conditions  The  volume  has  kept  up 
in  most  lines  and  although  prices  have  not  been 
as  erratic  as  in  1916,  the  amount  of  business  done 
ought  to  be  as  fully  as  large  As  has  been  already 
noted  in  these  columns,  the  demand  is  for  a  bettei 
class  of  goods  and  this  has  had  something  to  do 
with  the  showing,  although  there  have  been  con- 
siderably more  shoes  made  all  around  than  for 
1917.  It  is  too  early  almost  to  give  any  reliable 
forecast  of  spring  business,  but  if  present  indica- 
tions hold  out,  trade  will  be  considerably  ahead  of 
last  year.  The  disappointment  with  regard  to 
the  wheat  crop  in  the  West  may  be  felt  to  some 
extent,  but  it  is  thought  that  the  difference  will 
not  be  appreciable,  as  s'tocks  are  comparatively 
light.  Reports  from  the  principal  centres  indicate 
that  the  loss  will  not  be  as  great  as  was  expected 
and  there  seems  so  far  to  be  no  great  indication 
to  slow  down  in  retail  business. 

Styles  and  Colors. — As  has  already  been  inti- 
mated, shoe  manufacturers  show  a  disposition  to 
eliminate  as  much  as  possible  superfluous  styles, 
and  are  not  considering,  practically,  anything 
but  the  colors  and  shades  that  are  being  manufac- 
tured in  the  United  States.  In  greys,  however, 
of  which  there  seems  to  be  fair  stocks,  there  will  be 
rather  more  business  than  in  some  lines,  so  that 
retailers  who  found  such  a  demand  for  this  class 
of  kid  last  year  will  be  able  to  complete  their  stocks 
and  add  new  lines  in  this  popular  shade.  The 
general  tendency,  however,  seems  to  be  to  curtail 
styles  and  to  follow  quite  closely  the  lines  laid  down 
for  spring  business  across  the  line  by  government 
regulations,  which  come  fully  into  effect  on  October 
1st.    Manufacturers  here   are  experiencing  diffi- 


culty at  present  in  arranging  for  supplies  that 
come  from  over  the  border,  but  if  the  tightening 
of  the  regulations  continue  over  there,  there  may 
be  some  easement  in  the  near  future  in  this  respect. 

New  American  Regulations. — It  would  seem 
from  reports  of  conferences  between  the  shoe 
manufacturers  of  the  United  States  and  the  War 
Trades  Board  that  the  authorities  are  determined 
to  standardize  the  biisiness.  This  is  said  to  be 
only  the  beginning  of  a  general  plan  that  is  likely 
to  embrace  all  the  imporatnt  industries  of  the  coun- 
try. The  plan  so  far  outlined  seems  to  involve 
the  reduction  of  at  least  fifty  per  cent  of  the  out- 
put. So  far  the  War  Trades  Board  has  simply 
said  that  the  shoe  business  must  be  reduced  to  a 
few  sample  lines  at  fixed  prices.  Manufacturers 
have  practically  been  told  that  if  they  cannot 
arrange  this  amongst  themselves,  the  government 
will  take  over  their  plants  and  do  it  for  them. 
Several  conferences  have  been  held  and  plans  are 
under  way.  The  price  fixing  is  still  open.  At  a 
meeting  of  manufacturers  and  retailers  the  follow- 
ing resolution  was  adopted: 

"RESOLVED,  That,  inasmuch  as  shoe 
merchandising  at  retail  is  definitely  divisioned 
into  classes  comprehended  by  the  distribution 
of  good-grade,  medium  and  low-grade  footwear, 
that  Liberty  shoes  be  manufactured  and  sold 
in  kindred  grades,  inclusive  of  a  working  shoe, 
the  grades  to  retail  at  $10,  $8,  $6  and  $4  respect- 
ively, and  such  lines  as  may  later  be  deerried 
advisable. 

"A  standard  line  for  men  and  women  and 
for  children  in  corresponding  grades  and  prices 
constitute  a  Liberty  Line  in  the  four  above- 
mentioned  grades,  to  be  produced  on  a  cost 
plus  a  fair  profit  basis  from  raw  material  to  retail 
distribution,  thereby  offering  to  the  consumer  a 
minimum-priced  article." 
The   Government's   Policy. — The  government 
representatives  stated  to  the  shoe  manufacturers 
that  there  was  pressing  need  for  new  and  more 
effective  measures  to  be  taken  as  soon  as  possible 
to  bring  the  industry  down  to  a  basis  that  would 
practically  skeletonize  the  manufacture  of  shoes, 
thereby  considerably  reducing  the  production  of 
pairs,    and  in  this  manner  decreasing  the  number 
of  new  pairs  of  shoes  possible  for  consumers  to 
purchase,   the   ultimate  result  being  the  release 
of  a  large  number  of  shoe  workers  for  employment 
in  war  industries,  the  conserving  of  money  for 
government  requirements  and  of  securing  strict 
economy  in  every  branch  of  production  and  dis- 
tribution. 

The  discussion  of  the  broad  general  policy 
presented  by  the  representatives  of  the  government 
brought  out  a  number  of  suggestions  by  which 
the  industry  could  be  adjusted  to  meet  the  needs 
of  the  government.  Arguments  were  advanced 
in  favor  of  or  against  many  of  the  ideas  suggested 
and  at  times  the  discussion  waxed  exceedingly 
warm. 

The  shoemen  denied  and  challenged  the  state- 
ment of  a  member  of  the  board  who  represents  the 
interests  of  organized  labor  that  there  was  profit- 
(Continued  on  page  q6) 
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KEEP  FISHING 


Hugh  White,  he  was  the  durndest  cuss, 
Fer  ketehin'  fish  he  sure  was  great. 

He  never  used  to  make  no  fuss, 
About  the  kind  of  pole  er  bait 

Er  weather,  neither;  he'd  just  say: 
I  got  to  ketch  a  mess  to-day. 


An'  to'ards  the  crick  you'd  see  him  slide, 
A-whistlin'  soft  an'  walkin'  wide. 

I  sez  one  day  to  Hugh,  sez  I : 

"How  do  you  ketch  'em?  now  don't  lie." 

He  give  his  bait  another  shish  in. 

An'  chucklin',  sez:  "I  jes'  keep  fishin'." 

So  Hugh  to  me,  one  day,  sez  he: 

"I'm  gonta  make  a  business  choose, 
An'  sometime  mebby  you'll  see  me 

In  town,  a-sellin'  boots  an'  shoes." 
So  Hugh  he  hikes  him  fer  the  town, 

An'  at  the  shoe  bizz  settles  down. 
Aii'  say,  the  way  that  gol  durned  lout 

Sold  boots  an'  shoes  beat  all  git  out. 
When  asked  how  he  got  in  condition, 

He  grinned  an'  sed:  "I  jes'  kept  fishin'." 


So  Hugh,  one  day  he  writes  to  tell 

As  how  he's  in  the  wholesale  biz, 
An'  that  he's  doin'  mighty  well 

An'  to  the  top  he's  slowly  riz. 
Just  kept  on  pluggin'  till  he's  bot 

A  warehouse  on  a  city  lot 
Is  prosperous  now  and  happy  too 

Which  ain't  so  doggoned  bad  for  Hugh. 
An'  that  is  why  I  can't  stop  wishin' 

That  more  of  us  would  jest  "Keep  Fishing." 


REFORM  IN  WOMEN'S  FOOTGEAR 

Here's  such  a  good  one  taken  from  the  daily  press 
that  we  really  can't  help  publishing  it.  Every  semi-once- 
in-a-while  some  one  gets  in  on  this  reform  business  and 
this  one  has  spice.  This  is  taken  from  the  Galveston  News. 
Listen : 

"From  Denver.  Col.,  comes  a  word  of  cheer  to  State 
Press  from  a  highly  intelligent  reader  who  wishes  to  join 
S.  P.  in  the  latter's  campaign  against  silly  shoes.  '  Not 
long  ago  I  paid  fourteen  bucks  for  a  pair  of  white  kid  mon- 
strosities for  my  wife  which  blew  up  in  five  weeks,'  writes 
the  Denver  gentleman — referring  to  the  shoes  and  not  the 
lady  as  having  blown  up.  '  I  later  planked  down  twelve 
iron  men  for  a  pair  of  oxfords,'  continues  the  Coloradoan, 
'which  blew  up  in  three  weeks.  Then  I  went  shopping 
myself  for  my  wife  and  bought  her  a  pair  of  sensible  shoes, 
with  sensible  heels  and  sensible  leather,  for  which  I  paid 
$6.95,  and  they  are  real  shoes.'  'More  men.'  continues 
our  interesting  correspondent,  'have  cast  admiring  glances 
at  her  footgear  since  I  bought  those  shoes  than  ever  before 
since  our  happy  married  life  began.' 

"State  Press  considers  this  little  bit  of  domestic  his- 
tory the  best  thing  in  the  paper  to-day.  It  shows  how 
foolish  it  is  for  the  sensible  wives  of  sensible  men  to  buy 
silly  shoes  for  a  silly  price  when  they  might  buy  safe  and 
sane  and  admirable  footwear  for  less  money  and  with  double 
the  satisfaction.  Of  course  it  may  sometimes  be  worth 
while  to  pay  'fourteen  bucks'  for  a  pair  of  shoes  if  they  are 
good  shoes  and  serviceable  and  comfortable.  But  to  pay 
that  price  for  a  couple  of  corn-raisers  and  tendon  kinkers 
is  downright  foolishness. 

"To  look  at  a  woman  inching  along  in  tight,  high- 
heeled  shoes,  her  feet  and  limbs  aching  from  sole  to  Psyche 
knot,  arouses  in  the  onlookers  not  admiration,  but  mirth 
-mirth  mixed  somewhat  with  sympathy  for  the  poor 
nut.    Short  skirts  call  for  neat  shoes  and  hose;  no  doubt 


about  that.  But  neat  shoes,  lady  citizen,  does  not  mean 
toy  shoes.  It  means  genteel  shoes.  There  is  an  air  of 
gentility  about  the  right  sort  of  shoe,  even  if  it  be  cheap, 
that  does  not  attach  to  the  fancy  gauds  which  cost  a  lot  of 
money  and  which  some  bad  judges  assume  to  mark  the 
wearer  as  being  smartly  dressed  at  the  bottom.  The  true 
aim  of  all  tasteful  dressers  is  to  so  emphasize  their  good 
judgment  as  to  produce  in  their  costumery  the  unmis- 
takable insignia  of  refinement — and  refinement,  dear  ladies, 
is  not  a  matter  of  aches  and  pains,  but  of  that  same  gen- 
tility which  we  mentioned  a  moment  ago. 

"Gentility  in  a  woman  is  the  same  as  in  a  man;  but 
for  a  man  to  wear  vain  and  ridiculous  and  nerve-racking 
things  on  his  feet  wouldn't  have  any  tendency  to  make  him 
a  gentleman,  would  it?  And,  listen,  wimmen — if  you  wear 
silly  shoes  and  say  they  are  worth  the  money  and  that  your 
feet  don't  hurt,  where  do  you  expect  to  go  when  you  die 
with  that  kind  of  a  fib  sticking  out  of  your  face?  " 

Now,  we'll  bet  it  wasn't  the  "fourteen  bucks"  nor  the 
"twelve  iron  men"  that  made  those  shoes  "blow  up." 
We'll  bet  it  was  the  lack  of  fit.  Fit  these  days  is  fifty- 
fifty  in  the  matter  of  wear  and  shape  retaining,  and  is  a 
full  one  hundred  in  the  matter  of  comfort. 


TAKEN  THE  "SHOE  AND  LEATHER  JOURNAL" 
FOR  THIRTY  YEARS 

Here  is  what  a  subscriber  says  in  a  recent  letter: 
"Please  find  enclosed,  money  order  for  renewal  of  my 
subscription  to  Shoe  and  Leather  Journal,  which  is 
well  worth  the  amount.  I  think  I  have  been  a  continuous 
subscriber  for  thirty  years  and  hope  to  continue  as  long 
as  I  am  in  business." 

We  do  not  know  of  any  better  testimonial  for  the 
Shoe  and  Leather  Journal  than  the  above  letter. 
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X  A.J.KIMMEL  Pres 


A  WORD  OF  EXPLANATION 

BY 

The  Cobourg  Felt  Co., 

THREE  years  ago  we  purchased  the  plant  and  buildings  of  the  Cobourg 
Felt  Co.,  an  independent  concern  with  a  fair  sized  plant,  very 
little  business  and  an  indifferent  reputation  for  its  products. 

Our  expectations  were  to  make  up  a  complete  new  line  of  Felt  Foot- 
wear samples  and  call  on  our  old  customers,  but  many  of  our  customers 
anticipated  us,  sending  their  orders  without  sample  or  price  and  kept  us 
more  than  busy  for  the  year.  The  following  year  this  was  repeated  and 
our  season's  product  was  disposed  of  in  this  way  in  the  first  few  months 
of  the  year,  and  we  did  not  have  an  opportunity  to  show  a  line  of  samples 
to  the  trade. 

In  the  meantime  we  have  gradually  doubled  and  trebled  former  pro- 
duction, and  during  1918  we  have  installed  long  delayed  new  machinery 
and  equipment  which  has  again  greatly  increased  our  previous  capacity, 
so  that  we  are  looking  forward  to,  for  the  first  time,  showing  a  complete 
line  of  K.B.  FELTS.  These  for  1919  will  be  in  the  hands  of  as  many  of 
the  best  jobbers  as  our  increased  capacity  will  permit. 

For  your  1919  Felt  requirements  look  to  your  jobber  for  the  K.B. 
BRAND — a  line  with  a  third  of  a  century  of  practical  Felt  Shoe  Making 
experience  back  of  it. 


Limited 


The  Cobourg  Felt  Co.,  Limited 

Cobourg,  Ontario 

A.  J.  KIMMEL,       A.  W.  YOUNG,       A.  C.  KIMMEL, 

President.  Sec.-Treas.  M  nager. 
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Unsatisfactory 
Results  in  Turn 
Shoes 

A  Retail  Merchant  Has  Sent  the  Follow- 
ing Article  on  Turned  Soles  Which  should 
Interest  All  Readers  of  the  Shoe  and 
Leather  Journal 

IN  no  branch  of  shoemaking  under  modern  systems  has 
more  unsatisfactory  results  continued  than  in  the 
making  of  turn  shoes,  sewn  by  machinery.  No  appar- 
ent remedial  effects  have  been  made,  and  the  defective 
structural  methods  go  on  continuously.  Retailers  and 
wearers  alike  are  the  sufferers.  Imperfect  sewing,  and  too 
deep  cut  channeling  being  the  prime  causes  of  failure. 
Repairing  must  be  resorted  to  after  a  very  short  time  in 
wear.  The  sole  wearing  through  its  too  scant  substance 
at  the  bottom  of  the  too  deep  cut  channel,  or  ripped  sewing 
while  the  finish  is  still  fresh  on  the  boot.  What  can  be  more 
deplorable  than  for  a  retailer  to  be  indignantly  called  upon 
to  repair  or  give  a  new  pair  for  a  shoe  probably  not  worn 
more  than  a  couple  of  days.  To  enumerate  in  detail  all 
difficulties,  worries  and  vexations  attending  the  repair  of 
turn  shoes  would  be  a  long  statement,  besides  shoe  repairers 
have  set  their  faces  against  this  work  and  absolutely  refuse 
to  do  it  in  the  way  in  which  it  should  be  done,  and  will 
only  undertake  to  do  it  in  an  easy  and  make-shift  way, 
the  results  of  which  are  generally  an  aggravating  failure. 

Those  qualified  to  decide  assert  that  the  machine 
will  not  work  in  other  than  a  deep  cut  channel,  which  causes 
a  flexibility  in  the  sole  and  lessens  the  strain  on  the  sewing. 
In  this  case  the  system  is  placed  between  the  evil  one  and 
the  deep  sea.  The  sewing  is  likely  to  rip,  and  the  sole  will 
quickly  wear  through  under  the  deep  cut  channel.  In 
either  case,  resewing.  or  half  soling  must  be  resorted  to. 


It  is  high  time  for  mechanical  experts  to  get  busy  in 
this  matter  and  the  necessary  arrangements  made  for  satis- 
factory turn  sewing,  and  channelling.  Compared  with  a 
hand  sewn  horizontal  seam,  the  machine  sewn  seam  must 
be  less  level  owing  to  the  chain  formation  of  the  stitch 
being  three  times  the  thickness  of  the  thread  used.  For 
this  reason  I  am  impressed  that  a  too  light  thread  is  in- 
tentionally used;  and  for  the  purpose  of  flexibility,  an 
insufficient  tension  on  the  thread  in  the  sewing  operation, 
thus  sacrificing  utility  to  flexibility  and  smoothness. 

The  following  will  serve  as  an  example  of  many  troubles 
in  this  line.  The  store  may  have  a  number  of  customers 
being  served  and  the  staff  fully  engaged,  when  a  lady  enters 
and  unfolds  a  boot  but  slightly  worn,  tipped  usually  at  the 
forepart  of  the  ball.  After  a  few  sentences  of  well  directed 
fault  finding,  she  says,  "I  want  this  repaired  to  look  the  same 
as  when  I  bought  it,  money  refunded,  or  a  new  pair."  What 
is  considered  the  lesser  evil  is  usually  chosen,  and  the  repair 
undertaken.  Now  there  is  but  one  way  to  do  it  right, 
viz:  To  wet  the  sole  of  the  shoe,  turn  it  inside  out  and  sew 
it  by  hand  in  the  same  holes,  upper  and  sole.  Now  the 
turning  of  a  turn  boot  with  narrow  toe,  narrow  width, 
stiff  toe  and  probably  small  size,  is  one  of  the  most  difficult  and 
aggravating  operations  known  to  shoemakers.  Very  few 
of  those  remaining  in  the  trade  can  be  induced  to  undertake 
it.  The  pulling,  twisting  and  straining  which  it  undergoes 
is  very  severe  before  it  can  be  resewn,  after  which  it  must 
be  again  turned  outside  out.  Great  skill  and  patience  is 
required  in  the  handling  or  serious  damage  may  be  done. 
As  already  stated,  resewing  in  the  same  holes  is  the  only 
correct  way,  but  several  make-shifts  are  made,  which  result 
in  failure.  An  attempt  is  made  to  fasten  the  rip  by  driving 
a  few  fine  tacks  opposite  the  rip.  The  upper  being  trimmed 
close  to  the  sewing  the  tacks  cannot  be  driven  in,  and  the 
next  man  to  whom  the  shoe  is  taken,  must  pull  out  the  tacks. 
Half  soling  turn  shoes  without  turning  them  and  solidly 
resewing  them  by  hand  is  a  complete  failure,  as  the  addition- 
al sole  so  strains  the  imperfect  sewing  that  it  gives  way  in 
a  very  short  time.  I  suggest  a  partial  and  simple  remedy 
for  some  of  the  faults  stated.  Instead  of  trimming  the  upper 
close  to  the  sewing,  allow  an  overlap  of  }i  of  an  inch  to  ^i. 
(Continued  on  page  13  q) 
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Fall  Window 
Backgrounds 

Dress  Your  Windows  According  to  Seasons 
Not  Forgetting  Special  Features 

THE  real  live  window  dressers,  or  let  us  put  it  another 
way;  real  live  shoe  retailers  will  dress  their  windows 
in  keeping  with  the  season  and  take  advantage  of 
every  circumstance  that  may  be  turned  to  advertising 
account.  For  October  there  will  be  Fall  fairs,  Thanks- 
giving Day  and  Hallowe'en,  which  can  be  featured  to  ad- 
vantage. 

Those  who  have  followed  suggestions  offered  from 
time  to  time  in  the  Shoe  and  Leather  Journal  will  have 
background  frames  which  can  be  used  to  advantage.  For 
a  Fall  fair  window,  a  display  of  threshed  grains  shown  in 
neat  china  or  glass  dishes  and  used  as  a  border  around  the 
front  of  the  window  will  be  decidedly  unique  and  attractive. 
Fruits  and  small  vegetables,  say  not  more  than  one  of  each 
kind  can  be  used  here  and  there  through  the  display  and  will 
not  be  too  heavy  to  detract  from  the  shoes  shown.  Grains 
in  the  straw  if  the  windows  are  large  enough,  may  be  used 
in  the  back.  This  will  be  distinctly  for  Fall  fair  or  Thanks- 
giving, although  in  the  latter  the  old  familiar  emblem  of 
a  turkey  should  be  used  in  some  form,  even  though  the  price 
of  these  birds  may  be  almost  prohibitive  at  the  present 
time. 

For  Hallowe'en,  the  old  witch  of  legendary  fame  may 
be  used  in  various  ways,  either  in  picture  or  a  figure.  Then 
the  numerous  other  emblems  of  Hallowe'en  work  in  so  nicely; 
pumpkins,  cats,  owls  and  other  weird  and  grotesque  crea- 
tions. Some  of  these  may  be  cut  out  of  paper  and  pasted 
on  to  the  background  or  may  be  pasted  on  to  cardboard 
and  cut  out  so  they  will  stand  up  in  the  window. 

The  window  of  Mr.  Carney's,  shown  herewith,  is  most 
unique  in  arrangement.  It  has  a  fall  effect  that  is  easily 
obtained.  The.  log  gives  a  decidedly  outdoor  wood  turn 
to  it  and  the  fallen  leaves  add  materially  to  the  autumn 
effect.  A  window  of  this  kind  can  be  easily  arranged  and 
is  appropriate  for  showing  fall  lines. 


An  Autumn  Trim  Window  by  Mr.  Carney,  Belleville,  Ont. 


The  rubber  goods  window  is  one  that  can  be  made 
with  little  effort.  If  you  have  your  panels  for  the  back 
of  the  window,  these  can  be  repainted  or  papered.  The 
design  in  the  centre  back  can  be  easily  made  or  a  figure 
of  a  man  in  hunting  costume  can  be  used.  The  bull  rushes 
are  real  and  can  be  gathered  and  placed  in  positions.  While 
the  window  is  distinctly  a  hunting  boot  window,  other 
rubbers  can  be  shown  as  well.  A  little  thought  and  a  little 
work  will  result  in  a  wonderfully  effective  display. 


Reports  as  to  the  Western  grain  crop  are  not  encourag- 
ing and  every  bushel  will  be  needed.  In  Ontario  and  the 
East  most  crops  are  in  good  condition.  Do  not  let  any- 
thing be  lost  for  lack  of  harvesters.  Where  men  are  wanted 
in  this  vicinity  let  there  be  volunteers  for  the  farm. 
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Buying  Shoes 
This  Fall 

The  Regular  Rules  for  Buying  Will  Be- 
come the  Exception  Now 

A shoe  retailer,  who  has  been  in  the  business  all  his 
life,  in  discussing  the  question  of  placing  orders 
this  fall  said:  "I  have  always  made  it  a  practice 
to  place  my  orders  early.  I  have  found  this  always  works 
out  best  in  my  case.  I  got  the  idea  from  my  father,  who 
was  in  business  before  me.  This  was  his  reason.  One 
usually  bases  his  buying  for  the  following  spring  and  summer 
on  the  way  things  have  shaped  up  in  the  trade  during  the 
past  summer.  Now,  he  has  a  sort  of  a  phonograph  brain 
record  of  this  that  cannot  be  set  down  on  paper.  If  he  buys 
early,  this  is  all  fresh  in  his  mind.  He  can  buy  more  in- 
telligently than  he  can  later.  If  he  waits  until  the  fall 
trade  begins  to  open  and  the  fall  lines  are  in  his  mind,  he 
then  forgets  much  or  many  of  the  automatically  recorded 
impressions  that  are  on  his  brain.    So  I  buy  early. 

"Another  reason  too;  a  little  thought  will  show  that 
it  helps  out  the  manufacturer.  Let  us  suppose  it  were 
possible  for  a  manufacturer  to  have  all  his  orders  in  by 
September  the  30th.  Can't  you  see  how  easy  it  would 
be  for  him  to  figure  his  needs  and  go  right  ahead.  Well, 
I  have  always  done  my  part  and  placed  early. 

"Some  people  don't  consider  helping  out  the  manu- 
facturers. Just  now  it  is  very  important.  They  are  work- 
ing under  difficulties  of  all  kinds.  But  I  have  always  done 
it.  It  may  be  from  pure  unadulterated  selfishness  though, 
that  I  do  it.  It  is  sort  of  reactionary  in  effect.  If  you  help 
them  they  will  help  you.  Here's  one  illustration;  a  travel- 
ler came  to  me  last  fall  and  said:  'Now,  I  haven't  my  sam- 
ples opened  nor  ticketed  nor  in  shape  to  show;  but  I  do 
know  that  when  I  go  back  to  the  hotel  I  will  receive  mail 
requesting  me  to  raise  my  prices.  My  advice  is  that  you 
order  right  now,  while  I  am  in  your  store.' 

"I  knew  him  to  be  a  reliable  man  and  I  took  his  advice. 
I  saved  about  20  cents  a  pair,  on  my  entire  order.  This 
year  the  same  man  did  the  same  thing  and  I  saved  10  cents 
all  round.  Now  why  did  he  do  that  with  me?  Because 
he  knew  I  always  buy  early  and  came  to  me  early  and  gave 
me  the  opportunity. 

"Here's  another  way  I  help  the  manufacturer,  which 
incidentally  helps  me.  I  make  a  point  to  never  miss-  a 
payment,  and  of  all  the  years  I  have  been  in  business  I  have 
never  let  a  draft  go  to  protest,  nor  missed  a  payment  nor 
a  discount. 

"Nor  have  I  ever  returned  a  draft  when  there  was 
a  mistake  in  the  goods.  I  always  accept  the  draft  and 
notify  the  house  immediately  of  the  error  and  I  have  never 
failed  to  get  the  adjustment  to  my  satisfaction.  Isn't  that 
worth  something? 

"Why,  I  remember  being  in  Montreal  one  time  and  while 
walking  with  a  manufacturer,  he  remarked  to  me  that 
while  he  had  not  met  me  before  I  was  just  the  type 
of  man  he  had  sized  me  up  to  be.  I  was  surprised  and 
asked  for  an  explanation.  He  said  that  he  occasionally 
went  over  the  correspondence,  and  he  could  judge  a 
man  pretty  well  by  that  and  that  I  talked  just  like 
I  write.  Then  he  added,  '  You  are  one  of  the  good  customers 
who  have  never  returned  a  piece  of  paper  to  us  and  that 
saves  us  very  much  trouble  and  annoyance.  We  always 
try  to  accommodate  a  man  of  that  type.'  So  you  see  how 
it  reacts  on  one  to  treat  the  manufacturers  well. 

"A  short  time  ago  I  told  a  traveller  that  I  did  not 
have  $500  worth  of  my  fall  goods  to  come  in;  that  is,  they 


were  all  in  but  that.  He  replied  that  I  was  dead  lucky, 
that  very  few  retailers  could  say  that.  I  asked  why  I  was 
so  fortunate.  He  answered  that  I  had  always  ordered 
early,  had  a  reputation  for  meeting  my  bills  promptly  and 
manufacturers  needing  a  little  quick  money  could  always 
rely  on  me.  Now,  please  don't  think  I  have  the  manufac- 
turer so  much  in  mind  as  I  do  myself  in  doing  this.  You 
see,  it  all  works  out  to  my  advantage. 

"But  I  am  away  from  my  story.  I  started  out  to  tell 
you  about  buying.  Well,  this  year  things  are  just  a  little 
topsy  turvey.  It  is  no  good  to  hold  o5,  thinking  prices 
will  come  down.  On  the  other  hand,  I  do  not  think  it  wise 
to  rush  in  and  buy  heavily,  for  what  one  might  save  in 
first  cost  he  may  lose  in  over-sizing,  over-stocking  and  many 
other  ways.  In  fact,  I  think  the  advice  of  Mr.  F.  R.  Max- 
well, at  the  Boston  Style  Show  in  July  this  year,  was  worth 
paying  heed  to.    Here  is  what  he  said  in  part: 

I  would  warn  retailers  against  placing  orders  care- 
lessly with  but  one  idea  in  view — that  of  saving  money 
by  forestalling  advance  in  prices.  You  all  know  that  if 
your  sizes  and  widths  are  not  right,  or  your  stocks  un- 
balanced, it  makes  no  difference  what  the  price  may  be, 
you  are  due  for  a  loss  ultimately  which  no  saving  in  orig- 
inal cost  can  overcome. 

There  is  another  thing  which  must  be  considered, 
and  that  is  the  financing  of  advance  purchases.  The 
manufacturer  cannot  share  this  burden  further  than  to 
pile  up  raw  materials  and  labor  cost  in  advance,  for  both 
of  which  he  has  to  pay  promptly;  and  I  do  not  believe 
it  is  wise  policy  on  the  part  of  retailers  to  buy  larger 
quantities  than  normal,  unless  they  can  see  their  way 
clear  to  easily  finance  such  purchases. 

"Now  that  is  the  way  I  have  bought  this  year.  Oh, 
yes,  I  have  practically  placed  my  orders  already.  Don't 
you  see  that  is  what  I  have  been  talking  about?" 

The  shoe  merchant  who  told  the  above  story  is  very 
successful  in  business,  carried  a  large  stock  and  his  sugges- 
tions should  be  worthy  of  consideration. 


A  MOVE  IN  THE  RIGHT  DIRECTION 

The  following  resolution  was  passed  recently  by  the 
Kitchener  Board  of  Trade,  and  we  suggest  that  other 
industrial  centres  get  to  work  and  back  up  this  movement 
in  their  localities.    The  resolution  follows: — 

"THAT  the  Kitchener  Board  of  Trade  takes  this 
opportunity  of  congratulating  the  Hon.  Dr.  Cody  and  the 
Ontario  Government  on  the  appointment  of  Dr.  Cody 
to  the  position  of  Minister  of  Education,  it  having  un- 
doubtedly been  a  case  of  the  'office  seeking  the  man,  and 
not  the  man  the  office.' 

"We  are  also  pleased  to  note  Dr.  Cody's  vision  as  to 
the  immediate  needs  of  progressive  efforts,  as  evidenced  in 
his  public  utterances,  in  the  line  of  Technical  Education 
and  Industrial  Training  to  maintain  not  only  our  present 
position,  but  to  meet  post  war  conditions  in  the  Industrial 
World. 

"In  this  connection  we  beg  to  suggest  that  Dr.  Cody 
visit  the  industrial  communities  of  the  Grand  River  Valley 
District,  comprising  the  cities  and  towns  of  Brantford, 
Paris,  Gait,  Preston,  Hespeler,  Kitchener,  Waterloo  and 
Elmira,  so  closely  connected  by  trolley  service,  with  a  view 
of  directing  early  efforts  towards  consolidating  the  district 
for  the  establishment  of  such  educational  facilities. 

PRESIDENT  RAISING  SHEEP 

As  an  example  to  the  nation,  President  Wilson  has 
purchased  a  flock  of  sixteen  Shropshire  sheep  and  put  them 
to  make  mutton  and  wool  on  the  lawn  behind  the  White 
House,  known  as  the  President's  Park. 
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THE 

AARSH 

.SHOE. 


"106"  LAST 
Made  in  AH  Leathers 
Widths  B  to  E 


"99"  LAST 
Made  in  All  Leatheis 
Widths  B  to  E 


ORDER 
EARLY 


"104"  LAST 
Made  in  all  Leatheis 
Widths  B  to  E 


They  have  that  Style  and  Snap  that  immediately 
reach  the  discriminating  man. 

Sold  in  30-pair  cases  only,  in  30  pairs  of  a  width. 


THE  WM.  A.  MARSH  CO.  LIMITED 

QUEBEC 
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By  B!achford  Shoe  Manufacturing  Company 
Toronto 


By  Getty  Si  Scott.  Limited 
Gait 


By  J  &l  T  Bell.  Limited 
M'intrca1 


The  Trend 
of  Styles 

Simplifying  and  Consolidating  Lines 
— Few  New  Lasts  and  Patterns  Cut- 
ting Out  the  Frills — Conserving 
Leather  and  Findings — Eliminating 
Special  Lines 


CANADA  is  getting  her  footwear  product 
down  to  a  war  basis  without  waiting  to  be 
told  by  the  authorities.  Both  necessity 
and  patriotism  are  responsible  for  many  changes 
in  the  policy  of  getting  out  spring  samples  and 
"economy"  is  the  watchword  in  every  department 
from  "cacks  to  stogas."  Even  staples  are  mani- 
festing the  stress  of  conditions  that  have  not 
affected  the  shoe  trade  in  half  a  century. 

"We  are  practically  getting  out  no  samples 
this  year,"  said  one  manufacturer.  "We  are  taking 
the  shoes  as  they  come  through  the  factory  and 
using  them  as  samples.  Of  course,  this  is  an 
extreme  case,  but  dozens  of  shoe  producers  are 
more  or  less  following  the  cue  and  either  cutting 
down  their  samples  or  eliminating  unnecessary 
and  undesirable  lines." 

"We  are  making  special  orders  'taboo,'"  said 
another  manufacturer  of  women's  shoes.  "You 
know  the  habit  some  dealers  have  of  taking  a 
certain  shoe  and  ordering  changes  in  the  pattern — 
a  different  heel,  a  change  in  the  vamp  or  facings  and 
so  forth.  Last  year  we  cut  out  a  lot  of  the  special 
pair  business  by  making  an  absolute  charge  of  a 
dollar  a  pair  extra.  This  year,  we  are  discouraging 
the  practice  altogether  and  telling  our  travellers 
they  will  have  to  sell  strictly  from  the  samples." 

"We  have  cut  down  our  lines  about  thirty  per 
cent  and  are  concentrating  on  what  we  believe  will 
be  the  tidiest  lot  of  sellers  we  have  ever  put  out," 
said  another  maker.  "We  have  too  long  tried  to 
make  trade  by  either  going  our  competitors  one 
better  in  the  variety  of  goods  or  giving  crotchety 
dealers  a  chance  to  cut  down  our  profits  by  spread- 
ing our  efforts  too  much." 

The  prevailing  spirit,  however,  is  that-of  honest- 
ly endeavoring  to  conserve  materials  and  labor 
and  as  necessity  compels  patriotism  in  a  large 
degree,  those  who  buy  shoes  fot  spring  may  expect 
to  have  the  process  simplified  for  them  very  con- 
siderably. At  the  meeting  held  some  time  ago,  at 
Montreal,  it  was  freely  admitted  that  something 
ought  to  be  done  before  outside  regulation  was 
made  necessary. 
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Women's  Styles  and  Features. — While  there 
has  been  no  definite  action  taken,  either  by  the 
shoe  trade  or  the  government,  it  will  be  found  that 
American  standards  of  materials  and  colors  will 
be  fairly  closely  followed.  Nevertheless,  as  there 
are  considerable  stocks  in  Canada  of  some  of  the 
leathers  cut  out  by  the  American  regulations, 
a  little  more  leeway  will  be  found  in  the  samples. 
In  gieys.  for  instance,  quite  a  lot  of  stock  was  im- 
ported earlier  in  the  year  and  these  lines  will  be 
available  for  spring  goods.  In  colors,  of  course,' 
black,  tan  and  white  rule  very  largely.  In  tan, 
the  darker  shade  seems  to  have  the  preference, 
although  there  are  quite  a  few  light  lines  in  evidence 
and  even  champagnes  are  favored.  Notwith- 
standing all  the  talk  about  patent  leather,  there 
will  be  a  considerable  showing  this  year,  especially 
in  the  low  cuts  and  some  lines  are  shown  even  in 
combination  with  vici  kid  and  satin  finish.  Whites 
will  again  be  largely  to  the  fore,  with  combinations 
of  black,  tan  and  grey.  Undoubtedly  greys  will 
be  sold  to  a  considerable  extent  during  the  coming 
spring  and  summer  and  manufacturers  are  pre- 
pared to  meet  the  demand  as  far  as  stocks  will 
permit. 

It  will  be  decidedly  a  season  of  low  cuts,  as 
may  be  judged  by  the  number  of  Oxfords,  colonials 
and  pumps  shown.  The  modified  colonial  seems 
to  play  up  strongly  and  contrasting  effects  are 
sought  in  buckles,  although  a  great  many  pretty 
conceits  are  shown  with  leather  covered  buckles. 
The  lengthening  of  skirts  to  bring  them  within  six 
inches  of  the  ground  will,  no  doubt,  help  very 
much  the  demand  for  low  shoes.  It  will  be  hard, 
however,  to  stem  the  feminine  demand  for  short 
skirts  and  thus  provision  is  being  fully  made  for 
the  high  boots  which,  in  most  cases,  do  not  run 
over  eight  and  a  half  inches. 

In  the  patterns,  a  decided  tendency  is  shown 
towards  conservation  in  the  pieced  effects,  the  form 
of  the  vamps,  and  the  doing  away  with  unnecessary 
and  expensive  ornamentation.  There  is  very  little 
fancy  stitching,  pinking  and  curved  designs  in 
toe-caps  or  facings.  As  to  heels,  while  the  trend 
seems  to  be  in  the  direction  of  leather  heels,  a  great 
many  wood  are  shown  mostly  of  the  17-8  height, 
the  popular  Cuban  being  15-8  down  to  13-8.  Some 
very  pleasing  effects  are  noticed  in  connection  with 
heel  ideas  and  the  "vanity"  seems  to  retain  its 
popularity. 

In  white  goods,  manufacturers  are  excelling 
themselves  for  the  coming  season,  the  variety, 
character  and  general  attractiveness  being  greater 
in  this  branch  than  in  any  other  department. 
Both  in  leathers  and  fabrics,  very  pleasing  effects  are 
found  that  seem  to  promise  good  sales. 

The  colors  of  fashionable  dress  fabrics  for  the 
coming  season  will  lend  themselves  very  thor- 
oughly to  the  general  tendency  of  shoe  shades. 
The  brownf.  and  whites  will  go  excellently  with  the 


By  Hartt  Boot  and  Shoe  Company 
Fredericton,  N.B. 


Rubber  Soled  Outing  Oxford 
By  Scheuer  Normandin  &  Company 
Montreal 


By  La  Parisienne  Shoe  Company,  Limited 
Montreal 
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By  Gagnon  Lachapelle  &  Hebert 
Montreal 


By  Gourlay  &  Fogelburg 
Kitchener 


By  Gourlay  &  Fngelburg 
Kitchener 


By  Blachford  Shoe  Manufacturing  Company 
Toronto 


prevailing  shades  of  blue,  brown,  rose,  etc.  There 
are  several  shades  in  blue,  a  number  of  soft  effects 
in  grey  and  a  great  array  of  browns  of  warm  rich 
tone  to  which  the  popular  colors  of  footwear  will 
easily  adapt  themselves. 

Men's  New  Lines. — Fewer  changes  will  be  found 
in  men's  lines  even  than  women's.  There  has  not 
been  the  same  necessity,  of  course,  for  drastic 
action,  although  it  is  the  men's  leathers  that  are 
touched  the  most  by  war  conditions.  There  has, 
however,  been  a  thorough  overhauling  of  men's 
lines,  in  which  there  has  been  a  fairly  rigid  pruning 
of  unnecessary  samples.  Lines  that  are  at  all 
like  others  have  been  discarded  and  the  same 
policy  of  conserving  effort  as  well  as  leather  may 
be  noticed.  The  custom  of  running  the  same  shoe 
in  several  shades  and  of  repeating  it  with  vari- 
ations of  toe-cap,  quarter  and  so  forth,  has  been 
very  materially  modified. 

In  lasts,  the  English  medium  toe  is  popular 
with  a  decided  tendency  towards  the  broader 
military  effect.  In  laced  boots,  there  are  rather 
more  of  the  blucher  cuts  than  for  some  time,  as 
this  style  lends  itself  to  conservation.  Fancy 
effects  are  tobooed  and,  as  in  women's,  the  square 
throat  vamp  going  well  back  and  cut  straight 
down  is  preferred. 

A  great  many  more  Oxfords  will,  no  doubt, 
be  worn  next  spring,  and  for  this  reason  there  is 
quite  an  increase  in  the  number  of  samples  shown 
over  last. 

There  is  quite  a  noticeable  tendency  to  use 
fibre  soles,  owing,  no  doubt,  to  the  absence  of 
desirable  weights  of  sole  leather  on  account  of  the 
large  demand  for  army  use.  It  remains,  however, 
with  the  retail  trade  to  say  how  far  the  substitution 
of  this  material  will  go  in  the  production  of  foot- 
wear for  the  coming  season. 

Manufacturers  have  sought  to  do  their  part  in 
putting  into  effect  a  policy  of  conservation  that  may 
save  the  annoyance  and  loss  of  arbitrary  inter- 
ference with  the  trade.  It  is  up  to  the  dealer  to 
do  his  part,  they  say,  to  help  on  the  general  plan. 
Shoe  manufacturers  are  handicapped  as  never 
before  in  getting  materials  and  help.  They  claim 
it  is  absolutely  necessary  to  know  well  in  advance 
the  demands  that  will  be  made  upon  their  capacity. 
The  dealer  who  gets  his  order  in  early  this  season 
has  everything  to  gain  and  nothing  to  lose.  The 
man  who  hesitates  or  orders  meagerly,  will  find 
when  the  times  comes  to  get  his  goods,  he  will, 
not  get  them  at  the  price  if  he  gets  them  at  all. 


THE   SHOE  AND   LEATHER  JOURNAL 


By  Regal  Shoe  Company.  Limited  By  Wm.  A.  Marsh  Company.  Limited  By  Hartt  Boot  &  Shoe  Compan 

Toronto  Quebec  "  Frederkton.  N.B. 


100 


THE   SHOE   AND   LEATHER  JOURNAL 


The  Hard 
Luck  Club 


Anyone  May  Join  It — There  are  No 
Initiation  Fees  nor  Annual  Dues 

IT  is  a  singular  coincidence,  if  not  a  significant  fact, 
that  Mr.  Herbert  L.  Clarke,  conductor  of  the  Anglo- 
Canadian  Leather  Co's.  splendid  band  in  Huntsville, 
should  have  been  born  in  Boston.  Boston,  as  every  shoe 
man  knows,  is  the  great  centre  of  this  American  continent 
for  music  and  leather:  then  how  appropriate  that  a  Boston- 
ian  should  be  the  musical  director  of  a  leather  company's 
band. 

But,  Mr.  Clarke  is  quite  Canadian  in  his  make-up. 
Despite  the  fact  that  he  was  bom  in  Boston,  he  came  to 
Canada  with  his  parents  when  quite  a  small  boy  and  lived 
twelve  years  in  the  city  of  Toronto.  He  is  a  thoroughly 
likable  fellow,  to  whom  one  is  immediately  attracted  be- 
cause he  is  so  intensely  human.  He  possesses  those  char- 
acteristics that,  if  he  were  a  woman,  a  writer  would  say 
"he  has  a  charming  personality."  He  has  risen  wonder- 
fully in  his  profession,  but  he  does  not  attribute  it  so  much 
to  natural  genius  as  to  study  and  hard  work,  and  even 
though  he  has  risen  high  in  his  profession,  he  has  not  for- 
gotten the  start  nor  the  road  he  has  travelled  in  reaching 
his  present  position. 

This  was  evidenced  by  the  scores  of  old  friends  who 
nocked  to  see  him  after  the  concerts  at  the  Toronto  Ex- 
hibition, where  his  band  played.  Many  of  these  he  had 
forgotten,  but  as  some  incident  or  occurrence  was  told 
to  revive  his  memory,  the  hearty  greeting  was  apparent 
that  he  enjoyed  meeting  his  old  associates,  and  his  talk 
was  inspiring.  He  is  quiet  in  manner,  but  is  an  advanced 
thinker  in  many  ways.  He  will  tell  little  anecdotes  to 
emphasize  a  lesson  or  impress  a  point.  He  tells  one  to 
illustrate  his  own  ambition  when  quite  a  young  man.  He 
was  working  in  Toronto  for  a  firm  and  received  $10  a  month 
for  his  wages.  He  thought  he  should  have  more.  He 
asked  the  boss  for  a  raise,  saying  he  could  not  live  on  that, 
but  the  boss  told  him  he  could  get  a  boy  to  do  all  he  did 
for  S5  a  month.  This  rather  dampened  his  ardor,  so  during 
the  next  few  days,  in  which  he  was  wondering  what  he 
would  do,  he  received  a  telegram  from  Indianapolis,  asking 
him  to  come  and  play  in  an  orchestra  at  $15  a  week.  A 
jump  from  $10  a  month  to  $15  a  week  was  a  big  one  and 
t  made  him  very  courageous.  He  went  to  the  boss  and  told 
him  he  was  going  to  leave  and  would  like  his  money.  When 
the  cashier  handed  him  his  envelope,  there  was  $30  in  it, 
instead  of  $10.  He  called  his  attention  to  it,  but  was  told 
he'd  have  to  see  the  boss.  He  went  to  the  latter  and  told 
him  there. had  been  too  much  paid  him;  that  evidently 
an  error  had  occurred.  The  boss  explained  it  was  no  error, 
that  he  could  not  sec  him  go  away  with  no  money  in  his 
pocket.  While  Mr.  Clarke  does  not  say  so,  this  incident 
proves  he  had  made  himself  valuable  to  his  employer,  or 
he  would  never  have  received  this  amount  when  leaving. 
He  said  he  felt  like  a  millionaire  and  actually  travelled  in 
a  Pullman  to  Indianapolis. 

Another  incident  he  tells  is  characteristic  of  his  push  and 
can  be  emulated  by  others  in  any  walk  of  life.  Mr.  Clarke 
has  travelled  widely  and  met  many  musicians  and  made 
many  friends.  Recently  he  met  in  New  York  an  old  friend, 
a  musician,  with  whom  he  had  played  twenty-five  years 
ago.  In  answer  to  the  question  of  how  business  was,  the 
friend  replied  it  was  rotten.  Mr.  Clarke  quickly  asked  if 
it  was  the  business  or  the  friend  who  was  rotten.  The 
friend  then  explained  how  there  was  nothing  doing  and  it 


Herbert  L.  Clarke,  Conductor  of  the  A.-C.L.C.  B-nd 


was  difficult  for  him  to  obtain  employment.  Mr.  Clarke 
then  explained  to  the  man  how  there  were  now  one  hundred 
bands  playing,  where  there  were  only  four  twenty-five 
years  ago.  He  called  attention  to  the  fact  that  there  were 
scores  and  scores  of  picture  houses  now  employing  orches- 
tras, where  there  were  absolutely  none  twenty-five  years 
ago,  and  declared  that  business  was  four  hundred  times 
better  than  when  he  had  played  with  his  friend,  so  many 
years  before.  Then  feeling  sorry  for  the  man  he  began  to 
enquire  into  his  affairs  and  found  he  had  spent  only  one 
dollar  in  educating  himself  in  the  twenty-five  years  that  have 
past.  "Now,"  said  Mr.  Clarke,  "will  you  tell  me  how  a 
man  can  expect  to  keep  up  in  his  profession,  if  he  only 
spends  one  dollar  in  twenty-five  years  in  educating  and 
advancing  himself?  I  have  spent  many  dollars.  In  the 
musical  profession  it  is  so  difficult  to  keep  out  of  ruts  and 
to  keep  from  following  others.  I  try  to  get  away  from 
beaten  paths  and  have  things  a  little  different.  Especially 
is  this  true  in  my  compositions.  Why  should  a  musician 
stick  to  any  one  particular  style,  any  more  than  a  lawyer 
will  read  only  one  book  or  a  physician  practise  only  one 
method?  One  gets  ahead  by  study  and  work.  So  I  found 
that  my  friend,  instead  of  going  home  and  practising, 
would  go  down  to  the  band  room  or  union  room  and  sit 
around  and  smoke  and  swap  hard  luck  stories  with  the 
other  fellows.  He  belonged  to  the  'Hard  Luck  Club.'  It 
has  a  big  membership.  I've  never  gotten  in  yet.  I've 
always  been  an  active  member  of  the  'Hard  Work  Club' 
and  success  has  not  been  child's  play  with  me.  It  has 
been  study  and  work." 

Mr.  Clarke  would  have  remained  longer  with  his  friends 
had  not  Mrs.  Clarke  come  and  pulled  him  away  reminding 
him  that  he  had  but  an  hour  and  a  half  to  change  his  uni- 
form twice  and  get  supper  before  the  next  concert. 

This  story  would  never  have  been  told  in  this  magazine 
had  Mr.  Clarke  not  been  connected  with  the  leather  indus- 
try, nor  would  it  have  been  told  then  but  for  the  splendid 
(Continued  on  page  ioi) 
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THE  famous  band 
of  the  Anglo- 
Canadian  Leather 
Co.  at  the  Canadian 
National  Exhibi- 
tion, Toronto.  Illus- 
tration by  courtesy 
of  the  "Canadian 
Bandsman." 


THE  ANGLO-CANADIAN  LEATHER  COMPANY'S  BAND 

The  greatest  musical  surprise,  if  not  the  musical  sen- 
sation at  the  Canadian  National  Exhibition  at  Toronto 
this  year,  was  the  magnificent  work  of  the  Anglo-Canadian 
Leather  Company's  Band  of  Huntsville,  Ontario.  This  organ- 
ization had  its  beginning  about  four  years  ago,  by  three 
or  four  Italian  workmen  of  the  Company.  The  idea  spread 
until  to-day  this  Company  can  boast  of  one  of  the  finest 
bands  in  Canada.  In  the  membership  of  fifty,  only  three 
or  four  men  are  not  directly  connected  with  the  tanneries 
of  this  firm  at  Huntsville. 

There  can  be  little  doubt  but  Mr.  Shaw,  Vice-President 
and  General  Manager  of  the  Company,  has  had  much  to 
do  in  fostering  this  organization  and  bringing  it  to  its 
present  state  of  perfection.  Mr.  Shaw  played  a  cornet 
from  boyhood  till  he  was  about  twenty-five  years  of  age. 
Then  business  absorbed  so  much  of  his  time  that  he  gave  it 
up  for  twenty-five  years.  But  when  he  saw  so  many  of  his 
boys  taking  so  heartily  to  his  old  hobby  he  could  not  resist. 
He  took  out  the  old  cornet,  bought  a  box  of  silver  polish, 
cleaned  it  up  and  started  in  again.  He  is  one  of  the  boys 
to-day — plays  one  of  the  first  cornets,  plays  duets  with  Mr. 
Clarke  and  never  makes  a  break.  He  is  more  than  proud 
of  the  band  and  the  boys  like  him  because  he  doesn't  look 
on;  he  plays. 

Last  spring  the  services  of  Mr.  Herbert  L.  Clarke 
were  obtained  as  conductor.  Mr.  Clarke  is  world  famous  as 
a  cornet  soloist,  having  travelled  with  Sousa's  and  other 
leading  professional  world  touring  bands.  He  is  also  a 
composer  of  note,  and  as  a  conductor  this  band  stands  as 
a  living  monument  to  his  wonderful  success.  We  predict 
that  within  a  year  from  now  this  band  will  command  the 
attention  of  musical  critics  all  over  Canada  and  its  fame 
as  a  musical  organization  will  be  international. 

The  band  is  exceptionally  fortunate  in  having  expert 
soloists.  First  is  Mr.  Clarke,  the  famous  cornetist;  then 
follows  Mr.  Chas.  G.  Sfeaw,  Jr.;  whose  executions  on  the 
saxophone  are  truly  wonderful.    Mr.   Edmund  C.  Wall 


is  their  clever  clarionetist,  Mr.  Edwin  A  Franklin,  con- 
sidered one  of  the  best  flute  and  piccolo  soloists  in  America, 
while  others  are  solo  performers  on  the  slide  trombone  and 
euphonium. 

A  musical  organization  of  this  character  is  bound  to 
have  an  elevating  influence  not  only  upon  the  employees 
of  the  Company,  but  also  upon  the  whole  community. 


THE  HARD  LUCK  CLUB 

(Continued  from  page  100) 

lesson  there  is  in  it.  There  are  a  number  of  shoe  retailers, 
who  belong  to  the  '  Hard  Luck  Club '  for  the  very  same 
reason  that  Mr.  Clarke's  friend  does.  How  much  money 
do  you  spend-  in  a  year  in  educating  yourself  in  the  shoe 
business?  How  much  do  you  study  and  practise  to  keep 
up  with  the  new  ideas?  Are  you  keeping  out  of  the  ruts 
that  others  have  cut  and  planning  new  ways  of  running 
your  store,  the  same  as  a  lawyer  does  not  stick  to  one  book 
nor  a  doctor  to  one  method?  Running  a  business  is  no 
child's  play;  it  means  thoughtful  study;  then  practising 
the  studied  methods  and  obtaining  piactical  results.  Go 
away  from  your  business  and  town.  Visit  other  places 
and  men.  Learn  their  ideas  and  methods.  Compare  them 
with  your  own.  Give  your  ideas  and  methods  to  others 
and  watch  how  you  will  broaden.  Boost  your  business 
and  your  town.  If  trade  slackens  a  little,  get  down  to 
practising  on  the  advertising  instruments,  until  you  can 
play  every  note  perfectly  in  the  tune  called  "Business  is 
Bully."  Resign  from  the  "Hard  Luck  Club"  and  never 
enter  its  door  again.  Cut  all  its  members  dead.  Forget 
you  ever  knew  them.  Spend  a  little  money  on  business 
books.  Keep  up  your  education.  Remember  that  in 
business  you  can  never  graduate,  you  can  simply  matricu- 
late to  higher  forms.  Read,  study,  plan  and  work  and  think 
of  Herbert  L.  Clarke,  who  won  out  along  these  lines. 
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Shoe  Trees 

and  Conservation 

It  Is  Wonderful  How  Savings  May  be 
Effected  If  We  Try  To  Do  So 

IN  countries  that  are  young  and  prosperous  like  Canada 
and  the  United  States,  people  become  prodigal  in  their 
habits;  in  fact,  become  wasteful.  Among  the  many 
things  the  war  has  done,  arousing  us  to  a  realization  of  our 
spendthrift  ways  and  lack  of  saving  methods  has  been 
prominently  emphasized.  People,  as  a  rule,  think  of  saving 
only  in  large  proportions.  Few  think  of  saving  on  a  small 
scale.  We  should  take  a  lesson  from  the  dollar.  It  is  the 
accumulation  of  one  hundred  small  parts  called  cents. 

That  shoe  trees  should  be  a  means  of  conservation  may, 
to  some,  seem  like  an  extravagant  statement.  In  fact, 
their  use  has  largely  been  considered  only  for  the  ultra 
dresser,  if  not  for  the  old-time  dude.  There  can  be  abso- 
lutely no  doubt  that  shoes  which  are  "treed"  over-night 
will  yield  a  greater  amount  of  wear. 

Retailers  who  include  them  in  their  stock  of  accesso- 
ries will  find  they  are  a  profitable  line  to  handle,  both  directly 
and  indirectly.  By  "directly"  is  meant,  their  profit  is 
sufficient  to  make  them  worth  handling.  By  "indirectly" 
is  meant  that  customers  who  may  be  induced  to  purchase 
and  use  them  will  be  liable  to  appreciate  the  good  turn 
the  retailer  has  done  him. 

Their  sales  can  also  be  used  as  a  means  of  developing 
the  selling  ability  of  clerks.  This  also  may  seem  an  ex- 
travagant idea.  But  it  must  be  understood  that  the  per- 
centage of  sales  made  to  customers  asking  for  them  will 
be  small,  therefore  the  bulk  of  saler  must  be  made  by  clerks 
calling  the  customers  attention  to  them  and  showing  the 
advantage  of  their  use.  A  percentage  should  be  given  the 
cldks  for  all  sales  made  of  these  goods. 

At  the  present  time  one  great  selling  leverage  will  be 
the  conservation  or  saving  of  shoes.  It  should  be  pointed 
out  that  shoes  in  which  trees  have  been  left  over-night  will 
retain  their  shape  much  better  than  if  they  had  not  been 
treed.  This  retaining  of  shape  means  the  wrinkles  have 
been  largely  removed  by  the  process,  which  means  there 
will  be  much  less  liability  to  cracking.  It  is  also  claimed  by 
the  manufacturers  that  moisture  from  the  feet  has  a  deteri- 
orating effect  upon  leather,  and  shoe  trees  being  made  of 
soft  woods,  bass  or  poplar,  will  absorb  a  great  amount  of 
this  moisture.  In  the  event  of  shoes  that  have  become 
quite  wet  through  rain  or  other  causes,  if  the  trees  arc  placed 
in  an  oven  and  heated  and  then  inserted  into  the  shoes, 
they  will  work  like  magic  in  their  work  of  absorptior.  The 
wood  used  in  the  trees  is  all  thoroughly  kiln -dried,  which 
renders  it  more  moisture  absorbing,  and  the  finish  used  on 
the  trees  is  not  at  all  water-proof. 

It  should  also  be  explained  that  trees  do  not  fit  snug 
or  tight  enough  to  interfere  with  ventilation.  This  is  particu- 
larly important  with  persons  who  may  have  offensive  feet. 
The  action  of  the  tree  is  to  have  a  point  of  contact  at  the  heel 
and  toe  and  across  the  vamp,  resulting  in  the  shoe  being 
stretched  sufficiently  to  take  out  the  wrinkles  and  really 
makes  the  bottom  a  concave  shape  from  heel  to  toe  rather 
than  convex.  This,  it  is  claimed,  has  the  effect  of  making  the 
sole  wear  more  uniformly  rather  than  only  in  the  centre, 
which  is  the  spot  always  worn  through  first. 

In  addition,  shoes  that  are  treed  always  look  much 
better,  are  more  comfortable,  and  will  actually  wear  longer. 


Now  a  customer  who  can  be  induced  to  use  them  will  appre- 
ciate the  favor  done  him  by  the  retailer  and  will  be  liable 
to  come  back  to  the  man  who  has  shown  him  how  his  shoes 
can  be  made  to  give  better  service. 


NEW  WAREHOUSE  FOR  TORONTO  BRANCH  OF 
THE  MINER  RUBBER  COMPANY 

The  premises  at  146  Wellington  Street,  W.,  Toronto, 
occupied  tor  a  long  time  by  the  Miner  Rubber  Company, 
has  gradually  become  too  small  for  their  needs.  They 
have  secured  much  larger  premises  directly  opposite  the 
Union  Depot  at  144  Front  Street,  to  which  they  have  moved. 


G.  C.  Yearsley,  Manager  Toronto  Branch,  Miner  Rubber  Co. 

It  is  the  ground  floor  of  the  Lowndes  Building,  with  a  space 
of  50  by  250  feet.  This  new  location  will  be  convenient 
for  out  of  town  customers  of  the  compan}'  who  come  to 
Toronto  to  buy,  on  account  of  its  proximity  to  the  Union 
Depot. 

The  Company's  travellers  are  out  with  their  new  lines 
of  sporting  and  vacation  shoes,  and  they  are  also  carrying 
the  Miner  Shoe  Co.'s  leather  samples  and  Miner  rubber 
heels.  Mr.  S.  G.  Best  covers  South  Western  Ontario; 
Mr.  A.  T.  Hanes,  North  Western  Ontario;  Mr.  Geo.  B. 
Lloyd,  North  Eastern  Ontario  from  Toronto. 

THAT  HAMILTON  PICNIC 

(Continued  from  page  log) 

most  handsome  man  on  the  grounds,  in  which  case  everyone 
said  Billy  Smith  would  have  won  it,  hands  down. 

Mr.  John  Lennox  contributed  a  very  handsome  club 
bag  to  be  drawn  for,  the  proceeds  to  be  devoted  to  the 
Sailors  Relief  Fund.  Ticket  No.  8.31  won  the  bag  and  was 
held  by  a  Hamilton  man.  Upwards  of  $169.00  was  realized 
and  turned  over  to  the  Sailors  Fund. 

In  the  evening  a  number  of  balloons  were  sent  up,  to 
each  of  which  was  attached  a  coupon,  good  for  one  dollar 
on  a  $5.00  pair  of  shoes  at  various  retail  stores.  One  balloon 
travelled  from  Burlington  to  the  south-west  part  of  Hamil- 
ton and  was  found  by  Mrs.  Cheyne,  Hyde  Park  Ave.  The 
claim  was  on  C.  M.  Haiste. 


'Killed 


JAS.  LEE 

B.  RIPLEY 

K..  LrUULJloUlN 

G.  SNYDER 

W.  WALSH 

JOSEPH  LEE 

fH.  THOMSETT 

A.  STEVENSON 

fW.  MERRIMAN 

C.  CAMERON 

tS.  CARRICK 

*F.  FROST 

F.  SNOWBALL 

*T.  GROVES 

G.  MACFARLAND 

N.  SMITH 

G. EARDLEY 

F.  SMITH 

W.  LOCK 

G.  MILLISON 

A.  CRAMER 

*E.  NUTTER 

P.  STROUD 

JW.  J.  HANNON 

W.  BARTLETT 

A.  CAMERON 

S.  STANSBURY 

F.  WATTS 

S.  JEWETT 

E.  ERNSHAW 

W.  HOUSTON 

A.  BRIGHT 

P.  LEE 

J.  POLLARD 

fW.  COULTER 

fG.  PRICE 

N.  TYRREL 

F.  O'BRIEN 

J.  HENDERSON 

W.  WISE 

C.  ATKINSON 

F.  CONIAN 

||SGT.  J.  BLACKLEDGE 

|J.  FOSTER 

A.  COLLINS 

fF.  McCRANEY 

||E.  RANDAL 

A.  SMITH 

E.  SMITH 

fWounded 

^Wounded  and  Returned 

(Returned 


A.R.Clarke  ©  Ch., 
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Ml  of  Honor 


of  tfje 


Eoteon  Heatfjer  Co.,  Itmtteb 

#gf)atoa,  Ontario 


BLIGDON,  WM. 
BLOCKELY,  FRANK  (killed) 
BORCHUCK,  PAUL 
BOURNE,  FRANK 
BYRNS,  JOHN 
COOK,  FRANK 
DANKS,  CHAS. 
DION,  ED. 
DODSON,  A. 
DUFFIELD,  F 

GRACE  ARTHUR  (wounded) 
GLEDHILL,  LOUIS 
HARLAND,  MARK 
HESTER,  W.  J. 
HOLMES,  THOS.  (killed) 
HOWARD,  WALTER 
HOWDEN,  GEO. 
JAMES,  R. 

JOHNS,  FRANK  (wounded) 
LACK,  ROBT. 

LIDBURY,  FRANK  fwounded) 
LOWE,  D. 

MARTIN,  RICHARD  (prisoner  of  war) 
MARSHALL,  WM. 
MAYNARD  fwounded) 
MILLS,  WM. 


MORRIS,  ALFRED  (killed) 

myles,  arthur 
Mcdonald,  ed. 
Mcdonald,  jas. 

McGEE,  WM. 
NEWMAN,  A. 
PAYNE,  HARRY 
PELLOLIO,  A.  (wounded) 
RALPH,  JAS. 
REESE,  THOS. 
RUTHERFORD,  W.  R. 
SCRIVENS,  ALBERT 
SINGER,  FRANK 
SHERWOOD,  FRANK 
SMITH,  HARRY 
SPRAGG,  JNO. 
STANLEY,  JAS. 
SUTHERLAND,  JAS. 
SUTHERLAND,  WM.  (wounded) 
TOPHAM,  JAS. 
WALLER,  HARRY,  Sr. 
WALLER,  HARRY,  Jr. 
WADDINTON,  THOS.  (wounded) 
WADDINGTON,  WM.  (wounded) 
WEEKS,  L. 
WIGGINS,  W. 
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Reading  from  Left  to  Right — Top  Row — (1)  ;  (2)  Lieut.  Herbert  Gainar  King,  killed;  (3)  John  Scarrow; 

(4)  A.  Pace. 

Bottom  Row— (5)  Sig.  Jas/Pollock,  died  offwounds;  (6)  Philip  Godfrey,  killed;  (7)  Sgt.  F.  Canture;  (8)Jas.  Smith. 


Reading  from  Left  to  Right — Top  Row — (1)  James  Harvie  Grant;  (2)  Wm.  Hughson;  (3)  Cp!  Wm.  Brazier;  (4)  

Bottom  Row— (5)  Cpl.  Alex.  Mathieson;  (6)  Pte.  Fred.  Strong;  (7)  Pte.  Donald  Bethune;  (8)  Sgt.  A.  J.  Smithurst. 

All  with  Beardmore  &  Co. 
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g  [.eft  to  Right— Top  Row — (1)  James  Robertson;  (2)  ;  (3)  Pte.  John  Gibbons;  (4)  Robt.  Ross. 

Middle  Row— (5)  Allen  A.  Post;  (6)  Pte.  Wells;  (7)  Pte.  T.  Wright;  (8)  
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W.  R.  Stewart  Wm.  Ireland 

4th  C.M.R.,  19  years  of  age,  2  years  in  service.  With  Beardmore  &  Co. 

Was  with  his  father,  Wm.  Stewart, 
1148  Queen  St.  W.,  Toronto 


Top  Row — First  Picture — Middle,  Gus.  Large;  left,  —  Sullivan.    Second  Picture — (1)  L.  Bridges;  (2)  J.  "Happy" 
Reilly;  (3)  Dick  Singleton. 

Lower  Picture — (1)  W.  Fricker;  (2)  Geo.  Ballard;  (3)  George  McLeod,  killed;  (4)  —  Sullivan.   Employees  of  Beard- 
more  &  Co. 
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At  a  future  date  we  shall  publish  a  further  list  of  portraits  of  "leather  boys" 
who  have  served  or  are  serving  in  the  army. 
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That  Happy  Family 
Gathering — The  Ham- 
ilton Shoe  Retailers. 


THAT  HAMILTON  PICNIC 

On  Wednesday  afternoon,  September  4th,  the  shoe- 
retailers  of  Hamilton,  Ontario,  closed  their  doors  and  went 
a-picnicking,  to  be  known  henceforth  as  their  Annual 
Frolic.  The  place  was  at  the  Beach  and  despite  the  fact 
that  the  weather  didn't  behave  very  well,  the  entire  bunch 
had  an  enjoyable  time.  Splendid  prizes  were  provided  for 
the  various  sport  events  and  much  merriment  was  obtained 
from  the  .races  and  other  features.  One  will  have  to  hunt 
a  long  time  before  getting  a  bigger  bunch  of  real  sports 
than  is  found  among  the  Hamilton  retail  shoe  dealers.  There 
is  a  big  proportion  cf  young  men  amongst  them,  real  athletes 
at  that.  We  do  not  refer  to  the  clerks,  we  mean  the  store 
owners.  Big  husky  fellows  too,  up  around  the  two  hundred 
mark,  and  they  can  run  and  play  ball  and  know  how  to  have 
a  swell  time  when  they  go  a-picnicking. 

The  clerks  and  wives  and  children  and  everybody 
turned  out  en  mass,  and  even  if  the  winds  did  blow  and  the 
rains  did  rain,  everything  went  off  with  a  swing. 

The  races  were  a  big  feature,  and  were  won  as  follows: 

Children  under  6 — M.  Jones,  Alice  Haste,  Don  Wilson. 

Children  under  8 — M.  Jones,  A  Clarke,  E.  Jones, 
F.  Skerritt. 

Boys  under  14 — Sam  Davis,  George  Jenkins,  Fred 
Bur  jaw. 

Girls  under  18 — Florence  Hennessey,  Marie  Hennessey, 
Muriel  Clarke. 

Shoe  race — Fred  Stewart,  V.  Judd,  and  Harry  Woods. 

Lady  clerks — Miss  M.  Smith,  Miss  Plater,  Miss  Clarke, 
and  Miss  E.  Jones. 

Clerks — Harold  Bastone,  W.  Clanstone  and  S.  Gleen. 

Three-legged  race — T.  F.  Stewart  and  M.  A.  Nash, 
George  Jenkins  and  Fred  Burjaw. 

Retail  Merchants — A.  Wilson,  H.  Clarke  and  T.  Ross. 

Clerks'  wives — Mrs.  Smees,  Mrs.  Matthews  and  Mrs. 
McConnell. 

Wholesalers'  race — J.  W.  Linklater,  J.  Fraser  and  J. 
Townsend. 

Retaileis'  wives — Mrs.  H.  Clarke,  Mrs.  C.  D.  Jones 
and  Mrs.  C.  M.  Haste. 

Mrs.  Arthur  Wilson  was  due  to  win  this  last  race  but 
she  fell.  Art  says  he  can't  understand  why  she  didn't 
win  it,  for  it  took  him  nearly  five  years  to  catch  her,  and 
Art's  some  runner,  too. 

Then  came  the  base-ball  match.  Here  was  when  fun 
ran  rife.  It  was  good  sport  watching  Tom  Ross  and  Art 
Wilson  sweating  themselves  on  home  runs.  Ingram  sound 
asleep  on  first  base,  and  Rickards  running  all  around  that 
second  base;  and  those  two  big  heavyweights,  Clarke  and 
Kickley.  Oh,  what  swatters.  Well,  here's  the  line-up. 
The  figures  after  each  name  denote  the  errors.  The  errors 
are  officially  correct,  for  J.  S.  Townsend  kept  the  score  and 
everybody  knows  his  sight  is  good  and  his  word  reliable. 

Red  Sox  (retailers) — Behren,  C.  18;  Wilson,  P.  11; 
Ingram,  1st  base,  24;  Kickley,  R.  F.  91;  Ross,  S.  S.  42; 


Clarke,  C.  F.  27;  Haist,  3rd  base,  12;  Rickards,  2nd  base, 
60;  Total  runs,  12. 

Cubs  (clerks)— Judd,  C.  22;  Revell,  P.  16;  Symington, 
1st  base,  6;  Glenn,  R.  F.  15;  Clayton,  S.  S.  47;  Cranston, 
C.  F.  14;  Watson,  3rd  base,  9;  Nash,  2nd  base,  17;  Woods, 
L.  F.  11;  Total  runs,  11. 

Now  that's  some  game.  Mr.  Harry  Ralston,  of  the 
Robt.  Ralston  Co.,  Hamilton,  gave  a  pipe  and  cigar  case 
for  the  two  who  made  the  most  home  runs.  Art  Wilson 
walked  away  with  the  first  prize  and  Tom  Ross  took  home 
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with   A  0IG  CLUB 


the  cigar  case.  The  clerks  have  now  challenged  the  retail- 
ers for  another  game,  in  which  they  declare  they  can  clean 
them  up,  and  the  retailers  have  issued  an  open  challenge 
to  play  any  shoe  retailers'  association  in  Canada  a  game  of 
baseball. 

After  supper  a  tug-of-war  between  the  retailers  and 
clerks  was  pulled  off.  But  when  the  crowd  saw  the  big 
husky  guys  on  the  retailers'  end,  they  secretly  took  hold 
on  the  clerks'  end  of  the  rope  and  won  out  for  the  clerks. 

Then  followed  the  distribution  of  prizes  by  that  good- 
humored  Tom  Ross.  This  was  an  interesting  part  of  the 
outing,  for  the  prizes  were  all  exceptionally  good.  The 
donors  were  John  Lennox,  John  McPherson  Co.,  R.  B.  Griff- 
ith, J.  S.  Townsend,  Robt.  Ralston  Co.,  all  of  Hamilton. 
Can.  Consolidated  Rubber  Co.  and  the  Goodyear  Rubber 
Co.,  of  Toronto.  A  handsome  box  of  flat-ware  was  donated 
by  the  Goodyear  Rubber  Co.,  but  came  too  late  to  be  en- 
tered.   Had  it  arrived  sooner  it  would  have  gone  to  the 

{Continued  on  page  102) 
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LEATHER  AND  SHOE  TRADE  JOTTINGS 

(Continued  from  page  87) 

eering  in  shoes,  and  a  chorus  of  approval  went  up 
from  all  the  shoemen  when  they  answered  his 
question  whether  they  would  like  to  have  the  Feder- 
al Trade  Commission  investigate  their  business. 

The  shoemen  made  earnest  and  logical  argu- 
ments against  the  plan  of  fixing  and  stamping  the 
prices  on  shoes  and  of  standardizing  grades  at 
S4.  S6.  S8  and  S10  as  impracticable  and,  if  insisted 
upon,  would  result  in  many  manufacturers  and 
retailers  being  forced  out  of  business. 

The  conservation  measures  considered,  if  ac- 
cepted by  the  War  Industries  Board,  will  eliminate 
over  100  styles  of  shoes  from  retailers'  stocks 
and  a  consequent  stapilization  of  styles  that  will 
confine  all  shoes  to  a  couple  of  staple  leathers. 

American  Army  Shoes. — The  committee  in 
charge  of  opening  the  bids  for  American  army  shoes 
recently  have  refused  to  consider  the  prices  disclosed 
by  the  bids  as  too  high,  and  have  submitted  prices 
themselves.  They  have  offered  the  following  prices 
and  have  intimated  that  the  government  will 
take  our  plants  and  produce  the  shoes  themselves 
if  necessary.  They  say  the  price  put  on  the  field 
shoe,  based  on  cutting  it  from  crops  in  the  regular 
sizes,  according  to  schedule  sent  out  with  the  pro- 
posals, is  S7.15  per  pair.  The  price  on  the  march- 
ing shoe  based  on  crops  is  S6.45  per  pair. 

The  price  for  the  field  shoe  (specification  No. 
1351)  in  the  large  sizes  is  S9.05  and  on  the  march- 
ing shoe  (specification  No.  1352)  the  price  is  $8.45. 

No.  1351,  the  field  shoe,  is  chrome  retanned, 
natural  color,  cow  hide  or  kip,  finished  flesh  side 
out,  weight  of  stook  1.7  to  3mm.  Hides  trimmed 
at  shoulder  in  a  straight  line  inside  of  foreshank, 
hind  shanks  trimmed  off  above  the  knees. 


ST.  JOHN,  N.B.,  NOTES 

One  of  the  young  Canadian  soldieis  who  took  patt 
in  the  recent  big  drive  of  the  Allies,  and  who  fell  wounded 
while  driving  back  the  Huns,  was  Pte.  William  B.  O'Connor, 
of  St.  John,  X.B.,  who  was  for  several  years  a  highly  esteem- 
ed employee  of  the  firm  of  Waterbury  &  Rising,  Limited, 
wholesale  and  retail  shoe  dealers  in  St.  John.  Private 
O'Connor  enlisted  with  the  New  Brunswick  Kilty  Battalion 
and  crossed  overseas  over  a  year  ago.  After  remaining 
in  England  for  several  months  he  was  sent  to  France  to 
reinforce  another  Canadian  unit  and  has  since  been  on  the 
firing  line.  A  telegram  to  his  father  stated  that  he  had 
been  wounded  in  the  right  arm  and  had  been  admitted  to 
Kitchener  Hospital  in  Brighton. 

Percy  Steel,  a  popular  young  boot  and  shoe  merchant 
of  St.  John,  X.B.,  who  volunteered  in  a  machine  gun  section 
and  who  was  quite  badly  wounded  a  few  months  ago,  has 
now  returned  to  the  13th  Rreservc  Battalion  in  Bramshott 


Camp,  England,  and  expects  to  go  to  France  in  a  short 
time.  Private  Steel  is  a  qualified  officer,  holding  the  rank 
of  Captain  in  the  cavalry  and  lieutenant  in  the  infantry. 
As  he  was  unable  to  receive  an  appointment  in  any  local 
unit  he  volunteered  as  a  private  and  has  since  been  serving 
in  the  ranks.  During  Private  Steel's  absence  at  the  front, 
his  shoe  store  is  being  managed  by  Frank  W.  Merrill. 

Frank  Laskey  was  in  the  city  recently  representing 
the  Tetrault  Shoe  Company  of  Montreal.  He  is  one  of 
the  first  travellers  to  arrive  in  St.  John  with  Spring  samples. 

James  V.  Russell,  former  Commissioner  of  Harbour 
and  Ferries  of  St.  John,  N.B.,  who  has  been  seriously  ill 
for  the  past  three  months,  has  recovered  sufficiently  to  be 
about  again.  He  was  formerly  one  of  the  best  known 
boot  and  shoe  merchants  in  the  city. 

Big  sales  and  cut  prices  seemed  to  be  the  battle  cry  of 
boot  and  shoe  dealers  in  this  city  during  the  last  month. 
A  number  of  the  stores  advertised  bargain  sales  and  as  a 
result  got  rid  of  a  quantity  of  stock.  Owing  to  the  high 
price  of  boots  and  shoes  these  sales  were  largely  patronized. 

Mayor  Hayes,  President  and  Manager  of  the  firm  of 
J.  M.  Humphrey  &  Company,  wholesale  dealers  and  manu- 
facturers of  boots  and  shoes  in  this  city,  was  one  of  the 
Committee  who  met  and  entertained  His  Royal  Highness 
Prince  Arthur  during  his  visit  here  last  week. 

Miss  Josephine  Armstrong,  saleslady  for  Percy  J.  Steel, 
is  spending  her  vacation  at  the  Narrows  on  the  St.  John 
River. 


MEAT  CONSUMPTION  ON  DECLINE 

The  consumption  of  beef  and  mutton  in  Britain  during 
the  last  year  of  peace  was  150,000  tons  per  month.  During 
1916-17  this  amount  had  fallen  to  120,000  tons  per  month. 
The  total  available  supplies  at  present  in  sight  for  the  current 
year  are  not  more  than  88,000  tons  per  month. 


NEW  OFFICES  OF  THE  CANADLA.N  CONSOLI- 
DATED RUBBER  COMPANY 

Mention  was  made  some  months  ago  in  the  Shoe  and 
Leather  Journal  of  the  Toronto  division  of  the  Canadian 
Consolidated  Rubber  Company  having  acquired  the  prem- 
ises adjoining  their  offices  and  ware-rooms,  corner  of  Front 
and  Yonge  Streets.  This  acquisition  is  now  practically 
refitted  and  ready  for  occupation.  The  entire  ground  floor 
has  been  remodelled  and  will  be  used  for  the  general  offices, 
show  rooms  and  sales  rooms,  order  counters,  waiting  rooms, 
etc.,  and  will  make  their  offices  not  only  much  more  spacious 
but  exceedingly  convenient. 

One  of  the  main  features  is  four  new  show  windows, 
something  the  company  has  not  had  before.  These  are 
finished  in  Circassian  walnut  and  closed  in  at  the  back 
and  all  attractively  panelled.  The  woodwork  in  the  office 
is  all  in  quarter-sawed  oak,  the  pillar  posts  being  covered  in 
panel  design  with  the  same  material. 

The  ground  floor  plan  here  illustrated  will  show  at  a 
glance  the  convenience  of  the  layout  of  the  offices. 


(GROUND  Floor  Plan  of  new  offices 
^—J  of  the  Canadian  Consolidated  Rub- 
ber Co.,  Toronto 
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The  Shoe  Repair  Man 


REGULAR  MEETING  OF  HAMILTON  REPAIR  MEN 

At  the  last  regular  meeting  of  the  Hamilton  Repair 
Men's  Association,  there  was  much  discussion  over  the 
increased  number  of  foreigners  who  have  located  in  the  city 
and  who  cannot  be  induced  to  join  the  Association.  This 
is  a  difficult  proposition  to  handle,  for  the  tendency  with 
these  people  is  to  cut  prices  and  there  is  little  patriotism 
with  the  general  public  when  price  is  a  consideration.  How- 
ever, the  decision  of  the  Hamilton  Association  was  to  not 
do  any  work  for  anyone  who  is  not  a  member  of  the  Associ- 
ation. This  refers,  of  course,  mostly  to  the  sole-sewing. 
The  idea  is,  that  if  these  foreigners  cannot  get  their  sewing 
done  and  the  members  of  the  Association  adhere  rigidly 
to  this  plan  it  may  have  the  result  of  causing  them  to  close 
up  or  join  the  Association,  and  the  latter  would  mean  that 
they  would  adopt  Association  prices. 

Some  members  were  opposed  to  having  them  in  as 
members,  but  it  har  always  proven  better  to  have  everyone 
in  than  outside  of  the  Association.  They  are  not  nearly 
so  liable  to  cut  prices  if  they  are  inside. 

A  committee  was  appointed  to  visit  every  non-member 
repair  man  and  try  to  induce  him  to  join  the  Association. 
The  city  was  divided  into  districts  and  two  members  for 
each  district  were  to  go  together  and  solicit  the  non-members. 

The  balance  of  the  time  was  taken  up  with  routine 
work.  The  meeting  was  profitable  and  productive  of  much 
enthusiasm. 


VANCOUVER  REPAIR  NOTES 

August  has  been  a  good  month  for  shoe  repairing;  it 
has  been  one  of  the  dog  months,  but  this  year  it  has  proved 
the  exception  to  the  rule,  more  than  one  repairer  claiming 
it  has  been  the  best  August  for  trade  for  eight  years. 

Mr.  J.  Stephens,  of  Main  Street,  Vancouver,  has  installed 
a  power  finisher. 

Mr.  T.  Nabata,  Powell  Street.  Vancouver,  has  installed 
a  curved  needle  sole  stitcher. 

Mr.  R.  Blenkhorn,  from  Nova  Scotia,  has  opened  the 
old  stand  of  M.  R.  Brown  on  Broadway  and  Commercial 
Drive,  Vancouver. 

Mr.  G.  Morris,  of  the  Goodyear  Repair  Store,  Pender 
Street,  Vancouver,  has  returned  from  three  weeks'  enjoyable 
auto  tour  of  the  Pacific  Coast  cities  and  towns. 


WILL  A  REPAIRMEN'S  ORGANIZATION  PAY? 

The  one  great  difficulty  with  forming  a  repairmen's 
association  is  that  human  nature  is  selfish,  and  men  look 
upon  an  organization  in  the  spiri.  of  "How  much  am  I  going 
to  get  out  of  it?"  This  seems  to  be  the  wrong  attitude. 
Consider  how  much  you  will  put  in  and  the  matter  of  taking 
out  will  look  after  itself.  The  farmer  who  fertilizes,  culti- 
vates and  prepares  his  ground  and  plants  good  seed  into  it, 
need  fear  little  about  what  he  will  take  out  of  it.  So  with 
an  association.  Cultivate  it,  sow  the  best  seed  you  have 
into  it  and  you  will  reap,  even  if  there  is  but  one  other 
shoe  man  in  your  town.  Organize,  come  to  some  mutual 
understanding  as  to  hours  of  work,  prices,  etc.,  and  you  will 
both  be  the  better  for  it.  If  there  are  more  than  two  in 
your  town  so  much  the  better  for  all.  The  following,  clipped 
from  the  Shoe  Repair  Shop,  is  right  to  the  point: 


"Now  what  is  the  chief  advantage  in  organizing  local 
associations?  The  first  thing  usually  thought  of  is  to  get 
higher  prices,  and  this  usually  results  immediately  from 
organizing,  and  higher  prices  make  it  possible  for  the  shop 
to  improve  the  quality  of  its  work,  to  improve  its  appear- 
ance, to  advertise  and  to  do  other  things  which  men  in  other 
lines  of  business  do,  and  to  preserve  the  higher  rate  scale, 
it  is  necessary  that  fife  be  kept  in  the  association.  This 
means  that  the  members  meet  periodically  and  discuss 
all  their  grievances  and  differences.  A  more  brotherly 
feeling  for  one  another  becomes  apparent.  The  recital  of 
the  experiences  of  members  teaches  that  all  have  their 
problems  to  meet.  The  brighter  members  share  their  brains 
with  the  duller  members.  Pride  comes  to  the  surface  as 
the  work  goes  on,  and  mutuality  of  feeling,  causes  all  to  look 
upon  greater  problems  with  greater  vision.  The}-  talk 
about  the  salesman  that  sells  them  goods  and  discover  that 
his  disposition  is  to  treat  them  fairly.  They  talk  about 
the  findings  house  which  they  have  been  wont  to  think  was 
taking  advantage  of  them.  They  talk  about  articles  they 
read  in  their  trade  journals,  and  gradually  they  begin  to 
take  an  interest  in  the  wholesaling  and  manufacturing  end 
of  the  business  and  learn  that  their  interests  are  in  common 
with  the  wholesaler  and  manufacturer,  and  that  knowledge 
tends  to  dissolve  prejudice. 

Co-operation  means  some'thing  more  than  a  group  of 
men  getting  together  and  agreeing  to  "do  somebody."  It 
should  mean  a  group  of  men  to  do  somebody  good,  and  the 
solution  of  the  great  trade  problems  will  come  when  all 
branches  of  the  industry  full}-  understand  that  common 
relationship  exists.  There  can  be  no  co-operation  unless 
it  includes  all  branches  of  the  business,  and  our  observation 
is  that  business  men  of  a  community  that  have  a  local 
association  are  the  readiest  ones  to  practice  co-operation, 
and  consequently  the  manufacturer  and  the  wholesaler 
should  encourage  local  associations  as  an  educational  and 
developing  institution,  and  therefore  perfect  their  ideas  along 
co-operative  fines." 

And  this  from  another  exchange  is  equally  pertinent: 

"Do  you  know,  Mr.  Shoe  Repairer,  what  the  meaning 
of  association  really  is?  Do  you  realize  the  value  of  an 
organization?  When  a  bod}'  of  men  come  together  to  speak 
in  one  common  interest,  or  on  one  stated  subject,  we  have 
an  association.  The  exchanging  of  ideas  picked  up  here 
and  there,  taken  from  any  source,  experience  or  otherwise, 
this  is  the  benefit  derived  from  an  organized  body.  At 
an  organization  meeting  which  lasts  one  day  you  can  gather 
more  practical  information  than  you  can  get  in  a  whole 
year  from  foreign  subjects.  The  ideas  and  thoughts  of 
others  who  are  working  along  the  same  lines,  soliciting  the 
same  trade,  and  striving  for  the  same  goal  towards  which 
you  aim,  are  freely  exchanged  and  discussed.  If  you  do 
not  benefit  by  your  own  experiences,  benefit  by  the  ex- 
periences of  others.  Listening  to  and  heeding  what  the 
world  has  to  say  is  not  a  bad  policy  by  far.  The  world  is 
very  old  and  travel-worn  and  it  is  credited  with  much 
knowledge.  Therefore  do  not  pass  up  the  opportunity  of 
joining  an  association  and  deriving  the  value  and  benefits 
thereof.  If  there  is  no  such  organization  in  your  town  or 
community,  get  busy  and  form  one." 
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SATISFIED  CUSTOMERS 
and  PROFIT 

When  these  two  go  hand  in  hand  business 
is  a  pleasure  for  everyone. 

M  anufacturer  and  Repairman 

are  alike  interested  in  our  proposition.  After 
long  continuous  study  and  experiment  in  the 
manufacture  of  a  product  for  shoe  soling,  we  have, 
we  believe,  to-day  hit  upon  the  material  that  is 
most  satisfactory  and  at  the  same  time  profitable 
to  the  shoeman.  Composition  soles  have,  until  the 
present  time,  faced  the  difficulty  of  either  too  soft 
a  material  that  did  not  have  the  wearing  qualities, 
or  too  hard  or  brittle  a  substance  that  resulted  in 
cracking. 

We  have  hit  the  "Happy  Medium"  that  has  the 
wear  and  yet  does  not  crack. 

V.  D.  L  SOLES 

are  Healthful  and  Economical,  Easy  to  work  with, 
and  are  now  beyond  the  experimental  stage. 
Made  in  the  necessary  colors.  It  will  pay  you  to 
try  them  out.  We  will  be  satisfied  to  abide  by 
your  judgment.    Communicate  with  us  at  once. 


Van  der  Linde  Rubber  Company 

Limited 

142  Weston  Road  Toronto 
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THE  TORONTO  SHOE  REPAIRERS'  ASSOCIATION 

There  have  been  some  real  lively  meetings  held  by  the 
Toronto  Association  of  late.  A  good  deal  of  routine  busi- 
ness has  been  conducted  and  the  main  topic  for  several 
meetings  has  been  a  new  schedule  of  prices.  The  present 
list  is  two  years  old  and  has  outlived  its  usefulness.  In 
fact,  very  few  adhere  to  it  and  none  do  entirely.  It  is  felt, 
therefore,  that  it  is  really  worse  than  no  list  at  all.  Other 
towns  and  cities  have  issued  new  prices,  all  of  which  have 
been  higher  than  the  old  ones.  So  some  of  the  pushing, 
progiessive  fellows  want  Toronto  Association  represented 
among  the  progressive  shoe  men's  organizations. 

A  special,  committee  meeting  was  called  to  consider 
this  matter  and  draft  a  new  list.  This  new  list  will  be  sub- 
mitted to  the  Association  at  an  early  date  for  their  approval. 
The  new  draft  has  followed  closely  other  new  lists  published 
in  the  Shoe  and  Leather  Journal  recently.  When 
adopted  it  will  likely  go  into  effect  right  away. 

Another  matter  for  consideration  has  been  a  programme 
of  entertainments  for  the  coming  season.  The  present 
musical  committee  has  been  resting  on  its  oars  for  a  time. 
In  fact,  the  members  have  been  asking  if  Arthur  Smallwood 
had  sold  his  banjo  and  V.  P.  Hendry  had  lost  his  bones,  or 
if  Charlie  Wren  had  sold  his  Italian  steam  piano  and  gone 
back  into  the  chicken  business;  and  no  one  has  heard  any 
tooting  from  Bro.  Skilling's  cornet  of  late,  nor  any  pling 
planging  from  Izaard's  guitar. 


UNITED  STATES  PROPOSED  LUXURY  TAX 

Under  the  heading  of  "Excise  Taxes,"  a  proposed  bill 
in  the  United  States  has  the  following  on  ''Luxuries." 

"Luxuries — Twenty  per  cent  to  be  assessed  on  and 
after  November  1st,  1918,  against  the  seller  to  the  con- 
sumer or  user,  or  to  a  person  not  for  resale,  on  price  in 
excess  of  following:" 

Among  the  luxuries  named  are:  Valises,  travelling 
bags,  suit  cases,  hat  boxes,  used  by  travellers  and  fitted 
with  toilet  cases,  $25 ;  purses,  pocket-books,  shopping  and 
handbags,  $7.50;  women's,  misses'  and  boys'  boots,  shoes, 
pumps  and  slippers.  $10;  clothing  and  other  things  are 
also  taxed  if  expensive. 


AN  ATTRACTIVE  FLOAT 

Mr.  Delbert  McFarland,  of  the  McFarland  Shoe  Co., 
Edmonton,  Alta.,  ran  this  very  attractive  "Old  Woman  in 
Her  Shoe,"  in  a  recent  parade  in  that  city.    Mr.  McFarland 


is  driving,  and  dressed  as  the  old  woman.  But  this  does 
not  infer  that  he  is  in  any  sense  an  old  woman,  except  in 
impersonation,  nor  that  he  has  more  children  than  he  knows 
what  to  do  with.    He  is  a  real  live  wholesale  shoe  distri- 


butor in  the  West  and  this  float  was  one  of  the  most  attract- 
ive in  the  parade.   

A  REGAL  HUSTLER 

Dan.  H.  Presho,  one  of  the  popular  travelers  of  the  Regal 
Shoe  Co.,  of  Toronto,  is  "going  over  the  top"  down  in  the 
Maritime  Provinces.  Dan's  a  mighty  good  head  and  should 
know  how  to  go  over  the  top  for  h-e  did  it  over  in  France  until 


D  '  N  PRESHO 


he  was  so  badly  wounded  the  army  gave  him  an  honorable 
discharge.  "All  right,"  says  Dan,  "I  can  sell  shoes",  so  he's 
selling  Regals.   

GLOBE  SHOE  REPRESENTATIVES 

L.  H.  Packhard  &  Co.  Limited,  Montreal,  have  been 
appointed  distributors  of  the  pillow  welt  made  by  the 
Globe  Shoe  Co.,  for  misses,  children  and  growing  girls. 
This  firm  have  a  new  patented  idea  for  the  making  of  pillow 
welts.  The  following  Packard  salesmen  are  now  showing 
this  line:  A.  W.  Gardner,  Maritime  Provinces;  J.  B.  Croch- 
ier,  Quebec  City  and  Eastern  Quebec;  L.  Decelles,  Province 
of  Quebec;  J.  A.  Leddy,  Eastern  Townships  and  Ottawa 
District;  J.  A.  Lefebvre,  Eastern  Ontario;  E.  D.  Van 
Dine,  Western  Ontario;  G.  F.  Wadsworth  and  J.  B.  Neville, 
Western  Provinces;  R.  Wadey  and  H.  Daignault,  City  of 
Montreal.   

VOLUNTEER  FARM  WORKERS 

Hundreds  of  thousands  of  volunteer  workers  will  be 
needed  to  save  the  crop  of  the  United  States  and  they  are 
coming  forward  from  every  walk  of  life.  At  a  recent  con- 
vention of  bankers,  a  question  was  asked,  "How  many  of 
you  grew  up  on  a  farm."  The  count  showed  90  per  cent. 
Everyone  present  agreed  to  leave  his  bank  and  work  on 
the  farm  for  periods  from  ten  days  to  two  weeks. 


Allotments  have  just  been  made  by  the  War  Board 
for  the  following  army  shoes: — Trench  boots  at  $6  a  pair — 
75,000  pairs  to  Ames-Holden-McCready,  Montreal;  Ankle 
boots  at  $5.40  a  pair — Dufresne  &  Locke,  60,000  pairs; 
Tebbutt  Shoe  Mfg.  Co.,  15,000  pairs;  Plessissville  Shoe 
Co.,  15,000  pairs;  Corbcil,  Limited,  15,000  pairs;  Geo.  A. 
Slater,  Limited,  10,000  pairs.  There  were  100,000  allotted 
all  over  Ontario.  Up  to  this  time  only  one  company,  the 
Amcs-Holdcn-McCready  Co.,  are  the  only  ones  who  have 
accepted  the  alio!  men!,. 
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A  Highly 
Specialized  Factory 


ESTABLISHED  1877 


A  Highly 
Specialized 
Product 


There  is  nothing  "as  good  as"  "Palmer  s." 
They  are  the  product  of  Half  a  Century  of 
careful  experiment  and  development— a  lifetime 
of  Oil  Tan  Experience — two  generations  of 
practical  specialized  oil  tan  shoemaking. 

Insist  on  getting  Moose  Head  Brand  from  your 
jobber.  It  is  the  only  absolute  guarantee  of 
Quality. 

OVER  FIFTY  STYLES  OF 


Larrigans,  Shoe  Packs,  Moccasins  and  Sporting  Boots 

See  Our  Celebrated  Trench  Boots 

JOHN  PALMER  CO.,  LIMITED 


Fredericton 


N.B. 
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A  Distinctive  Appeal  to 
the  Better  Class  Trade 


Each  new  model  of  Parisienne  Shoes 
shows  clearly  the  experienced  designing 
that  gives  the  much  sought  for  verve 
and  snap  to  high  grade  shoes. 

The  style  illustrated  is  a  whole  foxed 
patent,  5-eyelet,  laced  Oxford  on  pointed 
last.  Imitation  tip,  brown  nubuck  top 
(also  made  with  any  other  colored  top). 

Send  for  details  of  this  and  other 
winning  models.  Our  travellers  are  now 
showing  these  shoes.  Drop  us  a  card 
if  you  have  not  seen  them. 

LA  PARISIENNE  SHOE  CO. 

LIMITED 

MAISONNEUVE,  QUE. 


US 
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Sisman's 
" Best  Everyday" 

The  Shoe  for  Everyone 


Sisman's  '  'Aurora 

For  Particular  People 


These  two  shoes  form  a 
combination  that  cannot 
be  beaten.  The  dealer  who 
offers  them  to  his  patrons 
is  laying  a  foundation  of 
steady  and  profitable 
business. 


The  Sisman  Principle 
That  Honesty  Pays 

has  created  a  standard  for  these  shoes  that  will  carry  your  sales 
over  the  top  and  past  their  objective. 


Line  up  for  Spring  Trade. 


T.  Sisman  Shoe  Co. 

Limited 


Ask  your  Jobber  for  them. 


Aurora 


Ontario 
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MAINTAINING    OUR  POSITION 
AT  THE  TOP  OF 
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Williams  Medium-Fine  and 
Heavy  Footwear 

Covers  that  Entire  Field 


Built  on  the  finest  structural  lines  with  substantiality  out- 
standing, it  makes  the  appeal  irresistible  and  earns  "repeats." 


WILLIAMS  SHOE  LIMITED 

Brampton,  Ont.         -         -  ,        Regina,  Sask. 
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SOLE  LEATHER 


Sides,  Crops,  Backs,  Bends,  Shoulders,  Bellies, 
Heads,  Tapsoles,  Top-pieces,  Etc. 


nglo  Canadian  Leather  Co. 

Tanners  of 

PLE  LEAF  BRANT 
ion  and  Hemlock  Sole 

Montreal  Quebec  -mk  V 

He  and  Bra 


1m 


The  Largest  Sole  Leather  Tanners 
in  the  British  Empire 

Annual  Output  24,000,000  lbs. 

Requiring  the  Hides  of  600,000  Cattle 
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Hewetson-Made 
Welts 


Every  shoeman  in  Canada  is  placed  in  contact  with  Hewetson  Lines 
through  the  agency  of  forty-five  Leading  Jobbing  Houses. 

You  will  find  YOUR  Jobber  among  the  following: 


TORONTO 
McLaren  8<  Dallas 
W.  B.  Hamilton  Shoe  Co.,  Limited 
D.  D.  Hawthorne  Co. 
Blachford,  Davies  Ss  Co.,  Limited 
White  Shoe  Co.,  Limited 
Ames  Holden  McCready,  Limited 
Charles  Tilley  &  Son 
Reliance  Shoe  Co.,  Limited 

HAMILTON 
John  McPherson  Co.,  Limited 
.John  Lennox  St  Co. 
Robert  Ralston  Co. 

LONDON 
Coates,  Burns  81  Wanless 
London  Shoe  Co.,  Limited 
Sterling  Bros.,  Limited 
Karn  Shoe  Co. 

COLLINGWOOD 
T.  Long  8f  Bro. 

OTTAWA 
A.  W.  Ault  Co. 


KINGSTON 
Midland  Shoe  Co. 

WINNIPEG 
Ames  Holden  McCready,  Limited 
Kilgour  Rimer  Co. 
Congdon  Marsh,  Limited 
Hudson  Bay  Co. 

BRANDON,  Manitoba 
Dowling  Shoe  Co. 

REGINA 
Amherst  Central  Shoe  Co. 
Harley  Henry,  Limited 

SASKATOON 
Harley  Henry,  Limited 

MOOSE  JAW 
Maybee'f,,  Limited 
Kennedy  Bros. 

EDMONTON 
Ames  Holden  McCready,  Limited 
Dcwers,  Limited 


CALGARY 
A.  McKillop  Co.,  Limited 

MONTREAL 
Ames  Holden  McCready,  Limited 
A.  L.  Johnson  Shoe  Co.,  Limited 
James  Robinson 
Dufresne  8s  Galipeau,  Limited 
Miner  Shoe  Co.,  Limited 
Alfred  Lambert,  Inc. 

ST.  JOHN,  N.  B. 
Waterbury  &  Rising,  Limited 
Ames  Holden  McCready,  Limited 
J.  M.  Humphrey  &  Co. 

FRASERVILLE,  P.  Q. 
Kraserville  Shoe  Co.,  Limited 

BROCKVILLE,  Ontario 
The  J.  A.  Johnston  Co. 

VANCOUVER,  B.  C. 
Ames  Holden  McCready,  Limited 
Damer  Lumsden  Co. 
F.  fij  F.  Henderson 


J.  W.  HEWETSON  CO.,  Limited 


BRAMPTON 


SHOEMAKERS    TO  CHILDREN 


ONTARIO 
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The  Perth  Shoe  Company's  Plant 

is  at  present  the  only  factory  in  Canada 
exclusively  devoted  to  the  manufacture 
of  Women's  Fine  Shoes  by  the  Goodyear 
Welt  Process.  This  factory  is  now 
making  over  500  pairs  of  Women's  Welts 
every  working  day. 

This  volume  of  business  is  the  result  of 
keen  concentration  and  specialization. 

PERTH   SHOE   COMPANY,  LIMITED 

Largest  Manufacturers  of  Women's  Goodyear 
Welted  Shoes,  Exclusively  in  Canada 

PERTH,  ONTARIO 
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V.  [.  SOKOLOFF  C.  H.  ALBEE 

Secretary-Treasurer  Superintendent 


PERTH   SHOE   COMPANY,  LIMITED 

Largest  Manufacturers  of  Women's  Goodyear 
Welted  Shoes,  Exclusively  in  Canada 


PERTH  ONTARIO 
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J.  H.  MOORE  H.  B.  McGEE 

Western  Ontario  Toronto  and  Eastern  Ontario 


PERTH   SHOE  COMPANY,  LIMITED 

Largest  Manufacturers  of  Women's  Goodyear 
Welted  Shoes,  Exclusively  in  Canada 

PERTH,  ONTARIO 
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Lucille  Pattern — Shown  in  Perth  Shoe  Line 


All  the  latest  Styles,  Lasts  and  Patterns  are  to  be  seen  in  the  Perth 
Shoe  Line — the  prices  are  the  result  of  concentration  and  specialization. 

THE  PERTH  SHOE  SAMPLES  ARE  WELL  WORTHY  OF  INSPECTION 


PERTH   SHOE   COMPANY,  LIMITED 

Largest  Manufacturers  of  Women's  Goodyear 
Welted  Shoes,  Exclusively  in  Canada 

PERTH.  ONTARIO 
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TRApt  MARK 


Also  makers  of 

BRANDON 

High  grade  Shoes  for 


"DUSINESS  men  know  that  a  fac- 
tory  which  specializes  on  one  line 
can  make  it  better  and  at  a  lower 
cost.  We  are  the  only  factory  in  Can- 
ada making  men's  shoes  exclusively. 
Our  Monarch  Shoes  are  made  of  No.  1 
skins,  using  the  most  careful  work- 
nd  up-to-date  lasts — 
ay  about  a  dollar  less 
would  for  other  fine 
Ivery  pair  guaranteed. 

BRANDON  SHOE  CO. 

Limited 
BRANTFORD,  ONT. 


The  illustrations 
indicate  the  com- 
pelling character  of 
the  campaign  to  the 
public  that  is  stimu- 
lating demand  for 
Monarch  Shoes 
throughout  Canada. 


We  do  part  of  the  selling  for  you  of  Monarch  and  Brandon 
Shoes  by  making  known  to  the  public  the  merit  of  these 
lines. 


THE  BRANDON  SHOE  COMPANY,  LIMITED 

BRANTFORD  -  -  ONTARIO 


In  our  next  adver- 
tisement we  will 
show  samples  of  the 
advertising  that  is 
performing  the 
same  service  for  the 
Brandon  Shoes. 


Monarch  J  hoes 


TRADE  MARK 

T^HERE  has  been  a  huge  demand 
■*■  for  leather  for  the  armies,  but 
you  can  still  get  shoes  made 
from  No.  1  skins  if  you  ask 
for  Monarch  Shoes.  They  are 
made   by  the   only  shoe 
house  in  Canada  that  specializes 
exclusively  on  men's  high-grade 
Welt  shoes.    The  quality, 
workmanship  and  style  of 
every  pair  are  guaranteed. 

BRANDON 

Shoe  Co., 
Limited 

BRANTFORD 
ONTARIO 

8 


Also  makers 
of  BRANDON 
high-grade  shoes  for  men 
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Full  Swing  for 
Spring  and  Summer 

Nineteen  -  Nineteen 


Getty  &  Scott,  Limited 

Gait,  Ontario 

Makers  of  the  "Classic"  Shoe  for  Women 
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Spring  and  Summer 

Nineteen  -  Nineteen 


By  sheer  force  of  high  styles 
and  reasonable  prices  "Classic" 
Shoes  have  become  known  to 
buyers  everywhere  as  a  remark- 
ably salable  line  of  satisfaction 
giving  shoes. 

Classic  style  in  Pumps  and  Ox- 
fords for  Spring  and  Summer 
Nineteen-nineteen  are  designed 
and  constructed  to  maintain  a 


reputation  and  show  the  degree 
of  improvement  expected  of 
efficient  shoemakers. 

These  styles  are  now  being 
shown  by  our  salesmen  and  await 
your  critical  examination.  Be 
sure   to  inspect  carefully  this 


Gait,  Ontario 

Makers  of  the  ''Classic"  Shoe  for  Women 
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Spring  and  Summer 

Nineteen  -  Nineteen 


All  "Classic"  presentations  for 
Spring  and  Summer  harmonize 
with  the  high  style  ideas  of  the 
seasons  and  they  have  the  added 
sale  magnet  that  comes  with 
popular  prices. 

"Classic"  Shoes  are  exclusive  in 
design  and  though  made  of  high 
quality  materials  and  thoroughly 
built  they  are  priced  to  make 
them  procurable  by  every  class 
of  trade. 


This  is  the  result  of  efficient 
manufacturing  methods  and 
facilities  for  large  production. 


When  the  "Classic"  salesman 
displays  the  line  for  your  inspec- 
tion, 'twould  be  well  to  remem- 
ber these  facts  and  decide  that 
you  intend  to  make  it  a  big 
season  in  Spring  and  Summer 
Classics. 


Getty  &  Scott,  Limited 

Gait,  Ontario 

Makers  of  the  "Classic"  Shoe  for  Women 
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CLASSIC 


In  your  selection  of  requirements 
for  your  children's  trade,  the 
Classic  Tru-Trod  warrants  your 
most  thoughtful  consideration. 

TRU-TROD  is  designed  and 
constructed  along  perfectly  nat- 
ural lines  with  the  idea  of  prop- 
erly developing  the  "under- 
standing" of  the  growing  gener- 
ation. 


for  the 
Kiddies 


Getty  &  Scott,  Limited 

Gait,  Ontario 

Makers  of  "Classic"  Shoes 
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GROWING  GIRLS 


No.  8333— Sizes  2]A  to  7,  Gun  Metal  Calf,  8  in.  Ba1.,  Imt.  tip,  10/8  heel,  965  McKay,  D  width  Price  $5.40 

No.  8332— Sizes  2yi  to  6,  Brown  Calf,  8  in.  Bal.,  Imt.  tip,  10/8  Heel,  965  McKay,  D  width  Price  $6.05 

WOMEN'S 

No.  8325— Sizes  2)4  to  7,  Gun  Metal  Calf,  8  in.  Sport  Bal.,  dull  top,  Imt.  tip,  12/8  heel,  968  McKav,  D  width. ...Price  $5.65 

No.  8322— Sizes  2)4  to  7,  Duchess  Tan  Calf,  8  in.  Sport  Bal.,  Imt.  tip,  12/8  heel,  968  McKay,  D  width  .Price  $6.30 

No.  8298— Sizes  2V2  to  7,  Vici  Kid,  8  in.  Sport  Bal.,  Imt.  tip,  12/8  heel,  968  McKav,  D  width   .Price  $6.30 

No.  8201 — Sizes  2yi.  to  7,  Vici  Kid,  9  in.  Bal.,  Plain  toe,  16/8  Louis  heel,  966  McKay,  D  width  Price  $6.80 

No.   835— Sizes  2y2  to  7,  Patent,  5  evelet,  Bal.  Oxford,  17/8  Louis  heel,  967  McKay,  C  and  D  widths   Price  $4.25 

No.  9106— Sizes  2^  to  7.  Vici  Kid,  8"in.  Sport  Bal.,  Imt.  tip,  12/8  heel,  986  welt,  D  width...  ...Price  $6.90 

No.  9267— Sizes  iy2  to  7,  Koko  Calf,  Sport  Bal.,  Imt.  tip,  12/8  heel,  986  welt,  D  width  ...Price  $6.90 

No.  9357— Sizes  2yi  to  7,  Vici  Kid,  9  in.  Bal.,  Plain  toe,  17/8  Louis  heel,  985  welt,  C  and  D  widths   Price  $7.40 

No.  9207— Sizes  2)4  to  7,  Patent  Plain  Pump,  17/8  covered  Louis  heel,  990  turn,  C  and  D  widths   Price  $5.20 

No.  9208— Sizes  2)4  to  7,  Vici  Kid  Plain  Pump,  17/8  Louis  heel,  990  turn,  C  and  D  widths    ..  .Price  $4.85 


These  are  lines  which  are  suited  to  Fall  wear  and  are  particularly  salable  at  this  season. 

The  Five-Eyelet  Oxford  is  an  excellent  style  to  bo  worn  with  Spats,  and  the  Plain  Pumps  are  fine  for  evening  wear. 
Size  up  your  stock,  see  what  you  can  use  and 

ORDER  EARLY 

Getty  &  Scott,  Limited 

Gait,  Ontario 

MAKERS  OF  THE  "CLASSIC"  SHOE  FOR  WOMEN 


* 
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Red  Fox  Bal.    Heel  Tango  Yachting  Bal. 


Not  a  Stranger  Here 

Every  line  shown  on  this  page  has  become  stapleized  with  the 
Canadian  shoe  trade.  Each  has  won  a  recognized  place  in  the 
progressive  shoeman's  stock. 

When  you  order  Maltese  Cross  Outing  Shoes  you  are  not  experi- 
menting with  unknown  and  untried  goods,  but  availing  yourself 
of  lines  that  are  sure  and  profitable  sellers. 


Bowler  Pastime  Workman 


Gutta  Percha  &  Rubber,  Limited 

Toronto,  Halifax,  Montreal,  Ottawa,  Fort  William,  Winnipeg,  Regina,  Saskatoon, 
Edmonton,  Calgary,  Lethbridge,  Vancouver,  Victoria. 
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Rubber 
Notes 

Salesmen  out  on  the  road  report  unusually  good  busi- 
ness in  outing  and  summer  lines.  The  growing  popularity  of 
these  goods,  coupled  with  their  moderate  price,  accounts  for 
their  ready  sale.  Oxfords  and  pumps  too  are  selling  fast  and 
these  lines  will  be  worn  quite  freely  on  the  street  this  coming 
summer. 

The  indication  at  present  seems  to  be  that  the  orders 
will  be  quite  sufficient  to  keep  the  manufacturers  going 
pretty  strong  to  turn  out  the  orders.  Help  in  the  various 
plants  is  still  a  serious  proposition  and  hard  to  obtain,  and 
under  these  circumstances  it  is  really  wonderful  that  the  dif- 
ferent factories  are  able  to  keep  up  with  their  orders  as  well 
as  they  have. 

Haw  Rubber 

There  is  practically  no  change  in  raw  rubber  conditions. 
Prices  have  remained  firm  with  a  tendency  to  rising  some. 
In  fact  it  is  expected  that  the  Para  market  will  be  higher. 
Just  now  in  the  United  States  everyone  interested  is  waiting 
to  see  what  the  first  of  October  will  do,  for  at  that  time  the 
new  allocation  will  begin,  as  the  three  months  will  have 
expired.  But  rubber  men  feel  sure  there  will  be  some  rise 
in  prices. 

Styles  Banned  in  the  U.S. 

An  Associated  Press  despatch  startled  the  rubber  world 
the  other  day  with  the  announcement  that  5,500  styles  of 
rubber  footwear  had  been  eliminated  under  a  war-time 
schedule  of  production  in  the  United  States.  The  average 
newspaper  reader  read  this  as  a  bit  of  news  and  possibly 
remarked,  "I  wonder  what  that  will  mean."  The  rubber  foot- 
wear manufacturer  read  it  and  gasped,  "Where  did  they  get 
five  thousand  five  hundred  styles?"  About  the  only  con- 
clusion one  can  arrive  at  is  that  the  authorities  have  taken 
catalogues  of  the  various  manufacturers  and  let  us  assume 
cut  out  100  styles  from  one,  125  from  another,  150  from  an- 
other, and  so  on,  and  then  totalled  these  and  found  5,500. 
But  it  will  at  once  be  seen  these  are  practically  duplicates. 
That  is,  one  firm  may  make  200  styles  and  another  150. 
This  does  not  mean  that  they  make  350  styles.  These  styles 
will  be  so  duplicated  by  the  two  firms  that  there  will  likely 
not  be  more  than  200  styles  made  by  the  two  firms. 

Another  way  they  may  arrive  at  this  large  figure  may 
be  that  they  consider  the  sizes  of  each  style.  At  any  rate 
rubber  men  are  wondering  how  they  figure  this  big  amount  of 
5,500  styles. 

The  ban  is  considered  effective  since  September  1st,  on 
canvas  rubber  soled  shoes,  and  on  January  1st  it  will  be  effec- 
tive on  waterproof  footwear.  The  manufacture  of  all  boots, 
except  those  of  an  essential  nature  for  men,  is  to  be  pro- 
hibited. 


VANCOUVER  NOTES 

Fine  settled  weather  has  now  returned  to  Vancouver, 
which  is  giving  the  retail  stores  every  opportunity  to  un- 
load the  white  goods  on  hand;  quite  a  few  are  out  of  many 
sizes  in  the  popular  lines.  A  number  of  the  sales  clerks 
and  proprietors  are  returning  from  their  vacation  with 
"their  hides  well  tanned." 

Mr.  J.  Cornett,  of  Cornett  Bros.,  has  been  getting  his 
hand  in,  in  preparation  to  winning  the  Shoe  and  Leather 
Journal  fishing  trophy;  according  to  all  accounts  it  should 
have  been  in  Vancouver  last  year.    Mr.  Cornett,  with  wife 


and  family,  have  been  camping  by  Lake  Hanciz  and  in  two 
weeks  caught  over  800  trout.  The  daily  catch  was  from 
45  to  120.  Intending  competitors  for  the  Journal's  Trophy 
will  have  to  look  to  their  laurels  this  year. 

Mr.  F.  Copeland,  of  Dauphin,  Man.,  has  taken  up  duties 
in  the  shoe  department  at  the  Hudson  Bay  Company's 
store  here. 

Mr.  F.  L.  Barber  from  the  Robert  Simpson  Co.,  Limited, 
Toronto,  has  taken  up  his  duties  as  manager  of  D.  Spencers, 
Limited  shoe  department. 

W.  Woods  Limited  "K"  Boot  Stores  are  now  located 
in  their  new  home  on  Hastings  St.  When  the  alterations 
are  complete  it  will  be  one  of  the  largest  and  finest  boot 
stores  in  Western  Canada. 

Sergt.  Reginald  Bolton,  a  native  of  Nelson,  B.C., 
a  shoemaker,  and  who  is  a  returned  soldier  under  treatment 


Harry  Taylor  has  a  new  way  of  fishing  up  at  Lake  St.  Joseph, 
he  says  he  caught  a  big  one  by  the  tail.  What  bothers  Harry 
is  that  when  he  tells  the  story  his  friends  have  such  a  funny 
look  on  their  faces.  But  he  declares  its  true  and  sends  this 
picture  in  proof  of  it. 


at  the  Military  Hospital  in  Vancouver,  was  the  lucky  man 
in  winning  a  new  Chalmers  car  in  a  drawing  competition, 
given  by  the  Sun  newspaper  of  Vancouver.  Sergt.  Bolton 
is  thirty-six  years  old  and  this  car  will  be  a  boon  to  him 
just  now.  He  was  forty  months  in  service  overseas  in  the 
7th  Battalion.  He  enlisted  in  September,  1914.  20,000 
tickets  were  sold  for  this  car  and  over  $1,500  was  secured 
for  the  Returned  Soldiers'  Club.  * 


MEETING  OF  SHOE  MANUFACTURERS 

Chairman  A.  Brandon  has  called  a  meeting  of  the 
Shoe  Manufacturers  of  Ontario,  in  the  Board  of  Trade 
rooms,  Brantford,  September  30th. 

The  United  Shoe  Machinery  representative,  from 
Boston,  will  give  a  moving  picture  lecture,  showing  the 
making  of  the  Pershing  Army  Boots. 

This  will  no  doubt  be  very  interesting,  and  along  with 
regular  business,  should  ensure  a  full  representation  of 
manufacturers  for  that  date. 


NEW  COUNTER  FACTORY 

The  Perfection  Counter  Limited  have  completed  the 
installation  of  all  the  machinery  necessary  for  the  manufac- 
ture of  box  toes  as  well  as  their  various  lines  of  counters  in 
their  new  factory  situated  on  Letourneau  Ave.,  at  the 
corner  of  Ernest  St.,  Montreal.  This  is  a  four-story 
brick  building,  well-lighted,  and  equipped  with  the 
latest  machinery;  the  Perfection  Counter  Limited  are  in 
a  position  to  turn  out  300,000  pairs  of  box  toes  and  about 
500,000  pairs  of  counters  per  month. 
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GREB  SHOES" 


GREB  SHOE 


'Look  /of  1he  Yellow  Label" 


"Look  /octhe  Yellow  Label" 


What's  in  a  Name? 

Over  two  thousand  merchants  handling 

"GREB  SHOES" 

Will  tell  you. 

SOLID  WORK  SHOES 

FOR 

Men,  Boys  and  Youths 

Write  for  Catalogue  and  Price  List. 


LARGE  "IN-STOCK"  DEPARTMENT 


Greb  Shoe  Co.,  Ltd. 

Kitchener,  Ont. 

SPECIALISTS    IN    GOOD    WORK    SHOES  -Monejt  SliThru" 
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Some  Ad 
Advice  for 
Advertisers 

"Bargains"  May  not  Always  be  the 
Best  Kind  of  "Pulling"  Matter 

THE  Associated  Advertising  Clubs  of  the 
World  have  issued  a  very  interesting  article 
on  advertising  that  furnished  food  for 
rumination  along  these  lines.  We  publish  it  as  a 
stimulator  and  to  stir  retailers  to  think  about 
their  advertising  and  see  if  it  can  be  improved. 
It  still  remains  a  fact  that  bargains  are  a  good 
drawing  feature,  but  all  that  is  said  of  them  in  the 
following  article  is  worthy  of  careful  consideration. 
The  article  follows: 

Too  many  merchants,  and  too  many  news- 
paper advertising  men,  especially  in  the  smaller 
cities,  look  upon  a  retail  advertisement  which 
fails  to  offer  "bargains"  as  a  poor  advertisement, 
declares  the  National  Vigilance  Committee  of  the 
Associated  Advertising  Clubs  of  the  World,  which 
calls  attention,  in  a  recent  bulletin,  to  the  fact 
that  city  stores  which  are  getting  away  from  the 
bargain  appeal  are  rapidly  becoming  the  leaders 
in  their  communities. 

Even  when  the  price  reduction  is  truthfully 
stated — and  the  truth-in-advertising  advocates  hold 
that  bargain  advertising  promotes  exaggeration — 
the  public  sometimes  refuses  to  believe  the  state- 
ments, and  this  often  applies,  even,  to  stores  of 
high  repute. 

In  support  of  this  contention,  William  P. 
Green,  the  newly  appointed  secretary  of  the  vigil- 
ance committee,  cites  the  case  of  a  Detroit  store 
of  high  repute  which  advertised  parasols  which 
had  been  $5.00,  for  98  cents.  The  reason  for  the 
sale  was  that  the  handles  of  the  parasols  were 
brittle,  but  nothing  was  said  about  this  in  the  ad- 
vertisement. 

Following  the  announcement  of  the  bargain, 
four  of  the  seventeen  remaining  were  sold. 

The  store  tried  a  new  tack.  It  advertised  the 
parasols  again  in  just  the  same  manner,  except  it 
frankly  told  of  their  defect.  The  advertisement 
suggested  that,  though  the  handles  were  brittle, 
the  parasols  were  attractive  and  should,  with  care, 
last  a  long  time. 

In  the  meantime,  two  of  the  four  which  had 
been  sold  on  the  first  occasion  had  been  returned. 
The  women  demanded  their  money  and  it  was 
returned,  even  though  the  department  manager 
felt  they  had  no  right  to  the  money  under  the  cir- 
cumstances. 

Following  the  second  advertisement,  all  the 
rest  of  the  parasols  were  sold.  None  of  them  were 
returned,  for  the  customers  had  bought  them  with 
their  eyes  open. 

This  case  illustrates  the  fact,  Mr.  Green  de- 


clares, that  intelligent  people  will  not  believe  that 
a  merchant  is  selling  a  $5.00  article  for  98  cents 
unless  they  are  told  the  reason  for  the  reduction, 
and  the  committee  contends  that  the  elimination 
of  bargain  advertising  altogether  is  better  practice, 
A  bulletin  which  has  just  been  issued  by  the  Nation- 
al Vigilance  Committee  declares : 

"That  there  is  far  too  much  bargain  counter 
advertising  in  newspapers,  due  to  a  mistaken 
impression  on  the  part  of  many  stores  that  it 
is  necessary  to  secure  results,  is  the  keynote 
of  recent  articles  in  trade  magazines.  The 
damage  resulting  to  advertising  as  a  whole, 
especially  the  fact  that  some  concerns  refuse 
to  advertise  because  of  the  questionable  practices 
resorted  to  by  their  competitors  in  the  use  of 
newspaper  space,  is  decried.  It  is  pointed  out 
that  it  is  unnecessary  to  adopt  the  ideas  of  the 
trickster  in  order  to  get  results  in  competition 
with  him  as  an  advertiser.  Stores  which  follow 
an  ethical  standard  not  only  find  advertising 
successful,  but  at  the  same  time  they  are  per- 
forming a  signal  service  in  the  fight  for  honest 
copy. 

"In  Chicago,  for  example,  the  stores  which 
do  not  use  competitive  prices  set  the  gross  sales 
standard."' 

The  best  kind  of  retail  advertising,  the  commit- 
tee contends,  is  that  which  makes  permanent 
customers,  rather  than  that  which  merely  makes 
sales.  Bargain  advertising  prompts  the  production 
of  shoddy  merchandise  and  promotes  slipshod 
merchandising  methods. 

Advertising  which  accomplishes  the  most,  as 
has  been  proved  by  the  experience  of  leading  stores, 
is  that  which  tells  about  the  goods  and  minimizes 
the  price  appeal.  The  price  of  an  article  is  soon 
forgotten;  the  article  is  often  long-remembered. 
As  in  the  case  of  the  parasols  in  Detroit,  a  cus- 
tomer, even  though  of  the  bargain  hunting  class, 
is  nevertheless  disappointed  if  the  bargain  fails 
to  live  up  to  expectations. 

A  store  which  features  bargain  sale  advertising 
all  the  time  is  in  danger  of  establishing  itself  in 
the  minds  of  the  people  as  a  good  place  to  go  when 
they  want  cheap  stuff,  while  there  are  better  profits, 
as  well  as  the  promise  of  a  longer  merchandising 
career,  for  the  store  which  merely  advertises  good 
values  and  fair  treatment  to  customers. 

Tell  more  about  the  goods  and  feature  the  price 
less — that  sums  up  the  advice  which  the  adver- 
tising association  is  giving  merchants  and  in  com- 
munities where  there  are  advertising  clubs,  and 
where  the  local  business  man  has  the  constant 
advice  of  advertising  men  through  the  operation 
of  local  vigilance  committees,  a  large  number  of 
retailers  are  making  that  discovery. 


KILLING  DOGS  IN  BRITAIN 

It  is  estimated  that  there  are  between  four  and 
five  million  dogs  in  the  United  Kingdom  and  a 
committee  has  been  considering  the  question  of 
rationing  dogs  and  of  killing  off  a  certain  percent- 
age. Many  dogs  have  already  been  destroyed  in 
order  to  save  food. 
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As  the  outlook  brightens  for  peace  in  Europe, 
the  prospects  for  increased  production  of 

Tirn<gIk®ft(lD©  SEppam 

improve.  The  difficulty  however  of  produc- 
ing supplies  and  above  all  of  securing  adequate 
labor  still  militate  against  our  giving  our  Cana- 
dian customers  the  service  to  which  their 
splendid  loyalty  and  courage  entitle  them. 

Of  their  support  for  the  past  twenty  years  has 
been  greatly  enhanced  by  that  patient  en- 
durance that  has  won  for  Canadians  the  ad- 
miration of  the  world  as  well  as  that  of 

SIR  H.  W.  TRICKETT,  Limited 

WATERFOOT,  Near  Manchester,  ENGLAND 


Canadian  Representative 

J.  S.  ASHWORTH 

Manchester  Building  TORONTO 
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Tetrault  Guessing 
Contest  Closes 

Over  a  Thousand  Readers  of  the  "Shoe 
and  Leather  Journal"  Enter  this  Big  Guess- 
ing Game 

LAST  year  the  Tetrault  Shoe  Mfg.  Co.,  of  Montreal, 
inaugurated  a  guessing  contest  open  to  anyone  con- 
nected with  the  sale  of  Tetrault  welts.  The  prizes  were 
awarded  to  the  persons  who  guessed  nearest  to  the  total 
sales  for  one  year.  This  year  the  contest  was  repeated  and 
proved  a  much  greater  success  than  the  company  had  antici- 
pated. In  fact  the  replies  flooded  the  office.  With  the  com- 
pany's characteristic  reputation  for  fair  dealing  the  contest 
was  conducted  above  board  so  that  all  were  on  the  same 
footing  and  would  have  the  same  opportunity.  Some  little 
idea  of  the  interest  taken  may  be  gathered  from  the  fact 
that  forty-seven  telegrams  were  received  and  were  all  pre- 
paid. It  is  the  intention  of  the  company  to  repay  the  senders 
of  these  telegrams  for  they  feel  that  the  great  interest  taken 
in  Tetrault  welts  that  would  prompt  the  sending  of  a  tele- 
gram is  a  real  compliment  to  the  shoes  and  the  company 
that  makes  them. 

Nor  were  the  replies  confined  to  one  locality.  They  came 
in  from  small  towns,  medium  sized  towns  and  big  cities  that 
dot  this  Dominion  from  coast  to  coast,  all  of  which  is  proof 
of  the  tremendous  popularity  of  Tetrault  welts.  The  first 
prize  was  won  by  a  man  down  in  New  Brunswick  and  the 
sixth  by  a  man  out  in  Saskatchewan.  It  is  also  significant 
that  two  young  women  were  winners  of  prizes  in  this  contest. 
This  seems  to  indicate  two  things — one,  that  women  sales- 
people are  selling  men's  shoes,  and  that  they  are  interested 
in  Tetrault  welts.  The  total  sales  for  one  year,  September 
1st,  1917,  to  August  31st,  1918,  were  $2,258,934.18,  and  the 
winners  were  as  follows:  First  prize,  $125,  won  by  J.  Thomas, 
Troy,  with  W.  F.  Cassidy,  Chatham,  N.B.,  guessing  $2,259,- 
047.50;  second,  $50,  by  Miss  Lola  M.  Blough,  with  J.  D. 
Climie,  Hamilton,  Ont.,  guessing  $2,258,774.47;  the  third, 
$25,  went  to  Mr.  Chas.  H.  Ludlow,  Brantford,  his  guess 
being,  $2,258,611.01;  fourth,  $15,  was  captured  by  Miss 
Hazel  R.  Hermon,  with  the  Singer  Fit-Rite  Shoe  Co., 
Ottawa,  Ont.,  because  she  guessed  $2,258,608.18;  the  fifth, 
James  Nichol,  of  Chatham,  N.B.,  won,  for  guessing  $2,259,- 
357.98,  and  the  prize  is  $10;  the  sixth  and  last,  a  $5  prize, 
went  out  to  Estevan,  Saskatchewan,  to  Mr.  H.  E.  Forest, 
because  he  guessed  $2,258,258.80. 

This  contest  can  have  but  one  effect,  the  increasing  of 
the  enthusiasm  for  Tetrault  welts. 


COMMON  SENSE  IN  SHOES 

Now  here's  a  little  bit  from  a  daily  paper  that  shows 
the  people  and  even  doctors  are  waking  up  to  what  shoe 
dealers  have  been  trying  for  years  to  hammer  into  the  public 
mind.    Here  is  an  excerpt  from  the  article: 

"I  had  no  idea  that  footwear  held  the  important  place 
it  does,  until  I  entered  on  my  duties  as  Medical  Examiner," 
said  a  well-known  city  physician.  "I  know  and  believed 
the  old  rule  that  a  man  is  as  young  as  his  arteries,  but  it 
took  war  to  make  mc  realize  that  no  matter  how  strong  a 
soldier's  heart  on  the  march  he  is  only  as  good  as  his  feet. 
Next  in  importance  to  the  food  a  man  eats  is  the  shoe  he 
wears  " 

"Your  remarks,  I  presume,  apply  with  equal  force  to 
the  housewife,  who  is  one  of  the  army  of  women  at  present 
doing  their  own  work,"  someone  said,  and  on  the  instant 
received  as  answer: 


"Emphatically  yes.  Three-fourths  of  the  wrinkles, 
half  the  heartache,  two-thirds  the  stomach  trouble,  and  a 
good  part  of  the  rheumatism  women  complain  of  are  trace- 
able to  the  atrocities  which  sanity  and  ignorance  lead  them 
to  commit  upon  their  poor  feet." 

The  Government  utters  divers  threats  against  the  high 
boots  of  the  day,  the  ten,  twelve,  fourteen  inches  of  per- 
fectly good  leather  that  goes  to  the  leg  of  my  lady's  foot- 
wear. "We  should  have  lower  boots,"  it  says.  "We  must 
have  lower  boots!"  So  we  should,  so  we  must,  but  let  us 
follow  the  advice  of  ^95sop  and  begin  at  the  bottom  by  cutting 
off  an  inch  or  two  from  the  heel.  The  institution  or  in- 
dividual that  makes  flat  heels  fashionable  is  going  to  be 
known  as  a  benefactor  of  the  soil.  No  use  to  advance  argu- 
ments or  adduce  faults  in  regard  to  this  reform.  It  is  not 
enough.  It  must  be  made  a  fad  before  foolish  folks  will 
follow  it.  So  long  as  preposterously  high  boots  with  pre- 
posterously high  heels  are  "the  thing"  a  percentage — ai 
absurdly  larger  percentage — of  women  will  wear  them.  To 
be  sure  twelve  dollars,  fifteen,  and  even  more  is  a  sinful 
price  for  a  pair  of  boots.  Our  grandmothers  weren't  earn- 
ing big  money  making  munitions  and  taking  on  positions 
formerly  held  by  men.  The  war,  it  would  seem,  while  de- 
priving our  wives  of  their  husbands,  our  girls  of  their  sweet- 
hearts, has  tried  to  make  up  the  loss  a  little  by  bestowing 
an  unheard  of  earning  power.  And  because  of  this  earning 
power  our  femininity  can  indulge  in  high  boots  and  other 
extravagancies.  Foolish,  yes,  but  it  is  their  own  business, 
after  all."   

UNSATISFACTORY  RESULTS  IN  TURN  SHOES 

{Continued  from  page  go) 

While  on  the  last,  after  sewing,  securely  cement  the  over- 
lap firmly  to  the  sole,  so  that  it  will  not  become  displaced 
in  turning  or  second  lasting.  Should  ripping  or  other  dam- 
age occur,  the  overlap  of  upper  will  be  of  great  use  in  an 
easy  and  effective  method  of  making  the  damage  good. 
The  overlap  would  cause  some  unevenness  around  the  edge 
of  the  sole,  but  this  must  be  adjusted  in  the  socking,  and 
may  serve  as  a  starting  suggestion  and  feel  that  no  leading 
point  has  been  omitted.  I  have  been  hand-in-hand  with  them 
all,  and  have  often  emulated  "Our  Troops  in  Flanders,"  in 
the  days  of  Uncle  Toby  and  Corporal  Trim.  After  many 
years  on  the  turn  shoe  damage  "  Tread  Mill"  I  emphatic- 
ally urge  a  perfecting  of  the  system,  or  its  entire  abandon- 
ment. _____ 

FRED'S  NEW  FLIVVER 

Fred  Beemer,  of  Blachford  Shoe  Manufacturing  Co., 
urging  his  new  Fierce  Sparrow  to  its  limit.    Fred  has  been 


giving  his  customers  from  the  West  a  great  time  this  summer. 
They  have  been  able  to  see  parts  of  Toronto  they  never 
heard  of  before  or  knew  existed. 
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COLLIS  COLORS 
CREATE  CUSTOM 

The  exactness  of  tone  and  the  delicacy  of  finish  that  appeal  to  the  careful  buyers  are 
characteristic  of 

COLLIS  LEATHERS 

They  are  a  HIGHLY  SPECIALIZED  product,  the  combined  result  of  the  BEST  EXPERT 
SELECTION  OF  RAW  SKINS  and  the  BEST  EXPERT  TANNING  AND  FINISHING 
PROCESSES.    They  have  no  equal. 

A_j  I :  _     r*r\lr\rc*  Collis  London  Brown 

VSOIIIS    vOIOrS       Collis  Toney  Red  Brown 

These  are  the  recognized  leaders  in  high-class  shoe  production.    When  you  buy  Collis  Leathers  you  know 

what  you  are  getting. 

They  Give  Life  as  well  as  Attractiveness  to  the  Shoe 

Collis  Leather  Company,  Limited 

Send  for  Sample  Aurora,  Ont. 

Book  of  Colors 


MARTIN 

Corrugated  Paper  Boxes 


Facilitate  the  despatch  of  shipments. 
Give  the  greater  security  of  a  sealed  package. 
Cut  freight  and  express  cost. 

Make  the  work  of  putting  up  orders  almost  noiseless. 
Ensure  the  arrival  of  goods  in  the  best  condition. 
Occupy  a  minimum  of  storage  space. 

WRITE  TO-DAY 

Martin  Corrugated  Paper  &  Box  Co . 

353  Pape  Avenue,  Toronto       Llm"e  * 
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There  is  a  reported  change  in  the  shoe  business  of 
I.  J.  Lavoie  of  Montreal. 

The  Regal  Shoe  travellers  are  all  out  on  their  respective 
territories.  Ml.  R.  M.  Smith  and  Mr.  W.  R.  Billings  have 
Western  Canada;  Mr.  E.  W.  Flannery,  Western  Ontario; 
Mr.  E.  Lynch,  Eastern  Ontario  and  Mr.  Daniel  Presho 
the  Maritime  Provinces.  Mr.  Presho  was  for  several 
years  with  the  Slater  Shoe  Co.,  has  been  overseas,  was  severe- 
ly wounded  and  is  now  discharged  from  the  Army,  mention 
of  which  was  made  in  this  Journal  some  time  ago. 

Mr.  Harry  Graham,  now  sales  manager  for  Wm.  Marsh 
&  Co.,  Quebec,  is  now  on  his  Western  Canada  trip  and  will 
touch  the  large  centres  right  through  to  the  Coast.  The 
.new  fine  lines  this  firm  is  now  making  are  taking  wonder- 
fully with  retailers  and  jobbers. 

Mr.  Gerald  Murdoff  is  at  the  Queen's  Hotel,  Toronto, 
with  the  Queen  Quality  samples. 

The  J.  and  T.  Bell  representatives  are  out  with  Spring 
samples.  Mr.  C.  E.  Fice  has  Toronto  and  Western  Ontario 
Messrs  Lewis  Godbolt,  F.  M.  Hoffman  and  J.  Lamonte 
are  covering  the  territory  west  of  the  Great  Lakes;  Mr. 
Chas.  Dionne,  the  Province  of  Quebec,  and  Mr.  Roy  C. 
Fraser,  Maritime  Provinces. 

Mr.  W.  Waller,  manager  of  the  Robt.  Simpson  Co., 
Toronto,  shoe  department,  spent  a  week  recently  in  Montreal, 
Quebec,  Boston  and  other  Eastern  shoe  centres  in  the  interest 
of  his  business. 

Mr.  W.  Chamberlain,  of  Getty  and  Scott,  was  in  Toronto 
recently.  The  Company  have  a  display  of  Spring  samples 
at  the  King  Edward  Hotel  shown  by  their  salesman,  Mr. 
W.  Anderson. 

The  E.  T.  Wright  &  Co's  travellers  are  out  in  the  various 
territories  with  their  "Just  Wright"  samples.  Mr.  A.  A. 
Ovendorff  looks  after  Central  and  Western  Ontario;  Mr. 
F.  A.  Maefarlane,  Eastern  Ontario,  Quebec  and  Maritime 
Provinces;  Mr.  W.  G.  Dowlig,  Alberta  and  British  Colum- 
bia; Mr.  W.  D  Harris,  Saskatchewan  and  Manitoba;  Mr. 
H.  L.  Mullett,  Saskatchewan  and  Alberta,  and  Mr.  W.  J. 
Moisley,  Mani'cba. 

Mr.  C  E.  Fice,  who  has  the  J.  and  T.  Bell  samples  on 
display  -\\  the  Queen's  Hotel,  reports  exceptionally  good 
business.  Oxfords  and  White  goods  are  going  particularly 
strong 

?ir  W  Fryer,  representing  Scott-Chamberlain  of  Lon- 
don. Ontario,  is  showing  at  the  King  Edward,  Toronto. 
.Mr.  Fryer  says  business  is  more  than  good  this  season. 

The  travellers  for  the  Minister-Myles  Shoe  Co.,  Lim- 
ited, are  now  out  on  their  respective  territories.  Western 
Ontario  is  represented  by  Mr.  John  Cameron;  Eastern 
Ontario  and  Montreal  by  Mr.  James  Cheyne;  Maritime 
Provinces  by  Mr.  T.  Gallagher;  Winnipeg  and  Territories 
by  Mr.  G.  H.  Jameson,  and  British  Columbia  by  Damer- 
Lumsden  Co.,  Vancouver. 

Mr.  E.  J.  Phillips,  Eastern  representative  of  C.  Parsons 
and  Sons,  Toronto,  has  just  returned  from  a  trip  through 
Quebec.  He  says  business  was  good  and  nearly  all  manu- 
facturers report  a  strong  demand  for  better  grade  goods. 

Mr.  W.  W.  White,  of  C.  Parsons  &  Sons,  Toronto,, 
has  just  returned  from  a  week  or  so  holidays  with  his  brother 
in  Buffalo. 

The  Tetrault  Shoe  Manufacturing  Co.  have  out  the 
following  salesmen:  Messrs  H.  Ferguson  and  H.  F.  Footc, 


Western  Provinces:  Mr.  James  Heffering,  Ontario;  C.  E 
W.  Lessard,  Quebec;  and  Mr.  F.  W.  Laskey,  Maritime 
Provinces. 

The  Brandon  Shoe  Company's  travellers  are  now  on 
their  respective  teiritories  and  report  business  good  from 
evety  quarter.  Mr.  J.  L.  Tretheway  covers  Western 
Ontario;  Mr.  E.  E.  Mclntyre,  Eastern  Ontario;  L.  F.  Jack- 
son, Northern  Ontario  and  the  Eastern  Provinces;  and  Mr._ 
R.  J.  McAllister,  the  Western  Provinces  from  Fort  William 
to  the  Coast. 

Mr.  W.  R.  Allen,  of  C.  Parsons  &  Son,  has  just  wound 
up  a  nice  little  holiday  spent  at  Rosemount. 

The  name  of  the  shoe  store  of  McManus  &  Co.,  Freder- 
icton,  N.B.,  has  been  changed  to  Rowan  &  Co.  Messrs.. 
A.  V.  and  W.  M.  Rowan  have  been  running  the  store  for- 
four  years  under  the  former  name.  They  ran  a  big  sale 
to  celebrate  the  name. 

Mr.  R.  Anderson,  formerly  with  C.  Parsons  &  Sons, 
Toronto,  has  been  overseas  for  two  years  and  is  now  admitted 
to  hospital.    He  is  expected  home  shortly. 

"Phillips'  Footwear"  is  a  sign  designating  a  new  shoe 
store  on  Bank  Street,  Ottawa.  The  stock  is  a  general  one 
covering  shoes  for  all  ages  and  classes. 

An  Ontario  Charter  has  been  granted  to  the  Hamilton 
Leather  Goods  Co.,  Limited,  of  Hamilton.  $100,000  is 
the  figure. 

A  young  woman  in  the  employ  of  L.  N.  Poulin,  Limited, 
of  Ottawa,  was  sent  to  jail  for  three  months  without  the 
option  of  a  fine  for  stealing  $98  worth  of  shoes  and  $85  in 
cash,  obtained  by  falsified  checks. 

Mr.  Arthur  Angus,  who  represents  R.  B.  Griffith  of 
Hamilton,  was  one  of  the  boys  at  the  first  annual  frolic  of 
the  Hamilton  Shoe  Retailers  at  Burlington,  Ont. 


WANTED— SUPERINTENDENT  for  old  established  shoe 
factory  making  standard  screw  work.  Permanent  posi- 
tion for  capable  man.  Apply  STERLING  BROS., 
London,  Ont. 

WANTED— A  second-hand  Dieing  Out  Machine,  four  foot 
preferred.  Must  be  reasonable.  Box  820,  Shoe  and 
Leather  Journal,  1229  Queen  street  west,  Toronto. 

WANTED— FOREMAN  for  Bottoming  Room  in  long 
established  shoe  factory  making  standard  screw  work. 
Permanent  position  for  experienced  man.  Apply, 
Sterling  Bros.,  London,  Ont. 

WESTERN  SHOE  TRAVELLER— Desires  to  represent 
an  Eastern  Shoe  House  in  the  Maritime  Provinces. 
Only  first-class  line  would  be  considered.  Thoroughly 
conversant  with  territory.  References  of  highest  order. 
Address,  Box  824,  Shoe  and  Leather  Journal,  Toronto, 
Ontario. 

EXPERIENCED  SHOE  TRAVELLER— Would  like 
position.  Ontario  territory  preferred.  Best  references. 
Box  821,  Shoe  and  Leather  Journal. 

GRADUATE  IN  ORTHOPEDICS  would  like  position  in 
city  stoie.  Would  not  object  to  selling  on  floor  when 
not  busy  fitting.  Long  experience.  Box  822,  Shoe 
and  Lkathrr  Journal. 
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POPULAR  SHOES  AT 

POPULAR  PRICES 


Men's 

Boys' 

Youths' 

Little 
Gents' 


T>  ETAILERS  who  wish  a  line  of  up-to-date 
footwear  at  a  price  within  the  reach  of 
everyone  should  inspect  our  range. 

They  are  especially  well-made  and  durable 
and  are  manufactured  for  the  purpose  of 
appealing  to  the  buyer  who  wants  a  reliable 
shoe  at  a  reasonable  price. 

SOLD  TO  JOBBERS  ONLY 


Women's 
Misses' 

Children's 
Infants' 


LAGACE  &  LEPINAY 

22  St.  Anselme  St.  Quebec,  P.Q. 


The  Perfect  Counter 

OUR  COUNTERS  EXCEL  IN 

Fit,  Durability, 
Appearance  and  Price 

They  are  made  from  selected  fibre  of  the 
finest  grade  and  will  positively  outwear 
the  shoe.    This  is  our  guarantee. 

WE  know  they  are  the  best  counters 
obtainable.  We  want  YOU  to  know  it. 
A  trial  will  convince  you. 

Our  Waterproof  Counters  possess  quali- 
ties which  make  them  superior  to  any 
other  on  the  market. 

ASK  TO  SEE  THEM 

Perfection  Counter  Limited 

699  Letourneux  Ave.,  Cor.  Ernest  St. 

Maisonneuve,  Montreal 


Edwards 


Edwards 

Head  Office  J|  ^  Tanneries 

780  Dupont  St.,  Toronto    -    Toronto  and  Woodbridge 
Quebec  and  Maritime  Provinces 

Represented  by 

John  McEntyre,  Limited    -    Montreal,  Que. 
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There  is  a  change  reported  in  the  business  of  J.  A. 
Pinet,  shoe  merchant,  of  Montreal. 

E.  T.  Wright,  of  the  E.  T.  Wright  Co.,  of  Rockland, 
Mass.,  and  St.  Thomas,  Ont.,  has  filed  papers  for  the  Repub- 
lican nomination  for  representative  in  the  Rockland  dis- 
trict. Mr.  Wright  has  no  opposition.  If  he  wears  "Just 
Wright"  shoes  he  should  walk  Wright  in. 

Mr.  A.  E.  Reeve,  representing  John  Lennox  &  Co., 
of  Hamilton,  was  showing  samples  of  a  special  shipment 
of  English  slippers,  at  room  205,  23  Scott  Street,  Toronto, 
during  the  Canadian  National  Exhibition. 

The  Miner  Rubber  Co.  have  issued  their  new  and  very 
attractive  catalogue  of  their  Greyhound  Canvas  Shoes  for 
1919. 

Mr.  J.  A.  Connor  and  Mr.  H.  E.  Dane,  of  the  Canadian 
Consolidated  Rubber  Co.,  Toronto,  have  been  in  London 
attending  the  exhibition  in  connection  with  their  display 
there. 

Mr.  Geo.  Skerrett  and  Mr.  Alex.  Brodie  took  a  half 
day  off  and  ran  down  to  Burlington  from  Hamilton,  Ont., 
and  had  a  little  fun  at  the  Retail  Shoe  Men's  Picnic  on 
September  4th. 

Mr.  W.  J.  Creen,  representing  the  Adanac  Shoe  Co., 
of  Toronto,  took  in  the  picnic  of  the  Hamilton  Shoe  Retail- 
ers at  Burlington,  Ont.,  on  September  4th. 

Mr.  L.  Turgeon,  sales  manager  for  Dupont  &  Frere, 
Montreal,  has  severed  his  connection  with  the  firm. 

Mr.  Jas.  Gow,  of  Sterling  Bros.,  London,  Ont.,  had  a 
heap  of  fun  when  he  went  to  Burlington. 

Lieut.  Gordon  Beardmore,  of  Beardmore  &  Co.,  Toronto, 
has  joined  the  Royal  Canadian  Dragoons. 

Mr.  Sutherland,  of  the  Amherst  Boot  &  Shoe  Co., 
Amherst,  N.S..  was  a  business  visitor  in  Toronto  recently. 

R.  B.  Griffith,  the  Hamilton,  Ont.,  shoe  retailer,  went 
in  for  a  bit  of  fun  at  the  Hamilton  Shoe  Retailers'  Picnic 
recently  and  won  third  place  in  the  Wholesale  men's  race. 


John  Lennox  was  late  in  arriving  or  he  would  have  entered 
the  race,  then  it  might  have  been  different. 

Mr.  John  Lennox,  Hamilton,  Ont.,  was  an  enthusiastic 
visitor  at  the  Hamilton  Retail  Shoe  Men's  Picnic  recently. 

Capt.  A.  0.  Beardmore,  of  Beardmore  &  Co.,  Toronto, 
has  been  transferred  to  the  tank  corps. 

J.  S.  Townsend,  Hamilton,  One.,  took  in  everything 
at  the  recent  frolic  of  the  Hamilton  Retailers  at  Burlington 
Beach. 

Norman  Ingram,  of  the  Goodyear  Rubber  Co.,  and 
John  Vallery,  of  the  Parker  Holmes  Co.,  Boston,  both  had 
a  heap  of  fun  at  Burlington,  Ont.,  the  other  day  when  the 
Hamilton  Shoe  Retailers'  Association  had  their  first  annual 
picnic  there. 

Mr.  Hall,  of  Beardmore  &  Co.,  is  in  the  hospital  under- 
going an  operation  for  appendicitis. 

Mr.  Edgar  Clement's  tannery  on  Arago  Street,  Quebec, 
was  damaged  to  the  extent  of  $5,000  by  fire  recently. 

It  is  reported  that  a  $12,000  factory  extension  for  the 
Hercules  Rubber  Co.,  of  Brampton,  is  being  built. 

The  Airo  Rubber,  Limited,  of  Montreal  has  been  in- 
corporated, capital  stock  $100,000. 

The  Independent  Rubber  Co.,  of  Merritton,  Ont., 
are  sending  out  a  very  attractive  booklet  in  colors,  illus- 
trating their  "Speed  King"  line  of  sporting  and  outing  shoes. 

Vic.  Anderson,  of  Anderson  and  Becker,  Elvin,  Man., 
spent  a  few  days  in  Toronto  recently. 

C.  F.  Walker,  shoe  retailer  of  Portage  La  Prairie, 
Man.,  was  in  Toronto  during  the  Exhibition. 

Miss  Fitzgerald,  of  A.  W.  Redden  &  Co.,  Halifax, 
was  in  Montreal  &  Toronto  last  week  looking  over  the  mar- 
kets, incidentally  seeing  Toronto  Exhibition. 

Friends  of  Mr.  W.  A.  Griffiths,  of  W.  B.  Hamilton 
Shoe  Co.,  Limited  will  be  sorry  to  hear  that  he  has  been  very 
ill  at  his  home  in  Barrie.  He  is  now  doing  as  nicely  as  can 
be  expected. 


HYDRO  CITY  SHOES 


The  Present  Day  strict  demand 
for  "Essentials"  is  making 
Hydro  City  Solid  Leather 
Shoes  more  than  ever 

A  POSITIVE  SHOE  STOCK  ESSENTIAL 

The  emphasis  placed  on  STYLE,  together  with  the  KNOWN 
VALUE  of  Solid  Leather  Shoes,  places  the  Hydro  City  Line 
in  a  position  to  take  care  of  a  good  volume  of  your  trade. 
It  has  every  good  quality  to  warrant  your  concentrating  your 
sales  efforts  in  Staple  Footwear  on  "Hydro  City." 


HYDRO  CITY  SHOE  MFRS. 

LIMITED 

KITCHENER  -  ONTARIO 
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F.  G.  CLARKE,  President 
C.  E.  CLARKE,  Vice-President  and  Treasurer 
Established  1852 


Manufacturers  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years 

Clarke  &  Clarke  Limited 

General  Offices  &  Works 

Christie  Street,  Toronto 

City  Office  &  Warehouse 

63  Bay  Street,  Toronto 

BRANCH  WAREROOMS 
252  Notre  Dame  St.  W.,  Montreal 
553  St.  Valier  Street,  Quebec 
RICHARD  FRERES,  Agent 


Improve  Your  Next  Window  Display  by  Using 

MAYHEW'S  INVISIBLE 
TOP-TREE 


Adjustable  to  all  heights  of  shoes,] 
laced  or  buttoned, 

ORDER  BY  NUMBERS 

No.  8 — For  Open  Form  or  No  Form. 
No.  6 — For  Closed  Form. 

No.  4 — For  Men's  Shoes  Only 


E3 


Sold  by 
JOBBERS  or  DIRECT 

.Samples  furnished  on  request 

Manufactured  by 

JAMES  N.  MAYHEW  CO.,  Inc 

311-3)3  South  Third  Street 
MINNEAPOLIS,  MINN.  U.S.A. 


Logan's 
The 

Leather 

of 
Quality 


LOGAN'S 

have  started 
tanning  some 


of  their  old  time 


SLAUGHTER 

Mellow 
Clean 

Close  Cutting 


write  us 


Office  and  Tanneries 

LYONS  BROOK,  N.S. 


OWN  YOUR  REPAIR  PLANT 


The  Sterling  Sole  Stitcher 

Hand  Power 
Stitches  Neolin  and  Fibre  Soles 
Indispensable  to  Repairmen 

WRITE  FOR  PARTICULARS 

C.  PARSONS  &  SON 

LIMITED 
Repair  and  Shoe  Store  Supplies 
79  Front  St.  E.  Toronto,  Ont. 
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A.C.  Lewis  Leather  Co. 

LYNN,  MASS.,  U.S.A. 

SHOE  STOCK 

Grain,  Split  and  Pasted;  Taps;  Innersoles 
and  Sock  Linings ;  Leather  Covered  Board ; 
Sheepskins  and  Skivers;  Split  Leather  for 
Covering  Fibre  Welt  Innersoles;  Cut  Top 
Lifts  and  Top  Lift  Stock. 

CURRYING  SPLITS  FOR  TANNERS 
ALSO  JOBBERS  OF  SOLE  LEATHER 
AND  SPLIT  LEATHER  OFFAL. 


J.  J.  Kilgour,  of  Winnipeg,  is  now  conducting  what  he 
claims  is  the  only  large  exclusively  women's  shoe  store  in 
Canada.  Mr.  Kilgour  is  interested  in  the  Kilgour  and 
Chambers  shoe  store  of  Toronto.  The  latter,  however, 
does  a  mixed  trade. 

The  Kingsbury  Footwear  Co.,  Limited,  selling  force  this 
season  is  as  follows:  Mr.  W.  E.  Short  and  R.  G.  Percival, 
Manitoba,  Saskatchewan,  Alberta  and  British  Columbia; 
Mr.  Geo.  H.  Taylor,  Ontario;  Mr.  J.  A.  Malboeuf,  cities 
of  Montreal  and  Quebec;  Mr.  J.  W.  Rankin,  Province  of 
Quebec;  Mr.  J.  D.  Campbell,  Maritime  Provinces.  They 
all  report  business  exceptionally  good. 

W.  C.  Meyers,  representing  the  Parisienne  Shoe  Co., 
Montreal,  is  showing  his  samples  at  the  Queen's  Hotel, 
Toronto,  and  reports  extra  good  business  this  season. 

D.  M.  Gilmour,  with  Agnew  &  Co.,  Brantford,  was 
a  visitor  at  the  Toronto  Exhibition.  Mr.  Gilmour  looks 
after  the  foot  specialties  of  the  Agnew  Co. 

Mr.  Robt.  E.  Snell,  for  thirty  years  a  shoemaker  on 
Parliament  Street,  Toronto,  died  recently  at  the  age  of  70. 

P.  A.  Doig,  sales  manager  of  Tetrault  Shoe  Manufac- 
turing Co.,  will  be  in  Toronto  and  vicinity  for  a  week  or  so 
beginning  about  September  21st. 

Mr.  Valentine,  of  Valentine  &  Martin,  was  in  Toronto 
cn  business  this  week. 

Mr.  Dunbar,  of  Scott-Chamberlain  Co.,  London,  Ont., 
was  a  business  visitor  in  Toronto  recently. 

Jos.  Daoust,  of  Montreal,  was  calling  on  his  Toronto 
business  friends  recently. 

Mr.  Chas.  Ahrens,  of  Kitchener,  was  in  Toronto  on 
business  quite  recently. 

H.  D.  McKellar,  the  "Felt  Man,"  of  Kitchener,  was  in 
Toronto  looking  over  the  field.  He  says  they  will  have  their 
samples  in  a  week  or  so. 

J.  Seattle,  representing  the  Murray  Shoe  Co.,  of  Lon- 
don, Ont..  has  opened  his  samples  at  the  Queen's  Hotel. 

Mr.  S.  Grimason,  buyer  for  the  R.  H.  Williams  &  Sons 
Limited,  Regina,  has  been  making  a  trip  east.  He  is  like  all 
westerners,  very  optimistic  for  the  coming  season. 

Mr.  R.  E.  Dildine  and  Mr.  Lane,  of  Ames-Holden- 
McCready,  Limited,  were  in  Ottawa  recently  in  connection 
with  army  shoe  business. 

Mr.  Demarais,  of  La  Duchesse  Shoe  Co.,  was  in  Ontario 
recently  on  business. 

Mr.  Hebert,  of  Gagnon,  Lachapelle  &  Hebert,  Montreal, 
was  calling  on  the  Ontario  jobbers  this  week. 

Mr.  Bert  Packard,  of  L.  H.  Packard  &  Co.,  Limited, 
Montreal,  was  in  Boston  last  week. 

E.  A.  Perry,  of  Jno.  R.  Evans  Leather  Co.,  was  in  Mon- 
treal last  week  looking  the  situation  over. 

Mr.  S.  A.  Bell,  of  the  Blachford  Shoe  Mfg.  Co.,  is  in 
Ottawa  covering  that  portion  of  his  territory  for  Onyx  and 
Georgina  shoes. 

Mr.  R.  J.  Trethewey,  of  the  Blachford  Shoe  Mfg.  Co. 


has  received  his  new  samples  of  Onyx  and  Georgina  shoes 
and  is  now  working  on  his  territory  in  Western  Ontario. 

Wm.  Chamberlain,  of  Getty  &  Scott,  Limited,  Gait, 
spent  last  week  in  Toronto. 

Jno.  McEntyre,  of  Jno.  McEntyre,  Limited,  Montreal, 
was  in  Toronto  and  Kitchener  last  week. 

The  many  friends  of  Mr.  R.  M.  Fraser,  Montreal,  will 
be  glad  to  know  he  has  completely  recovered  from  the 
motor  accident  he  was  in  about  a  month  ago. 

Jas.  Strike,  of  L.  H.  Packard  &  Co.,  Limited,  Montreal, 
spent  two  weeks  of  this  month  at  Brone  Lake  in  the 
Laurentians. 

Mr.  F.  L.  Jackson,  of  the  Blachford  Shoe  Mfg.  Co.,  is 
working  Northern  Ontario  just  before  covering  his  territory 
in  the  Maritime  Provinces. 


THE  DOG  THAT  CAUSED  A  LAW  SUIT 

Mention  was  made  in  last  issue  of  the  Shoe  and  Leath- 
er Journal  of  the  killing  of  Mr.  C.  E.  Fice's  little  dog, 
"Tip."  Well,  Charlie  went  to  the  owner  of  the  murderous 
canine  and  asked  him  to  have  his  dog  destroyed.  He  im- 
politely refused.  So  Charlie  instituted  proceedings.  A 
plain  clothes  man  called  on  Mr.  Owner,  and  what  Mr. 


"TIPPERARY"  r-ICE 

Owner  told  the  P.  C.  man  the  law  won't  permit  us  to  print. 
But  a  day  or  two  later  in  Court  he  paid  $10  for  having 
kept  the  dog  and  then  had  to  have  it  destroyed.  In  addi- 
tion he  can  be  made  to  pay  for  "Tip,"  which  does  not 
restore  him  to  Mr.  Fice. 
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The  Only 
Thing 

For  use  in  the 
trenches  to 
ensure  warm, 
dry  feet  under 
all  conditions. 
Absolutely  re- 
iable  in  leath- 
er and  shoe- 
making. 

Our  Own  Make 

Write 
for  full 
informa- 
tion to 


Seventeen-inch  leg,  full  leather  sole, 
sewed  or  nailed  on,  also  hob  nailed. 


The  R.  M.  Beal  Leather  Co. 

LINDSAY,  ONT. 


LIMITED 


The 

VULCO-UNIT  BOX  TOE 


Patented 
Dec.  30th,  1913 


Patented 
Oct.  26th,  1915 


No  other  box  can  effect 
such  savings  in  time,  labor 
and  material  for  the  Shoe 
Manufacturers. 

Beckwith  Box  Toe  Ltd. 

SHERBROOKE,  QUEBEC,  CANADA 


W.H.StaynesS  Smith, 

Leicester,  Eng. 


CASH  ADVANCED 

ON  CONSIGNMENTS 


Cable  "HIDES"  Leicester. 


HIDE  and  LEATHER 
FACTORS 

and  at  Kettering,  Northampton 
Bristol,  and  Norwich. 


Pan  American 

Grey  KID 


Brown 


Seal 
Black 


Perkins  &  McNeely 

Philadelphia 


Ed.  R.  Lewis,  Toronto 


JOSEPH  S.  FRY 

SHOE  AND  UPPER  MANUFACTURER 

168  Seaton  St.,  Toronto 

Men's  Strong  Working  Shoes,  Blu.  Double  Soles 

Goodyear  Stitched        -      -      -      -      -  $4.50 

Boys',    Goodyear  Stitched  -----  3.75 

Youths'       "  3.00 
Lads'     -      --      --      --      --  2.50 

Box  Calf,  50c.  Extra 
Men's  Strong  Uppers   ------  2.50 

Boys'        "         «_-___.  2.25 
Youths'    ;"  2.00 
Lads'  *  ■   "         "-----_  1.75 

We  Make  All  Kinds  Terms  Net  Cash 


An  all 

"Canadian" 

Company 

At 

Your 
Service 


Mr.  Merchant,  are  you  on  the  Safe  Side  of  your  Banker  and  Wholesaler  ? 
Why  not  Reduce  Your  Stock  for  Cash,  and  Play  Safe  ? 

THE  BUSINESS  SALES  SYSTEM 


285  Salem  Ave. 


SUCCESSFUL  RETAIL  8ALES  MANAGERS 

Toronto  Telephone  Jucction  5668 


Write  for 
"Personal 
Interview" 
It's 
The 
Best 
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Surface 


Glazed  Kid 

Sheepskin 

Cabrettas 

Quebec  Office:  491  ST.  VALUER  ST. 


SURFACE  KID 

Is  a  substitute  which  has  decided  advantages  over 
real  kid.  It  is  cheaper — has  a  well-finished 
appearance  when  made  up — is  smooth,  soft  and 
flexible,  yet  wears  extremely  well.  Made  in  black 
and  colors 

BUTTS— Waterproof,  Gun  Metal,  Dull  or  Glazed  and  in  Colors. 
L,UCIElN     BORNE        Montreal  Office:  225  LEMOINE  ST. 


Chas.  Hinckley,  sales  manager  of  Chas.  S.  Pierce,  Inc., 
Brockton.  Mass.,  has  been  visiting  the  Canadian  trade  during 
the  last  ten  days  en  route  to  St.  Louis,  Mo. 

Mr.  Reg.  Smardon,  of  Smardon  Shoe  Co.,  Montreal, 
has  been  training  for  the  past  month  in  the  Naval  Station  at 
Halifax.  This  will  come  as  a  surprise  to  many  of  Reg's 
friends,  as  he  is  one  of  those  quiet  fellows  that  doesn't  say 
much  about  whab  he  does.  We  are  sure  the  entire  trade  wish 
him  success  and  a  safe  and  speedy  return. 

Mr.  F.  P.  Beemer,  of  the  Blachford  Shoe  Mfg.  Co.,  is 
leaving  for  the  Western  Provinces  with  his  new  range  of 
Onyx  and  Georgina  samples. 

A.  R.  Hewetson.  of  Brampton,  was  in  Toronto  and  Mon- 
treal for  a  few  days  last  week. 

Chas.  Albee,  of  Perth,  was  in  Montreal  and  Boston  last 
week  looking  the  markets  over. 

Messrs.  Legacc  and  Lepinay,  of  Quebec,  have  just  recent- 
ly installed  Goodyear  welt  machinery  in  their  plant  and 
•expect  to  be  operating  very  shortly. 

Scheuer,  Normandin  &  Co.,  of  Montreal,  are  handling 
the  Hood  Rubber  Co.'s  Leisure  line  of  rubber  footwear  for 
Canada.  The  Hood  lineo  has  become  very  well  ^Inown  in 
this  country  through  the  extensive  advertising  they  have  been 
doing  in  all  tne  leading  American  papers. 

Mr.  E.  P.  J.  Smith  is  at  the  Queen's  Hotel,  Toronto, 
showing  Rena  footwear  samples.  Pearce  says  he  always  "finds 
business  good  in  Toronto.  He  leaves  for  Hamilton  during 
week  of  September  23rd. 

Mr.  W.  V.  Ecclestone.  manager  shoe  department  of  the 
T.  Eaton  Co.,  Limited,  Toronto,  and  his  assistant,  Mr. 
Small,  have  been  visiting  Rochester  recently  on  a  buying 
tour. 


QUEBEC  ITEMS 

Sole  leather  is  selling  62  and  63  cents  a  lb.  for  No.  1. 

Shoe  manufacturers  are  in  general  keeping  busy.  There 
is  a  large  demand  for  rubber  soles  and  heels. 

The  United  Shoe  Machinery  Co.,  Hector  Lamontague, 
Limited,  and  Dupere  &  Garant  are  again  this  year  at  the 
Quebec  Fair,  which  opened  on  the  29th  inst.  Dupere  & 
Garant  will  demonstrate  their  machine,  lockstitch,  in  sewing 
soles  for  repair  men  and  also  for  shoe  manufacturers  who 
have  no  lockstitch. 

Edw.  Dery,  formerly  foreman  in  the  lasting  room  of 
W.  A.  Marsh  Co.,  has  taken  a  position  in  the  same  depart- 
ment of  J.  M.  Stobo. 


JOHN  McENTYRE,  LIMITED 

LEATHER  and  SHOE  GOODS 
28  St.  Alexander  Street 
MONTREAL 


PLANTS 
Rubber  Cement  Factory 
26  Gl  idstone  Ave. 


TANNERY 
1704  Iberville  St. 


ROBIN  BROS. 

HINGED  LAST 

We  have  given  the  strictest  attention  to  every  detail 
in  the  manufacture  of  this  last,  and  believe  we  have  the 
most  accurate  last  in  measurement;  highest  in  quality 
and  lowest  in  price,  consistent  with  good  workmanship. 

A    TRIAL    ORDER    WILL    CONVINCE  YOU 

ROBIN  BROS. 


Cor.  of  Carriere  and  Gilford  Sts. 


MONTREAL 
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"ALL    ABOARD!"    Direct  Through  Connections  from     "HOOF   TO   BE  AMHOUSE." 

Only  stops  to  improve  quality  and  selection.    Depots  at  all  principal  Hide  Centres,  including 
CHINA,  INDIA,  JAVA,  BRAZIL,  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  &  GO. 


International  Hide  Merchants 


PARIS 


HAVANA 


BASLE 


NEW  YORK 


CHICAGO 


"  We  deliver  what  you  buy" 


INDEX  TO  ADVERTISEMENTS 


Pace 


Anglo-Canadian  Leather  Co.   121 

Akerman,  B.  F.,  &  Son   29 

Arlanac  Leather  Co   8 

Airrl  &  Son   26 

Ames-Hoklen-McCreadv,  Limited     .  69 

Adams  Shoe  35,  36,  37,  38 

Beal,  P..  M   146 

Beckwith  Box  Toe   146 

Bell,  J.  &  T.,  Limited  7 

Breithaupt  Leather  Co   4 

Borne,  Lueien    147 

Brandon  Shoe  Co.,  Limited   128 

Bla<  hford  Shoe  Co.,  Limited 

93,  94,  95,  96  and  111,112 

Beardmore  &  Co    31 

Collis  Leather  Co.  140 

Canadian  Consolidated  Rubber  Co.  70 

Clarke  &  Clarke    144 

Cote,  J.  A.  &  M.    9 

Cobotug  Pelt  Co.  87 
Clarke,  A.  R.,  Co.,  Limited         0.  B.  C. 

Canadian  Footwear    65 

Dunlop  Tire  and  Rubber    66 

Davis,  A.,  &  Son  10 

Davis  Leather  Co.  5 
Duclos  <&  Payan                          I .  F.  C. 

Dupont  &  Frere  67 

Evans,  J.  H .  68 

Edwards  &  Edwards  142 

Foerderer,  Robt.  H.  28 

Pry,  J.  S.  146 


Page 


Gutta  Percha  &  Rubber,  Limited   134 

Getty  &  Scott,  Limited  

 129,  130,  131,  132,  133 

Gagnon,  LaChapelle  &  Hebert   61 

Greb  Shoe  Co   136 

Gait  vShoe  Mfg.  Co.,  Limited   62 

Gifford,  R.  B   6 

Gourley  Shoe  t.   64 

Hamilton,  W.  B.,  Shoe  Co   49 

Hartt  Boot  &  Shoe  Co.  44,  45 

Hcwetson,  J.  W.,  &  Co   122 

Higgins,  L   30 

Hydro  City  .Shoe  Co   143 

Independent  Rubber  Co.   46 

Johnston,  H.  B....,   23 

Jacobi,  Philip  59 

Kaufman  Rubber  Co   48 

Kingsbury  Footwear   60 

Lawrence,  A.  C.  12,  13 

Lagace  &  Lepinay,   142 

Lady  Belle  Shoe  Co   27 

La  Parisienne  Shoe  Co   117 

Lewis,  A.  C   145 

Logan  Tanneries,  Limited    144 

McLaren  &  Dallas  32,  33 

Martin  Corrugated  Box  Co   140 

Marsh,  Wm   95 

Mavhew,  las.  N   144 

Miner  Rubber  Co   24,  25 

Murray  Shoe  Co   42 

McEntyre,  John,  Limited  ....  147 


Page 


Newcastle  Leather  Co      63 

Nugget  Polish  Co   43 

Palmer,  John,  Co.,  Limited.   116 

Perfection  Counter   142 

Packard,  L.  H.,  &  Co.,  Limited   52 

Perth  Shoe  Co  123,  124,  125,  126,  127 

Parson,  C,  &  Son,  Limited.......   144 

Perkins  &  McNeely   146 

Robin  Bros   147 

Regal  Shoe  Co.,  Limited  54,  55 

Robson  Leather   34 

Robinson,  James.  15,  16,  17  and  18 

Ritchie,  John,  Co    3 

Schmoll  Fils._   148 

Sisman  Shoe  Co.,  The  T   118 

Star  Shoe   39 

Scott,  J.  A    40,  41 

Scheueur,  Normandin  &  Co   1 1 

Tourigny  &  Marois...   58 

Tetrault  Shoe  Co  19,  20,  21  and  22 

Trickett,  Sir  H.  W.,  Limited   138 

United  Shoe  Machinery  Co.  of  Can- 
ada.. 47  and  I.  B.  C  

Vander  Lunde  Co   114 

Wright,  E.  T.,  &  Co.,  Limited  50,  51 

Williams  Shoe  Co.,  Limited   120 

White  Shoe  Co   14 

Woelfie  Shoe  Co.,  Limited   53 

Weston,  F.  J.,  &  Son   57 

Weston  Shoe  Co.,  Limited    56 

Walker,  Parker  Co.,  Limited   119 
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THE  NAIL 


Klean-Kutt  Pegging  Nails  in  All  Sizes 

WHERE  IT  IS  MADE 


WHY  IT  IS  MADE 

TO  FILL  A  LONG  FELT  WANT.  Especially  suitable  for  use  by  repair  men  to  make  a  light,  inconspicuous 
fastening  for  light  sole  shoes.  LIGHTER  THAN  SHOE  RIVETS,  STRONGER  THAN  SHOE  TACKS.  Not  made  to 
take  the  place  of  either,  but  rather  to  fill  the  gap  between  them  for  a  light,  easily  clinching,  small  headed  sole 
fastening  for  shoe  making  and  repairing.  Excellent  for  use  where  the  insole  is  light  or  frail,  or  in  attaching  any 
POINT  ^  3  hght  tenacious  fasteninS  is  desired.    SMALL  HEAD.    CORRUGATED  SHANK.    CURLING  TACK 

WHERE  YOU  CAN  SECURE  IT 

United  Shoe  Machinery  Co.  of  Canada,  Limited 

MONTREAL      -      -  QUE. 

90  Adelaide  Street  West,  TORONTO  28  Demers  Street,  QUEBEC 

179  King  Street  West,  KITCHENER 


and  Clarke's  Patent  Leather 

This  Leather  has  earned  highest  renown  in  all  of  the  leading 
markets  for  exquisite  finish,  flexibility 
and  durability. 

TRAVELLERS  NOIV  OUT 

A.  R.  CLARKE  &  COMPANY,  LIMITED 

TORONTO,  CANADA 


THE  THIRTY-FIRST  YEAR  TORONTO,  OCTOBER  1,  1918 


TOM(QMf@  MONTREAL 
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JAMES  MUIR  COMPANY 

Manufacturers  of  shoes  known  throughout  the 
Dominion  for  their   quality,  style  and 
adaptability   to   any  foot. 

See  that  you  are  thoroughly  covered 

with 

MUIR  SHOES 

 for  

Men,  Women,  Boys 

Being  sold  by  all  live  and  successful  retail  Shoe 

Merchants. 

Carried  in  stock  by  all 
Leading  Jobbers. 

The 

JAMES  MUIR  COMPANY 

Montreal 


THE   SHOE  AND   LEATHER  JOURNAL 


3 


IF  YOU  USE 


BENNETT 

trade:  mark 

COMPLETE 
OUNTER 


Every  fibre  maker  finds  it  almost  impossible  to  get  a  sufficient  supply  of  proper  raw  materials.  He  is 
apt  to  pass  on  to  counter  maker  an  inferior  fibre  made  of  substitutes. 

The  counter  maker  (not  fibre  maker)  must  make  good  any  guarantees. 

Don't  buy  a  cheap  counter  because  it  is  guaranteed  !  Your  counter  maker  may  be  acting  in  good 
faith,  but  he  has  no  control  over  quality  of  fibre  he  uses. 

We  guard  the  quality  of  the  BENNETT  COUNTER  by  making  our  fibre  right  and  by  keeping  up  to  the 
highest  possible  standard.  We  make  every  bit  of  fibre  we  use.  It  is  an  exclusive  BENNETT  feature  in 
Canada.    Our  counters  are  right  because  the  fibre  is  right. 


SALES  OFFICE 
59  St.  Henry  Street 
Montreal 


BENNETT  LIMITED 
MAKERS  OF  SHOE  SUPPLIES 

CHAMBLY  CANTON,  P.Q.,  CANADA 


ONTARIO  OFFICE 
255  King  Street 
Kitchener 
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The 

"BREITHAUPT  SIX" 

Running  steadily  for  sixty  years.  Known 
throughout  the  Dominion  for  Stability 
and  Quality. 

Supreme  in  All  Endurance  Tests 

4  Royal"  Oak  "Lion"  Oak 


u 


Trent  Valley"  Oak 


"Penetang"  and  "Eagle"  Hemlock 


u 


Kitchener"  Union 


The  Standard  of  Canadian  Sole  Leathers 


'Si 


The  Breithaupt  Leather  Co.  Limited 

Tanners  of  Hemlock,  Union  and  Oak  Sole  Leathers. 
Manufacturers  of  Tap  Soles  and  Jumbo  Blocks  for  the  Repair  Trade. 

Head  Office,  Kitchener,  Ontario 

Tanneries  at  Kitchener,  Penetang,  Hastings  and  Woodstock,  Ont. 
Representatives:   Montreal,  R.  M.  Fraser  and  John  McEntyre;  Quebec,  Lucien  Borne 

Established  1857 
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The  Largest  Tanners  of  Calf  Leather  in  the 


British  Empire 


DAVIS  LEATHERS 


COLORED  CALF 

There  is  nothing  finer  in  tone,  lustre  and 
texture  than  our  New  Tan  Russia  No.  24, 
New  Grey  Calf,  Cherry  Willow  No  84, 
Royal  Purple  Russia,  Brown  Russia  No.  66, 
Briar  Boarded  Calf,  Brown  Russia  No.  33, 
Brown  Russia  No.  14,  Mahogany  Russia, 
Khaki  Calf  No.  74,  Duchess  Russia. 

NIGRO  and  MAT  CALF 

All  our  standard  selections  in  men's  and 
women's  weights. 

VEALS 

Our  Veals  are  popular  with  all  who  appre- 
ciate quality — Black  D iamond  Veals, 
Diamond  Mat  Veals,  Boarded  Veals. 


1  URABLE 
"    In  Quality 

A  CCURATE 
In  Shade 

II  ELVETY 

In  Texture 

Ideal 

In  Touch 

Q  UPERIDR 
W    In  Cutting 

Made  from  the 
Best  Raw  Skins 
Only. 


DAVIS  LEATHER  COMPANY 

LIMITED 

NEWMARKET,  ONT. 
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For  Every  Buyer 


The  retailer  who  wishes  the  trade  of  the  buying  public 
must  handle  shoes  bearing  the  Union  Stamp. 

Union  Stamp  footwear  alone  appeals  to  one  hundred 
per  cent  of  the  buying  public. 

Union  Stamp  footwear  may  be  secured  in  all  grades  and 
all  prices,  for  every  member  of  the  family,  and  we  will 
gladly  send  you,  on  request,  a  list  of  manufacturers  of 
Union  Stamp  shoes. 


Boot  and  Shoe  Workers'  Union 

Jlffiliated  with  the  Jlmerican  Federation  oj  Labor 

246  SUMMER  STREET      :-:      BOSTON,  MASS. 

JOHN  F.TOBIN,  Gen'l  President   CHAS. L.  BAINE,  Gen'l Sec'y-Treas. 


riiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiii 
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In  the  Spring  models  which  we 
are  now  showing  we  have  en- 
deavored to  produce  the  best  in 
shoe  taste  and  shoe  construction, 
stylish  and  up-to-date  footwear 
but  nothing  freakish  or  loud. 

BELL'S  SHOES  appeal  to  cor- 
rect dressers  and  please  that 
wide  range  of  buyers  which  con- 
stitutes the  paying  class  of  shoe 
store  customers. 


/.  &  T.  BELL 

LIMITED 

MONTREAL 


SHOEMAKERS  FOR  OVER  A  CENTURY  TO 
PARTICULAR  MEN  JlNT)  WOMEN 
OF  CANADA 
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Get  On 
The  Tank 

AND  GO  OVER  THE  TOP  with  the  hundreds  of  other 
successful  and  satisfied  Tetrault  Customers  in 

TETRAULTS  DRIVE 

Next  Year  to 

$2,500,000 

Tetrault  has  given  his  customers  the  benefit  of  his  tre- 
mendous buying. 

Tetrault  has  been  making  the  shoe  at  a  price. 
Tetrault  gives  real  service. 
That  is  why  the 

TETRAULT  WELT 

has  passed  all  others  in  sales. 


Tetrault  Shoe  Manufacturing  Co.,  Limited 

Largest  Manufacturers  of  Goodyear  Welts  in  Canada 


Office  »nd  Warehouse: 

9  Rue  De  Marseilles, 

Paris,  France 


Montreal 


Sold  by  all  First-Class  Jobbers 
in  Canada 
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Scientific  Service 
Spells  Shoe  Success 


It's  the  Steady  Service  behind  the  lines  that 
has  made  the  Big  Drive  SURE. 

It's  the  Scientific  Service  behind  Tetrault 
Shoes  that  have  carried  them  to  VICTORY. 


A  Conservation  Policy 


These  days  of  conservation  call  for  saving 
in  delay,  freights  and  worry,  as  well  as 
MONEY.    All  these  are  GUARANTEED  by 


Tetrault  Shoes  and  Service 


Tetrault  Shoe  Manufacturing  Co.  Limited 


Largest  Manufacturers  of  Goodyear  Welts  in  Canada 


Office  and  Waiehouse: 

9  Rue  De  Marseilles, 

Paris,  France 


Montreal 


Sold  by  all  First  Class  Jobbers 
in  Canada 
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77^  Plain  Truth  about 
Shoe  Prices 

IEATHER  is  scarce  and  is  growing  scarcer.  A 
large  part  of  the  available  supply  must  be  used 
j  for  soldiers'  boots.  Importations  have  prac- 
tically ceased  and  we  are  forced  to  depend 
upon  the  limited  quantity  of  materials  produced  in 
Canada. 

The  cost  of  everything  which'gocs  into  3  pair  of  shoes  is 
high,  and  is  going  higher.  Workmen  by  the  thousands  have 
joined  the  colors,  and  l.ihor  is  increasingly  hard  to  get.  It  is 
not  merely  a  matter  of  high  prices,  but  of  producing  enough 
good  quality  shoes  to  go  around. 

These  conditions  -are  beyond  the  control  of  any  man,  or 
any  group  of  men.  They  fall  on  all  alike.  No  one  is  exempt— 
neither  the  manufacturer,  the  dealer,  nor  the  consumer. 

You  must  pay  more  today  for  shoes  of  the  .same  quality  than 
you  did  a  year  ago.   Next  Spring,  prices  will  be  higher  still. 

These  are  hard  facts.  They  will  not  yield  lo  argument. 
They  cannot  be  glossed  over.  We  c.innot  change  them,  much 


.uld  v 


odos. 


But  you,  as  a  wearer  of  shoes,  can  help  to  relieve  them  if  you 
1  exercise  prudence  and  good  judgment  in  purchasing.  Sec 
it  you  get  real  value  for  your  money.  Spend  enough  to  get 
but  spend  nothing  for  "frills." 

iee  that  the  manufacturer's  trade-mark  is  stamped  upon  the 
ics  you  buy.  High  prices  are  a  temptation  lo  reduce  thcquality 
kc  the  price  seem  low.  But  no  manufacturer  will 
mp  his  trade-mark  upon  a  product  which  he  is  ashamed 
acknowledge.  Remember  this,  and  look  for  the  trade-mark. 


AMES  HOLDEN  McCREADY 


X}^***-£*tr Prices 


V^~'^!r dice's  ~"vt 

*««  $8fv-  no  of  tW  k 


Letting  the  Public  Know 


Public  confidence  follows  public  understanding.  It  is  always  better  to  adopt  the 
pclicy  of  "the  public  be  told"  than  the  discredited  and  outworn  policy  of  "the  public 
be  damned." 

The  shoe  trade  is  facing  a  double  problem,  high  prices  and  a  scarcity  of  materials.  It  means  a 
real  hardship  to  many  consumers  of  shoes,  and  some  of  them  are  wondering  if  the  shoe  trade  is  not 
really  to  blame  for  it.  If  there  ever  was  a  time  whe  i  the  public  should  be  told  the  real  truth  of  the 
matter,  that  time  is  now. 

Ames  Holden  McCready  have  taken  the  lead  in  letting  the  Canadian  public  know.  More  than  five 
hundred  newspapers,  besides  a  list  of  magazines,  are  carrying  regular  messages  to  the  shoe  buying 
public  in  order  that  they  may  understand  the  truth  about  conditions. 

Every  Shoe  dealer  in  Canada  has  an  interest  in  this  advertising  message,  whether  he  carries  A.H.M. 
shoes  or  not.  Every  dealer  in  Canada  will  benefit  from  it.  But  the  dealer  who  is  fully  awake  to  his 
opportunity  can  not  only  make  it  produce  actual  sales  for  him,  but  can  also  make  it  contribute  to  the 
most  valuable  thing  he  owns — the  good-will  of  his  customers. 


AMES  HOLDEN  McCREADY 

"Shoemakers  to  the  Nation" 
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Classic  Shoes 

The  one  essential  required 
to  create  that  graceful 
appearance  and  that  air  of 
refinement  so  desired  by 
the  well  dressed  woman  of 
to-day. 

See  the  range  now  being 
shown  by  our  salesmen.  It 
is  bubbling  with  beautiful 
ideas  in  footwear  for  Spring 
and  Summer,  Nineteen- 
Nineteen. 


Getty 


&  Scott,  Limited 

Gait,  Ontario 


MAKERS  OF  THE  "CLASSIC"  SHOE  FOR  WOMEN 
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Just  Wright  Shoes 

FOR  WOMEN 


are 


JUST  RIGHT 


This  is  primarily  a  Men's  Factory,  but 
our  first  shipments  of  Women's  Shoes 
have  met  with  such  instant  approval 
that  we  feel  you  should  know  it.  They 
have  the  same  earmarks  of  style  and 
shoemaking  that  have  for  so  long  kept 
Just  Wright's  for  Men  in  a  distinctive 
class. 


Try  to  see  this  handsome 
Women's  Welts  for  Spring. 


line  of 


Our  Salesmen  are  Heading  Your  IV ay. 


E.  T.  WRIGHT  &  CO.,  Inc. 


Rockland,  Mass. 


St.  Thomas,  Ont. 
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It  Has  No  Substitute 

The  one  thing  that  has  defied  the  ravages  of  time,  withstood 
all  changes  in  customs  and  has  met  the  needs  of  all  sorts  and 
conditions  of  men  and  nations  in  PEACE  and  in  WAR  is 

REAL  SOLE  LEATHER 

It  has  the  wear-resisting,  weather  protecting  healthfulness, 
combined  with  that  resilience  and  flexibility  that  makes  it 
the    only   satisfactory  FOUNDATION  for  GOOD  footwear. 

STAR  BRAND  SOLE  LEATHER  is  made  from  the  very  best  raw  hides,  tanned 
in  the  good  old  way  under  modern  skilled  supervision.  It  has  the  toughness, 
smoothness  and  cutting  quality  that  gives  satisfaction  to  makers  and  wearers 
of  good  shoes. 


€>ctr>ctn\or€> 

TANNERS 


ompctny, 

vffon  Ir-octl 
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TETRAULT  SHOE  MFG  CO.,  LIMITED 

WHOLESALE  MANUFACTURERS 

BOOTS    AND  SHOES 

327-329-331    DC  MONTIGNY   «T  .  EAST 

MONTREAL  SSE.t  A..A7.t.b.s...l9l  8. 

Messrs  Sadler  &  Hawortb, 

all  willlam  St. 

Montreal. 

Dear  Sirs:- 

Kindly  "book  our  order  for  500  thousand(500,000) 

yards  of  Welting  at  the  price  submitted  on  your  list 

received  yesterday 

It  is  understood  that  you  are  to  ship  us 

twenty  thousand  yards  per  weelc  or  more  if  required. 

Quality  to  b6  A.l  same  as  we  have  received  from  our 

previous  contract. 

Kindly  acknowledge  this  order  by  return  of 

mail,  and  oblige 

Yours  truly, 

Quite  Some  Order 


This  is  the  largest  order  for  "Goodyear"  Welting 
ever  placed  in  Canada  at  one  time,  placed  by  the 
largest  makers  of  "Goodyear"  Welt  Shoes  in 
Canada  with  the  largest  manufacturers  of  "Good- 
year" Welting  in  the  Dominion. 

SADLER  &  HAWORTH 

Tanners  and  Manufacturers  of  Oak  Leather  Belting, 
::  Goodyear  and  McKay  Welting.         .  :: 

MONTREAL  TORONTO 
511  William  Street  38  Wellington  Street  East 
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COVER ! 

In  the  sweeping  movement  toward  con- 
servation every  individual  and  every  busi- 
ness firm  is  striving  to  eliminate  waste  in 
production  and  consumption,  in  buying 
and  selling. 

More  and  more  surely  any  institution 
which  involves  uncertainty  is  being  cast 
aside.  Every  habit  which  makes  for  un- 
necessary motion  is  being  corrected. 

People  are  not  groping.  They  go  straight 
to  a  dealer  who  has  a  KNOWN  article  and 
purchase  the  thing  which  they  know  to  be 
reliable. 

Regal  is  a  shoe  concern  known  favorably 
for  twenty-five  years.  In  the  campaign 
to  save,  people  will  wear  Regals. 

Business  is  coming  to  the  Regal  dealer. 

We  are  ready  In-Stock. 

COVER! 


REGAL 


SHOES 


|!IEI[![IEIEI[l[IOI[ltlIIEIIIIIEIllDI[IE!lllll| 
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Regal  Shoe  Company,  Limited 

472-474  Bathurst  Street,  Toronto 
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Good  Printing 


is  the  most  effcient  Salesman 
you  could  put  on  the  road. 
Are  you  using  him  to  the 
utmost. 


The   Printing  of  Shoes 

is  a  Study  in  itself,  and  we 
have  been  specializing  in  this 
work  for  years.  Let  us  help 
you  in  your  Sales  problems. 


We  have  an  efficient  copy- 
writing  staff  that  will  prepare 
all  your  matter  for  you,  whether 
it  be  circular,  booklet  or  cat- 
alogue. 


Nothing  too  small  or  too  large 
for  our  careful  attention. 


The  Acton  Publishing  Co. 

Limited 

TORONTO  MONTREAL 

COLOR  WORK  A  SPECIALTY 

— - 


y  d  |  apgu 
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In-Stock  December  1st 

Never  was  merit  bodied  forth  in  a  shoe  as  it  is  in  this 
line,  and  we  want  every  shoeman  to  see  it,  and  accept 
it  as  a  concrete  embodiment  of  our  policy  of  getting 
big  outlet  by  absolute  merit. 

McKay  Welt,  Gun  Metal  Calf,  Solid  Leather  Outsole, 
Counter  and  Mid-Sole,  Leather  or  Neolin  Sole, 
sizes  1 1-2-43.45,  8-10V2-$3.05. 

Get  your  orders  in  now  for  this  sure-sale  line. 


The  Adams  Shoe  Company 

TORONTO  Limited 


IS 
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The  Shoe  Retailer,  like  the  army 
in  the  field,  must  have  a  dependable 
source   of  supply.      That's  where 


will  help  you.  Our  vast  stock  con- 
tiins  only  the  best  selling  lines 
gathered  from  representative  manu- 
facturers of  Canada  and  the  United 
States.  And  we  will  ship  IMME- 
DIATELY. 

Test  Robinson  Service.  You'll  like  it. 


©nnftiresQfl 
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The  Backbone  of  Your  Business 


□  □□□□□ 

It's  the  common  sense   buyers,  those  who  buy 
sensible  yet  distinctive  shoes,  that  the  retailer 
relies  on  for  his  steady  sales.    He  can  sell 
a   few  of    the  freak   stvles.   but  the 

purchasers   are  not  the  back- 
bone of  his  business. 

Aird's  Enormous  Output 

Is  the  result  of  selling  shoes  that  the  every-day 
buyer  wants — in  neat  designs  that  reflect  the 
utmost  in  Quality  and  Value. 

□ 
□ 
□ 
□ 

Our  Extensive  Range  for  Spring 

□ 

□ 
□ 
□ 

Embraces  vast  money-making  possibilities  for  you. 
Don't  miss  them. 

□ 
□ 
□ 
□ 

Sold  Only  to  Jobbers 

□ 
□ 
□ 

AIRD  &  SON  (Registered) 

□ 

Montreal 
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THE  MIDLAND  SHOE  COMPANY 

Wholesale 

BOOTS,  SHOES,  RUBBERS,  LACES,  INSOLES,  ETC. 

Kingston,  Ont. 

Mr.  Merchant: 

Stop  Overbuying 


i 


DOD 
D 


T  can  be  done. — You  can  keep  your  stock  of 
merchandise  from  increasing  each  year  by 
getting  your  supplies  from  us. 

Order  these  numbers  today  for  less  money 
But  Act  Quickly 

No.  06  MIDCO  No.  1.  Brown  CALF  Seamless  Bal.,  Medium  Recede,  E  Width, 
Special  Narrow  Bk-Strap  to  top — Blind  Eyelets,  2  hooks,  12  gauge 
NEOLIN  Sole,  Wingfoot  Heel,  CALF  Eyelet  Facing,       -  $5.50 

No.  86  MIDCO  Havana  Brown  CALF  Wh.  Qtr.  Blucher,  Leather  Slip,  NEOLIN 
Sole,  Wingfoot  Heel,  6  Eyelets,  4  hooks,  E  Width,    -       -  $5.50 

No.  80  MIDCO  Brown  CALF  MILITARY  Blucher,  Medium  Recede  Toe,  Leather 
Slip  Sole — -Wingfoot  Heel,  Leather  Counters,  very  stylish  shoe  with 
Panel  Stitching,  Bk-Strap        -       -       -       -       -  $6.00 


Immediate  Shipments 

Terms  60  days  nett 
Cases  charged  at  50c. 


The  Midland  Shoe  Co. 

KINGSTON,  ONTARIO 


Novelty  Styles  for  Men— Order  Samples 
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"UNDERFOOT" 


"Overhead,"  as  nearly  everybody  knows,  is  a  word 
that,  through  repeated  usage,  has  come  to  mean  the  gen- 
eral cost  of  doing  business,  as 
apart  from  the  particular  cost  of 
making  a  given  article. 

Why  shouldn't  the  word  "Un- 
derfoot" stand  for  the  general  cost 
— to  the  human  system — of  wear- 
ing boots  or  shoes  as  against  the 
particular  cost  of  buying  them  ? 

As  the  object  in  a  big  business 
is  to  cut  down  "Overhead,"  so  the 
object  in  individual  business, 
like  shoe -buying,  is  to  cut 
down  the  cost  of  "Underfoot." 

The  way  to  cut  it  down, 
without  losing  an  atom  of  ser- 
vice, or  general  efficiency,  is 
to  get  "Acme"  Soles  on  your 
boots  or  shoes. 


Dunlop  Tire  &  Rubber  Goods  Co., 
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What's  in  a  Name? 


AMHERST  SOLID  SHOES 

Are  known  throughout  the  Maritime  Provinces  as 

"The  Reliables" 

In  the  Upper  Provinces  they  are  called 

"The  Amhersts" 

"Make  Good"  is  a  phrase  much  used  in  the  Central  West  where 
the  sturdy  wearers  of  Amherst  Shoes  call  them 


The  Make-Gooders " 


Further  west,  where  a  lingering  suspicion  concerning  things 
Eastern  exists,  Amherst  Shoes  are  known, 
if  you  please,  as 


The  No-Frauders" 


Isn't  There  Something  in  a  Name  f 

SATISFIED  CUSTOMERS — That's  it,  and  a  satisfied  customer 

is  a  business  asset. 


AMHERST  BOOT  &  SHOE  CO. 

Amherst       Halifax      Regina  LIMITED 
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muslprodttce  mdre.  Avl| 


ogether  fee. victory: 


The  Ships 
must  make  more  trips. 


The  Busmess  Matt 
t  foejp  tte  others. 


Some  months 
ago  I  was  in 
Toronto  and  I 

saw  a  sight  that  went  deep  into  my  soul.  It 
was  a  body  of  fresh  troops  entraining  for  an 
Atlantic  port.  Fresh  young  faces,  going  out, 
unafraid,  into  the  maelstrom. 

Later  I  watched  a  New  York  City  detachment  of  the  new 
National  Army  of  the  United  States  swing  down  Fifth  Avenue. 
There  were  10,000  of  them  marching  through  the  heavy, 
swirling  snow. 

These  scenes  have  made  me  wonder  how  many  more  would 
have  to  go.  I  wondered  if  Canada,  already  heavily  repre- 
sented on  Flanders'  fields,  would  have  to  call  her  older  men, 
as  France  had  done.  I  wondered  if  the  United  States  would 
need  her  older  men,  as  we  did  in  the  Civil  war. 

None  of  us  want  that  to  happen. 

The  only  way  to  stop  the  outflow  of  soldiers  is  to  beat  the 
Kaiser  and  his  horde  of  Huns.  The  only  way  to  do  that  is  to 
give  our  boys  in  the  trenches  so  much  of  the  munitions  of  war 
— of  such  excellent  quality — that  they  will  be  as  superior  to  the 
enemy  as  a  workman  with  a  turret  lathe  is  to  a  workman  with 
an  old  hand  lathe. 

So  let  us  think  quickly  of  better  ways  to  do  our  work. 
.Scarcity  of  labor  has  made  the  people  of  our  western  continent 
inventors.  For  war  alone,  North  America  has  given  the  world 
the  torpedo,  the  wireless  torpedo,  the  submarine,  the  ironclad, 
the  repeating  rifle,  the  machine  gun,  the  revolver,  the  magazine 
pistol,  the  airplane  and  the  motor  car. 

The  w:ir  to-day  demands  that  we  do  more  than  we  ever  have  done  before. 
Let  us  all  speed  up,  with  the  thought  that  we,  too,  are  fighting  the  enemy, 
even  if  we  can't  see  him.  Let  us  hurry  our  work  at  our  desk  and  benchts, 
and  thus  keep  millions  of  men  out  of  the  trenches. 

{Signed) 


President 

The  National  Cash  Register  Company 


If  one  slows  ctewn  aJ I  ar©  del&ye 
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ROBERT  H.  FOERDERER 

PHILADELPHIA  incorporated  PENN.,  U.S.A. 
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THE  DR.  EDISON  CUSHION  SHOE 

IN  STOCK 


J0375G 

Black  Glazed  Kid  Welt,  Genesee 
Last,  Three-quarter  Fox,  Lace, 
Kid  Tip,  Cushion  Sole,  ly2  inch 
Sensible  Heel.  A,  4  to  8;  B,  3K  to 
8;  C,  3  to  8;  D,  3  to  8;  F,  3  to  8 

$6.00 


Dr.Sdison 

Cushion  jhoe 


J0357B 

Black  Glazed  Kid  Welt,  Parade 
Last,  Three-quarter  Fox,  Button, 
Kid  Tip,  Cushion  Sole,  IK  inch 
Military  Heel.  A,  4  to  714;  B,  3lA 
to  8;  C,  3  to  8;  D,  3  to  8;  E,  3  to  8 

$6.00 


Beginning  with  the  October  issues  of 

LADIES-  HOME  JOURNAL 
PICTORIAL  REVIEW 
McCALL'S 

SUNSET  MAGAZINE 

DR.  EDISON  CUSHION  SHOE,  the 
"Easiest  Shoe  for  Women,"  again  will 
be  advertised  from  Coast  to  Coast. 

Women  everywhere  will  read  the  ads 
in  [these  leading  publications  and  will 
recognize  a  shoe  that  fills  the  needs  of 
the  present  day. 

RIGHT  NOW 

while  this  advertising  is  going  on,  is 
the  time  for  you  to  push  the  DR. 
EDISON  SHOE  vigorously. 

DR.  EDISON  DEALERS  are  the 
only  shoe  merchants  who  will  benefit 
by  the  immediate  response  to  this 
world-wide  advertising. 

IT  MAY  NOT  BE  TOO  LATE  TO 
OBTAIN  THE  EXCLUSIVE  RIGHT  TO 
SELL  THIS  DEMANDED  SHOE  IN 
YOUR  CITY. 

WRITE  US  IMMEDIATELY 

Shoes  advertised  in  the 
national  magazines  are 
CARRIED  IN  STOCK 


J0275J 

Black  Glazed  Kid  Turn,  Genesee 
Last,  Three-quarter  Fox,  Lace, 
Kid  Tip,  Cushion  Sole,  IH  inch 
Sensible  Heel.  iB,  3K  to  8;  C,  3 
to  8;  D,  3  to  8;  E,  3  to  8 

$6.00 

[USMONJHOE 


J0257K 

Black  Glazed  Kid  Turn,  Parade 
Last,  Three-quarter  Fox,  Button, 
Kid  Tip,  Cushion  Sole,  1  y2  inch 
Military  Heel.  B,  3K  to  8;  C,  3 
to  8;  D,  3  to  8;  E,  3  to  8 

$6.00 


"The  Name  That  Stands  For  Quality" 

UTZ  &  DUNN  CO. 

ROCHESTER    NEW  YORK 


NEW  YORK  OFFICE 
Bush  Terminal  Sales  Building 
130-132  West  42nd  St.,  Room  1521 
S.  A.  McOMBER,  Representative 


iniiim  iiiiiiHiiiiiiiiiiiiiiwiiii  miiiimiii  mi  urn  i  i  i  i  iiiiiiiiiiii  will  i  i  i  nut  i  mi  i  minium  minim  1111  win  i  mi  miiiiiiiiii  i  u 
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Special 


The  construction  of  our  AVIATOR  Shoes,  in  the  FLEET  FOOT 
line,  promotes  comfort  and  foot-ease.  The  sole  and  heel  have  a 
patent  aerated  construction  which  forms  sort  of  an  air  cushion,  pro- 
viding protection  against  hot  sidewalks,  tennis  courts,  etc.,  as 
also  against  pebbles,  twigs  and  other  hard  substances. 

Among  the  AVIATOR  Shoes  the  "  SPORT  "  appeals  particularly  to 
those  engaged  in  athletics  or  gymnasium  work,  and  once  tried  for 
that  purpose  no  other  shoe  will  satisfy. 

The  SPORT  is  made  in  Balmoral  and  Oxford  styles  for  Men,  Women 

and  Boys. 

Ask  our  FLEET  FOOT  salesman  to  show  you  the 
SPORT  Shoe  and  also  the  RINGSIDE,  a  companion  shoe. 


Canadian  Consolidated  Rubber  Co.  Limited 

Head  Office  -  Montreal, 

Service  Branches  at  Halifax,  St.  John,  Quebec,  Ottawa,  Belleville,  Toronto, 
Hamliton,  Brantford,  Kitchener,  London,  North  Bay,  Fort  William,  Winnipeg, 
Brandon,  Regina,  Saskatoon,  Calgary,  Lethbridge,  Edmonton,  Vancouver  and  Victoria 


Vol.  XXXI.,  No.  19 


Toronto,  October  1,  1918 


Shoe  and  Leather  Journal 


Published  Twice  <z  Month, 


MONTREAL 
326  Coristine  Building 


Office  of  Publication:  1229  Queen  St.  West,  Toronto 
ACTON  PUBLISHING  COMPANY  LIMITED 


Subscriptior  in  Advance 
$1.50  Per  Year 
Foreign,  $2.00 

Single  Copies,  is  Cents 


GREAT  BRITAIN 
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JAMES  ACTON,  President 


THE  CALL  TO  THRIFT 


THE  duty  of  the  hour  is  to  save.  We  have  been  living  as  though  the  present  prosperous  con- 
dition of  affairs  were  to  last  forever.  Already  there  are  indications  that  Canada  has  reached 
the  peak  of  the  hill.  Our  export  trade  last  year  was  about  $1,100,000,000  so  that  in  spite  of 
the  serious  adverse  balance  of  nearly  $400,000  with  the  United  States  we  had  a  large  surplus 
of  exports  over  our  imports. 

Money  has  been  flowing  into  this  country  through  the  sale  of  natural  products,  manufactures 
and  munitions  at  a  rate  that  under  ordinary  conditions  might  well  have  turned  our  heads.  But 
returns  for  the  first  eight  months  of  the  current  year  show  a  serious  falling  off  in  our  foreign  trade, 
and  the  likelihood  is  that  the  end  of  the  year  will  afford  us  at  least  a  hint  that  national  as  well  as 
individual  richness  are  not  forever. 

Our  wheat  crop  is  considerably  less  than  last  year  and  the  scarcity  of  shipping  facilities  will 
help  to  lessen  materially  the  forwarding  of  such  goods,  outside  war  materials,  as  have  been  in  heavy 
demand  abroad.  Already  there  are  indications  that  the  purchase  of  m.unitions  will  slacken  up, 
even  should  the  war  continue.  Should  there  be  a  cessation  of  hostilities  there  will,  of  course,  be 
almost  instant  stoppage  of  the  great  bulk  of  supplies  bought  on  this  m.arket. 

But  in  a  large  measure  these  exports  have  depended  upon  Canadian  credit  abroad,  especially 
in  Great  Britain,  and  unless  this  can  be  kept  up  by  substantial  financial  support  it  will  be  impossible 
for  Canada  to  continue  selling  large  bills  of  supplies,  even  to  the  motherland.  To  this  end  an- 
other Victory  Loan  is  to  be  floated  shortly  and  will  call  for  every  dollar  that  Canadians  can  scrape 
together.  Most  people  look  upon  these  loans  as  a  matter  simply  of  war  expenditure  and  loyalty 
inspires  them,  to  subscribe  what  they  feel  they  can  "comfortably."  They  mean  far  more  than  that. 
They  mean  helping  the  Allies  to  buy  necessary  materials  and  munitions  from.  US.  The  larger  our 
loans  the  more  they  are  able  to  purchase  from,  us,  so  that  there  is  a  selfish  reason  beyond  the  greater 
motive  of  patriotism  that  ought  to  lead  us  to  put  our  last  dollar  in  the  hat. 

Every  dollar  saved  and  put  into  government  bonds  is,  therefore,  not  only  good  patriotism  but 
good  business.  As  business  insurance  as  well  as  a  good  investment  there  is  nothing  to-day  that 
should  make  so  strong  an  appeal  as  the  Victory  Loan  to  the  business  man. 

It  is  a  part  of  the  war  activity  in  which  every  man,  woman  and  child  can  have  a  share.  Every- 
body can  save.  If  he  does  not  at  a  time  like  this  and  for  a  purpose  such  as  this  he  is  worse  than 
recreant  to  his  duty.  The  m.an  who,  seeing  this  tremendous  issue  and  its  needs,  si  tsdownto  spend 
every  dollar  he  makes  upon  himself  or  even  on  his  business  is  a  slacker  of  the  worst  kind.  It  is  the 
duty  of  everyone  not  only  to  save  and  invest  in  the  VICTORY  LOAN, but  to  preach  the  doctrine 
in  season  and  out  of  season  to  everyone  about  him. 


Are  you  a  THRIFT  SLACKER? 
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Points  on 
Choosing  Help 

Characteristics  of  Good  and  Bad 
Assistants — How  to  Judge  Those 
You  Put  On  the  Pay  Roll— What  a 
Successful  Employer  Has  to  Say 
About  Employees — General  Rules  for 
Sizing  Up  New  and  Old  Help 

i  i  f  I  "AHERE  is  one  class  of  salesman  who  always 
gives  me  the  'willies',  and  that  is  the  fellow 
who  is  full  of  aspiration  and  energy  one 
day  and  down  in  the  dumps  the  next.  He  is  like 
a  thermometer  in  March,  up  to-day  and  down  to- 
morrow. His  influence  on  an  establishment  is  about 
the  worst  of  anything  that  can  be  brought  within 
its  circle.  He  has  a  good  day  in  selling  and  he  is 
walking  on  air,  then  comes  a  day  when  he  does 
practically  nothing  and  he  goes  around  like  a 
plucked  rooster.  I  would  far  rather  have  a  fair, 
average  man  with  comparatively  little  ability,  but 
everlasting  stick-at-it-iveness  than  a  store  full  of 
these  mercurial  up-and-downers  that  make  you  feel 
all  the  time  as  if  you  were  running  a  car  with  an 
engine  that  may  stall  or  backfire  any  time  on  the 
road. 

"Steer  clear  of  the  flashy  fellow  who  carries  all 
he  earns  on  his  back.  1  believe  in  neatness,  and  a 
good  sensible,  well-dressed  salesman  is  an  acqui- 
sition to  any  store  or  office.  But  make  careful 
enquiries  about  the  spending  proclivities  of  an 
aspirant  for  a  place  on  your  staff.  One  of  the  bright- 
est salesmen  I  ever  had  was  ruined  by  this  curse  of 
so  many  young  men.  He  was  really  a  wonder. 
Half  the  people  who  came  into  the  store  used  to  ask 
for  him.  He  got  a  good  salary  but  he  was  always 
in  debt.  I  remember  calling  him  into  the  office 
and  giving  him  a  serious  talk  about  his  profligacy, 
and  he  promised  to  do  better.  That  very  night  he 
took  a  couple  of  the  young  ladies  in  the  store  out 
for  a  'time'  and  spent  probably  half  his  week's 
salary  doing  it.  1  finally  had  to  let  him  go,  as  I 
got  tired  of  having  men,  haberdashers  and  others, 
dunning  him  at  the  store  for  bills.  He  borrowed 
from  the  boys  in  the  shop  and  even  hit  some  of  our 
best  customers  for  money  to  keep  up  the  pace.  He 
had  no  trouble  getting  another  job,  but  he  was  only 
six  months  in  it  when  they  let  him  go  for  the  same 
reason  that  I  did.  He  has  been  knocking  about 
from  place  to  place  ever  since  and  is  further  from 
success  than  he  was  six  years  ago. 

"I  have  made  it  a  rule  not  to  touch  the  man  who 
is  constantly  moving  about.  I  always  ask  an  appli- 
cant how  long  he  has  been  in  his  last  position,  and 
when  I  find  he  has  been  in  three  or  four  places 
insi'le  of  ,-t  year  or  two  1  drop  him.    The  man  who 


leaves  other  places  will  leave  you  either  for  whim  or 
failure  to  measure  up  to  recognized  standards. 
For  the  same  reason  I  never  try  to  hold  a  man  who 
is  constantly  getting  'offers'  to  go  somehwere  else. 
I  feel  that  sooner  or  later  he  will  go  and  I  prefer  to 
have  the  change  over  with.  I  don't  think  a  man  is 
much  use  to  a  concern  when  he  begins  to  get  offers 
to  move.  Of  course,  I  follow  the  policy  of  giving  a 
man  what  he  is  worth  and  do  not  wait  to  be  jacked 
up  by  offers  to  them  from  other  establishments. 
As  a  rule  a  man  looks  better  to  your  rival  than  he 
does  to  you  and  it  is  the  meanest  kind  of  spirit  that 
prompts  the  'offer.'  I  always  let  them  go,  unless 
the  employee  satisfies  me  of  his  good  faith  in  the 
matter  and  then  we  talk  it  over  as  man  to  man. 
If  I  think  he  can  really  do  better  by  going  I  tell 
him  so. 

"I  am  down  on  the  man  who  starts  to  natter 
me  that  mine  is  the  only  business  in  town  worth 
while  and  that  he  is  dying  to  get  into  the  establish- 
ment for  the  standing  it  gives  him.  Sometimes  this 
may  be  true,  but  often  not.  The  insincere  man  is 
dear  at  any  price  and  the  flatterer  is  undependable 
wherever  you  put  him.  I  give  him  a  wide  birth. 
I  work  on  the  basis  of  service  and  want  every  man 
to  feel  [jhe  is  paid  for  what  he  does,  not  what  he 
says. 

"I  am  particularly  wary  of  the  politician  and 
reformer.  I  think  every  man  ought  to  have  opinions 
of  his  own  and  it  is  a  good  thing  to  have  a  hobby, 
but  I  want  the  airing  of  opinions  and  the  hobby 
riding  to  be  done  outside  the  shop.  As  a  rule 
politicians  and  reformers  are  of  that  peculiar 
mental  construction  that  they  must  be  constantly 
unloading  their  pet  ideas  and  theories.  For  this 
reason,  if  I  know  a  man  has  a  strong  penchant  along 
these  lines  I  give  him  the  go-by. 

"Then  there  is  the  theoretical  man  who  has 
taken  a  correspondence  course  and  all  that.  I  took 
on  a  fellow  once,  at  the  suggestion  of  one  of  my  older 
salesmen,  who  had,  as  he  claimed,  mastered  the 
art  of  salesmanship,  advertising  and  window  trim- 
ming and  was  ready  to  put  the  principles  into 
practice  at  a  moderate  salary.  If  he  had  been  con- 
tent to  develop  his  theories  carefully  and  thor- 
oughly all  might  have  been  well;  but  he  started  in 
with  a  'bang'  and  it  wasn't  a  week  until  he  was  at 
loggerheads  with  most  of  the  staff.  He  came  into 
the  office  and  tried  to  convince  me  that  I  was  run- 
ning the  business  in  a  back  number  way  and  made 
one  or  two  startling  proposals.  I  let  him  try  out 
one  of  his  wonderful  stunts  and  it  was  a  flat  failure 
from  every  standpoint.  I  thought  he  might  learn 
from  the  bumps  he  was  getting,  but  I  hoped  in  vain. 
I  finally  had  to  let  him  go  and  put  up  with  what  he 
told  one  of  the  staff  was  a  'lost  opportunity.' 

"I  never  hire  a  man  who  drinks.  I  will  have 
nothing  to  do  with  a  liar,  and  I  have  practically  as 
little  use  for  the  man  who  is  unpunctual.  Now, 
there  I  have  loaded  on  to  you  a  lot  of  my  old  fogy 
notions.  They  may  not  suit  everybody,  but  they 
have  helped  me  to  run  this  business  with  some 
satisfaction  at  least." 
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Stray 
Shots 
From 

Solomon 


Wisdom  crieth  without; 

she  utterelh  her  voice  in  the  street. 

This  is  a  many  sided  proverb  which  a  prudent 
business  man  cannot  afford  to  overlook.  Its  origin 
is  not  very  certain,  but  in  the 
"MIND  YOUR  good  old  days  when  chalk  scores 
P'S  AND  Q'S"  were  marked  behind  the  door 
of  the  bar  room,  it  was  cus- 
tomary to  put  these  initial  letters  at  the  head  of 
every  man's  account  to  indicate  the  number  of 
pints  and  quarts  he  was  in  arrears.  Under  such 
circumstances  we  can  easily  imagine  how  some 
well  meaning  man,  seeing  his  neighbor  indulging 
too  freely  in  his  cups,  would  tap  him  on  the  shoulder 
and,  pointing  to  the  score,  say,  "Bill!  Bill!  mind 
your  P's  and  Q's."  In  these  days  of  fierce  com- 
petition and  cold-blooded  selfishness,  is  it  not  pos- 
sible for  a  business  man  to  give  his  neighbor  a 
friendly  hint  as  to  how  he  can  best  rub  out  the 
score  that  stands  against  him?  It  may  cost  you 
a  little  sacrifice  of  time  and  possibly  money  to  do 
it,  but  if  you  can  help  a  struggling  fellow  out  of  a 
hole  will  not  that  make  music  in  your  soul  at  mid- 
night? A  lift  on  the  way  to  some  poor  downcast 
soul  may  be  just  the  thing  that  is  needed  to  inspire 
him  to  inaugurate  a  vigorous  campaign  to  wipe 
out  all  the  P's  and  Q's  that  stand  against  him. 
Old  Santa  Claus  has  nothing  in  his  pack  that  would 
prove  a  more  appropriate  Christmas  box  than  that. 
#    *  * 

As  our  Maker  has  kindly  supplied  us  with  rea- 
son and  a  conscience  for  the  express  purpose  of 

enabling  us  to  think  for  ourselves, 
WHAT  ARE  it  is,  therefore,  supposed  that 
YOUR  we  all  have  our  personal  opinions 

OPINIONS?         concerning  men  and  things.  But 

just  here  we  stand  on  the  brink 
of  a  peril  where  many  have  come  to  ruin — that  is 
of  relying  on  the  opinion  of  others  without  examin- 
ing the  question  for  ourselves.  This  is  a  blunder 
where  men  are  losing  their  manhood  in  society, 
business,  politics  and  religion — they  simply  echo 
the  opinions  of  Tom,  Dick  and  Harry.  Like 
weather  vanes,  they  are  blown  about  by  every  wind 
of  doctrine.  You  never  know  where  to  find  them — 
they  are  anchored  to  nothing.  In  twenty-four 
hours,  like  the  hair  on  Carlyle's  head,  they  will 
point  to  "a'  the  airts  the  winds  can  blaw."  On 
the  other  hand  a  man  may  be  so  self-opinionated  as 
to  become  an  intolerant  tyrant,  especially  toward 
those  who  see  things  differently  from  what  he  does. 
Freedom  to  think  what  we  deem  to  be  best  is  every 
man's  birthright — and  let  no  man  sell  it  for  a  mess 
of  pottage;  but  intolerance  towards  others  because, 
forsooth,  their  opinions  differ  from  our  own,  can 
never  be  justified,  for  has  not  our  own  experience 


taught  us  time  and  again  how  for  good  and  honest 
reasons  we  have  found  it  necessary  to  differ  from 
ourselves,  even  more  widely  than  we  ever  differed 
from  others.  When  the  occasion  requires  a  wise 
man  will  change  his  opinion — a  fool  never  does. 

*  *  * 

This  topic  is  as  suggestive  as  it  is  gruesome. 
Very  often  it  happens  that  an  epitaph  means  no- 
thing more  than  giving  a  good 
EPITAPHS  character  to  a  man  on  his  going 

into  a  new  place,  who  was  gen- 
erally credited  with  a  very  bad  character  in  the 
place  he  had  just  left.  Of  course  there  is  a  good 
deal  of  the  milk  of  human  kindness  in  the  old  adage, 
"Speak  nothing  but  good  of  the  dead,"  but  it  might 
be  more  useful  to  the  living  if  the  adage  were  changed 
to  "Speak  nothing  but  truth  of  the  dead."  If  we 
knew  that  the  men  who  are  afraid  to  tell  us  the 
bitter  truth  about  ourselves  while  we  live  would 
proclaim  it  from  the  housetops  when  we  were  dead, 
the  fear  of  such  posthumous  disrepute  would  cer- 
tainly prove  a  powerful  incentive  so  to  live  that 
the  truth  would  only  add  to  our  credit  when  we 
had  "shuffled  off  this  mortal  coil."  That,  of  course, 
would  upset  all  the  tricks  of  trade,  where  dishon- 
esty and  fraud  sit  enthroned,  and  rake  in  the  rev- 
enues of  deceit,  but  that  would  be  something  worth 
while  calling  in  our  neighbors  and  friends  to  rejoice 
over.  It  would  be  a  hop,  skip  and  jump  which 
would  land  us  on  the  threshold  of  the  millenium. 
Epitaphs!  No  man  could  pass  through  a  genuine 
truth-telling  cemetery  without  learning  a  lesson  on 
the  value  of  a  good  character  which  he  would  not 
be  likely  to  forget.  Call  it  what  you  like,  there's 
a  truth-teller  in  every  man's  breast,  and  it  doesn't 
need  a  stray  shot  from  Solomon  to  prove  it  either. 
Make  a  friend  of  the  truth-teller. 

#  *  # 

What  a  genuine  benediction  it  is  to  come  in 
contact  with  men  who  have  clear  heads  and  pure 
hearts.    It  is  as  if  strength  and 
HEADS. AND      beauty  had  met  together  and 
HEARTS  truth  and  righteousness  had  kiss- 

ed each  other.  The  trouble  of 
this  world  is  largely  head  trouble  and  heart  trouble- 
as  goes  the  heart,  so  goes  the  head.  This  is  the 
devil's  hunting  ground.  'Tis  here  he  sows  his 
tares  and  reaps  his  tragic  harvest.  He  flings  the 
veil  of  prejudice  over  the  intellect  and  the  blinding 
sheet  of  passion  over  the  heart.  Hence  we  have 
cranks,  fanatics,  and  pharisees  and  sour  miserables, 
who  groan  and  scowl  their  way  through  this  bright 
and  beautiful  world — men  who  think  with  their 
spleen,  write  with  their  gall  and  pray  with  their 
bile.  Why  don't  Edison  or  some  kindred  genius 
invent  a  machine  by  which  we  could  extract  stu- 
pidity out  of  the  heads  and  malice  out  of  the  hearts 
of  men?  Then  this  old  world  would  take  a  new  start 
for  the  goal  of  hap- 
piness and  peace.  No- 
where is  a  level  head 
and  a  true  heart  more 
needed  than  in  the 
wild  swirl  of  commer- 
cial life. 
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How  the  Movement 
Of  Crowds  Affects 
The  Sale  of  Your  Goods 

The  Peculiar  Habit  of  People  in  Keeping 
to  the  Right  in  Doing  Their  Buying 

THE  following  article  taken  from  Printer's  Ink  should 
be  of  great  interest  to  shoe  retailers. 

"You  see  a  crowd  of  people  moving  about  a  store, 
and  at  first  glance  nothing  could  be  more  ant  like,  more 
dependent  on  human  whim  and  chance,  and  less  according 
to  rule,  than  their  movements,"  says  Mr.  Kelly. 

"Yet  it  is  possible  to  know  not  only  where  most  of  the 
crowd  will  go.  in  a  store,  but,  in  a  general  way,  what  they 
will  buy.  Once  you  know  where  most  of  the  people  are 
going  to  walk,  you  can  tell  where  is  the  most  effective  spot 
to  display  things  that  one  especially  desires  to  sell.  One 
may  even  lay  off  the  floor  space  of  a  store  into  small  sections 
and  figure  out — knowing  where  the  people  will  walk — the 
rental  value  of  each  section. 

"In  a  store  20  feet  wide  by  100  feet  deep,  for  example, 
the  space  in  the  first  ten  feet  back  from  the  street,  including 
the  show  windows,  is  worth  almost  one-fourth  as  much 
as  the  entire  floor  area. 

"And  there  is  a  point  on  the  right-hand  side  of  the  mid- 
dle aisle,  between  fifteen  and  twenty  feet  back  from  the 
front  entrance,  which  is  the  most  advantageous  selling 
place  in  the  store.  If  you  were  offering  a  bargain  in  candy, 
for  instance,  you  could  not  possibly  sell  as  much  anywhere 
else — other  things  being  equal — as  you  could  right  at  that 
space. 

"And  what  is  the  reason?  Why  isn't  the  space  just 
as  good  on  the  left-hand  side?    Or  a  little  nearer  the  door? 

"One  of  the  contributing  forces  which  determine  space 
values  in  a  store  is  the  fact  that  people  in  America  are 
accustomed  to  keep  to  the  right.  Whether  driving  along  the 
street,  or  strolling  along  the  sidewalk,  we  ordinarily  adhere 
to  this  rule. 

"In  a  store  we  can  walk  in  any  direction  we  see  fit — 
toward  whatever  display  of  goods  attracts  us.  But  for  a 
moment  we  seem  to  forget  that  we  are  no  longer  required 
to  follow  traffic  regulations.  Having  entered  the  store 
we  continue  to  keep  to  the  right. 

Crowd  Larger  at  the  Right 

"One  may  glance  into  almost  any  busy  store  at  any 
hour  of  the  day  and  observe  for  himself  how  much  larger 
the  crowd  is  at  the  right  than  at  the  left  of  the  front  door. 
In  big  stores  wheie  there  are  ladies'  rest  rooms  on  each 
side  of  the  first  floor,  the  one  on  the  right  is  nearly  always 
used  about  twice  as  much  as  the  one  on  the  left. 

"After  proceeding  down  the  aisle  at  the  right-hand 
side  for  a  short  distance  the  majority  of  shoppers  appear 
to  become  disgusted  with  trying  to  force  their  way  through 
the  crowd  ahead,  and  then  it  dawns  on  them  that  there  is 
no  law  against  walking  on  the  left  side  of  the  aisle.  At  any 
rate  they  begin  to  cut  across  to  the  other  side.  But  having 
crossed  over,  once  more  there  is  a  tendency  to  keep  to  the 
right,  and  they  gradually  swerve  back  again.  There  is 
a  general  scattering  as  they  get  farther  from  the  entrance, 
but  more  people  reach  the  extreme  rear  of  the  store  on  the 
right  than  on  the  left  side  of  the  aisle. 

"And  a  counter  at  the  rear  of  the  store  is  a  better  place 
to  sell  goods,  by  the  way,  than  a  counter  a  few  feet  nearer 


the  front.  For  people,  having  gone  to  the  turning-around 
place,  are  likely  to  pause  and  glance  about  them  before 
starting  back. 

"Now,  if  they  continued  to  bear  to  the  right  on  the 
return  trip  they  would  swing  over  to  what  is  the  quieter 
side  of  the  store.  But  the  strange  thing  is  that  they  return 
toward  the  front  on  what  is  then  the  side  to  their  left,  the 
same  side  they  came  in  on.  The  reason  is  that  the  incoming 
traffic  tends  to  force  them  to  the  left. 

The  Best  Selling  Place 

"At  a  certain  point — which  varies  according  to  the  size 
and  arrangement  of  the  floor  area — the  incoming  and  the 
outgoing  traffic  meet  and  criss-cross.  It  is  the  counter 
nearest  to  this  point  that  is  the  best  display  place  in  the 
store.  For,  not  only  are  there  more  shoppers  there  than 
any  place  else,  but  they  are  compelled,  because  of  one  an- 
other, to  move  slowly  and  have  opportunity  to  look  at 
whatever  is  displayed  about  them. 

"As  already  stated,  this  point  in  a  store  having  a  floor 
area  of,  say,  20  by  100  feet,  would  be  in  the  neighborhood 
of  eighteen  feet  from  the  front  door  on  the  right-hand  side. 
A  counter  directly  in  front  of  the  door  might  attract  more 
attention  than  anywheie  else,  but  it  would  block  the  aisle 
too  close  to  the  main  entrance.  On  either  side  of  the  en- 
trance are,  of  course,  excellent  selling  locations.  In  fact, 
there  are  more  square  feet  of  good  selling  space  there  than 
anywhere  else.  But  the  one  little  spot  of  greatest  selling 
possibilities  is  farther  back. 

"This  problem  of  where  people  walk  in  stores,  and  why 
they  do  it,  excited  the  interest,  some  time  ago,  of  a  Cleve- 
land advertising  man  and  statistical  expert  by  the  name 
of  Jay  Lee  Cross.  For  a  period  of  two  or  three  years  Cross 
conducted  experiments  in  stores  of  different  kinds  in  various 
places.  He  tried  selling  small  articles  in  different  parts 
of  the  stores  under-  all  manner  of  conditions.  Usually 
he  used  candy — small  sugar  wafers — in  conducting  the 
experiments. 

"An  inexpensive  article  had  to  be  employed  for  such 
tests,  for  it  is  obvious  that  the  selling  power  of  one  location 
over  another  would  not  be  so  applicable  to  the  more  costly 
articles  which  require  thought  and  consideration  before 
buying.  A  man  may  have  his  attention  attracted  to  a 
toothbrush  or  an  assortment  of  candies,  and  buy,  but  the 
mere  fact  that  he  suddenly  comes  upon  a  clump  of  pianos 
does  not  mean  that  he  will  order  one  sent  home. 

Conditions  Will  Affect  Selling 

"One  of  the  difficulties  of  Cross's  experiments  lay  in 
the  fact  that  it  was  necessary  for  him  to  make  proper  allow- 
ance for  varying  conditions.  For  instance,  to  sell  more 
candy  in  one  part  of  a  store  on  Monday  than  in  another 
part  on  Tuesday  would  not  prove  anything.  Because  there 
are  more  shoppers  on  Monday. 

"Moreover,  even  if  the  number  were  the  same,  people 
are  rather  more  likely  to  spend  money  freely  on  Monday 
than  on  Tuesday. 

"Then  the  weather,  rain,  cold,  or  a  warm  spell,  each 
exerted  an  influence  over  people's  desire  for  candy.  By 
making  a  careful  count,  however,  of  the  number  of  persons 
entering  a  store,  and  making  such  allowance  as  his  experience 
had  taught  him  was  proper  for  each  change  in  conditions, 
Cross  finally  learned  a  number  of  things  about  people 
which  enabled  him  to  formulate  some  fairly  positive  rules. 

"He  found  out  that  a  display  in  the  window  at  the 
right  of  the  main  entrance  is  much  more  effective  than 
one  in  the  left-hand  window — simply  because  people  enter 
a  store  at  the  right-hand  side  of  the  door  and  are  Kkely  to 
look  at  the  window  on  the  way  in. 

"By  repeated  tests  he  found  out  just  how  much  the 
sales  of  an  article  can  be  increased  by  a  clever  display  of 
the  article  in  the  show  window.    There  must  be  a  separate 
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rule  worked  out  for  each  store  and  each  set  of  conditions, 
but  in  a  general  way  one  may  say  that  a  good  window  dis- 
play will  boost  the  sales  of  a  small  inexpensive  article  about 
14  per  cent. 

"The  space  devoted  to  show  windows  is  worth  a  sur- 
prisingly large  proportion  of  the  rental  value  of  the  entire 
store.  In  one  store,  more  than  100  feet  long,  the  windows, 
only  two  feet  deep,  proved  to  be  worth  12  per  cent  of  the 
rent  asked  for  the  whole  place. 

"Cross  found,  too,  that  there  was  a  definite  relation 
between  any  window  admitting  light  to  a  section  of  the 
store,  and  the  sales  in  that  section.  Generally  speaking, 
a  window  on  the  side  will  add  about  1  per  cent  to  the  value 
of  the  part  of  the  store  it  brightens.  And  this  1  per  cent 
will  be  drawn  from  the  value  of  the  darker  parts  of  the  store. 

"Ordinarily,  in  a  store  20  by  100 — using  that  size  as 
a  standard  of  comparison — the  five  foot  square,  including 
the  show  window  space,  in  the  right-hand  front  corner 
would  be  the  most  valuable  five-foot  square  in  the  whole 
area.  This  small  space  would  be  worth  per  cent  of 
the  total  rental.  The  next  five-foot  square  toward  the 
rear  would  be  worth  only  3K  per  cent,  and  the  next  two 
after  that  about  the  same. 

"From  that  point  there  is  a  gradual  diminishing  of 
value  for  spaces  along  the  right-hand  side  of  the  store  until 
a  little  more  than  half-way  back  a  five-foot  square  is  worth 
only  one-half  of  1  per  cent  of  the  store  rental. 

"Then  there  is  an  increase  again  toward  the  rear,  and 
the  two  rear  corneis — where  traffic  is  compelled  to  slow  up — 
are  worth  \y{  per  cent  on  the  right  and  1  %  per  cent  on 
the  left  side. 

"We  are  living  in  an  era  when  business  men  are  coming 
more  and  more  to  know  what  they're  about.  Every  year 
scientific  precision  takes  the  place  of  some  item  of  guess- 
work. 

"Human  ants  are  we,  and  we  are  full  of  whims  and 
caprice.  But  the  retail  business  man  who  fails  to  know 
just  what  we  ants  are  likely  to  do  at  any  stage  of  the  route, 
and  to  make  capital  of  his  knowledge,  is  guilty  of  ant-like 
leather-headedness,  and  sooner  or  later  may  come  out  at 
the  little  end  of  the  hon." 


A  HUMAN  CHARACTERISTIC  IN  ADVERTISING 

Harry  Houdini,  the  world  famous  magician,  in  an 
article  contributed  to  an  American  magazine  makes  a  most 
remarkable  statement  about  advertising  that  corroborates 
a  statement  in  another  article  in  this  issue  of  the  Shoe  and 
Leather  Journal. 

Mr.  Houdini  is  not  writing  on  advertising.  The  article 
is  on  magic  and  he  says  in  explanation  of  why  certain  tricks 
are  not  discovered,  that  most  people  just  look  on  a  straight 
level.  Therefore,  whenever  he  uses  tables,  he  always 
raises  them  slightly  above  the  level  of  the  eye,  so  that  when 
you  think  you  are  looking  at  the  top  of  the  table  you  are 
not. 

He  further  adds  "Magicians  are  not  the  only  ones  who 
know  the  action  of  the  human  eye.  Business  men  running 
retail  stores  have  long  known  that  if  signs,  announcing 
prices  or  the  location  of  goods,  are  moved  a  few  inches, 
higher  or  lower,  than  the  level  of  the  eye,  people  do  not  see 
them  and  as  soon  as  the  signs  were  moved,  business  at  once 
dropped  a  notch.  Here  is  another  point  about  the  eye 
that  business  men  may  not  know;  it  is  that  human  beings  al- 
ways look  a  little  more  toward  the  right  than  toward  the 
left.  Magicians  utilize  this  point  by  doing  their  most 
difficult  tricks  on  the  left-hand  side  of  the  stage  rather  than 
on  the  right,  which  makes  it  harder  for  the  audience  to 
detect  them. 

Were  I  in  business,  however,  and  had  anything  especial- 
ly attractive  to  sell  I  should  certainly  spend  some  extra 
time  in  dressing  the  window  on  the  right  or  the  counter 


that  would  strike  the  right  eye  upon  entering  the  store, 
so  that  the  customers  first  glance  would  fall  on  something 
that  would  appeal  to  him.  It  might  be  well  then  to  have 
something  extra  fine  on  the  left,  so  as  to  combat  the  natural 
tendency  to  look  toward  the  right." 

In  support  of  the  above,  now  that  your  attention  is 
called  to  it,  you  may  remember  that  crowds  at  the  skating 
rink  usually  go  around  to  the  right.  Horses  on  the  race 
course  go  the  same  way  and  if  you  will  notice  when  you 
enter  a  building  or  go  to  some  new  place,  where  you  have 
not  been  before,  your  feeling  is  always  to  turn  toward  the 
right,  so  it  might  be  well  to  take  advantage  of  this  char- 
acteristic in  human  nature  and  place  your  advertising  and 
displays  where  they  will  show  to  the  best  advantage. 


A  WAR-CHANGED  STAFF 

The  two  pictures  shown  here  were  sent  us  by  Mr. 
Rowland  Hill,  of  London,  Ontario,  and  speak  volumes 


August  1915 

for  the  way  the  war  has  changed  things.  The  one  of  the 
young  men  was  taken  three  or  four  years  ago  and  shows 
six  of  Mr.  Hill's  clerks,  five  of  whom  are  now  in  khaki. 
They  are  Clyde  Kennedy,  now  in  France;  Ben  Wills,  also 
in  France;  Clarence  Hill,  with  the  C.A.M.C.  at  Petawawa; 
Hector    Boyce,    in   England   preparing   for    France;  Dan 


June  1918 


Fleming,  with  the  Forestry  Battalion  in  Scotland,  and 
Rowland  Hill,  Jr.,  still  at  the  store. 

The  other  picture  is  one  of  the  staff  taken  this  summer 
and  is  composed  of  five  married  men  and  two  young  women. 
The  contrast  is  remarkable  and  shows  what  shaking  up  the 
war  has  caused  even  in  the  shoe  business. 
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School  Days  Are  Here 

Why  Not  Get  Your  Children's 
Shoes  at  the 

People's  Shoe  Store 

Where  You  Can  Save  Money 

We  have  all  lands  of  good  strong  school  Shoes  for  the  boys  and 
girls.    If  you  want  Shoes  that  will  wear  and  stand  the  strain  let  us 
fit  out  the  entire  famify  and  you  will  save  considerable  money. 

Boys'  School  Shoes 
for  $3.45 

Boys'  heavy  box  cah*  strong 
sewed    and    nailed  soles. 
An   exlr.   good  school 
shoe    All  sizes  up  to  5'/*. 

$3.45 

Men's  $9  Shoes 
Selling  for 
$6.85 

Men!  if  you  want  tlic  best  shoe 
bargain  in  Victoria,  let  us 
show  this  lot.    We  have  sev- 
eral styles;   some  have  full 
double  soles.  Goodyear  welt- 
ed and  leather  ,  lined,  others 
have  lighter  welted  soles,  but 
all   are    splendid   values  at 
S°.0O.    All  sires  in  the  lot. 

fl  $6.85 

Boys'  $4.50  Shoes 
for  $3.90. 

Mother'  here  is  a  mighty 
good  shoe  for  that  boy  of 
vours.  It  is  solid  leatlfer 
all  through  and  unlined. 
with  stout  soles  both 
sewed  and  nailed.    In  all 

«sizes  to  $'A  fl»Q  QF 
Sale  price  «DO.«7*J 

Men's  $9.00  Shoes 
Selling  for 
$5.85 

These   are   Ham's  Button 
Shoes  with  welted  soles." 
Reg.  $900  values.    In  all 
Mies.    Sale     fljr  DC 

Growing  Girls' 
Shoes  for  $4.85 

These  are  for  that  big  girl 
of   yours    who    wears  a 
woman's  size,  yet  wants  a 
low  heel     We  have,  all 
sizes  up  to  7  in  this  lot 
of    Gunmctal   Calf  Lace' 
Shoes.    Instead  of  $6.50 

tr?em"forh!  . C .  $4.85 

Ladies'  Vici,  Kid 
Shoes  for 
$3.45 

Here's  a   splendid   Vici  Kid 
Button  Shoe  with  medium 

;   heels  —  a    shoe    that  s*lls 
everywhere  for  $5.00  All 

sryr1*  $3.45 

Children's  School 
Shoes  for  $1.85 

\  strong  pebblc-grjin  leath- 
er in   button  and  lacing 
styles     Sizes  8  to  lO'-S. 

lThm*  $1.85 

Ladies'  One-Strap 
Slippers,  $2.85 

Look!    One-Strap  Patent 
Leather  Slippers  with  low' 
heels,   very    neat  and 
dressy     All  sizes.  Sale 

rsri"    .  $2.85 

Men '  i    Tan    Neol  in 
Sole  Shoes.  $5.85 

These  are  a  beautiful 
shade  of  dark  brown. 
In   all    sizes  Sale 

$5.85 

The  People's 
Shoe  Store 

1227  Government  St. 

Infanta'  Shoe*.  $1.00 
a  Pair 

Black   and   Tan  Vici 
Lace  and   Butt  o"n 
Shoes,   in   all  sizes 
from   3  to  7l/2  A 

0pn,;  $1.00 

School 
Shoes 


FOR  THE  BOY  AND  GIRL 

rromSICS'...i°4.00  to  85.60 

Youths'  sizes,  11  to  13. 
'n>m   SMO  to  S4.M' 

Misses'  button  or  li\ce,  all  leath- 
ers: sizes  11  to  2: 
'rom   S2.8S  to  84.00 

Child's  sizes.  8  to  losi; 
'rom    S2.SO.to  S3.40 

A  few  broken  lines    of  Child's, 
Shoesi'sptendld  values 
■«  ■;■     SJI.eS  and  S?.1S 


R.  Andrew  &  Co. 

LEADERS  IN  FOOT  FASHION 

Winning  number  last  week 
28034 

 *£L£tlL  - 


About  School  Shoes 


Scb»ol  bells  are  ringing  and  our  School  Shoes  are  all 
ready  for  boy?  and  girls  of  all  ages. 

The  shoes  that  make  so  many  trips  to  school  must  have 
»lunjy  qualities  and  we  have  provided  quality. 

Why  You  Should  Buy  Good  Shoes 

Our  School  Shoes  cost  no  more  than  many  (stores  ask 
you  to  pay  for  the  clumsy  ill-fitting,  unsatisfactory  sort. 
Don't  let  your  children  limp  to  school  Let  us  fit  th.  m 
■o  th*t  their  feel  will  bo  comfortable  and  dry. 

Who  can  economire  and  pay  good  money  for  poor  shctB? 
You  need  School  Shoes  that  will 

Wear 
Be  Comfortable 

AND 

Keep  the  Feet  Dry 
WE  HAVE  THAT  BOOT 

We're  up  In  in*  School  Shoe  business,  but  not  up  In 
prleee. 

TEST  OUR  SCHOOL  SHOES. 


Boots  for  High  School 

InWscUf  brown  and  velour  call".  8-inch  top 
nircu-  perforated  vamp ;  Goodyear  welted 
Ncolin  solc-and  rubber  heel  ?7.  " 

Misses'  Boots,  with  welted  soles,  neat  last, 
cloth  -top   $4, 

MUTRIE  &  SONS 

1203  Douglas  Street 


SCHOOL  SHOES 


T  ■■■■  good  t.i  n 
Voiith's  School  Shoe 
MlKflOo'  School  Shorn 
Girl  '  bchool  Shots. 


iB  School  Shoes  > 


ale  M  52.19  and  92.93. 

■  1.08  and  $2. in 
.  .  .  .  V2.I0  and  0P.49 
W          «I.6t>  and  81.1)8 


JLSL  J-  D.  Mc ARTHUR 

 *"T 


Reliable 
Footwear 


Phone 
A12.y 


HEADQUARTERS  FOR  TRAVELLING  GOODS 


School  Shoes  !£er  Children 


Boys'  Boots,  sizes  1  to  5,  (5.00  to  $3.00 

YoutLV  Boob,  sizes  It  to  13,  (4.00  to.  .  $2.50 

MUmi'  Lata  Boots,  11  to  2,  (4.50  to  $3.00 

Children'.  U«e  Boots,  8  to  tO'/j.  (3.50  to  $2.50 
Ncolin  Soles  and  Leather 


Maynards 

Phone  12S2  VICTC>^'*s. 
Where  Most  People  Trade 


Shoe  Store 


-  •  NOW  IS  THE  TIME 

To  bUy  \?h«t  ynu  require  in  Shoes.  Prices  will  nol  be 
so  low  ujniin  lor  many  a  year,  and  you  now  have  the 
chance  to  buy  good,  slylish,  serviceable  shoes  at  prices 
away  below  regular  at  our 

Mid-Summer  Shoe  Sale 

SI!  Kut-mrr^r  -tins',  art  ;rr^4tew»driiVuC^1ilft!nJVs 
well  as  all  BrtrkerrTots  of  ail  Ihelyear  ^aant-ifiitttf 
This  means  that  there  are  Shoes!  here  for  all  kinds  of 
wear  and  in  nil  size*  from  the  little  ones  for  Baby  to  the 
largesl-Men'B  sizes.  Below  are  only  a  few  items  ol  the 
many  you  will  And  inside  the  store. 

Men's  Goodyear  Welt  Shoes.  These  goods  are  worth 
$6.00  arid  $6.50  a.  pair,  but  are  reduced  for  (he  sale 
to  J,.,  $4.98 

Men's  Colored  Canvas  Shoes,  jus!  Ilie'lhing  for  the. 
summer,  regular  price  would  be  $2.25,  Sale 
Price   $1.88 

Men's  Light  Weight  Shoes  with  standard  screw  soles. 
Were  sold  for  $2.50,  Sale  Price  $1.88 

Boys'  Canvas  Shoos,  all  sizes  reduced  to  $1.48 

Boys'  Ooze  Finish  Leather  Shoes,  good  soles  on  Ihis 
line  and  an  excellent  shoe  for  this  time  of  year. 
Were  $2.  to,  now  *  $1.98 

Youths'  Dongola  Kid  Shoes.,  regular  price  $?.75,  Sale 
Price   '.   2-28 

Women's  High  Grade  Canvas  Shoes,  were  $4.00,  Sale 
Price   .'   2.98 

Women's  Patent  Colt  Shoes  with  leather  or  Cloth  Top. 
■* '  Were  excellent  value  at  the  former  price  $5.00, 
now  reduced  to  ,'  $338 

Women's  Canvas  Pumps  and  Oxfords,  regular  $1.75, 
Sale  Price   $138 

Missea  $4.00  and  '$4:50  Shoes,  the  "Classic"  make, 
now  ,  $2.98 

Misses'  Canvas  'High  Shoes,  were  $2.00,  Sale 
'     Price   ;  ,  $1.68 

Childs  "Classic"  Shoes,  regular  price  $3.50,  now  2.28 
.Childs  High  Cut  Canvas  Boots,  were  $2.15,  Sale" 

Price  $1.0»  ■ 

'  Infants'  Dull  Finish  Kid  Boots,  good  value  at  $1.65,  re- 
duced to  $138 

8EE  OUR  WIHDOW8  AND  TABLES  IN  THE  STORE 
FOR  PRICES  OF  MANY  OTHER  LINES. 

LHIGGINS  &  CO, 


THE  BIG  CORNER  sho£Sj\ore 


Smith's  August 

SHOE  SALE 


Specials  For  Saturday  and  Monday 


Women's,  Girls', 
Children's  and  Boys' 
White  Boots,  Ox- 
.  forda,  Pumps,  reg.  $2 
to  $5   


Women's  Patent 
and  Sid  Pumps  and 
Slippers,  reg.  $3.00 

Women's  Grey, 
Brown,  Vici  Kid 
Pumps,  reg,  $6,  $7 
and  $8 

Extra  Special  For 
Saturday  Only 

Women's  grey,  white 
and  brown  Re  inn  kin 
Boots,  regular  $5.00, 

for  

SMITH'S  BOOT  SHOP 

24  KING  STREET  WEST 

PS. — 2  In  1  While  10c.  n     A  SMITH 


A  f selection  of  Shoe  Advertisements,  showing  the  trade  is  alive  and  after  business.    Suggestions  regarding  these  ads.  appear  on  opposite  page. 
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Suggestions  on 
Advertising 

Samples  on  Opposite  Page  Show  What 
Retailers  Are  Doing 

SHOE  MERCHANTS  all  over  Canada  seem  to  be  taking  a 
hold  of  the  advertising  weapon  with  a  firmer  grip.  On  the 
whole  there  is  a  decided  improvement  in  the  advertising. 
We  show  a  number  on  the  opposite  page  that  are  excellent 
in  every  way  while  some  might  be  improve.!.  The  first 
one  in  top  left-hand  corner  starts  out  with  a  very  strong 
school  heading.  The  fact  that  it  appeared  just  before 
school  opening  made  it  a  very  timely  ad.  We  think,  how- 
ever, that  it  would  have  been  improved  had  the  ad  stuck 
more  closely  to  the  subject  of  the  heading,  "School  Shoes." 

"Men's  Shoes"  immediately  stand  out  in  the  descriptive 
matter  much  stronger  than  the  "School  Shoes,"  occupying 
the  centre  and  the  largest  space.  We  think  the  last  sentence 
in  the  heading  could  have  been  strengthened  some.  It 
starts  with:  "If  you  want  shoes  that  will  wear  and  stand 
the  strain."  Naturally,  you  expect  to  be  told  after  that 
either  where  or  how  they  may  be  had  with  some  reason 
why  they  should  be  bought  at  some  particular  place.  But 
without  any  reason  being  given  why  they  should  be  bought 
there  the  request  is  made  that  they  be  permitted  to  fit 
out  the  whole  family.  Now  will  the  fitting  out  of  a  whole 
family  be  any  guarantee  that  shoes  will  wear  and  stand 
strain?  In  other  words,  figure  out  what  is  the  connection 
between,  "If  a  person  wants  shoes  to  wear  and  stand  the 
strain"  and  fitting  the  entire  family  and  saving  considerable 
money. 

Referring  again  to  the  "School  Shoes,"  there  are  only 
three  items  on  school  shoes  and  eight  on  othei  lines.  This 
ad  was  three  columns  wide  by  nine  inches  deep. 

The  single  column,  six  inch  ad  in  the  centre  is  good. 
There  are  five  items  with  prices  well  displayed  and  a  strong 
heading  and  attractive  cut.  This  small  ad  is  right  to  the 
point  and  the  readers  are  told  about  all  they  want  to  know 
and  can  decide  whether  to  go  and  see  the  shoes. 

The  Higgins  ad  is  two  columns  by  nine  and  a  half 
inches.  There  are  thirteen  items  advertised  here  against 
ten  in  the  other  big  ad  and  the  latter  is  almost  one-third 
larger.  The  display  lines  are  particularly  good  and  attrac- 
tive, and  there  is  no  lost  space.  This  ad  should  have  sold 
shoes. 

The  lower  left-hand  corner  ad  could  be  improved 
considerably.  In  the  first  place  it  appeared  on  Sept.  5th, 
which  was  two  days  after  school  opening.  We  think,  had 
there  been  something  more  definite,  something  told  about 
the  kind  of  shoes  and  the  price,  it  would  have  improved  it. 
Then  we  suggest  leaving  out  any  reference  to  other  shoe 
stores.  We  really  doubt  if  any  competitor  of  this  man 
actually  sells  the  "clumsy,  ill-fitting,  unsatisfactory  sort." 
If  any  of  them  do,  how  long  will  they  stay  in  business? 
The  lay-out  could  be  improved  too.  To  look  at  a  display 
line  reading,  "Wear  be  Uncomfortable,"  makes  you  guess 
as  to  what  the  ad  is  driving  at.  Now  read  the  ad  over 
carefully,  then  imagine  you  had  two  little  kiddies  for  which 
to  buy  shoes,  and  honestly,  is  there  anything  in  this  ad 
that  would  attract  you  to  go  there  and  buy  shoes  for  them? 
It  is  the  bigger  surprise  to  us  because  this  store  usually 
puts  up  some  real  good  ad  stuff.  The  ad  was  two  columns 
wide  by  seven  inches  deep. 

The  three  small  ads  in  the  centre  at  the  bottom  are 
really  excellent.  They  are  small  and  it  is  a  question  if  they 
may  not  be  lost  among  other  ads,  but  they  are  good  ads. 


Two  of  them  are  only  two  inches  deep  by  two  columns 
wide,  and  one  is  three  inches  deep  by  the  same  width. 

The  Smith  Boot  Shop  ad  is  all  kernel,  with  the  shell 
thrown  away.  It  is  two  columns  by  seven  inches.  See 
how  that  heading  stands  out.  Three  words  tell  the  story. 
No  words  lost  in  an  introduction.  Five  more  words  tell 
the  whole  story  about  when  the  goods  are  on  sale  and  that 
they  are  special.  A  few  more  words  tell  what  the  goods 
are  and  what  they  sold  for;  then  a  big  black  dollar  hits 
your  eye  and  tells  you  what  you  have  to  pay  and  you  can 
tell  at  a  glance  whether  you  think  they  are  worth  it  or  not 
and  whether  you  will  go  and  look  at  them.  The  next 
two  items  are  the  same.  Then  the  ad  ends  with  an  extra 
special  and  a  big  price  mark.  Now  figure  this  ad  anyway 
you  like  and  see  if  you  ever  saw  so  much  selling  talk  put 
in  such  small  space,  and  don't  forget  to  think  about  the  cut. 


HONEST  DIPLOMACY  BEST 

Speaking  before  the  members  of  the  Chicago  Trade 
Press  Association  recently,  Frank  O.  Lowden,  governor  of 
Illinois,  said:  "The  trade  journal  of  to-day  reflects  the 
growing  conscience  of  the  average  business  man  of  Amsrica. 
The  nations  of  the  earth,  following  the  conclusions  of  the 
business  world,  now  realize  that  the  wisest  diplomacy  is 
honest  diplomacy— that  secretly  to  plant  spies  in  a  foreign 
and  friendly  nation  is  but  to  plant  seeds  of  disaster. 

"Diplomacy  must  be  in  the  light  of  honesty  and  candor, 
not  in  the  darkness  of  treachery.  Frankness  is  as  potent 
of  success  in  negotiations  as  it  is  in  other  fields  of  activity. 

"This  war  has  brought  trades  and  business  closer 
together. 

"If  this  war  goes  against  us,  all  is  lost.  It  would  not 
have  been  so  in  the  civil  war;  we  still  would  have  had  some 
country  under  the  protecting  folds  of  the  flag.  But  not 
so  in  the  conflict.    This  war  means  one  of  two  things: 

"The  world  will  be  under  the  iron  heel  of  military 
despotism,  or  the  world  will  be  free. 

"If  we  lose,  under  all  the  sky  there  will  not  be  room 
for  even  the  smallest  American  flag.  The  ruthless  eagles 
of  Prussia  will  rule  the  air  and  oppress  the  earth. 

"We  are  to  decide  whether  common  humanity  shall 
dominate  the  globe,  or  whether  the  millions  shall  delve  and 
toil  so  that  the  few  thousands  may  enjoy  the  beauties  of 
the  earth." 

And  there  are  more  nations  than  the  United  States  in 
the  same  position. 


UNITED  STATES  COLOR  RESTRICTIONS 

The  Boot  and  Shoe  Bureau  of  the  War  Industries 
Board  of  the  United  States  has  notified  shoe  manufacturers 
that  colors  of  leather  in  shoes  are  to  be  restricted  to  dark 
shades  of  brown  or  tan  as  follows:  Calf  and  side  leather 
"walnut"  (1917  fall  season  color  card  issued  by  the  Textile 
Color  Card  Association)  and  "brown"  (standard  color 
card)  goat  skin  "walnut"  and  "autumn"  (1917  fall  color 
card);  ooze  leather,  "seal"  and  "brown"  (standard  color 
card)'. 

Cloth  for  shoe  tops  is  restricted  to  the  two  following 
shades:  Chestnut  (standard  color  card)  and  Arizona  (1917 
spring  season  color  card). 

Gaiters  are  restricted  to  the  two  following  shades: 
"PidgeOn"  and  "Dust"  (1919  spring  season  color  card). 

The  use  of  black  and  white  is  also  permitted  in  addition 
to  the  above. 

It  is  now  reported  that  the  restrictions  have  been  cut 
down  to  one  shade  of  brown,  no  button  shoes  and  no  cloth 
tops  with  any  wool  in  them. 
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ladies        "^^^^^—^^^^^^^^^—r  Gents 
UNDE**EAR  A.WEBB  DRY  GOODS  FUBKiSW^ 


1 

CPECIAL  Window  Display  worked 
^    out  by  Mr.  John  C.  Baker.  Man- 
ager of  Mr.  Webb*s  Footwear  Dept. 


SPECIAL  SHOE  WINDOW  OF  A.  WEBB,  CALGARY 

Mr.  Webb  was  in  business  in  London,  England,  for 
over  twenty  years,  then  came  to  Canada  and  started  in 
Calgary  in  May,  1912,  with  one  small  store.  He  now  has 
four  well  equipped  stores  and  attributes  his  success  to  fair 
dealing  with  the  public,  judicious  advertising,  and  carrying 
only  the  most  reliable  brands  of  merchandise.  He  makes 
shoes  one  of  his  strong  lines. 


A  COMMENDABLE  IDEA 

Twenty-two  Buffalo  stores  have  co-operated  in  issuing 
a  printed  announcement,  which  follows  and  is  self  explan- 
atory: 

Help  the  Buffalo  stores  to  reduce  the  cost  of  doing 
business.  Co-operating  with  the  Federal  Government, 
through  the  Council  of  National  Defence,  the  undersigned 
stores  belonging  to  the  Retail  Merchants'  Association 
make  this  announcement:  No  merchandise  will  be  accepted 
for  exchange  or  credit  after  it  has  been  away  from  the  store 
more  than  7  days.  This  is  effective  beginning  Monday, 
October  8th.  The  reason  for  the  strict  enforcement  of  this 
rule  is  plainly  evident  to  every  thoughtful  person.  The 
return  of  goods  means  the  inevitable  depreciation  of  mer- 
chandise in  which  style  and  timeliness  are  a  feature;  the 
possible  loss  of  opportunity  of  selling  an  article  that  is  out 
of  stock;  cost  of  wrapping,  delivering  and  of  calling  for  ar- 
ticles to  be  returned;  the  abuse  of  sincere  endeavor  to 
give  best  possible  service;  and  also  the  lowering  of  total 
sales  on  which  salaries  are  based  and  thus  working  an  in- 
justice to  salespeople. 

And,  of  course,  many  goods,  for  sanitary  reasons,  or 
which  are  sold  on  a  non-returnable  basis,  cannot  be  returned 
after  passing  into  the  hands  of  the  purchaser.  The  obser- 
vance of  these  rules  will  release  men  and  capital  to  fight 
for  Liberty  and  Democracy.  Make  careful  selection  a 
habit—  Buy  only  what  you  want  to  keep — Avoid  C.  O.  D. 
purchases  wherever  possible.    The  co-operation  of  the  public 


in  the  abolishing  of  the  evils  of  "taking  it  back"  is  asked 
by  the  following  stores,  and  then  follows  a  list  of  twenty-two 
Buffalo  stores  who  are  interested  in  this  announcement. 


WARNED  AGAINST  PRIORITIES  "SOLICITORS" 

Manufacturers  in  the  United  States  have  been  told 
they  can  gain  nothing  through  agents  claiming  influence. 
This  looks  as  if  the  fellows  with  the  "political  pull"  may 
have  their  wings  clipped  a  little  bit  in  the  matter  of  getting 
in  on  the  ground  floor. 

The  War  Industries  Board  authorizes  the  following: 
Edwin  B.  Parker,  priorities  commissioner  of  the  War 
Industries  Board,  has  issued  a  letter  pointing  out  to  manu- 
facturers and  the  public  generally  the  uselessness  and  in- 
advisability  of  employing  agents  to  obtain  priority  cer- 
tificates or  preference  treatment  from  the  board.  The 
letter  follows : 

"To  The  Public: 

"The  attention  of  the  Priorities  Division  of  the  War 
Industries  Board  has  been  called  to  the  fact  that  certain 
individuals  are  offering  their  services  and  soliciting  em- 
ployment to  present  priority  applications  and  procure 
the  issuance  of  priority  certificates,  and  also  to  use  their 
alleged  influence  in  having  industries  accorded  prefer- 
ential treatment. 

"The  rules  and  regulations  of  the  Priorities  Division 
are  clear,  simple,  can  be  readily  followed  and  will  be  fur- 
nished to  anyone  applying  therefor.  The  employment  of 
agents  not  only  burdens  the  applicant  for  priority  with  a 
wholly  unnecessary  expense,  but  an  attempt  on  the 
part  of  such  agents  to  exert  personal  influence — which 
it  is  needless  to  say  they  do  not  possess — may  have  a 
tendency  to  prejudice  the  applicant's  cause. 

Edwin  B.  Parker, 

"Priorities  Commissioner." 
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New  American 
Shoe  Regulations 

Compact  Drawn  by  War  Industries  Board, 
Shoe  Manufacturers  and  Dealers — Elim- 
inates a  Large  Number  of  Styles — Accepted 
as  A  Compromise 

THE  arrangement  reached  by  the  War  Industries  Board 
of  the  United  States,"  with  the  shoe  manufacturers 
and  shoe  dealers,  is  decidedly  in  the  nature  of  a  com- 
promise. Neither  side  is  satisfied  with  the  course  laid  down, 
the  War  Industries  Board  suggesting  more  drastic  measures, 
such  as  the  stamping  of  shoes  with  prices  and  the  elimin- 
ation of  many  more  styles. 

No  date  has  as  yet  been  fixed  for  the  arrangement  to 
become  operative.  Dealers  have  their  new  fall  stocks  in 
and  have  ordered  for  spring,  so  that  it  ought  not  apply  till 
the  fall  of  1919,  but  it  is  not  thought  the  War  Industries 
Board  will  be  willing  to  wait  that  long. 

The  Objects 

1.  To  release  capital,  labor,  transportation,  coal,  fuel, 
and  productive  power  from  their  non-essential  use  in  the 
industry,  and  to  apply  the  same  to  economic  production 
of  only  such  manufactures  as  are  essential  or  necessary. 

2.  To  have  the  technical  skill  and  the  patriotic  donation 
of  the  men  engaged  in  the  industry  itself  accomplish  these 
ends  by  co-operation  with  each  other  and  with  the  govern- 
ment. 

3.  To  eliminate  the  demand  for  highly  expensive  and  ex- 
travagant materials  and  manufactures. 

Individual  Pledge  of  Shoe  Manufacturers 

We,  recognizing  the  powers  to  control  production,  by 
providing  certain  economies  and  restrictions,  which  have 
already  been  exercised  by  the  War  Industries  Board,  and 
further,  recognizing  the  patriotic  necessity  of  controlling 
profit,  in  order  to  stabilize  the  industry  and  best  serve  the 
public  economically,  do  hereby  pledge: 

I.  Our  hearty  co-operation,  with  both  the  tanner  from 
whom  we  buy  and  the  dealer  to  whom  we  sell,  in  effecting 
the  elimination  of  non-essentials  and  extravagances. 

II.  To  lend  our  hearty  co-operation  in  the  readjust- 
ment of  contracts  that  may  be  affected  by  the  restricted 
styles  and  colors. 

III.  To  agree  with  the  War  Industries  Board  to  manu- 
facture and  sell  shoes  at  cost,  plus  a  normal  profit,  to  the 
end  that  the  pledge  by  the  retailers  attached  hereto  may 
be  made  effective,  both  in  spirit  and  in  fact. 

IV.  To  agree  that  each  manufacturer  shall  be  given  a 
serial  number,  which  shall  be  registered  with  the  War  In- 
dustries Board,  and 

V.  That  I  (we)  shall  have  my  (our)  serial  number  dis- 
tinctly stamped  on  the  inside  quarter  or  quarter  lining 
of  each  shoe  manufactured. 

VI.  To  agree  to  stamp  on  the  inside  quarter  or  quarter 
lining  of  each  shoe  manufactured,  a  letter  designating  the 
class  into  which  shoe  manufactured  shall  be  retailed,  and 

VII.  To  register  with  the  War  Industries  Board  a  list: 
(a)  of  our  wholesale  prices  of  the  various  classes  of 

shoes  which  we  manufacture  (along  with  such  supplemen- 


tary changes  in  price  as  may  from  time  to  time  be  made), 
and 

(b)  also  pre-war  prices  on  such  shoes. 

VIII.  To  agree  to  co-operate  with  the  War  Industries 
Board  in  securing  from  each  retailer  to  whom  we  sell  a 
signed  pledge  in  the  form  attached  hereto,  or  satisfactory 
evidence  that  such  retailer  has  filed  such  pledge  with  some 
other  manufacturer. 

IX.  If  it  be  found  after  fair  trial  that  the  plan  is  not 
producing  the  desired  results,  it  will  be  entirely  feasible 
to  adopt  the  price  stamping  policy  in  time  to  have  all  shoes 
made  for  the  1919  fall  trade  stamped  with  the  retail  price 
thereon. 

WOMEN'S  SHOES 
Recommendations  Made  by  the  Retailer 

Item  1.  No  button  boots  except  black  comfort  boots, 
medium  and  broad  toe. 

Item  2.  No  patent  leather  boots. 

Item  3.  No  Louis  heels  of  wood  or  leather  on  boots; 
on  oxfords  and  pumps  they  shall  not  exceed  l^i  inches  in 
height  finished,  and  metal  plates  may  not  be  used. 

Item  4.  No  satin  boots. 

Item  5.  No  beaded  boots  or  beaded  slippers. 

Item  6.  Colors  to  be  used  for  boots — black,  one  brown, 
white  in  buck,  side  buck,  duck  or  canvas. 

Item  7.  Colors  to  be  used  for  pumps  and  oxfords — 
black,  one  brown,  white  in  kid  and  cabretta,  buck,  side  buck, 
duck  or  canvas,  black  patent  leather. 

We  call  your  particular  attention  to  our  request  to  the 
use  of  patent  leather  in  women's  pumps  and  oxfords  be- 
cause they  are  economical  and  can  be  used  for  a  dress  shoe 
as  well  in  winter  as  in  summer  by  wearing  a  spat  with  them. 

Another  good  reason  for  retaining  the  use  of  patent 
leather,  is  that  it  is  most  desirable  for  children's  wear.  The 
service  is  equally  good  as  many  heavier  leathers,  as  it  does 
not  scuff  easily  and  saves  much  time  and  labor  in  keeping 
them  polished. 

Item  8.  No  turned  boots  except  black  comfort  boots, 
medium  and  broad  toe. 

Item  Sl4.  No  ornaments  on  shoes  except  fabric  or 
leather  bows. 

MEN'S  SHOES 

Item  9.  No  button  shoes  except  patent  leather  in  one 
style. 

Item  10.  No  patent  leather  lace  boots. 

Item  11.  Colors  to  be  used  in  men's  high  and  low 
shoes — black,  one  brown,  white  in  duck,  side  buck,  and 
duck  or  canvas. 

Item  12.  On  giils'  and  boys'  shoes  and  oxfords,  the 
trend  of  styles  and  colors  to  follow  the  regulations  for  women's 
and  men's  shoes,  except  that  button  shoes  may  be  made 
up  to  size  2  misses. 

We  beg  to  call  your  attention  to  the  concrete  saving 
accomplished  by  the  above  recommendations.  The  number 
of  styles  taken  out  of  the  retailer's  stocks  are  as  follows: 

Item  1  eliminates  5  styles      Item  7  eliminates  10  styles 
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This  makes  a  further  reduction  of  103  styles  and  with 
those  already  eliminated  by  your  Honorable  Board's  previ- 
ous regulations,  we  figure  will  reduce  by  two-thirds  the 
number  of  styles  carried  by  retail  shoe  stores  which  accom- 
plishes what  you  desire,  namely,  it  removes  the  temptation 
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The  MARSH  SHOE 

for 

The  Well  Dressed  Man  or  Woman 


The  Wm.  A.  Marsh  Co.,  Limited 

Quebec 
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to  purchase  extravagantly  priced  shoes,  because  this  elim- 
inates them  from  our  stocks, 

Have  the  retailers  state  the  number  of  styles  this  will 
leave. 

We  agree  that  these  regulations  shall  go  into  effect  at 
the  discretion  of  the  War  Industries  Board. 

Pledge  of  Shoe  Retailers 

We,  in  the  spirit  of  loyalty  and  patriotic  service  to 
our  government,  in  meeting  all  of  the  exigencies  of  the  war, 
as  applied  to  its  prosecution,  and  service  of  the  people, 
dc  pledge  ourselves : 

1.  To  carry  and  sell  to  the  public  at  all  times  during  the 
war,  only  such  footwear  of  a  standard  character  as  will  suit 
the  needs  and  demands  of  the  people. 

2.  Such  shoes  to  be  sold  at  prices  that  will  prove  econom- 
ical and  safeguard  them  against  extravagances  during  the 
period  of  the  war. 

3.  Prices  shall  be  based  upon  cost,  plus  transportation 
charges,  plus  a  normal  precentage  of  profit. 

4.  These  prices  will  fall  into  three  general  classes: 
This  line  embraces  shoes  of  best  leather  or 


fabrics  and  superior  shoemaking: 

Men's  and  Women's.....  -  $8.50  to  $12.00 

This  line  embraces  work  shoes  of  the  best  type 

and  shoes  for  business  wear  of  good  style 

and  shape : 

Men's  and  Women's  ._.  ...$6.00  to  $  8.00 

Boys'  (sizes  3-5 }4)  Misses'  (sizes  11-2)...            4.50  to  6.00 

Youths' (sizes  12-2)    Child's  (sizes  8-11).          3.00  to  4.50 

Infants'  (sizes  5-8)                                         2.50  to  3.50 

Babies'  (sizes  0-6)                                            1.50  to  3.50 

This  line  embraces  work  shoes  and  semi-dress 
shoes : 

Men's  and  Women's.....     $3.00  to  $5.00 

Boys'  (sizes  2-5 Misses'  (sizes  ll#-2)„.        2.50  to  4.00 

Youths' (sizes  12-2)  Child's  (sizes  8-11)             2.00  to  3.00 

Infants'  (sizes  5-8)                                          1.75  to  2.50 

Babies'  (sizes  0-6)  75  to  2.00 


5.  For  the  period  of  the  war  we  pledge  ourselves  to  elim- 
inate the  sale  of  all  low  shoes  at  a  higher  retail  price  than 
•$11,  and  all  boots  at  a  higher  retail  price  than  $12. 

6.  In  order  to  follow  out  the  spirit  of  this  undertaking, 
we  further  agree  to  market  our  present  stocks  at  prices 
that  shall  be  based  upon  cost,  plus  transportation  charges, 
plus  a  normal  percentage  of  profit. 

7.  We  agree  to  carry  in  our  stores,  prominently  displayed, 
a  placard  to  be  issued  by  the  War  Industries  Board,  which 
will  clearly  state  that  I  (we)  have  entered  into  this  agree- 
ment, and  which  will  exhibit  on  its  face  a  replica  of  the  above 
stated  classes  and  prices. 

(Signed)  


ACCIDENTS  FROM  HIGH  HEELS  (?) 

Well  here's  a  new  one.  It  reminds  one  of  the  old  days 
when  the  deadly  "frog"  on  railway  switches  caused  so 
many  fatalities.  These  frogs  were  a  sort  of  inter-sectional 
rail  connection  at  certain  parts  of  a  switch  and  in  forma- 
tion resembled  a  frog.  Brakemen  would  get  a  heel  fast  in 
one  and  it  would  hold  like  a  boot-jack,  preventing  his 
release  before  an  oncoming  train  or  engine  could  be  stopped 
and  an  accident  would  result. 

Now  the  same  idea  is  just  coming  to  light  with  the 
high  heels  of  women's  boots  becoming  caught  in  street 
railway  switches  and  between  flag  stones  on  city  streets. 
It  appears  that  the  rains  wash  away  the  dirt  from  between 
the  top  stones  used  at  some  street  inter-sections,  leaving 
crevices  large  enough  for  the  small  heel  of  a  woman's  shoe 
to  enter  and  possibly  cause  the  wearer  to  fall. 

The  director  of  the  Ontario  Safety  Leagues  is  reported 


to  have  said  that  in  England  the  roads  in  such  places  are 
built  with  20  inches  of  foundation  below  the  surface.  Then 
set  with  flag  stones  held  together  with  cement.  Concrete  is 
built  on  top  of  this  again,  then  stone  and  the  whole  cemented 
together.  A  similar  treatment  of  cementing  the  flag  stones 
is  being  used  in  Canadian  cities  now,  which  removes  this 
danger.  But  why  have  people  been  so  long  in  discovering 
this  danger.  Street  railway  switches  and  flag  stones  and 
high  heels  have  been  in  existence  a  long  time  and  very  few 
accidents  have  been  reported  from  these.  There  would 
seem  to  be  a  hundred  and  one  places  where  the,  small  heel 
of  a  woman's  shoe  might  become  caught,  causing  the  wearer 
to  stumble  or  the  heel  to  be  loosened.  It  is  quite  true 
the  bevelled  opening  of  the  street  railway  switches  may 
catch  a  heel  and  hold  it  and  it  is  simply  a  matter  there,  as 
in  many  other  places,  that  wearers  of  French  or  other  small 
heels  must  "watch  their  step." 


CONSERVATION  OF  FELT 

Report  comes  from  Washington  that  the  felt  section  of 
the  War  Industries  Board,  of  which  Sylvan  I.  Stroock  is 
chief,  is  working  in  connection  with  the  conservation  division 
on  a  conservation  plan  covering  the  felts  now  in  the  possess- 
ion of  the  felt  shoe  and  slipper  manufacturers,  whereby  a 
much  smaller  quantity  of  felt  will  be  used  in  each  slipper 
through  restrictions  in  quality,  weight  and  colors.  This 
will  stretch  to  some  extent  their  supply  of  finished  merchan- 
dise. But  before  long  this  industry  will  reach  a  point  where 
it  will  be  unable  to  supply  the  demand. 

The  Government  has  not  available  raw  material  which 
can  be  allotted  the  mill  for  the  manufacture  of  felt  for  shoes 
and  slippers  for  indoor  use  beyond  the  materials  which  are 
already  ordered.  The  felt  mills  are  now  producing  to  capac- 
ity for  war  purposes  and  can  not  be  spared  or  diverted  to  the 
manufacture  of  felt  for  civilian  industries.  The  proba- 
bilities are,  it  will  be  a  considerable  time  before  the  felt  mills 
will  be  in  a  position  to  produce  felt  for  civilian  slipper  manu- 
facture. 


Miss  Esther  Taylor,  of  Evanston,  111.,  while  visiting  at 
the  summer  cottage  of  her  cousin,  Mr.  C.  T.  Tugman,  of 
the  Royal  Shoe  Store,  Toronto,  rowed  out  into  the  lake  and 


MISS  ESTHER  TAYLOR 


saved  a  returned  Canadian  from  drowning.  The  lake  was 
rough  and  he  had  gotten  out  too  far  and  became  exhausted 
when  Miss  Taylor  noticed  him  and  made  the  heroic  rescue 
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Exceptional  Quality 
Distinctive  Styles 
Moderate  Price 


Are  successfully  combined  in 

The  Extensive  Range  Our 
Travellers  Are  Now  Showing 

It  comprises  the  most  comprehensive  selection  we  have  ever 
offered,  and  every  shoe  lives  up  to  our  standard — to  make 
the  highest  grade  shoe  and  sell  it  at  the  lowest  price 
consistent  with  good  workmanship.  A  generous  profit  to 
you  and  a  satisfied  customer  will  result  from  every  sale. 


Paris 

Men's  Welts— Women's  McKays 

Patricia 

Women's  Welts  and  Turns 

Metropolitan 

Women's  McKays — Men's  Welts 


Daoust,  Lalonde  &  Co.  Limited 

Montreal 

Branch:    The  Metropolitan  Shoe  Co.,  91  St.  Paul  Street,  Montreal 
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Don't  Hesitate! 


NOW  is  the  time  to  order  your 

Speed  King  Shoes 

The  demand  is  assured  because  of  their  well-merited 
popularity.  The  Independent  dealer  does  a  brisk 
and  profitable  trade. 

Make  sure  of  your  supply  by  ordering  at  once. 

Get  our  illustrated  catalogue  from 

OUR  WHOLESALERS 

Amherst  Boot  and  Shoe  Co.,  Limited      -        -  Amherst,  N.S. 

Amherst  Boot  and  Shoe  Co.,  Limited      -        -  Halifax,  N.S. 

E.  A.  Dagg  &  Co.       -        -        -        -        -  Calgary,  Alta. 

Dowers  Limited  -        -        -        -        -  Edmonton,  Alta. 

A.  W.  Ault  Co.,  Limited       -        -        -        -  Ottawa,  Ont. 

White  Shoe  Co.         _____  Toronto,  Ont. 

McLaren  &  Dallas      -----  Toronto,  Ont. 

The  London  Shoe  Co.,  Limited      -  London,  Ont. 

Kilgour,  Rimer  Co.,  Limited  -  Winnipeg,  Man. 

The  J.  Leckie  Co.,  Limited  -  Vancouver,  B.C. 

James  Robinson         -----  Montreal,  Que. 

Brown,  Rochette,  Limited     -        -        -        -  Quebec,  Que. 

T.  Long  &  Brother     -----  Collingwood 


Independent  Rubber  Co.,  Limited 

Merritton,  Ontario 


THE   SHOE  AND   LEATHER  JOURNAL 


43 


Spreading 
Holiday  Trade 

Anticipating  Christmas  Rush — En- 
couraging Early  and  Regular  Buying 
— The  Drawbacks  of  Holiday  Con- 
gestion— Keeping  Everlastingly  At  It 
— By  A  Retail  Merchant 

THERE  has  been  a  good  deal  of  talk  about 
abolishing,  or  at  least  modifying  the  Chrirt- 
mas  Carnival  in  business,  and  for  a  while 
it  looked  as  if  the  government  across  the  line, 
where  they  are  introducing  a  great  many  war 
innovations,  was  going  to  put  the  "kibosh"  on 
this  popular  concentration  of  six  months'  trade  into 
one.  The  decision  has  been  reached,  however, 
to  let  matters  take  their  course  this  year,  and  unless 
merchants  themselves  take  a  hand  in  the  game 
there  will  be  the  same  old  neck-breaking  scramble. 
Here  are  some  sensible  remarks  by  a  prominent 
retailer,  quoted  in  Printers'  Ink,  dealing  very 
trenchantly  with  the  development  of  a  situation 
that  has,  to  say  the  least,  become  very  trouble- 
some to  all  classes  of  trade.    He  says: 

"Has  anybody  ever  stopped  to  inquire  if  the 
Christmas  shopping  rush  is  as  good  a  thing  for 
business  as  it  is  generally  supposed  to  be?  Could 
it  be  possible  that  this  annual  retail  harvest  is  not  as 
profitable  as  it  has  been  generally  regarded?  The 
value  of  the  holiday  trade  has  been  so  persistently 
"bulled"  that  for  the  present  I'm  going  to  take 
the  bear  side  of  the  question. 

"My  kick  against  Christmas  is  that  much  of 
the  business  it  brings  me  should  have  been  received 
at  other  times  during  the  year.  In  December, 
I  have  to  engage  extra  clerks  and  go  to  other  ex- 
pense to  take  care  of  the  rush,  and  in  January 
and  February  I  have  to  jump  over  a  counter  occa- 
sionally to  keep  my  feet  from  going  asleep.  In  a 
word,  what  profiteth  it  a  merchant  to  have  a  fat 
bank  account  in  December  if,  during  the  bleak 
months  that  are  to  follow,  it  becomes  gaunt  and 
feeble? 

General  Objections 

"The  annual  spending  capacity  of  98  per  cent 
of  my  customers  is  very  definitely  limited.  If  they 
spend  this  amount  in  December,  they,  of  course, 
cannot  spend  it  later  on  again.  Many  people  are 
notoriously  hard  up  after  the  holidays.  Some 
years  they  are  pinched  for  months,  and  until  their 
purses  are  filled  again  they  are  obliged  to  go  mighty 
easy  in  buying.  Often  they  have  to  refrain  from 
purchasing  articles  which  they  actually  need.  Of 
course,  I  am  referring  to  the  conditions  in  the  city 
in  which  I  live.  In  larger  places,  where  there 
is  more  transient  trade,  perhaps  the  situation  is 
not  so  bad,  but  it  stands  to  reason  that  even  there 
the  Christmas  trade  must  cut  into  the  business 
for  the  rest  of  the  year. 

."When  my  friends  hear  me  complain  about  all 


the  trouble  that  the  holidays  cause  me  they  ask 
me  what  difference  it  makes  whether  I  get  all  of 
the  people's  money  in  one  month  or  in  twelve. 
They  think  I  should  be  satisfied  as  long  as  I  get  it. 
But  I'm  not.  I'll  tell  you  why.  In  the  first  place 
we  do  not  get  all  the  money  which  they  are  willing 
to  spend  with  us.  For  a  couple  of  hours  every 
day  for  two  weeks  before  Christmas,  the  store  is  so 
crowded  that  we  cannot  serve  our  patrons.  Some 
of  them  manage  to  make  a  purchase  or  two,  but 
depart  before  they  are  anywhere  nearly  finished. 
They  then  shop  around  until  they  find  a  store  that 
is  less  congested.  You  see  we  lose  this  business 
through  our  inability  to  take  care  of  it. 

"When  a  store  is  packed  to  the  doors,  the  per 
capita  purchase  of  the  people  in  it  is  ridiculously 
small.  There  is  no  chance  whatever  for  salesman- 
ship. Clerks,  who  are  trying  to  wait  on  half  a 
dozen  persons  at  once,  cannot  take  much  pains 
with  any  one  individual.  The  salesperson  is  likely 
to  assume  a  take-it-or-leave-it  attitude,  and  is  apt 
not  to  be  any  too  tolerant  of  the  whims  of  the  shop- 
per. Everybody  is  irritable  and  it  is  a  common 
thing  for  a  customer  to  leave  the  store  in  a  tan- 
trum. Much  iil-will  is  unavoidably  sown  during 
the  holiday  rush. 

"When  a  store  is  packed,  shop  lifters  ply 
their  iniquitous  trade  almost  at  will.  It  is  hard 
to  detect  them.  During  a  holiday  rush,  goods 
are  knocked  on  to  the  floor  and  thus  are  soiled  and 
broken.  Green  salespeople  misrepresent  goods, 
give  inaccurate  weights  and  measurements,  quote 
incorrect  prices  and  do  many  other  things  to  antag- 
onize the  store's  customers.  How  much  more 
satisfactory,  and  certainly  how  much  more  profit- 
able it  "would  be  if  this  business  could  be  spread 
over  several  months ! 

Holiday  Buying  Difficulties 

"Another  serious  objection  to  Christmas  busi- 
ness is  that  it  is  almost  impossible  to  buy  for  it 
accurately.  The  merchant  either  loads  up  with 
too  much  stuff  or  he  doesn't  buy  enough.  It  is 
hard  to  tell  how  a  thing  will  sell.  There  is  no 
time  to  re-stock  popular  items.  That  is  just  the 
trouble  with  the  holiday  business.  Unless  you  have 
the  goods  on  hand,  you  miss  the  sale.  You  cannot 
order  them,  because  the  chances  are  the  shipment 
would  not  arrive  in  time.  With  things  that  sell 
through  the  year,  a  merchant  usually  does  not  get 
caught  in  this  way.  He  knows  about  how  the 
thing  sells  and  arranges  to  keep  shipments  coming 
so  that  his  supply  will  not  be  exhausted. 

"If  a  merchant  guesses  wrong  as  to  his  holiday 
trade,  he  may  be  obliged  to  face  pretty  serious 
consequences.  A  bad  spell  of  weather,  or  some- 
thing else  that  may  come  up  unexpectedly,  may 
force  a  dealer  to  carry  over .  a  load  of  Christmas 
goods  and  thus  tie  him  up  so  tight  financially  that 
he  is  crippled  for  months. 

"Another  thing  that  I  have  against  the  holiday 
business  is  that  many  retailers  rely  entirely  too 
much  on  it.  They  slide  along  through  the  year  in 
a  listless  way.  allowing  their  business  to  drift. 
Perhaps  they  contentedly  accept  a  small  loss  during 
(Continued  on  page  5/) 
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In  these  days  of  higher 
shoe  prices,  you  want  to  be 
sure  to  get  shoes  that 
will  wear.  "Brandon" 
Shoes  are  made  of  No. 
1  calf  skins,  by  a  com- 
pany that  specializes  on 
men's  high-grade  shoes 
exclusively.    Every  pair 
guaranteed.    Ack  ycur  dealer  to 
<:Brandon"  styles — very  neat  and  dressy 


BRANDON  SHOE  CO.,  limited 
BRANTFORD,  ONT. 

Also  mahers  of  "Monarch" 
high-grade  shoes  for  men. 


Brandon  Shoes 


Brandon  Shoes  have 
become  known  from 
Coast  to  Coast 
throughout  the  en- 
tire Dominion  by 
means  of  our  tre- 
mendous Advertis- 
ing Campaign  to  the 
Male  Wearers  of 
High  Grade  foot- 
wear. 


The  BRANDON  SHOE  CO.,  Limited 


BRANTFORD 


ONTARIO 


Mr.  Retailer,  are 
you  getting  your 
share  of  the  benefit 
to  be  derived  from 
this  business  Com- 
pelling Advertising? 
Our  fall  Compaign 
is  even  larger  than 
before.  See  that  you 
are  prepared  to 
meet  the  ensuing 
demand. 


Guaranteed  Shoes 

You  run  no  risk  in  buying  "Brandon" 
shoes  for  men.  They  are  made  of  such 
superior  stock  that  we  guarantee  the  wear, 
quality  and  style,  also  not  to  rip. 

We  make  men's  high-grade  shoes 
exclusively.  Compare  them  in  quality 
and  price  with  others  and  you'll  say 
they  are  the  best  value  in  Canada. 
Ask  your  shoe  dealer  about  them. 


o 


BRANDON  SHOE 
LIMITED, 
BRANTFORD,  ONT. 

Also  makers  of 
"Monarch"  high-grade 
shoes  for  men.  i 


CO. 
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Top  Row— Reading  from  Left  to  Right— (1)  Sgt.  W.  J.  Gould;  (2)  Pte.  Ernest  Strong;  (3)  J.  Laycock; 
(4)  Geo.  Caswell. 

Bottom  Row— (.5)  Oscar  Ellis;  (6)  K.  Hurd,  killed;  (7)  Geo.  Lautz;  (8)  ;  (9)  J.  W.  Mills. 


46 


THE   SHOE   AND   LEATHER  JOURNAL 


WEAR  LIKE  IRON 
ELASTIC  AS  RUBBER 


It  seems  extravagant  to  claim  that 
a  shoe-sole  "will  wear  like  iron,"  but  when 
you  consider  that  the  early  shoemakers  chose 
leather  as  the  material  giving  the  greatest  wear  for 
foot  covering  and  that  Tenax  Soles  actually  outwear  any 
all-leather  soles,  truly  the  claim  seems  to  be  founded  on  fact. 

Flexibility  is  a  feature  of  the  Tenax  Sole  that  has  gone  a  long 
way  to  give  this  wearing  quality.   Combined  with  the  im- 
portant fact  that  they  are  absolutely  water-proof, 
it  should  commend  them  strongly  to  the  live 
::     manufacturer  and  repair  man.  :: 


GUTTA  PERCHA  &  RUBBER,  LIMITED,  TORONTO 

BRANCHES  AT 

HALIFAX,  MONTREAL,  OTTAWA,  FORT  WILLIAM,  WINNIPEG,  REGINA, 
SASKATOON,  EDMONTON.  CALGARY,  LETHBRIDGE,  VANCOUVER,  VICTORIA 
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American  Rub- 
ber Footwear 
Regulations 

Styles  Cut  Down — Restriction  in  All  Lines 
and  Conservation  in  Finishing,  Packing,  Etc. 

THE   following  comprise  the  regulations  issued  by 
the  Waskington  War  Industries  Board  to  govern 
the  production  and  sale  of  rubber  footwear  for  the 
coming  year: 

Changes  effective. — The  plan  outlined  in  this  schedule 
is  to  be  fully  in  effect  for  all  waterproof  goods  not  later  than 
January  1,  1919,  and  for  all  canvas  rubber  soled  shoes,  not 
later  than  September  1,  1918. 

1.  Lasts. — No  new  lasts  are  to  be  introduced  other 
than  are  necessitated  by  changes  in  leather  footwear  styles, 
or  by  Government  requirements. 

2.  Third  quality  goods. — This  line  is  to  be  limited  to 
arctics  and  gum  shoes.  The  manufacture  of  boots,  lumber- 
men's and  gaiters,  fleece  lined  gum  shoes  and  arctics  to  be 
discontinued.  The  use  of  cashmerette  or  jersey  cloth  in  this 
grade  is  to  be  discontinued. 

3.  Boots  (a). — The  manufacture  of  all  duck  boots  of 
all  kinds  to  be  discontinued  in  so  far  as  possible,  (b)  The 
manufacture  of  duck  vamp  boots,  except  in  men's  sizes 
only,  to  be  discontinued,  (c)  The  manufacture  of  regular 
dull  finish  (except  in  plain  edge  only)  to  be  discontinued. 

(d)  Leather  insoles  in  all  boots  to  be  discontinued. 

4.  Hip  boots. — The  manufacture  of  the  following  to  be 
discontinued:  (a)  Duck  vamp  in  lower  grades  than  first, 
(b)  Felt  lining  in  duck  vamp,  (c)  Women's,  (d)  So- 
called  "fireman's."    (e)  Boys'  and  youths'. 

5.  Sporting  boots. — The  manufacture  of  the  following  to 
be  discontinued:  (a)  Duck  vamp  in  lower  grades  than 
first,  (b)  Felt  lining  in  duck  vamp,  (c)  Women's,  (d) 
So-called  "fireman's."    (e)  Boys' and  youths'. 

6.  Short  boots. — The  manufacture  of  the  following  to 
be  discontinued:  (a)  Men's,  boys',  and  youths'  pebble 
leg  and  bright  finish  in  all  styles,  (b)  Women's,  misses', 
and  children's  in  either  pebbles  or  plain.  Each  manufac- 
turer to  continue  making  one  way  only,  as  he  may  elect, 
either  all  pebble  or  all  plain,  (c)  Women's,  misses',  and 
children's  "Oyster." 

7.  Knee  boots. — The  manufacture  of  this  pattern  to  be 
discontinued. 

8.  Rolled  edge  arctics  and  gaiters. — The  manufacture 
of  rolled  edge  arctics  and  gaiters  to  be  confined  to  men's 
sizes  only,  all  others  to  be  discontinued. 

9.  All  rubber  gaiters. — The  manufacture  of  all  rubber 
gaiters  to  be  discontinued,  in  the  following  grades:  (a) 
Third  quality,  (b)  Second  quality,  except  as  a  substitute 
when  cashmerette  is  not  available. 

10.  One-buckle  arctics. — The  manufacture  of  the  fol- 
lowing one-buckle  arctics  to  be  discontinued:  (a)  Men's, 
boys',  and  youths'  "Omaha"  arctics  and  excluders,  (b) 
Misses'  and  children's  snow  excluders.  (c)  Boys'  and 
youths'  jersey  cloth  arctics. 

11.  Gaiters  and  Lumbermen's. — The  manufacture  of 
the  following  to  be  discontinued:  (a)  Men's  motormen's 
gaiters,  (b)  Men's,  boys'  and  youths'  plow  shoes,  (c) 
Men's  Ottawa  (high  lace  lumbermen's  duck  vamp,  gum 
upper),    (d)  Men's,  boys'  and  youths'  two-buckle  captain. 

(e)  Men's,  boys'  and  youths'  onc-buckle  corporal,  (f) 
Men's,  boys'  and  youths'  gum  ribbed  Huron  buckle  and  lace, 
(g)  Men's,  boys'  and  youths'  "Lumbermen's"  snow  ex- 
cluders and  arctics,  one  and  two  buckles,  (h)  Boys'  and 
youths'  duck  lace  Lumber  King,  (i)  Men's,  boys'  and 
youths',  women's,  misses'  and  children's  two-buckle  jersey 
cloth  gaiters. 


12.  Heights  of  gaiters. — Buckle  gaiters  are  not  be  to 
made  higher  than  the  present  4-buckle  height  in  men's, 
boys'  and  youths',  and  the  present  3-buckle  height  in  wo- 
men's, misses'  and  children's. 

13.  Jersey  cloth  gaiters  and  Alaskas. — The  manufac- 
ture of  jersey  cloth  gaiters  and  alaskas  to  be  restricted  to- 
first  and  extra  quality. 

14.  Gum  shoes. — The  manufacture  of  the  following 
to  be  discontinued:  (a)  Men's  one-strap  (instep)  sandals, 
(b)  Men's,  boys',  youths',  women's,  misses'  and  children's 
plain  sandals  and  self-acting  sandals  and  "croquet"  with 
fleece  lining.  (Storm  pattern  not  included.)  (c)  Men's, 
boys',  youths',  women's,  misses'  and  children's  self-acting 
storm  pattern,  (d)  Men's,  boys',  youths',  women's,  misses' 
and  children's  Russian  rubbers,  (e)  Men's,  boys',  youths', 
women's,  misses'  and  children's  low  vamp  (not  storm  pat- 
tern) Alaskas.  (f)  Boys'  and  youths'  Alaskas.  (g)  Boys' 
and  youths',  women's,  misses'  and  children's  clogs,  (h) 
Youths'  self-acting  sandals,  (i)  All  self-acting  Alaskas, 
both  storm  and  low  pattern. 

15.  Catalogues,  price  lists,  etc. — All  1919  catalogues 
are  to  be  condensed  and  made  as  simple  as  practicable, 
having  in  mind  the  necessity  for  conserving  paper. 

16.  Flour  or  starch  finish. — The  use  of  flour,  starch,  or 
similar  finish  is  to  be  discontinued,  except  that  skirts  of 
top  boots  only  may  be  treated  with  whiting  or  something 
similar  for  convenience  of  manipulation  in  manufacture, 
when  necessary. 

17.  Varnish. — (a)  Cashmerette  or  so-called  heavy  arc- 
tics or  gaiters  are  not  to  be  varnished,  (b)  Canvas  rubber 
soled  shoes  are  not  to  be  varnished. 

18.  Cotton  net  and  sheeting  linings. — (a)  The  use  of 
dyed  linings  in  gum  shoes  to  be  discontinued,  (b)  The  use 
of  dyed  lining  in  all  boots  is  to  be  discontinued,  except  that 
women's,  misses'  and  children's  boots  may  carry  black 
fleece  lining,  (c)  The  use  of  dyed  lining  in  lumbermen's, 
except  in  fleece  lined,  is  to  be  discontinued. 

19.  Packing — Cartons. — The  packing  in  cartons  of  the 
following  goods,  with  the  exceptions  noted,  is  to  be  discon- 
tinued, and  packing  is  to  be  in  bulk:  (a)  All  first  quality 
and  extra  heavy  goods  and  jersey  cloth  arctics  and  gaiters 
except  first  quality  gum-shoe  specialities — specialities  in- 
clude jersey  cloth  Alaskas.  (b)  All  second  quality  goods, 
except  women's  gum  shoes,  (c)  All  third  quality  goods, 
(d)  Canvas  rubber  soled  shoes  in  cheap  grades,  correspond- 
ing to  Vims,  when  made  with  black  or  red  sole,  (e)  Factory 
damaged  canvas  rubber-soled  shoes  in  grades  corresponding 
to  Champions  and  cheaper  grades,  (f)  All  factory  damaged 
waterproof  goods. 

 — .  . — .— .  .(_„„_..__„_._„_.«f 

WAKEN  UP  OUT  WEST  ! 

These  days,  things  move  very  swiftly  in  the 
shoe  and  leather  trades,  so  that  one  hardly  knows 
what  a  day  may  bring  forth.  This  comment  is 
suggested  by  the  fact  that  an  article  on  "The 
Footwear  Situation"  in  the  Winnipeg  Commercial 
of  September  15th,  was  taken  bodily  from  the 
Shoe  and  Leather  Journal  of  July  15th,  which 
was,  of  course,  a  comment  on  conditions  in  the 
early  summer.  We  are  glad  to  be  of  use  in  any  way 
in  "spreading  the  light,"  even  where,  as  in  this  case, 
no  credit  is  given  us,  but  we  suggest  that  our 
"contemporary"  keep  its  quotations  up  to  date. 
The  use  of  the  matter  in  this  particular  case  is  the 
more  flattering  to  the  Shoe  and  Leather  Journal 
seeing  that  the  Company  that  publishes  the  Com- 
mercial issues  a  footwear  paper  of  its  own,  although 
this  ought  to  afford,  perhaps,  less  excuse  for  its 
being  "asleep  at  the  switch." 

p  .  .  * 
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Bettev 
Half -Soles  NOW 


T 


HREE  years  ago  Neolin  was  an- 
nounced as  a  new  and  better  sole 
material  for  shoes. 


Since  that  time  millions  of  people  have 
read  and  tested  Neolin.  Shoes  with 
Neolin  Soles  are  Staple  in  nearly  every 
shoe  store. 

Now  Neolin  holds  a  broader  field  and 
doubles  its  usefulness.  Now  every  pair 
of  worn  shoes — men's,  women's, children's, 
any  style — can  have  Neolin  Soles.  We 
have  introduced  Neolin  Half-Soles. 

You  know  that  many  of  your  customers  come 
in  and  ask  for  a  Neolin-soled  job. 

You  know  that  even  when  customers  don't 
ask  for  Neolin  Soles  they  readily  welcome  the 
suggestion. 
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Now  you  can  give  all  Neolin's  advantages — 
flexibility — longer  wear — to  customers  who  do 
not  want  to  pay  the  price  of  a  Neolin  full-sole  job. 

You  can  sell  them  Neolin  Half-Soles.  You 
can  give  them  a  good  job — the  kind  that  holds 
trade.  You  can  do  the  job  as  easily  as  you  have 
ever  done  any  job — Neolin  Half-Soles  can  be 
nailed  or  sewn. 

And  you  can  increase  your  shoe-repairing 
business. 

For  just  as  Neolin  is  one  of  the  biggest  ad- 
vertising successes  in  the  country  so  will  Neolin 
Half-Soles  be  liberally  advertised. 

We'll  be  sending  scores  of  customers  into  your 
store  asking  for  Neolin  Half-Soles. 

Are  you  prepared? 

The  Goodyear  Tire  Si  Rubber 
Co.  of  Canada,  Limited.  Toronto 


Half 
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What 
Can  I  Do? 

How  to  Help  Win  the  War— What  the 
Retailer  Can  Do — Some  Timely  Sug- 
gestions from  an  Enthusiastic  but 
Modest  Dealer — Business  Slackers 

<fT  don't  want  my  name  mentioned,  but  if  the 
|  ideas  are  of  any  use  to  you,  and  you  think 
they  may  be  of  value  to  others,  the  Journal 
is  welcome  to  them,"  So  spoke  a  successful  retailer 
in  one  of  our  Western  towns. 

"I  think  we  have  been  doing  too  much  talking 
and  too  little  paying,  in  connection  with  helping  to 
win  this  war  at  home.  I  know,  for  my  own  part,  that 
it  is  hard  to  realize  we  are  in  the  midst  of  the  bitter- 
est and  most  destructive  struggle  that  the  world 
has  ever  known,  and,  if  it  were  not  for  those  of  our 
own  kith  and  kin  who  are  in  the  fight,  or  on  the 
way  to  it,  some  of  us  might  almost  forget  about  it. 

"I  am  not  amongst  those  who  have  boys  or 
other  near  relatives  in  the  fray,  and  although  in 
the  casualty  lists  there  have  been  many  I  have 
known  and  loved,  it  has  not,  perhaps,  been  brought 
home  to  me  as  closely  as  to  some  others;  but  I 
never  pick  up  a  paper  that  I  do  not  go  over  the 
"honor  roll"  quietly  and  drop  a  silent  prayer  for 
those  who  have  felt  the  'iron  in  their  soul,'  as  well 
as  for  those  brave  fellows  who  continue  the  struggle 
across  the  waters  I  have  strong  views,  however, 
of  the  duties  of  those  at  home,  and  this  has  led  me 
almost  from  the  very  first  to  do  what  I  could  to 
back  up  the  fight  for  liberty  in  every  possible  way, 
within  my  limited  means.  I  felt,  with  a  great 
many  others  at  first,  that  the  claims  for  contribu- 
tions came  a  little  faster  and  a  little  more  varied 
than  might  have  been  wise,  and  I  was  often  puzzled 
what  to  do,  but  I  made  up  my  mind  to  do  the  best 
I  could  with  these  as  they  came  along. 

"I  have  been  trying  to  put  my  business  on  a 
war  basis  as  far  as  possible,  from  the  very  begin- 
ning. I  remember  saying  to  my  wife  when  war 
was  declared  that  we  should  trim  the  ship,  and  I 
quite  remember  her  saying  that  she  thought  the 
war  would  make  little  difference  to  Canada.  Neith- 
er of  us  thought  it  would  last  more  than  a  year, 
and  I  for  one  never  thought  it  would  mean  the 
awful  carnage,  sacrifice  and  disruption  to  busi- 
ness that  have  since  come  about. 

"As  I  said,  I  began  to  'trim  ship'  as  soon  as 
the  war  broke  out.  The  first  thing  I  did  was  to 
tighten  up  on  credit  and  put  my  store  more  on  a 
cash  basis.  I  went  carefully  over  my  customers 
and  sent  letters  to  each  that  I  intended  beginning 
that  fall  to  do  away  with  charging  accounts  and 
announced  that  we  would  be  able  to  make  the  change 
interesting  from  a  monetary  standpoint  to  every- 
body concerned. 

"Without  going  unnecessarily  into  details,  I 
may  say  that  I  was  able  within  a  period  of  six 
months  to  completely  change  the  policy  of  the  store 


that  had  been  in  force  for  over  ten  years,  and  to-day 
I  have  not  enough  accounts  on  my  books  to  amount 
to  $500.  This  has  meant  a  great  saving  to  me  in 
doing  business.  It  is  true  I  lost  a  few  customers 
at  the  outset,  but  most  of  these  have  since  come 
around.  I  think  a  man's  duty  just  now,  to  his 
country  as  well  as  to  himself,  is  to  put  his  business 
on  a  sound  basis.  With  plenty  of  money  in  cir- 
culation, it  is  a  comparatively  easy  job  just  now 
to  get  people  to  pay  on  the  spot  for  what  they  get. 

"This  cash  system  has  brought  about  a  revo- 
lution in  our  store.  It  has  involved  our  carefully 
going  over  our  stock,  clearing  out  all  the  odds  and 
ends  and  getting  our  stock  down  to  a  basis  where 
we  can  turn  it  over  quickly.  I  found  I  was  carry- 
ing too  much,  or  rather  an  unnecessary  amount  of 
stock  at  the  beginning  of  the  war.  It  was  fear  of 
what  might  happen  that  really  led  to  the  clean-up, 
but  the  revelation  that  I  could  do  a  larger  business 
on  a  much  smaller  stock,  turning  it  over  much 
oftener,  has  been  worth  a  good  deal  of  money  to 
me.  Incidentally,  I  feel  that  I  have  saved  that 
much  material  and  labor  to  the  shoe  trade.  I 
think  here  is  where  dealers  might  help  a  lot  and 
put  their  business  on  a  much  sounder  basis.  Most 
stores  could  do  better  business  on  a  third  less  stock. 
By  carefully  going  over  the  lines,  a  lot  of  them 
could  be  eliminated  or  modified,  and  with  a  little 
system  in  stock  keeping  and  buying,  I  am  sure 
the  ordinary  store  could  be  run  on  a  much  more 
economical  basis.  I  have  spent  nights  tabulating 
and  studying  my  stock,  and  the  time  and  thought 
given  to  this  matter  has  been  well  worth  while. 
I  believe  that  we  are  going  to  experience  consider- 
able restriction  in  regard  to  our  business  this  com- 
ing year,  and  I  have  been  quietly  solving  the  pro- 
blem, as  far  as  possible,  in  advance.  I  have  now 
a  thorough  idea  of  what  the  people  in  my  constitu- 
ency will  need  and  buy. 

"I  had  one  man  clerk  in  my  establishment, 
who  enlisted  shortly  after  war  broke  out,  and  I 
determined  I  would  not  put  anything  in  the  way 
of  the  government  getting  its  full  quota  of  men 
by  the  voluntary  system,  so  I  made  up  my  mind 
to  try  a  girl.  She  did  not  seem  extra  bright,  and 
I  was  afraid  at  first  the  experiment  would  not 
work.  I  was  patient,  however,  giving  her  personal 
instructions  and  training,  so  that  she  soon  got  a 
grip  on  the  business.  She  seemed,  however,  slow 
to  take  hold  of  customers  and  for  a  long  time  that 
was  her  stumbling  block.  To-day  she  if  as  good  a 
'salesman'  as  you  will  find  in  any  retail  store  in 
the  country.  I  am  paying  her  good  wages  and 
giving  her  a  little  more  time  off  than  I  did  to  the 
young  man.  She  is  a  'cracker-jack'  on  stock  and 
is  three  times  as  quick  in  many  things  as  the  aver- 
age young  man,  and  above  all,  she  is  enthusiastic 
about  her  work.  It  is  a  real  pleasure  to  see  her 
move  about  the  store.  I  think  the  woman  clerk 
has  come  to  stay  and  will  make  a  vast  improve- 
ment if  she  is  given  a  proper  show.  I  feel  that  in 
having  this  young  woman  (whom  I  am  paying 
$12  a  week)  I  am  doing  that  much  for  the  country 
in  its  time  of  need,  and  it  has  been  a  permanent 
advantage  to  the  business. 

"I  am  paying  my  bills  more  promptly  and  taking 
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Shoe  and  Glove  Leathers 


SIDE,  NECK  & 
HORSE  SPLITS 

Creemore 
Boulevard 
Black 
Alaska 
Smoked 

PFISTER    &  VOQEL 

85=87  South  St.  Boston,  Mass. 


WOOD-MILNE  RUBBER  HEELS 

STATIONARY  SHAPES 


WOOD-MILNE,  LIMITED   -   PRESTON,  LONDON  and  PARIS 

Wholesale  Canadian  Agents,  James  Dunn  &  Co.,  Finsbury  St.,  London,  E.C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 


GLOVE  HORSE 


Creemore 
Boulevard 
Smoked 

Alaska  1  \ 

Pearl  Grey 
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advantage  of  every  discount  I  can  get.  I  think 
this  is  a  help  to  the  country  at  large,  as  well  as  to 
those  I  do  business  with,  as  it  paves  the  way  for 
better  business.  It  also  helps  me  to  put  a  few  extra 
dollars  into  War  Loans  and  contribute  a  few  mites 
to  other  war  enterprises.  I  may  say  that  I  set  my 
house  as  well  as  my  business  in  order,  shortly  after 
the  war.  I  made  up  my  mind  that  we  had  rather 
doubtful  times  ahead  of  us  and,  although  after  the 
first  year,  we  had  quite  a  business  boom,  I  made  up 
my  mind  to  draw  less  money  for  household  expenses 
than  I  had  been  doing.  I  cut  down  my  personal 
expenses  $500  the  first  year  and  no  one  was  more 
surprised  than  I  was  at  this  result.  I  had  really 
aimed  at  $250  reduction,  but  actually  doubled  the 
estimate.  I  sold  my  car  shortly  after  the  war 
broke  out,  as  it  was  going  down  hill  and  the  winter 
passed  and  spring  came  and  I  had  the  full  intention 
of  buying  another.  As  spring  and  summer  advanced, 
I  found  I  was  not  needing  the  car  and  I  let  the 
matter  drop.  For  three  years  now  I  have  managed 
to  go  afoot  and  it  has  not  yet  proven  a  hardship. 
I  could  well  afford  a  car,  but  I  think  that  is  one  of 
the  things  that  can  well  be  left  over  till  after  the 
war.  In  other  household  expenses  there  has  been 
a  steady  saving,  which  has  resulted  in  money 
going  for  war  purposes  that  once  went  one  way  or 
another,  without  our  really  knowing.  I  have 
learned  anew  the  value  of  thrift  and  the  lesson  has 
not  been  lost  on  the  business  either. 

"I  have  not  curtailed  on  regular  business  ex- 
penses, although  I  have  cut  out  some  expenditures 
that  were  formerly  taken  as  a  matter  of  course. 
I  used  to  drop  five  dollars  here  or  ten  there  on  use- 
less efforts  that  the  'win  the  war'  policy  has  put 
the  'kibosh'  on.  I  have  no  hesitation  now  in 
turning  down  questionable  advertising  proposi- 
tions. My  support  of  local  war  causes  puts  me,  in 
a  way,  in  a  position  to  take  a  definite  stand,  without 
being  left  open  to  the  charge  of  meanness  when  I 
turn  down  some  of  the  loose  enterprises  that  often 
solicit  support  from  retail  stores.  I  think  dealers 
could  save  a  good  deal  of  money  that  could  be  put 
into  legitimate  war  enterprises,  if  they  would  only 
have  sand  enough  to  cut  out  some  of  the  foolish 
items  that  find  their  way  into  expense  accounts. 
I  think,  at  the  same  time,  that  there  are  a  great  many 
'war'  appeals  that  are  unnecessary,  and  perhaps 
wasteful. 

"To  sum  up,  I  am  honestly  endeavoring  to 
save  all  I  can,  both  in  business  and  in  connection 
with  my  family,  without  being  penurious  or  neglect- 
ful of  those  interests  that  require  careful  consider- 
ation. I  am  trying  to  run  my  store  in  a  way  that 
will  give  it  the  maximum  sales  from  the  minimum 
stock,  and  I  am  encouraging  my  help  and  my  family 
to  co-operate  with  me  to  the  fullest  possible  extent. 

"I  think  every  business  man  should  look  ahead. 
These  so-called  'good  times'  in  business  will  not 
last  forever.  There  is  coming  a  time  when  muni- 
tions making  will  cease,  when  a  great  many  return- 
ed soldiers  will  have  to  be  looked  after,  when  our 
tremendous  export  business  will  take  a  drop  and 
when  money  will  not  circulate  as  freely  as  now. 
Taxes  will  go  up  and  incomes  will  come  down. 
I  feel  that  everv  individual,  as  well  as  every  busi- 


ness man,  should  prepare  for  this.  Every  dollar  I 
make  or  save  just  now  is  thus  not  only  a  guarantee 
of  future  stability,  but  I  am  giving  it  its  full  force 
now,  to  back  the  government  and  the  gallant 
fellows  who  are  fighting  the  world's  battle  of  free- 
dom. I  think  every  true  patriot  will  see  the  matter 
in  the  light  I  do.  I  think  a  man  who  buys  a  $50 
war  bond,  when  he  could  take  $1,000,  is  as  much  a 
'slacker'  as  the  fellow  who  sneaks  out  of  his  mili- 
tary duty  to  his  country." 


SPREADING  HOLIDAY  TRADE 

{Continued  from  page  43) 

the  first  nine  months  of  the  year,  feeling  that  Octo- 
ber, November  and  December  will  wipe  out  the 
deficit  and  pile  up  a  nice  little  profit  besides.  These 
men  practically  let  Santa  Claus  support  them. 

No  Buying  Until  Santa  Claus  Comes 

"The  idea  that  it  may  be  given  to  them  for  a 
Christmas  present  keeps  many  persons  from  buying 
things  that  they  want.  This  is  a  positive  obsession 
with  some  people.  I  know  a  woman  who  got  along 
without  an  umbrella  all  summer  and  fall,  because 
she  was  sure  Santa  Claus  would  bring  her  one. 
She  could  have  afforded  a  whole  fleet  of  umbrellas. 
I  have  a  customer  who  postponed  buying  a  vacuum 
cleaner  for  nearly  two  years  because  she  hoped  to 
find  one  in  her  home  Christmas  morning.  Being 
disappointed  twice,  she  finally  put  up  her  own  money 
for  one.  Another  woman  has  been  giving  friend 
husband  hints  for  five  years  that  she  wants  a 
kitchen  cabinet.  So  far  he  has  proven  impervious 
to  all  her  subtle  suggestions.  The  woman  has 
an  ample  bank  account  of  her  own  and  could  at  any 
time  write  out  a  check  for  the  coveted  cabinet. 
The  Christmas  idea  is  keeping  me  from  making 
that  sale.  The  jeweler  next  door  has  told  me  that 
often  he  has  had  a  sale  for  an  elegant  clock  or  a 
set  of  silverware  or  a  vase  or  something  else  about 
closed,  when  negotiations  are  suddenly  stopped 
with  the  exclamation,  'Oh,  I  guess  I  had  better 
wait  a  while;  perhaps  I'll  get  it  for  Christmas.' 

"It  is  bad  for  merchandise  to  get  the  reputation 
of  being  a  holiday  product." 


YOU  CAN  DO  IT 

Tell  us  what  you  are  doing  or  what  you  think 
any  ordinary  shoe  store  or  repair  shop  can  do  to 
help  win  the  war. 

Thousands  are  asking,  "How  can  I  save  money 
to  put  into  VICTORY  BONDS?"  Editors  can't  sit 
on  office  chairs  and  hand  out  advice  by  the  yard 
along  this  line,  but  a  suggestion  from  a  dealer  is 
worth  a  cartload  of  opinions  from  outsiders. 

Sit  down  and  write  us  your  views — short  or 
long — and  we  will  put  the  various  suggestions  in 
shape  in  our  next  issue,  which  will  be  our  THRIFT 
NUMBER. 

DO  IT  NOW.  You  owe  it  to  the  trade.  You 
owe  it  to  the  country. 
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Necessary  for  Successful  Business 

That's  what  a  good  staple  line  like  Ackerman's  is.  And 
the  retailer  who  handles  SENSIBLE  shoes  for  the 
AVERAGE  person  has  the  largest  sales. 

THE  PETERBORO  SHOE 

is  a  happy  combination  of  common-sense  yet  pleasing 
styles  in  well-finished  leathers.  It  is  a  high-class  shoe  at 
a  moderate  price  for 

Men,  Boys,  Youths  and  Little  Gents 

You  should  stock  them 

B.  F.  Ackerman,  Son  &  Co.,  Limited 

Peterboro,  Ont.  Western  Branch,  Regina,  Sask. 


C.  N.  Saba  &  Company 

Wish  to  announce  to  the  Retail  Shoe  Men  of  Canada  that  in  addition  to 
our  high-grade  line  of  Canadian  Indian  Hand-made 

MOCCASINS 

We  have  now  added  to  our  samples  a  complete  range  of  HIGH-GRADE, 
MEDIUM  and  STAPLE 

BOOTS  and  SHOES 

for  Men,  Women  and  Children. 

Don't  fail  to  see  these  new  samples  before  placing  your  order  for  Spring. 
THEY  ARE  ALL  MONEY  MAKERS. 
Should  our  traveller  fail  to  reach  you,  drop  a  card  to 

C.  N.  SABA  &  COMPANY 


Manufacturers  and  Importers 

84-86  Wellington  St.  West  -:-  Toronto,  Ont. 
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Meeting  of  Shoe 
Manufacturers 

Convention  held  in  Brantford  Discusses 
Topics  of  the  Hour— Shoes  in  the  Movies 

THE  shoe  manufacturers  of  Ontario  met  in  convention 
in  Brantford,  Ontario,  on  Monday,  September  30th. 
Mr.  A.  Brandon,  of  the  Brandon  Shoe  Co.,  Brant- 
ford, who  is  chairman  of  the  Western  section  of  the  Associa- 
tion, called  the  meeting  to  order  about  eleven  o'clock.  The 
following  members  were  present: 

Fred  H.  Ahrens,  Kitchener;  H.  C.  Dayfort,  George- 
town; W.  H.  Duffield,  Hamilton;  W.B.  Detweiler,  Kitchener; 


A.  B.    RAN  DON 


A.  Van  Geel,  Tilsonburg;  Erwin  C.  Greb,  ^Kitchener; 
Alex.  Inrig,  Kitchener;  A.  A.  Armbrust,  Kitchener;  A.  E. 
Smith,  Milton;  P.  G.  Knoll,  Humberstone;  A.  Brandon, 
Brantford;  F.  W.  Munson,  Toronto;  W.  C.  Ackerman, 
Peterboro;  B.  F.  Ackerman,  Peterboro;  G.  W.  McFarland, 
Brampton;  C.  S.  Corson,  Toronto;  A.  E.  Medcalf,  St. 
Thomas;  J.  H.  O'Connell,  U.S.M.C.,  Boston;  E.  E.  Dono- 
van. St.  Thomas;  F.  S.  Scott,  Gait:  F.  W.  Knowlton, 
Montreal;  Clayton  E.  Hurlburt,  Preston;  John  A.  Walker, 
Toronto;  G.  A.  Blachford,  Toronto;  G.  H.  Ansley,  Perth; 
W.  E.  Woelfle,  Kitchener;  J.  A.  Dunbar,  London. 

The  morning  was  chiefly  devoted  to  an  address  by  Mr. 
E.  W.  A.  O'Dell,  representing  the  Boot  and  Shoe  Workers' 
Union.  This  was  the  first  opportunity  the  Union  has  had 
a  representative  in  this  capacity  before  the  Association  and 
the  address  was  well  received.  It  is  a  factor  in  broadening 
the  understanding  between  these  two  organizations,  that 
will  bring  beneficial  results.    Mr.  O' Dell's  address  follows: 

Mr.  Chairman  and  Members  of  The  Ontaiio  Shoe  Manu- 
facturers' Association: 

By  way  of  prefacing  my  remarks,  let  me  say,  I  welcome 
this  opportunity  of  addressing  your  Association.     I  trust 


that  the  result  of  our  coming  together  will  be  a  closer  co- 
operation, which  will  make  for  a  clearer  understanding  and 
be  of  mutual  advantage  to  the  manufacturer  and  worker. 

The  question  uppermost  in  our  minds  to-day  is,  the 
winnning  of  the  war,  and  as  has  been  truly  said,  "if  we  lose 
the  war,  then  nothing  else  matters."  That  we  will  win 
the  war  none  of  us  doubt. 

The  causes  that  led  up  to  the  war  are  the  result  of  an 
insane  ambition  on  the  part  of  Germany  for  world  domin- 
ation. Ignoring  the  rights  of  small  nations  and  weak  peo- 
ples, backed  up  by  a  powerful  military  machine,  with  art 
insane  War  Lord,  with  an  ambition  to  reach  the  goal  of 
that  world  domination  that  I  have  spoken  of. 

The  sytematic  perverting  of  the  minds  of  the  people  of 
Germany  for  many  years  has  made  it  possible  for  an  arbi- 
trary and  autocratic  military  party  in  power  to  so  control 
affairs,  that  the  present  world  war  is  the  culmination  of 
the  Kaiser's  dream  of  "Me  and  God." 

The  great  democratic  nations  of  the  world  to-day  are 
fighting  for  liberty,  so  that  democracy  shall  not  perish 
from  off  the  face  of  the  earth.  This  io  a  war  for  justice  and 
justice  means  many  things,  not  alone  in  a  political  sense  of 
right  and  fair  dealing  as  between  nations,  but  that  justice 
and  fair  dealings  shall  prevail  among  the  individuals  of 
nations,  in  their  relationships  with  each  other,  and  if  this  is; 
not  achieved,  then  this  war  has  been  fought  in  vain. 

This  must  be  the  last  war,  and  with  this  object  in  mind, 
thirty  thousand  Trade  Unionists  of  our  country,  Canada, 
have  given  their  all;  have  volunteered  their  services  in 


E.  W.  A.  O'DELL 


defense  of  this  ideal.  No  greater  sacrifice  is  possible  than 
a  man  offering  his' life  in  defense  of  a  great  cause. 

Next  in  importance  to  winning  the  war  are  the  problems 
of  reconstruction,  which  carries  with  it  the  taking  care 
of  our  returned  soldiers.  No  mattei  what  we  may  do  for 
them,  we  can  never  adequately  compensate  them  for  the 
sacrifices  they  have  made. 

In  view  of  the  terrible  sacrifices  that  have  been  made,, 
we  must  see  to  it  that  these  men  upon  returning  to  civilian 
life,  after  peace  has  been  firmly  established,  shall  be  ad'  quate- 
ly  protected. 

It  becomes  the  imperative  duty  of  the  state  to  compen- 
sate generously  and  to  see  to  it  that  no  profiteer  shall  take 
advantage  of  these  heroes,  because  of  any  physical  defect 
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DON'T  HOPE  FOR  THE  BEST 

GET  IT ! 

Your  Guarantee  of  Quality 

Shoe  Repair  Outfits        Hand  Tools 
Shoe  Findings  and  Supplies 

Write  for  Our  New  General  Catalogue 

United  Shoe  Machinery  Company  of  Canada,  Limited 

Montreal,  Que. 

90  Adelaide  St.  W.,  Toronto  179  King  St.  W.,  Kitchener  28  Demers  St.,  Quebec 


Your  Customers  Will  Buy 

 Our  Shoes^E  

Men's  because  they  are  just  what  the  average  man  wants.  Women's 

We  have  found  from  experience  that  well-made  shoes 
Boys'  with  splendid  wearing  qualities  in  neat,  sensible  styles  Misses' 

Youths'  are  ready  sellers' 

We  make  our  shoes  with  this  end  in  view,  and  our  Children's 
Little  SUCCess  is  positive  proof  of  this  policy.    Make  YOUR 
Gents'  business  successful  by  stocking  our  full  line.  Infants' 


Carried  by  all  leading  Jobbers. 


LAGACE  &  LEPINAY 

22  St.  Anselme  St.  Quebec,  P.Q. 
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or  disability  that  they  are  under,  by  reason  of  defending 
their  nation.  With  this  object  in  view,  organized  labor  has 
made  some  pronouncements  upon  this  matter  and  in  order 
that  you  may  have  their  views  on  this  subject,  I  herewith 
quote  from  different  branches  of  labor  resolutions  drawn 
up  and  concurred  in. 

The  question  of  Vocational  Training  of  the  Returned 
Soldier  has  been  brought  to  the  attention  of  the  Boot  & 
Shoe  Workeis'  Union  of  late,  and  we  find  that  we  disagree 
with  the  Government's  plan.  I  quote  from  a  resolution 
passed  by  the  Ontario  Provincial  Council  of  Boot  &  Shoe 
Workers'  Unions,  at  their  annual  meeting,  held  in  London, 
Ont.,  recentlv. 

"In  our  opinion,  returned  soldiers  entering  a  shoe 
factory  to  learn  any  branch  of  the  trade,  should  become 
members  of  the  Boot  &  Shoe  Workers'  Union,  as  we  desire 
to  establish  the  principle  that  the  returned  soldier  shall 
receive  the  recognized  union  piece  work  rates  for  services 
performed."  We  entirely  disagree  with  the  plan  which 
gives  the  services  of  the  returned  soldier  to  the  manufac- 
turer for  six  months  free  of  charge. . 

This  matter  has  also  received  the  attention  of  the  Gener- 
al Executive  Board  of  the  International  Boot  &  Shoe ^ Work- 
ers' Union  and  they  have  pronounced  as  follows:  "Be  it 
resolved,  that  this  Board  pledges  itself  to  any  legitimate 
plan  that  shall  have  for  its  purpose  the  training  of  men  who 
return  form  the  war,  in  cases  where  they  have  been  incapaci- 
tated from  performing  their  usual  occupation,  in  which 
they  were  engaged  before  enlisting  and  that  we  give  our 
fullest  co-operation  to  such  projects  as  eliminate  the  desire 
for  profit  and  have  for  their  sole  purpose  the  training  of 
returned  soldiers  for  such  employment  as  will  make  them 
self-sustaining  and  we  do  not  give  our  support  or  encourage- 
ment to  any  plan  which  either  directly  or  indirectly  would 
have  the  effect  of  reducing  the  labor  cost  of  manufacturing 


or  reducing  the  wage  standards  prevailing  in  the  shoe 
trade. 

At  the  recent  session  of  the  Trades  and  Labor  Con- 
gress of  Canada,  held  in  Quebec  City,  several  resolutions 
were  submitted  by  different  trade  organizations,  protesting 
against  the  Governments'  plan  of  Vocational  Training. 
The  following  may  be  said  to  give  a  general  idea  of  the 
sentiments  expressed:  "Whereas,  the  Department  of  Sol- 
diers' Civil  Re-establishment  has,  through  its  Invalided 
Soldiers'  Commission,  undertaken  such  Vocational  Train- 
ing of  returned  disabled  soldiers  as  may  be  deemed  necessary; 
and,  whereas,  numerous  cases  of  such  returned  soldiers 
being  misplaced  in  training  have  arisen,  causing  friction 
and  injustice;  and  whereas,  it  is  highly  advisable  that  the 
craft  interests  of  Canadian  worker^  (including  many  thou- 
sands now  overseas  on  active  service) ,  be  properly  considered 
and  safeguarded  by  the  presence  on  such  commission  of 
a  labor  representative;  therefore,  be  it  resolved,  that  the 
Executive  Council  of  this  Congress,  present  to  the  Dominion 
Government  a  demand  for  the  appointment  of  a  trade 
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Our  sheepskins  have  been 
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and  colors  in  Canada  for 
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SALESMEN 
SALESWOMEN 

We  will  have  openings  in  our  new  store, 
duties  to  commence  November  ist.  We 
want  only  capable,  trustworthy  men 
and  women,  for  the  following  positions 
(experienced  and  inexperienced) : 

EXPERT  WINDOW  DRESSER 

SHOE  SALESMEN 

SHOE  SALESLADIES  for 
Women's  and  Children's  Dept. 

HOSIERY  SALESWOMEN  (ex- 
perienced) 

YOUNG  MEN  to  take  charge  of 
reserve  stocks  and  to  learn  the 
shoe  business. 

We  want  men  and  women  of  education 
and  tact.  Permanent  positions  and 
opportunities  for  advancement,  especi- 
ally for  those  who  show  themselves 
fitted  for  mercantile  life.  Good  salaries 
to  begin,  according  to  age  and  qualifi- 
cations. Applications  treated  confiden- 
tially.   Reply  by  letter  to 

C.  F.  RANNARD 

Rannard  Shoe  Limited 
Winnipeg 
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unionist  on  such  Commission,  together  with  a  nomination 
for  such  a  position." 

The  foregoing  resolution,  with  several  others  presented, 
were  referred  to  a  special  committee  and  were  concurred  in 
by  the  committee.  The  committee  also  recommended 
that  in  every  industrial  centre  where  the  commission  had 
a  Board,  labor  should  be  represented  thereon. 

The  impression  that  I  gather  is,  there  is  a  feeling  among 
workers  generally,  that  the  present  method  of  hapha  ard 
Vocational  Training  is  not  in  the  interest  of  the  returned 
soldier,  nor  yet  in  the  interest  of  those  overseas.  It  is  felt 
that  if  labor  is  consulted,  that  there  will  be  less  chance  of 
putting  returned  soldiers  into  trades  in  such  a  manner  as  to 
cause  overcrowding,  thereby  putting  the  returned  soldier 
at  a  disadvantage  and  making  it  hard  for  him  to  gain  a 
livelihood. 

I  am  of  the  opinion  that  the  men  overseas  should  be 
protected  in  such  a  manner  as  will  provide  for  those  return- 
ing being  placed  in  the  positions  they  gave  up  on  enlisting. 
For  instance,  it  seems  only  fair  that  a  shoe  worker  returning 
and  being  unable  to  follow  his  former  branch  of  the  trade, 
should  be  given  an  opportunity  of  training  in  some  other 
branch  of  the  trade  before  others  who  have  never  worked 
at  the  trade  are  trained  as  shoe  workers,  as  he  can  more 
readily  become  competent  and  at  the  same  time  follow  his 
usual  craft  occupation,  which  would  be  more  congenial  to 
him.  Most  of  these  men  are  of  an  age  that  do  not  readily 
adapt  themselves  to  a  new  vocation  in  their  industrial 
lives,  or  in  other  words,  it  is  rather  hard  to  teach  an  old 
dog  new  tricks. 

Considerable  has  been  said  with  regard  to  efficiency; 
personally  I  am  in  favor  of  a  system  of  technical  training 
which  will  operate  in  such  a  manner  as  to  make  our  shoe 
workers  the  most  competent  mechanics  in  the  world. 

A  press  report  that  I  read  recently  indicated  that  there 
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was  a  disposition  upon  the  part  of  some  employers  of  labor 
to  inquire  of  returned  soldiers  applying  for  work  the  amount 
of  their  pensions,  it  being  claimed  that  the  object  was  to 
base  wages  on  the  amount  of  pension  received.  If  this  is 
true,  it  is  manifestly  unfair.  To  my  mind,  no  matter  what 
the  amount  received  may  be,  it  can  never  adequately  com- 
pensate the  soldier  for  his  services  to  his  country,  and  it 
should  be  considered  as  a  reward  for  such  and  in  no  way 
should  affect  his  earning  power. 

There  is  still  a  disposition  on  the  part  of  some  employers 
to  deny  the  right  of  their  employees  of  collective  bargaining 
in  the  matter  of  wages  and  conditions,  etc.  This  is  not  in 
keeping  with  the  spirit  of  the  times,  and  if  persisted  in  is 
liable  to  bring  about  a  serious  condition,  similar  to  that  of 
Russia,  where  the  right  of  establishing  free'  and  legitimate 
trade  unions  was  denied  the  Russian  workmen.  This 
culminated  in  the  terrible  revolution  and  placed  Russia 
under  the  domination  of  a  "Bolshevik"  type  of  govern- 
ment. 

In  our  country,  we  have  the  I.  W.  W.,  whose  tactics  are 
well  known,  and  whose  policies  and  methods  are  diametric- 
ally opposed  to  that  of  our  trade  union;  we  believe  in  collec- 
tive bargaining  and  the  entering  into  contracts,  as  against 
individualism. 

In  conclusion,  let  me  say  that  in  view  of  the  important 
part  that  the  trade  unionists  have  and  are  taking  in  this 
terrible  war,  it  is  only  fair  that  all  commissions  appointed, 
that  have  to  do  in  any  way  with  labor,  labor  should  have 
representation  thereon.  This  policy  has  been  followed 
by  the  Mother  country  and  the  United  States  and  with 
good  results. 

Thanking  you  for  this  opportunity  of  addressing  you 
and  trusting  that  in  the  future  we  will  co-operate  for  the 
general  good  of  the  shoemaking  industry  and  the  general 
advancement  of  the  industrial  life  of  Canada. 

After  luncheon  at  the  Kirby  House,  the  members  of 
the  Association  were  treated  to  an  exceptionally  fine  motion 
picture  exhibition  of  the  making  of  the  Pershing  army  shoe 
in  the  United  States.  This  feature  was  put  on  by  the  United 
Shoe  Machinery  Co.,  of  Boston  and  was  splendidly  shown 
and  conducted  by  Mr.  T.  T.  O'Connell,  of  the  Boston  Office. 
The  company  is  using  this  method  of  educating  the  public 
and  interesting  them  in  making  of  army  shoes.  It  has  been 
shown  to  thousands  of  soldiers  and  civilians  in  the  U.  S. 
and  this  is  the  first  time  it  has  been  exhibited  in  Canada. 
It  is  a  revelation  of  method  and  speed.  Parts  of  shoes, 
hitherto  thought  impossible  for  machine  work,  were  shown 
to  be  done  most  dexterously  by  al  ost  human  acting  ma- 
chines. In  fact,  the  dominant  note  of  the  picture  is  speed, 
speed,  SPEED.  Mr.  O'Connell  is  a  splendid  speaker, 
clear  and  distinct  and  not  a  word  is  lost. 

The  afternoon  session  was  devoted  to  general  discussion 
of  topics  which  have  arisen  since  the  war.  These  included 
the  probable  style  restrictions;  the  importation  of  fancy 
and  novelty  lines  and  its  relation  to  the  Canadian  manu- 
facturers; the  technical  training  of  shoe  makers  in  the 
provincial  educational  institutions;  the  procuring  of  stocks, 
etc. 

One  object  of  the  meeting  was  to  foster  the  "Get- 
together-spirit"  more  among  the  manufacturers.  It  was 
pointed  out  by  one  attendant,  that  Canadian  manufacturers 
are  not  so  friendly  as  are  their  United  States  brethren. 
The  conservative  stiffness  of  the  Canadian  does  not  work 
for  the  best  interests  of  the  business.  "Why  should  not 
borrowing  or  lending  or  a  friendly  interchange  of  materials 
in  a  pinch,  be  practiced  by  the  different  manufacturers?" 
was  asked  by  this  man.  There  can  be  no  doubt  but  good 
results  will  be  the  outcome  of  these  meetings. 


THE   SHOE  AND   LEATHER  JOURNAL 


57 


EDWIN  CLAPP 

shoe  quality  has  earned 
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Yamaska 
Brand 


Solid  Leather  Shoes  that  Sell  Readily 

It  is  easy  to  sell  "Yamaska  Brand"  Shoes  because  the  customer  can  see 
by  the  sensible,  sturdy  construction  that  he  is  going  to  obtain  the 
maximum  of  service  and  comfort.  Then  when  he  has  honorably  retired 
a  pair  of  these  shoes  from  long  and  faithful  service  he  will  return,  well- 
satisfied,  for  another  pair. 

Order  these  honest  shoes  from  your  Jobber  and  get  your  share  of 
:-:  profitable  business.  :-: 

La  Compagnie  J.   A.   &  M.  Cote 

St.  Hyacinthe  :  Quebec 
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The  majority  of  customers  who  enter 
your  store  are  suffering  from  one 
or  more  foot  troubles. 


SURGEON'S  PRESCRIPTION  FOOT 
BRACE. 


Enterprising  shoe  dealers  Everywhere  are  recommending  ARROWSMITH  Arch  Props 
and  "First  Aid"  Foot  Specialties  because  they  KNOW  that  the  Arrowsmith  guarantee 
means  what  it  says. 

If  you  do  not  already  carry  our  line  it  will  pay  you  to  in- 
vestigate. Drop  us  a  card  NOW,  and  we  will  mail,  post 
paid,  our  new  illustrated  catalog. 


We  make  an  appliance  for  the  relief 
:    and  cure  of  every  foot  ailment. 


■Ftrst-Aicf  BUNION  SHIELD 


CANADIAN-ARROWSMITH  MFG.  CO.,  LIMITED  I 

 MANUFACTURERS  OF  

ARCH  SUPPORTS  AND  SPECIALTIES 
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We  Have  Equipment  for  Even 
■   ■   ;   ■  ■ 

the  Smallest  Shoe  Repair  Shop 

Complete  Shoe  Repair  Outfits 

From  Six  Feet  Up 
Finishing  Shafts  in  Smaller  Sizes 

Highest  Grade  Machinery 

Plus  Expert  Service 

Prices  and  terms  that  place  them  within  the  reach  of  all. 
Tell  us  your  requirements. 

United  Shoe  Machinery  Company  of  Canada,  Limited 

Montreal,  Que. 

'»>  \delaidc  St.  W.,  Toronto  179  King  St.  W.,  Kitchener  28  Demers  St.,  Quebec 
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Inspiring 
Your  Clerks 

Clerks  Will  Unconsciously  Reflect  the 
Manners  and  Attitudes  of  Their  Employers 
— A  Little  Suggestion  and  Training  Will 
Work  Wonders  in  Developing  Them 

THIS  article  was  not  originally  intended  for  publication. 
It  was  in  reality  a  personal  letter,  but  there  seems  so 
much  real  good,  common  sense  in  it,  we  thought 
other  retailers  might  be  interested  in  it  and  could  profit 
thereby. 

We  shall  be  very  glad  to  hear  from  other  retailers 
along  these  or  similar  lines,  that  you  may  feel  will  interest 
other  dealers.  Remember  you  may  have  an  idea  that  you 
can  afford  to  pass  along  and  may  be  of  great  value  to  others, 

"In  looking  forward  to  the  future,  I  have  endeavoured 
to  mould  my  business  along  certain  lines  and  lay  emphasis 
upon  some  things  which  I  belie\Te  make  for  the  foundation 
of  true  business  success,  looking  to  larger  possibilities,  when 
the  experience  I  have  gained  will  count  in  my  favor,  once 
I  am  in  a  position  to  swing  a  larger  establishment  than 
at  present  is  under  my  control. 

' '  Realizing  that  one  of  the  greatest  assets  a  man  can 
have  in  his  business  is  injecting  into  it  as  much  personality 
as  possible,  it  has  come  to  me  with  marked  emphasis  that, 
if  I  can  in  any  way  inspire  my  staff  with  the  same  ideas  of 
salesmanship  that  I  endeavour  t  follow,  it  will  be  a  good 
thing  for  my  c  stomers  and  consequently  for  my  business. 

"I  look  at  it  this  way.  A  customer  comes  in  and  asks 
to  look  at  furniture.  I  show  samples  of  what  I  have 
in  stock;  she  is  not  satisfied,  but  I  continue  to  bring  down 
samples,  serving  her  to  the  best  of  my  ability^  speaking 
pleasantly,  endeavouring  my  best  to  suit  her.  If  not,  I  tell 
her  so  in  just  as  courteous  a  manner  as  though  I  were  selling 
her  the  most  expensive  piece  in  the  store.  This  is  the  way 
I  try  to  meet  my  customers  personally,  but  I  find  it  difficult 
to  get  clerks  who  will  follow  suit,  taking  a  personal  interest 
in  the  customers.  If  I  could  devise  a  way  to  obviate  this 
I  feel  much  of  my  trouble  would  be  over,  as  most  of 
the  clerks  to-day  appear  to  be  merely  time  servers,  answer- 
ing 'yes'  or  'no'  perfunctorily  to  customers'  questions, 
and  frequently  a  reply  such  as  'no,  we  haven't  that  in  stock,' 
appears  sufficient  to  offset  any  query  which  a  good  customer 
may  make  to  them. 

"To  this  end  I  have  found  it  advantageous  to  talk 
matters  over  with  my  help,  always  setting  them  as  good 
example  as  I  can  by  obliging  customers  at  all  times  when 
serving  them  myself.  If  they  come  to  me  asking  for  some 
little  favor  for  a  particular  customer,  I  make  it  a  point  to 
grant  it,  even  putting  myself  out  whenever  occasion  arises 
to  make  customers  feel  that  I  am  here  to  please  them. 
Lately  I  have  noticed  my  clerks  have  been  taking  this  cue 
from  me,  and  it  has  been  a  source  of  considerable  satisfaction 
to  note  lady  customers  coming  into  the  store,  greeting  my 
clerks  with  a  smile  and  making  a  pleasant  comment  on  the 
weather  or  some  little  incident,  thus  showing  a  friendly 
interest.  I  feel  if  this  is  fostered,  1  can  be  assured  of  satis- 
fied customers,  who  will  come  time  after  time,  not  only 
because  they  are  being  satisfied  with  the  goods  they  are 
buying,  but  they  like  the  clerks  who  really  represent  me, 
which  in  reality,  is  part  of  a  good  service. 

"For  my  stock-in-trade,  I  am  largely  dependent  upon 
manufacturers,  and  while  I  buy  with  the  greatest  care, 
to  a  certain  exrent  my  stock  comes  to  me,  and  it  is  up  to 
me  to  make  the  best  of  what  I  have. 

"The  vital  point  of  contact  between  my  store  and  any 


person  coming  on  the  premises  is  myself  or  my  clerks,  the 
goods  are  pretty  much  the  same  in  most  of  the  stores — it  is 
the  personal  element  that  counts  and  counts  heaviest. 

"I  have  always  made  it  a  point  when  engaging  new 
clerks  to  see  that  they  come  with  credentials,  these  I  inves- 
tigate fully,  and  assure  myself  that  the  party  is  quite  re- 
sponsible before  I  undertake  to  put  them  on  my  staff,  thus 
I  am  not  forever  changing  about,  but  try  to  choose  a  clerk 
who  will  meet  requirements,  and  then  do  my  very  best  to 
school  them  along  the  lines  I  have  suggested.  The  more 
I  look  into  the  question  of  managing  a  business,  the 
greater  stress  I  place  upon  the  selling  department.  Values, 
and  good  values  are  absolute  necessities  to  bring  people 
to  the  store,  advertising  is  a  most  important  branch,  neat 
premises  go  along  way  toward  fostering  connection  with 
the  better  class  of  customers,  but  the  greatest  asset  of  all 
is  having  the  clerks  take  a  personal  interest  in  each  and 
every  customer  as  though  the  business  was  their  own,  or 
they  were  really  representing  the  proprietor. 

"These  thoughts  are  part  and  parcel  of  what  little 
success  I  have  made  in  business  to  this  time,  and  so  sure  am 
I  that  I  have  struck  the  right  vein  that  I  mean  to  spend 
more  time  as  my  clerking  staff  increases  in  emphasising  the 
pleasing  of  customers  as  the  corner  stone  of  their  value 
to  me  and  through  me  to  the  pay  roll." 


FROM  THE  CHIN  UP 

What  Measures  a  Man's  Work  Value  ? 

From  your  chin  down  you  are  worth  about  a  dollar  and 
a  half  a  day. 

From  the  chin  up  you  are  worth  anything. — There's 
no  limit. 

Without  your  headpiece  you  are  just  an  animal,  and 
about  as  valuable  as  a  horse — maybe. 

You  have  a  mistaken  idea.  You  think  you  are  paid 
for  your  work.  You  are  not.  You  are  paid  for  what  you 
think  while  you  work.  It's  the  kind  of  brain  that  directs 
your  hands  that  gives  you  your  rating.  And  what  causes  you 
the  most  concern — the  contents  of  your  skull  or  the  mass 
below  the  collar  bone? 

You  exercise  yom  body,  keep  your  arms  strong  and  your 
legs  limber  and  your  waist  line  supple,  but  you  do  regularly 
exercise  your  cerebrum? 

Are  your  thoughts  flabby,  uncontrolled,  wayward  and 
useless,  though  you  are  an  expert  in  tennis  or  golf? 

Is  your  thinker  as  keen,  alert,  disciplined,  accurate  and 
dependable  as  are  your  hands? 

Where  do  you  get  your  pleasures?  From  the  chin 
down?  Is  it  all  dancing  for  your  feet  and  meat  for  your 
belly  and  clothes  for  your  back?  And  is  all  your  fun  in 
the  cellar?    Don't  you  ever  have  any  fun  in  the  attic? 

What  interests  you  most— books  or  beer? 

What  pains  you  most — a  stomach  ache  or  a  lie? 

How  are  you  pulled?  To  what  part  of  you  is  the  cable- 
tow  fastened — to  your  loins  or  to  yom  forehead? 

Suppose  it  were  possible  to  live  after  the  head  had  been 
severed  from  the  body.  Which  part  would  you  rather  be — ■ 
the  head  part  or  the  meat  part? 

What  are  you,  anyhow — an  animal,  pestered  with  a 
mind,  or  a  soul,  prisoned  in  a  body? 

Do  you  know  that  the  gist  of  culture  consists  in  trans- 
ferring one's  habitual  amusements  from  below  to  above  the 
nose?  — Frank  Crane — Bindery  Talk. 


GET  DOWN  TO  BRASS  TACKS 

Have  you  touched  this  THRIFT  question  yet  ?  Are 
you  one  of  those  to  whom  the  war  has  not  meant  the  cutting 
out  of  any  of  your  old  pleasures  and  indulgences  ?  Have 
you  put  a  dollar  behind  the  man  behind  the  gun  ? 
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A  Louis  Heel  Breast 
Trimmer 

that  finishes  the  Heel  Breast 

from  edge  to  edge  following  line  of  sole, 
requiring  no  hand  work  or  rough  scouring 

SAFE  and  RAPID 

Every  pair  of  heels  like  template  used 

Manufactured  and  Sold  by 

The  Louis  G.  Freeman  Co. 

Cincinnati,  Ohio,  U.S.A. 

Canadian  Representatives: 
INTERNATIONAL  SUPPLY  CO., 
Kitchener,  Ont.  Montreal,  Que. 

Write  Us  For  List  OJ  Our  Machines 


FOUR   QUALITES  OF 

THE  "PERFECT"  COUNTER 
Fit,  Durability,  Appearance 
and  Price 

And  these  qualities  enable  us  to  guarantee  them  to 
OUTWEAR  the  SHOE. 

"Perfect"  Counters  are  the  best  you  can  use.  Put 
them  in  your  shoes  and  'you  will  eliminate  com- 
plaints.   Try  them  and  prove  our  statements. 

Our  Waterproof  Counters  are  surpassed  by  none, 
because  of  certain  qualities  in  their  manufacture. 

ASK  TO  SEE  THEM. 

Perfection  Counter  Limited 

699  Letourneux  Ave.,     Cor.  Ernest  St. 

Maisonneuve,  Montreal 


OWN  YOUR  REPAIR  PLANT 


The  Sterling  Sole  Stitcher 

Hand  Power 
Stitches  Neolin  and  Fibre  Soles 
Indispensable  to  Repairmen 

WRITE  FOR  PARTICULARS 

C.  PARSONS  &  SON 

LIMITED 
Repair  and  Shoe  Store  Supplies 
79  Front  St.  E.  Toronto,  Ont. 
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SHOE  DRESSINGS 


IN  BOTTLES: 


ARE  LIABLE  TO  FREEZE 

UNLESS     SHIPPED  IMMEDIATELY 

KINDLY  LOOK  OVER  YOUR  STOCK  OF 

PACKARD'S 

SHOE  DRESSINGS 

AND  LET  US  HAVE  YOUR  ORDER  EARLY 

L.  H.  Packard  &  Co.,  Limited 

MONTREAL 

Manufacturers  of  Shoe  Polishes  and  Dressings 
of  Every  Description 


DON'T  PUT  IN  YOUR  WINTER  SUPPLY 


of 


Blackings,  Dressings,  Etc. 

until  you  have  tried  our  samples  and  know  the 
quality  of  goods  we  can  deliver 
this  fall. 

Quality  is  what  we  have  and 
quality  is  what  you  want. 

Boston  Blacking  Company 


152  McGill  Street 


Montreal,  Canada 
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Landis  Outfits  are  Money  Makers 

Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the 
prices  are  reasonable  and  the  terms  easy. 

We  have  many  models  of  Stitchers  and  Finishers.  Write  for 
complete  Catalogue  with  price  and  terms. 

Landis  Machine  Co.  £ 


Landis  No.  12  Shoe  Stitcher 
Sold  Outright.    No  Royalty 


Landis  No.  12-25  Outfit.    Landis  No.12  Shoe  Stitcher 
coupled  to  Landis  Model  25  Finisher 


GOODYEAR  WELTS 


TURNS 


TOURIGNY  &  MAROIS 

(Reg.) 

Makers  of  Shoes  for 

MEN  BOYS  YOUTHS 

WOMEN        MISSES  CHILDREN 
To  Jobbers  Only 

Capacity  5000  pairs  a  day,  enabling  us  to 
make  10  Days  Delivery  on  Rush  Orders 


McKAYS 


S.S. 


LUC  ROUTIER 

Manufacturer  of 

Men's,  Boys',  Youths', 
Little  Gents'  Shoes  in 

McKays  and  S.S. 

Enquiries  Solicited 


J.  E.  SAMSON,  ENR. 


Jobbers 

Our 
Specialty 


Hockey 
Boots 


READ  THE 

Shoe  and  Leather 
Journal 

24  issues  in  a  year  for  $1.50 

It  is  filled  with  bright  helpful  pointers 
for  Retailers 

ACTON  PUBLISHING  CO.,  LIMITED 
MONTREAL  TORONTO 
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The  King  Shoe  Co.,  of  Owen  Sound,  is  now  in  operation, 
with  about  35  hands  and  turning  out  about  sixty  pairs  of 
shoes  a  day.  They  expect  the  capacity  to  be  doubled, 
as  soon  as  they  get  all  their  machinery  in  place.  A.  T. 
Hegard  is  in  charge  of  the  factory.  The  firm  will  turn  out, 
it  is  said,  high  class  infants',  children's,  misses',  and  women's 
shoes. 

Our  old  friend,  Jimmie  Lowther,  of  Hartt  Boot  &  Shoe 
Co.,  Fredericton,  is  showing  his  samples  at  the  King  Edward 
Hotel,  Toronto,  this  week. 

Mr.  Harvey  McKeen,  of  Blachford  Shoe  Manufacturing 
Co.,  Toronto,  has  certainly  been  "  Cleaning-up "  this  fall. 
He  calmly  walked  off  with  the  big  money  at  Oakville, 
Brampton  and  Peterboro  Fairs  for  several  kinds  of  vege- 
tables, which  he  raised  this  year  in  his  war  garden.  The  . 
only  statement  the  representative  of  the  Shoe  and  Leather 
Journal  could  get  from  him  was,  "Believe  me,  the  farmers 
are  the  boys  that  make  the  money  these  days." 

W.  D.  Fryer,  of  Scott.  Chamberlain  Limited,  London, 
is  proudly  exhibiting  the  London  firm's  newest  creations  at 
the  King  Edward  Hotel,  Toronto,  this  week. 

Mr.  T.  N.  Campbell,  of  Amherst  Boot  &  Shoe  Co., 
Amherst,  N.  S.,  has  been  away  for  the  past  couple  of  weeks, 
enjoying  a  holiday. 

M.  A.  Desmond,  of  Newcastle  Leather  Co.,  Montreal, 
has  been  calling  on  the  shoe  manufacturers  of  Western 
Ontario  during  the  past  week. 

Mr.  David  Marsh,  of  Wm.  A.  Marsh  Co.,  Limited, 
Quebec,  was  in  Montreal  for  a  couple  of  days  last  week. 

W.  A.  Lane,  Manager  of  Montreal  Branch  of  J.  A. 
Scott,  Quebec,  was  calling  on  the  Ontario  trade  during  the 
past  week 

Mr.  Edmour  Brosseau  has  joined  the  selling  staff  of 
Daoust  &  Lalonde  Co.,  Limited,  Montreal,  and  will  repre- 
sent them  in  Montreal  and  District.  Mr.  Brosseau  is  well 
known  to  the  Canadian  trade,  having  represented  for  a  time 
Corbeil  Limited,  Montreal,  as  well  as  having  been  connected 
with  the  Walk-Over  Shoe  Co. 

Mr.  Harper,  of  Ames-Holden-McCready,  Limited, 
Montreal,  was  in  Toronto  and  Western  Ontario  last  week. 

Mr.  W.  J.  Bell  is  now  representing  C.  N.  Saba  &  Co., 
of  Toronto.  This  firm  have  just  added  to  their  line  of 
moccasins,  a  complete  range  of  men's,  women's  and  chil- 
dren's shoes.    Mr.  Bell  will  cover  Western  Ontario. 

R.  M.  Fraser,  leather  merchant  of  Montreal,  was  in 
Toronto  and  Kitchener  on  business  last  week. 

Little  bits  of  information  have  been  coming  into  the 
Shoe  and  Leather  Journal,  off  and  on,  for  the  past  two 
weeks,  until  we  are  now  able  to  tell  the  story  of  a  very  pleas- 
ant fishing  trip  to  Georgian  Bay,  near  Penetang.  This 
little  jaunt  was  very  much  enjoyed  by  Messrs  Oliver 
Tetrault,  Jno.  McEntyre,  Bob  Frase-,  Tommy  Lane,  all  of 
Montreal,  and  Louis  Breithaupt,  of  Kitchener.  We  would 
surmise  that  there  was  more  fun  than  fishing,  as  the  catch 
they  brought  back  was  nothing  to  write  home  about.  But 
then,  "there  are  always  some  rummies  in  the  party  who  want 
to  fish."  Oliver  says  what  he  enjoyed  most,  were  the 
beautiful  baked  onions  prepared  for  their  first  dinner  by 
Mr.  Breithaupt. 

Mr.  James  Robinson  is  surprising  some  of  his  old  friends 
in  Eastern  Ontario,  by  appearing  in  their  midst  with  his 
sample  cnses.    He  thought  he  would  like  to  get  out  and  see 


some  of  the  old  faces  and  incidentally  demonstrate  the  fact 
that  his  hand  and  tongue  have  not  lost  their  old-time  power. 
His  old  fire  and  genial  humor  certainly  do  not  seem  to  be 
abated.  If  he  can  only  induce  hfs  college  chum,  Jim  Young, 
to  get  on  the  band  wagon,  there  will  certainly  be  some 
''doins."  In  the  old  days  this  "pair"  was  equal  to  any  kind 
of  a  "flush"  on  the  road. 

Percy  J.  Milburn,  of  Marlatt  &  Armstrong,  Montreal, 
is  calling  upon  the  trade  in  Ontario. 

Mr.  Francis,  of  Gale  Bros.,  Quebec,  was  in  Toronto 
last  week  on  business. 

Mr.  J.  A.  Chatelle  has  severed  his  connection  with  the 
Eureka  Shoe  Limited,  of  Three  Rivers,  Que. 

Mr.  MacKenzie,  of  the  MacKenzie  Crowe  Co.,  Bridge- 
town, N.S.,  recently  visited  Montreal  and  the  West  on 
business. 

Mr.  W.  Chamberlain,  of  Scott-Chamberlain,  London, 
Ont.,  was  a  recent  visitoi  to  Montreal. 

Mr.  Murray,  of  the  Murray  Shoe  Co.,  London,  Ont., 
recently  visited  Montreal. 

Mr.  Paul  Roy,  of  Montreal,  has  returned  from  an  ex- 
tensive hunting  trip  in  the  St.  Maurice  Valley  District,  Que. 

The  Miner  Rubber  Co.  is  issuing  a  series  of  very 
attractive  postal  cards  announcing  its  lines  and  calling 
attention  to  their  features. 

Mr.  A.  G.  Moxley,  Treasurer  of  the  Boston  Hide  and 
Leather  Co..  who  are  also  agents  for  Henry  Boston  &  Sons, 
Liverpool,  England,  was  a  recent  visitor  to  Toronto.  He 
made  a  trip  out  to  Acton,  to  the  Beardmore  tanneries, 
before  leaving. 

Geo.  Stephen  Steedman,  son  of  Tom  Steedman,  who  for 
many  years  conducted  a  shoe  store  in  Winnipeg,  but  who  is 
now  located  at  Minneapolis,  was  killed  in  action  in  France, 
recently. 

Mr.  R.  J.  Orr,  the  Canadian  Arrowsmith  Company's 
representative,  is  demonstrating  through  Western  Canada 
at  present.  He  says  he  is  having  a  very  successful  trip. 
He  has  just  closed  demonstrating  at  the  Paddock  Boot  Shop, 
Regina,  and  at  Anderson's  Shoe  Store,  Moose  Jaw.  He  will 
be  at  Nickle's  Boot  Shop.  Calgary,  October  4th  and  5th,  and 
back  to  Winnipeg  for  a  few  days  before  starting  for  Ontario. 

Samuel  Lebovitz,  of  Cobalt,  has  been  succeeded  bv 
S.  Waiser,  in  the  shoe  business. 

"Chris  '  Foote,  son  of  Mr.  R.  J.  Foote,  of  the  Independ- 
ent Rubber  Co.,  Merritton,  Ont.,  has  been  gassed  in  France, 
and  is  now  in  hospital  there.  His  friends  are  hoping  for  a 
speedy  recovery. 

Although  it  is  claimed  the  crops  around  Calgary  are 
not  up  to  the  yield  of  the  last  three  years,  it  does  not  appear 
to  have,  a  very  disquieting  effect  upon  the  trade  of  the  city. 
Retailers  report  shoe  business  good  and  the  volume  equal, 
if  not  above,  that  of  August  of  previous  years. 

Mr.  H.  Manuel,  one  of  Calgary's  enterprising  shoe 
makers,  has  sold  out  his  stand  in  the  West  end  of  the  city 
and  left  for  Vancouver,  where  he  proposes  to  make  a  start 
in  the  trade  again.    The  good  wishes  of  the  trade  go  with  him. 


THOROUGHLY  EXPERIENCED  SHOE  SALESMAN  of 
B.C.,  desires  to  represent  shoe  manufacturing  concern 
for  British  Columbia  Coast.  Apply  Box  52,  Shof.  and 
Leather  Journal. 
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GUARANTEED  TO 

OUTLAST  THE  SHOE 


FIBRE  COUNTERS 

For  forty-five  years  we  have  specialized  in  counters,  and 
this  specialization  has  enabled  us  to  guarantes  them  to 
outwear  the  shoe.  Use  these  in  manufacturing,  and  you 
will  eliminate  all  complaints. 

Representatives: — 

For  Ontario,  E.  R.  Lewis,  45  Front  St.  East,  Toronto. 
For  Quebec  City,  Richard  Frere,  St.  Valier  St.,  Que. 

DUCLOS  &  PAYAN 

ESTABLISHED  1873 
Tannery  and  Factory  Sales  Office  and  Warehouse 


ST.  HYACINTHE 


MONTREAL 


Logan's 
The 

Leather 

of 
Quality 


LOGAN'S 

have  started 
tanning  some 


of  their  old  time 


SLAUGHTER 

Mellow 
Clean 

Close  Cutting 


write  us 


Office  and  Tanneries 

LYONS   BROOK,  N.S. 


The 

VULCO-UNIT  BOX  TOE 


Patented 
Dec.  30th,  1913 


Patented 
Oct.  26th,  1915 


THE  VULCO-UNIT  PROCESS 

Adds  to  the  life  of  the  shoe 
because  of  its  ability  to 
withstand  hard  service. 

Unaffected  by  water 
or  perspiration. 

Beckwith  Box  Toe  Ltd. 

SHERBROOKE,  QUEBEC,  CANADA 


WINTER 


Some  of 
Our  Lines 

"Waxol" 
Shoe  Felts 
Polishing  Wax 
Sewing  Wax 
Fish  Glue 
Dry  Paste 
Blackings 
Dressings 
Box  Gums 
Patent  Leather 
Repairer 
"Carbicon" 
Felt  Box  Toes 

and  a  complete  line 
of  Shoe  Findings 


Is  close  at  hand.  Now  is  the 
opportune  time  to  order  your 
supplies  for  the  coming  season. 
Despite  the  scarcity  of  materials 
we  are  fortunate  in  having 
ample  stock  on  hand,  and  CAN 
ASSURE  IMEDIATE  DELIV- 
ERY. Let  us  know  what  your 
needs  are  in 

Blackings, 
Dressings 

and  other  . 

Shoe 

Manufacturers' 
Supplies 

"Quality  First"  is  Our  Slogan 


Parker,  Irwin  Limited 

Leading  shoe  Manufacturers'  Supply  House  in  Canada 

MONTREAL 
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MARITIME  NOTES 

Boot  and  shoe  merchants  throughout  the  lower  Prov- 
inces will  be  interested  to  learn  that  E.  J.  Fleetwood,  the 
popular  and  well-known  agent,  has  secured  the  services  of 
Gilbert  F.  London,  who  was  employed  with  Ames-Holden- 
McCready  for  five  years.  Mr.  London  will  go  on  the  road 
for  Mr.  Fleetwood  covering  the  North  Shore  of  New  Bruns- 
wick, in  addition  to  sections  of  Nova  Scotia. 

Mayor  R.  T.  Hayes,  president  of  the  firm  of  J.  M. 
Humphrey  &  Company,  wholesale  dealers  and  manufac- 
turers of  boots  and  shoes  in  St.  John,  N.B.,  left  a  few  days 
ago  to  spend  a  vacation  with  his  daughter,  Mrs.  Steel,  in 
Charlottetown,  P.E.I.  Mayor  Hayes  was  accompanied  by 
his  wife. 

Joseph  Gray,  of  the  firm  of  Gray  Bros.,  in  conversation 
with  a  representative  of  the  Shoe  and  Leather  Journal, 
said  that  their  recent  fall  sale  of  boots  and  shoes  was  one 
of  the  most  successful  in  years.  There  was  a  great  demand 
for  all  lines  of  leather  goods  and  people  were  laying  in  a 
supply  for  the  coming  winter.  Mx.  Gray  only  recently 
returned  to  the  city  from  St.  Stephen,  where  he  was  attend- 
ing the  fair  and  horse  races. 

Percy  Steel,  a  well-known  boot  and  shoe  dealer  in  this 
city,  who  crossed  overseas  with  a  machine  gun  section  as 
a  private,  and  who  was  wounded  on  the  battle-fields  of 
France  a  few  months  ago,  was  sent  back  to  France  a  few 
days  ago  to  reinforce  a  machine  gun  section,  according  to 
a  cablegram  received  by  his  father,  Rev.  Dr.  Steel.  Private 
Steel  is  a  qualified  captain  in  the  cavalry  and  holds  the  rank 
of  a  lieutenant  in  the  infantry. 

Word  was  received  in  the  city  a  few  days  ago  that 
Private  Leslie  Dennis  Callahan,  a  former  employee  of  J.  M. 
Humphrey's  boot  and  shoe  factory  in  this  city,  had  been 
admitted  to  No.  14  General  Hospital  in  Wimereaux,  suffering 
from  a  gunshot  wound  in  the  right  leg.  He  was  wounded  at 
Vimy  Ridge  in  April,  1917. 

Private  Walter  F.  McCann,  who,  prior  to  going  over- 
seas with  a  Canadian  unit,  was  employed  in  Sergeant  Bros.' 
shoe  repairing  department,  in  Sydney  street,  was  recently 
reported  admitted  to  No.  12  Stationary  Hospital  in  France, 
suffering  from  a  gunshot  would  in  the  right  arm.  Last  year 
he  sustained  a  similar  kind  of  a  wound  in  the  left  leg. 

Richard  C.  Thomas,  manager  of  Waterbury  &  Rising's 
branch  shoe  store  in  Main  street,  is  wearing  a  smile  these 
days.  The  stork  recently  visited  his  home  and  left  a  little 
baby  boy.  Both  the  mother  and  child  are  doing  nicely. 
It  will  be  recalled  that  Mr.  Rising  was  one  of  the  prize 
winners  in  the  window  dressing  competition  of  Scholl  Manu- 
facturing Company,  of  Toronto.  He  received  a  fountain 
pen,  which  he  values  highly. 

Among  the  travellers  visiting  the  city  during  the  past 
week  were:  E.  G.  McCullough,  representing  the  Slater  Shoe 


Company  of  Montreal;  Mr.  Craney,  of  Getty  and  Scott, 
Gait,  Ont.;  Fenton  Kierstead,  of  the  Hartt  Shoe  Co.,  Limit- 
ed, Fredericton,  N.B.;  John  Magee,  representing  Clark 
Bros.  Limited,  of  St  Stephen,  N.B. 

Owing  to  the  large  number  of  young  boot  and  shoe 
clerks  called  upon  to  bear  arms  for  their  King  and  Country 
since  the  introduction  of  the  M.S. A.,  local  merchants  are 
finding  it  difficult  to  procure  male  help  and  are  hiring  girls 
to  take  the  places  of  the  young  men. 

Driver  Walter  Trueman,  of  the  Canadian  Army  Service 
Corps,  formerly  of  the  staff  of  Ames-Holden-McCready, 
Limited,  St.  John,  has  volunteered  for  service  with  the 
Army  Service  Corps  in  Siberia.  Driver  Trueman  for  many 
months  has  been  attached  to  Military  District  No.  6. 


THE  SECOND  GENERATION 

(See  Front  Cover) 

Probably  no  name  in  the  shoe  trade  of  Canada  is  more 
familiar  to  all  its  sections  than  that  of  "Marsh."  It  may, 
indeed,  be  said  that  not  only  did  the  late  Wm.  A.  Marsh 
put  Quebec  on  the  map,  as  far  as  fine  shoe  manufacturing 
was  concerned,  but  that  he  led  the  way  in  the  production 
of  high-class  footwear  at  moderate  prices.  For  many  years 
"Marsh"  shoes  have  had  a  peculiar  position  in  the  trade, 
that  has  been  the  result  of  a  combination  of  high  ideals  in 
shoe  making  and  ability  to  turn  them  out  at  popular  prices. 

Since  the  death  of  Wm.  A.  Marsh,  who  was  recognized 
a"  ar*  undoubted  genius  in  his  line,  the  business  has  been  in 
charge  of  his  two  sons,  Fred  W.  Marsh  and  David  Marsh. 
The  tremendous  changes  that  have  taken  place  in  the  shoe 
trade  of  Canada  in  the  past  four  or  five  years,  particularly 
in  Quebec,  have  brought  about  such  conditions  that  the 
Wm.  A.  Marsh  Co.  has  found  it  advisable  to  change  a  policy 
which  has  been  followed  by  the  concern  from  its  inception, 
thirty  years  ago,  of  selling  through  jobbers.  With  a  thor- 
oughly organized  sales  department,  it  is  now  placing  itself 
in  direct  contact  with  the  retail  shoe  handlers  of  the  Dom- 
inion. 

Mr.  Fred  W.  Marsh,  the  president  of  the  concern,  and 
the  eldest  son  of  the  late  founder,  handles  the  office  depart- 
ment of  the  business.  Mr.  David  Marsh  has  charge  of  the 
production,  sales  and  financial  end.  Both  young  men  are 
full  of  enthusiasm,  and  since  the  death  of  their  father  have 
had  every  opportunity  of  thoroughly  acquainting  them- 
selves with  all  the  details  of  this  large  enterprise. 

There  was  no  man  in  Canada  connected  with  the  shoe 
trade  who  was  more  highly  esteemed  than  the  late  Wm.  A. 
Marsh,  and  his  sons  have  the  advantage  of  the  good-will  and 
prestige  left  them  by  a  great  name.  All  who  know  them 
believe  the  two  sons  will  do  full  justice  to  the  record  and 
memory  of  their  illustrious  father. 


W.H.StaynesS  Smith, 

Leicester,  ILng. 


CASH  ADVANCED 

ON  CONSIGNMENTS 


Cable  "HIDES"  Leicester. 


HIDE  and  LEATHER 
FACTORS 

and  at  Kettering,  Northampton 
Bristol,  and  Norwich. 


KANGAROO 

Ws  are  Headquarters  for  all  Flnlahoa, 
Gradaa  and  Kinds 

Shetpsklns       Skivers      "Ryco"  Matt  Kid 


RICHARD  YOUNG  CO. 

36  and  38  Spruce  Street   -   NEW  YORK,  U.  S.  A. 

Branch:  64  South  Street,  BOSTON,  MASS. 


THE   SHOE  AND 


LEATHER  JOURNAL 


Edwards  ft  Edwards 

TANNERS  OF 

SHEEPSKINS 


FOR 


SHOES 


GLOVES 


SADDLERY 
UPHOLSTERING 
BAGS  AND  SUIT  CASES 
BOOKBINDING 
FANCY  AND 
NOVELTY  GOODS 
SKIVERS 
EMBOSSED  LEATHERS 
ETC.,  ETC 


Edwards 

Head  Office 


Edwards 


Tanneries 

780  Dupont  St.,  Toronto    -    Toronto  and  Woodbridge 
Quebec  and  Maritime  Provinces 

Represented  by 

John  McEntyre,  Limited    -    Montreal,  Que. 


TORONTO  HEEL  CO. 

MANUFACTURERS  OF 

All  styles  of   Heels   in  Leather 
and  Composition 

WE  ARE  ALSO  MAKERS 
OF  THE  HAVERHILL 

Write  for  Samples  and  Prices.     These  will 
interest  you 

THE 

TORONTO  HEEL  COMPANY 
13  JARVIS  ST.  TORONTO 


Sandals  of  Substance 

We  have  the  most 
highly  specialized 
labor  and  equipment 
in  Canada  for  the 
production  of  the  best 
type  of  sandal,  both 
in  leather  and  canvas. 

When  ordering  Sandals  specify  B.  F.  Brand. 

We  also  make  a  splendid  range  of  Children's  Stitch- 
down  Shoes. 

Humberstone   Shoe  Co. 

Humberstone,  Ont. 


OUR  STANDARD  SCREW  SHOES 

Will  stand  plenty  of  hard  wear.  Made  on  foot-fitting  lasts  that 
will  give  comfort  to  the  wearer  and  are  durable.  The  range  in- 
cludes MEN'S,  BOYS',  YOUTHS',  LITTLE  GENTS'  and  CHILD- 
REN'S BOX  KIP.  Don't  fail  to  see  our  line  for  Spring  Nineteen- 
Eighteen.    Your  jobber  will  quote  you  prices,  or  write  us  direct. 

St.  Hyacinthe  Soft  Sole  Shoe  Co.,  Limited 

St.  Hyacinthe,  Quebec 


JOSEPH   S.  FRY 

SHOE  AND  UPPER  MANUFACTURER 

168  Seaton  St.,  Toronto 

Men's  Strong  Working  Shoes,  Blu.  Double  Soles 

Goodyear  Stitched         -----  $4.50 

Boys',    Goodyear  Stitched   -----  3.75 

Youths'       "  «-_---  3.00 

leads'     ---------  2.50 

Box  Calf,  50c.  Extra 
Men's  Strong  Uppers    ------  2.50 

Boys'        "  «_---__  2.25 

Youths'     "  «--__--  2.00 

I^d»'        "  «____--  1.75 

We  Make  All  Kinds  Terms  Net  Cash 


Pan  American 

Grey  KID  Seal 

Brown  ^  Black 
Perkins  &  McNeely 

Philadelphia 


Ed.  R.  Lewis,  Toronto 
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Surface 


Glazed  Kid 

Sheepskin 

Cabrettas 

Quebec  Office:  491  ST.  VALIER  ST. 


SURFACE  KID 

FOR  ECONOMY 

Is  superior  in  many  ways  to  real  kid.  Is  smooth, 
soft  and  pliable — has  a  splendid  finish  when  made 
up — wears  wonderfully  and  is  cheaper.  A  trial 
will  convince  you.    In  black  and  colors. 

BUTTS— Waterproof,  Gun  Metal,  Dull  or  Glazed  and  in  Colors. 

L,UdEIN     BORNE        Montreal  Office:  225  LEMOINE  ST- 


WINNIPEG  NOTES 

Business  in  Winnipeg  and  the  West  generally  is  reported 
as  good.  In  spite  of  adverse  reports,  retailers  are  enjoying 
a  good  fall  business  and  as  stocks  are  comparatively  light, 
are  ordering  freely. 

Travellers  out  of  Winnipeg  all  report  encouraging 
business,  although  in  some  localities,  where  the  crop  dis- 
appointment has  had  effect,  there  is  not  quite  the  enthu- 
siasm there  was  this  time  last  year.  Business,  however,  is 
on  a  very  satisfactory  and  safe  basis  and  payments  are  com- 
ing in  all  right,  so  far. 

Wholesale  shoe  houses  report  active  interest  in  sorting 
trade,  and  those  who  are  out  with  spring  lines  seem  to  think 
that  the  next  season's  business  will  be  eminently  satisfactory. 
There  seems  to  be  a  shortage  of  certain  lines  of  staple  goods, 
particularly  felts,  which  is  creating  considerable  dissatisfac- 
tion, otherwise  there  are  fair  stocks. 

John  Affleck,  of  the  Yale  Shoe  Store,  Winnipeg,  has 
become  a  golf  fan  and  is  devoting  all  his  spare  time  trying  to 
beat  the  other  fellow. 

There  were  31  shoe  and  findings  travellers  registered  at 
the  Royal  Alexandria  and  Fort  Garry  Hotels  in  one  day, 
recently. 

Dan  McTavish,  formerly  manager  of  Eaton's  Shoe 
Department,  Winnipeg,  who  went  overseas  with  a  Toronto 
battalion,  has  returned  to  Canada  and  taken  a  position 
with  the  Tebbut  Shoe  Co.  Mr.  McTavish  was  wounded  in 
the  hip.    He  is  covering  the  towns  in  Western  Canada. 

The  staff  of  the  Allan  Shoe  Store,  Winnipeg,  are  already 


making  plans  for  the  curling  season.  Last  winter,  they  trim- 
med their  opponents  very  easily  and  won  manjr  suppers, 
which  were  paid  for  by  the  losing  teams. 

W.  Berryhill,  of  the  Yale  Shoe  Store,  Winnipeg,  has 
returned  from  a  trip  through  Eastern  Canada. 


Co. 


"A  WASHOUT  ON  THE  LINE" 

Such  was  the  advice  Mr.  C.  S.  Corson,  of  Regal  Shoe 
Toronto,  sent  his  wife  recently,  when  spending  a  very 


enjoyable  week,  fishing  in  Northern  Ontario.  Mr.  Corson 
is  the  very  cheerful  looking  gentleman  in  the  centre.  Luck 
must  have  been  poor  the  day  the  snap  was  taken. 
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"ALL   ABOARD!"   Direct  Through  Connections  from     "HOOF  TO   BE AMHOUSE." 


Only  stops  to  improve  quality  and  selection.    Depots  at  all  principal  Hide  Centres,  including 
CHINA,  INDIA,  JAVA,  BRAZIL,  CUBA,  COLOMBIA,  COSTA  RICA 

SGHMOLL  FILS  &  GO. 

International  Hide  Merchants 


PARIS 


HAVANA  BASLE 


NEW  YORK 


CHICAGO 


'We  deliver  what  you  buy'" 


INDEX  TO  ADVERTISEMENTS 


Page 

nckerman,  B.  F.,  &  Co   52 

Adams  Shoe   16 

Aird  &  Son   19 

Amherst  Boot  &  Shoe  Co   22 

Ames-Holden-McCready,  Limited  ....  10 

Beckwith  Box  Toe  Co   64 

Bell,  J.  &  T.,  Limited   7 

Bennett,  Limited   3 

Boot  and  Shoe  Workers'  Union   6 

Boston  Blacking   61 

Breithaupt  Leather  Co   4 

Beardmore  &  Co   13 

Borne,  Lucien   67 

Brandon  Shoe  Co.,  Limited   44 

Canadian  Arrowsmith  Co   58 

Canadian  Consolidated  Rubber  Co...  26 

Cote,  J.  A.  &  M.   57 

Cobourg  Felt  Co   67 

Clarke  &  Clarke    55 

Clarke  Bros  O.B.C. 

Clapp,  Edwin  C.  &  Son  -  ST 


Page 

Daoust,  Lalonde  et  Cie   40 

Davis  Leather  Co.,  Limited   5 

Duclos  &  Payan....   64 

Dunlop  Tire  &  Rubber  Co   21 

Edwards  &  Edwards     66 

Foerderer,  Robert  H.,  Inc   24 

Freeman,  Louis  G.,  &  Son   60 

Fry,  Jos.  S   66 

Getty  &  Scott,  Limited   1 1 

Gutta  Percha  &  Rubber,  Limited   46 

Goodyear  Tire  &  Rubber  Co   48 

Humberstone  Shoe  Co   66 

Independent  Rubber  Co   42 

Lagace  &  Lepinay,  Reg   54 

Logan  Tanneries    64 

Landis  Machine  Co   62 

Marsh,  Wm.  A.  &  Co   38 

Midland  Shoe   20 

Muir,  Jas   L  F.  C. 


National  Cash  Register.  Co. 
Newcastle  Leather  Co  


Page 

Packard  &  Co.,  L.  H.,  Limited...   61 

Parsons,  C,  &  Son...   60 

Parker,  Irwin.    64 

Perfection  Counter   60 

Perkins,  McNeely  &  Co   66 

Pfister  &  Vogel  Leather  Go.-.   50 

Rannard  Shoe  Limited   55 

Regal  Shoe  Co   15 

Robinson,  James...   18 

Routicr,  Luc.  -    62 

Saba,  C.  N   52 

Sadler  &  Howarth   14  ' 

Samson,  J.  E   62 

Schmoll,  Fils  &  Co   68 

Staynes,  W.  H.,  &  Smith   65 

St.  Hyacinthe  Soft  Sole  Shoe  Co   66 

Tetrault  Shoe  Manufacturing  Co   8,  9 

Toronto  Heel  Co   66 

Tourigny  &  Marios,  Reg   62 

United  Shoe  MachineryCo.  54,  58,  I.B.C 

Utz  &  Dunn  -  -  25 

Want  Ads   63 

Wood-Milne  Co   50 

Wright,  E.  T.,  &  Co.,  Limited   12 

Young,  Richard   65 
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FINDINGS 


Union  Edge  Cutters 
Needles 

Irons  and  Shields 
Tacks  and  Nails 
Emery  Cloth 
Dies 

Scouring  Rolls 
Hammers 
Oilers 
Eyelets 

Mallets 
Abrasives 

Cutting  Blades  and  Handles 

Hafts,  Awl 

Inks,  Heel  and  Edge 

Nail  Dishes 

Em.ery  Wheels 

Rivets 

Yellow  Label  Hammers 

Casters,  Shoe  Rack 
Oils,  Lubricating 

Oil  Stones 
Felt,  Tarred 

Cutting  Boards 
Am.unite  Paper 
Nails  and  Tacks 
Amazeen  Knives 
Drivers,  Screw 
Awls,  Hand 

Lasts  and  Forms 
Ice  Creepers 
Metallic  Heels 
Iron  Last  Stands 
Tack  Pullers 
Emery  Cord 
Dispensing  Cans 


Bearing 
the 

us*c 

Trade 
Mark 
are 
Best 


We  Carry 
the 
Largest 
Stock 
in 

Canada 

of  which  these  items 
are  only  a  few. 


Uanco  Cutting  Blades 
Nail  Dishes 
Iron  Holders 
Talc,  Shoe 
Edge  Shaves 
Detachers,  Button 

Sandpaper 
Hooks,  Shoe 
Openers,  Hand  Channel 
Eyelet  Punches 

Manchester  Cutting  Nippers 

Alcohol  Lamps 

Cement  Rubber 

Hand  Brushes 

Irons,  Sm.oothing 

Nail  Sets 

Edge  Planes 

Repair  Outfits 

Yarn  Sections  and  Brushes 

Cut  Stock 
Outfits,  Eyelet 

Oil  Cans 

Finishing  Roll  Covers 

Calks  and  Tools 
Awls,  Welt 
Nippers,  Cutting 
Awls,  Handled 
Devices,  Tying 
Adhesives,  Hub 

Leather  Belting 
Impression  Wheels 
McKay  Sewing  Needles 
Impression  Wheel  Designs 
Thread 

Em.ery  Wheel  Dressers 
Dressings,  Block  and  Board 


United  Shoe  Machinery  Company  of  Canada,  Limited 

MONTREAL 

Toronto  Kitchener  Quebec 


Supreme  Lady  Shoes 


Absolutely  the  Finest  McKay 
Shoes  Made 


All  Patent  Oxford       -  $4.10 

Black  Kid  or  G.M.  Calf  -  4.35 

Colored  Calf       -       -  4.60 

Brown  Kid      -       -  -  4.80 


Patent  Pump       -       -  $3.75 

Black  Kid  or  G.M.  Calf  -  4.00 

Colored  Calf        -       -  4.25 

Brown  Kid      -      -  -  4.35 


Patent  Pump       -       -  $4.00 ., 

Black  Kid  or  G.M.  Calf  -  4.25 

Colored  Calf       -       -  4.50 

Brown  Kid       -       -  -  4.60 


Same  lines  made  with  13-8  Cuban  Heel. 

Made  in  Widths  AA  to  D. 

Clark  Bros.  Limited 

Specialists  in  Women's  Fine  McKays 


ST.  STEPHEN, 


NEW  BRUNSWICK 


THE  THIRTY-FIRST  YEAR 


TORONTO,  OCTOBER  15,  1918 


Victory  is  in  our  grasp,  let  there  be  no 
weakening.  The  Silver  and  Gold  Bullets 
will  secure  the  objective  of  over  four 
years' spent  blood,  energy  and  dollars. 
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Do  the  Good  Die  Young? 

Emphatically  No  when  applied  to  business  institu- 
tions.   It  is  only  the  GOOD  that  can  ENDURE. 

WE  ARE 

Ihe  Oldest  factory  in  Canada 

Making 

FIBRE  COUNTERS 

This  means  that  manufacturers  have  recognized  our 

LUUIHcIo  db  Dclllg  lilc  II  l,Oc>  L  QcpcIlU-dUlc  1UI  LIIclI  MlUcs. 

They  know  we  guarantee  them  to  outwear  the  shoe, 
thus  freeing  them,  from  complaints  due  to  faulty 
counters. 

i 
I 
I 

! 

We  guarantee  them  because  we  KNOW  their  dur- 
ability.   We  believe  them  to  be  the  best  obtainable. 
See  our  special  counters  for  Felt  Shoes  and  Rubber 
Footwear. 

; 

DUCLOS  &  PAYAN 

Sales  Office  and  Warehouse: 
Tanneries  and  Factory:                                                                          224  Lemoine  Street 

St.  Hyacinthe  Montreal 

Representatives: — 

For  Ontario:— E.  R.  Lewis,  45  Front  Street  East,  Toronto. 
For  Quebec  City: — Richard  Frere,  St.  Valier  Street,  Quebec. 
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See  Them 
Smiling  ! 

Our  boys  come  back  from  the  trenches  wet  and 
covered  with  mud,  but  smiling,  because  they  know 
the  people  at  home  will  stand  behind  them  to  their 
last  dollar. 

They  trust  in  YOU.     Prove  yourself  worthy  of 
that  trust. 

BUY  VICTORY  BONDS 

and  show  them  you  mean  business.  THEY  have 
put  their  all  into  the  fight.  Lend  the  way  they 
fight.    Beat  back  the  Hun  with  Victory  Bonds. 

This  space  donated  to  the  Fourth  Victory  Loan  by 


Tetrault  Shoe  Manufacturing  Co.,  Limited 

Largest  Manufacturers  of  Goodyear  Welts  in  Canada 

Office  and  Warehouse— 

9  Rue  Dc  Marseilles,  \/frvnfroil  Sold  by  all  First-Class  Jobbers 

Paris,  France  iVlOllirCcll  in  Canada 
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BUY  VICTORY  BONDS 

Victory  is  in  Sight.    MAKE  IT  DECISIVE. 

Don't  Fail  Democracy  and  Humanity  at  this,  the  crucial  hour.  Dig  Deep — Buy  till 
it  hurts. 

The  Privilege  is  ours — let 's  take  advantage  of  it. 

The  Breithaupt  Leather  Co.  Limited 

Tanners  of  Hemlock,  Union  and  Oak  Sole  Leathers. 
Manufacturers  of  Tap  Soles  and  Jumbo  Blocks  for  the  Repair  Trade. 

Head  Office,  Kitchener,  Ontario 
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A 

Great 
Hand 


With  Davis  Leathers  you  can  be  sure  of 
pleasing  the  most  fastidious  tastes. 


Duchess  Russia 
Royal  Purple  Russia 
Brown  Russia  No.  33 
Briar  Boarded  Calf 
Cherry  Willow  No.  84 


-DAVIS 


These  shades  are  the  newest  in  shoe 
fashions  and  the  last  word  in  leather 
production. 


DAVIS  CALF  LEATHERS 


MATT  CALF 

The  Trade's  favorite  in  Matt 
Calf  is  Davis'.  The  highest 
value  in  quality  and  quantity  in 
every  skin. 


NIGRO  CALF 

The  use  of  Nigro  Calf  puts 
superiority  into  your  shoes.  It 
will  repay  you. 


ABSOLUTELY  DEPENDABLE  IN  TOE  AND  DURABILITY 

Send  for  our  Sample  Book. 

DAVIS  LEATHER  COMPANY 

LIMITED 

NEWMARKET,  ONT. 
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Holding 


The  Line 


We  desire  to  extend  to  the 
Canadian  Trade  our  sincerest 
appreciation  of  their  patience 
and  forbearance  during  the  try- 
ing period  through  which  British 
America  has  been  passing. 


NORTH  BRITISH  RUBBERS 

through  difficulties  incident  to  war  production 
as  well  as  overseas  transportation  naturally  had  to 
be  "  rationed,"  and  we  are  doing  our  utmost  to 
satisfy  our  good  customers  in  Canada. 


Let  us  hope  the  end  of  this  tragic  conflict  is  in 
sight  and  the  opportunities  for  larger  business 
will  be  soon  restored. 

In  the  meantime  in  the  interests 
of  larger  business,  as  well  as 
Canada  and  the  world  at  large 

Buy  Victory  Bonds 


North  British  Rubber  Co.,  Limited 

43  Colborne  Street         -  Toronto 
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They  appeal  to  well-groomed 
individuals  because  of  their 
quiet  distinctiveness  of  style — ■ 
fashionable  to  a  degree  without 
being  freakish  or  startling. 

For  over  a  century  Bell's  foot- 
wear has  set  the  standard  for 
shoedom. 


/.  &  T.  BELL 

LIMITED 

MONTREAL 

SHOEMAKERS  FOR  OVER  A  CENTURY  TO 
PARTICULAR  MEN  JINT)  WOMEN 
OF  CANADA 


ALSO 


Manufacturers  for  Canada  of  Dr.  A.  Reed  Cushion  Sole  Shoes 


S  THE   SHOE  AND   LEATHER  JOURNAL 

"Take  up  our  quarrel  "To  you,  from  falling  hands, 

with  the  foe."  we  throw  the  torch." 

BUY  VICTORY  BONDS  -BUY  VICTORY  BONDS 

The  "GoMo4iave-'em"  Season 

in  the  Shoe  Trade  is  close  upon  us 

The  needs  of  these  Fall  and  Winter  days  are  instant  and  urgent.  Your  customer's 
necessity  is  your  necessity  and  your  necessity  is  ours. 

We  have  assumed  our  responsibility  by  stocking  a  splendid  range  of  required  lines: 

ENGLISH  FELT  SLIPPERS  SHEEP-LINED  MOCCASINS 

"SUPERIOR"  CANADIAN  FELTS  OIL  TAN  SHOEPACKS 

In  All  Heavy  Lines  LUMBERMEN'S  KNIT  AND  FELT  SOX 

MEN'S  FINE  LEATHER  SLIPPERS  HOCKEY  BOOTS 

HORSEHIDE  AND  MOOSE  MOCCASINS  INDEPENDENT  RUBBERS 

Let  us  share  your  responsibility  by  helping  you  to  sort  up  such  goods  as  it  is 
apparent  you  will  need. 


1919-SPRING  AND  SUMMER-1919 

Our  travellers  are  showing  very  carefully  chosen  lines  of  the  kind  to  which  public 
fancy  turns  in  the  warm  weather. 

WHITE  FOOTWEAR— High  Cuts,  Oxfords,  Pumps  and  Strap  Slippers. 
FINE  LEATHER  LINES  in  Men's  and  Women's  Goodyear  Welts,  Turns  and  McKay 
Sewn,  in  "Conservation"  Colors,  Black  and  Brown  Vici  Kid  and  Black  and  Brown 
Calf;  together  with  a  complete  range  of  Children's  Footwear,  all  bearing  the 
recognized  quality-guaranteeing  trade  marks,  "Imperial,"  "Maple  Leaf,"  or 
"Little  Canadian." 

It  would  seem  wise  in  the  face  of  all  facts  to  buy  early,  for  there  is  every  prospect 
of  late  buyers  being  disappointed  in  the  fulfillment  of  orders. 

AND  WITH  ALL  YOUR  BUYING,  BUY  VICTORY  BONDS 

Back  up  the  boys  overseas  Help  hand  the  Huns  the  knock  out  punch 

BUY  VICTORY  BONDS  -BUY  VICTORY  BONDS 

MCLAREN  &  DALLAS 

Wholesale  Shoe  Distributors 


30  Front  Street  West 


TORONTO 
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The 
fust -Wright 
Shoe 
for 
Men 

Some  people  and  some  products  have  greatness  in  them, 
but  do  not  express  it. 

The  Just-Wright  Shoe  has  the  greatness  of  Masterly 
Shoemaking  in  it,  and  this  is  expressed  in  the  powerful 
attractiveness  of  the  shoe. 

Therein  lies  the  secret  of  its  successful  merchandising. 
The  Just-Wright  salesmen  have  a  real  message  for  you. 

Hi  i  i  mm  mil 

E.  T.  WRIGHT  &  COMPANY,  Inc. 

St.  Thomas,  Ont.       -       Rockland,  Mass. 
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SPECIALIZING 

The  Secret 
of  Our  Success 


Your  customers  are  demanding  sensible  shoes — 
shoes  with  the  utmost  VALUE  in  materials  and 
workmanship,    yet   REASONABLY  PRICED. 

That  Aird's  Shoes  have  met  this  demand  is  shown 
by  the  fact  that  they  have 

The  Largest  Output 
in  Canada 

You  can  confidently  recommend  them  as  giving 
the  maximum  of  comfort  and  efficiency — at  a 
moderate  price. 

ORDER  THEM  FROM  YOUR  JOBBER 


AlRD  &  SON  (Registered) 

Montreal 
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SHOE  RATIONS 
HERE 


Jk 


LINE  FORMS  ON 
THIS  SIDE 


7  in\ 


WILL  IT  COME  TO  THIS? 

Will  it  come  to  the  point  when  the  Canadian  shoe  traveller  will  say  to  the  dealer:  "This 
is  what  we  can  let  you  have.    Take  it  or  leave  it  "  ? 

That  is  practically  the  condition  in  the  United  states  to-day,  with  the  shoe  styles 
regulated  by  the  Government  and  the  output  of  the  factories  sharply  restricted.  Will 
similar  measures  be  necessary  in  Canada? 

We  believe  that  they  may  be  avoided  if  the  trade  as  a  whole  will  face  conditions  squarely 
and  exercise  prudence  in  buying. 

Three  things  should  be  done  by  every  shoe  dealer  in  Canada : — 

1.  Place  orders  early  for  Spring  to  cover  your  normal  requirements.  Let  the  manu- 
facturer know  now  what  your  needs  will  be.  Don't  wait  until  later  and  flood  the 
factories  with  orders  for  which  no  advance  provision  has  been  made. 

2.  Don't  over-buy.  Keep  your  stock  investment  as  low  as  possible.  It  will  help 
both  your  profit  and  your  credit.  Let  the  manufacturer  carry  stock  for  you  and 
size-in  weekly.  Remember  that  every  idle  pair  of  shoes  on  your  shelves  helps  to 
increase  the  leather  shortage  and  to  raise  prices. 

3.  Clean  your  stock.  Get  rid  of  every  item  on  your  shelves  which  is  eating  its  head 
off  in  carrying  charges.  Put  every  idle  pair  of  shoes  to  work.  Do  this  for  your  own 
profit  and  for  the  general  good  of  the  trade. 

If  every  dealer  will  do  these  things  we  may  avoid  the  establishment  of  shoe  rations  in 
Canada. 


AMES  HOLDEN  McCREADY 

LIMITED 

"Shoemakers  to  the  Nation" 


THE  ADAMS  SHOE 
FOR  CHILDREN 

"The  worst  runabout  can't  wear  them  out'9 

The  Adams  Shoe,  in  every  detail  of  construction,  is 
designed  and  built  to  be  exactly  what  is  wanted  by 
both  parents  and  children — a  solid  leather  shoe  of 
unquestionable  wear,  comfortable  conformation, 
and  with  the  smartest  style  lines  all  its  own. 

Show  Cards  the  same  as  this  page  sent  on  request 

Pate  Twelve 
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IF  EVERYBODY  IN 
THIS  COUNTRY  SAID 


"I'd  li\e  to  buy  more 
Victory  Bonds, 

BUT—" 


WHO  WOULD 
WIN  THIS 
WAR? 


Ill  B®MDS  T® 
¥®HJH  H3JTMOST  2 
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EVANS 


Ruby'' 

Glazed  Kid 


"Peerless" 

Glazed  Kid 


Two  Kids  Par  Excellence 


Quality— 

Their  expert  selection,  even  texture  and  splendid 
finish  raise  their  value  far  beyond  the  price  asked. 


Service— 


We  specialize  in  these  lines  and  will  fill  your  order 
carefully  and  ship  immediately. 


□ 


"TONY  BROWN" 

is  very  popular  with  many  Canadian  Buyers  and  is 
selling  fast.     We  advise  writing  for  samples  at  once. 


if  


I 

-4 


□ 


JOHN  R.  EVANS  LEATHER  CO, 

of  Canada,  Limited 

SPECIALISTS  IN  GLAZED  KID 
and  UPPER  LEATHERS '= 


214  Lemoine  Street 


MONTREAL 
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ROBERT  H.  FOERDERER 

PHILADELPHIA  incorporated  PENN.,  U.S.A. 
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A  Mans  Hartt 

for  Thrift  and  Victory 


Thrift 

SAVING  IN  SERVICE.  The  saving  AND 
service  in  footwear  rendered  the  men  of  Canada 
by  the  HARTT  OXFORD  accords  with  that 
policy  of  THRIFT  AND  SERVICE-TO- 
COUNTRY  that  makes  every  man  a  buyer 
and  booster  of 

Canada's  Victory  Loan 


The  HARTT  BOOT  &  SHOE  CO.,  Limited 

CANADA'S  BEST  SHOEMAKERS 

FREDERICTON         :-:         N.  B. 
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Victory 

The  HARTT  OXFORD  has  a  part  in  that 
WOMAN'S  SHARE  in  VICTORY  that  has  to 
do  with  sensible  buying  and  the  elimination  of 
waste.  The  woman  with  a  HARTT  aids  in 
the  victory  of 

Canada's  Victory  Loan 


The  HARTT  BOOT  &  SHOE  CO.,  Limited 

CANADA'S  BEST  SHOEMAKERS 

FREDERICTON         :-:         N.  B. 
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forms  the  connecting  link  between 
the  Manufacturer  and  Retailer. 
Through  it  passes  the  best  offerings 
of  the  Canadian  and  American  trade. 

Stock  up  with  our  quick-selling 
lines.  A  word  from  you  will  start 
the  line  humming  and  your  order 
on  the  way  IMMEDIATELY. 


Jama®®  M®lbnisig®nn 


C  ©  m  mm  on  no  8  <g  si  ft  \  <s>  na 

are  vital  to  the  fighting  force.  Sever 
these  and  the  army  is  disorganized. 

It  is  just  as  important  that  the 
Retailer  keep  in  communication 
with  the  latest  styles  and  conditions 
in  the  shoemaking  world. 
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Good  Printing 

is  the  most  efficient  Salesman 
you  could  put  on  the  road. 
Are  you  using  him  to  the 
utmost. 


The  Printing  of  Shoes 

is  a  Study  in  itself,  and  we 
have  been  specializing  in  this 
work  for  years.  Let  us  help 
you  in  your  Sales  problems. 


We  have  an  efficient  copy- 
writing  staff  that  will  prepare 
all  your  ma  tter  for  you,  whether 
it  be  circular,  booklet  or  cat- 
alogue. 


Nothing  too  small  or  too  large 
for  our  careful  attention. 
a 

The  Acton  Publis  hing  Co 

Limited 

TORONTO  MONTREAL 

COLOR  WORK  A  SPECIALTY 


.4  .  ' 
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There's  the  Question  of 

Profit 


Regal  Shoes  mean  a  quick  Turn-over  for 
the  dealer,  and  then,  there's  the  question 
of  profit. 

Men  and  women  buy  Regal  Shoes  year  after 
year  because  they  know  what  it  means  to 
get  a  shoe  with  the  Regal  Institution  be- 
hind it.  They  know  perfectly  well  that  the 
goods  are  worth  every  cent  that  is  charged 
for  them.  They  know  also  that  the  dealer 
who  carries  that  kind  of  shoe  does  so  be- 
cause he  can  sell  it  at  a  good  profit  which 
he  and  they  know  is  justified. 

Regal  shoes  are  Dealer-Profit  shoes. 


REGAL 


{iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiij 


SHOES 


|iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiimiiiiiiini| 


Regal  Shoe  Company,  Limited 

472-474  Bathurst  Street,  Toronto 
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 Buy  Victory  Bonds  

A  Group  of  Independents 

that  will  ensure  maximum  sales  in  your  Vacation  and  Outing  trade.  They're 
the  "SPEED  KING"  lines,  favored  by  all  for  their  stylish  appearance,  ease  and 
flexibility  of  movement,  and  the  wear-resisting  qualities  of  their  pure  rubber  soles. 

Place  your  order  at  once  and  you'll  assist  us,  besides  making  sure  of  your 
supply.    See  our  illustrated  catalogue. 


Independent  Rubber  Co.,  Limited 

Merritton,  Ontario 

OUR  WHOLESALERS: 


Amherst  Boot  8;  Shoe  Co.,  Limited        -        -  Amherst,  N.S.  Kilgour,  Rimer  Co.,  Limited    -  Winnipeg,  Man 

Amherst  Boot  8s  Shoe  Co.,  Limited    -        -        -  Halifax,  N.S.  The  J.  Leckie  Co.,  Limited           -        -  -      Vancouver,  B.C. 

E.  A.  Dagg  &t  Co.      -----  Calgary,  Alta.  ,  _ 

James  Robinson      ------  Montreal,  Oue. 

A.  W.  Ault  6r  Co.,  Limited        -  Ottawa,  Ont.  '  v 

White  Shoe  Co.  -        -       -        -        -       -  Toronto,  Ont.  Brown,  Rochette,  Limited    -  Quebec,  Que. 

McLaren  8f  Dallas  ------  Toronto,  Ont.  T-  Lon8  &  Brother    -----  Collingwood,  Ont. 

The  London  Shoe  Co.,  Limited     -  London,  Ont.  Dowers  Limited  Edmonton,  Alta. 


 Buy  Victory  Bonds  
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Your  Guarantee  of  Quality 

SHOE  REPAIR  OUTFITS 

In  all  sizes,  at  prices  that  place  them 
within  the  reach  of  all 

SHOE  FINDINGS  AND  SUPPLIES 

TO  SUIT  ALL  REQUIREMENTS 


U7" e  solicit  your  enquiries 


United  Shoe  Machinery  Company  of  Canada,  Limited 

Montreal,  Que. 

90  Adelaide  St.  W.,  Toronto  179  King  St.  W.,  Kitchener  23  Demers  St.,  Quebec 


The  Appearance  The  Wear 


The  Price 


Men's  Shoes  that  meet  the  demands  of  the  average  wearer  in  these  three  Women's 

points  are  the   strongest  selling  force  with  which  to  command  a 
Rrtvc'       successful  trade. 

Boys  ...  Misses' 

Such  shoes  are  the  Lagace  and  Lepinay  Line.    Their  appearance 
Youths'       in  Style  and  Finish  is  truly  attractive.    Their  wear  is  the  best  that 

good  material  and  thorough  workmanship  can  produce.    Their  prices  Children's 
Little      give  them  the  mark  of  Highest  Value. 

Gents'  Be  sure  to  see  our  new  Goodyear  Welt  Line.  Infants' 


Handled  by  all  leading  Jobbers 


LAGACE  &  LEPINAY 

22  St.  Anselme  St.  Quebec,  P.Q. 
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BUY 

"VICTORY  BONDS" 

TILL  IT  HURTS 


H.  B.  JOHNSTON  &  CO 

TORONTO,  CANADA 
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$1,000,000.00  ANNUALLY 

Would  be  a  conservative  estimate  of  the  amount  spent 

In  Canada  for  Shoe  Repairing 

Are  you  getting  your  share  of  this  large  business? 


Shoe  Findings     f      Ajft^       Shoe  Repair 
and  Supplies       w3^V/    Shop  Equipments 

WILL  HELP  YOU 


W rite  for  our  new  Catalogue  now 

United  Shoe  Machinery  Company  of  Canada,  Limited 

Montreal,  Que. 

90  Adelaide  St.  W.,  Toronto  179  King  St.  W.,  Kitchener  28  Demers  St.,  Quebec 


A  Quick  Turn  Over 


will  result  from  carrying  Ackerman's  shoes,  for 
theyare  exceptionally  good  sellers.  Theirstylish 
appearance  and  excellent  materials  place  them 
in  the  high-priced  class,  making  them  very  pop- 
ular with  your  customers. 

For  quick  results  stock  the  full  line  for 
Men,  Boys,  Youths  and  Little  Gents 

B.  F.  ACKERMAN,  SON  &  CO. 

Limited 

PETERBORO,  ONT.  REGINA,  SASK. 


Makers  of  the  "  The  Peterboro  Shoe 
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"THEY  BRING 

HOME  THE  BACON" 

The  Canadian  Tommies  have  proven  their  worth.    They  have  made  good. 

They  Never  Fail  to  bring  home  the  bacon.    Get  that — Never  Fail. 

To  keep  up  the  good  work  they  are  depending  on  the  backing  of  those 
at  home. 

Shall  they  be  able  to  say  that  we  have  Never  Failed  ? 

Lets  make  it  sure.    Lets  buy 

VICTORY  BONDS 

to  our  utmost  and  thus  supply  the  money  required  to  keep  our  boys  in 
the  pink  of  condition. 


Space  contributed  by 

PERTH  SHOE  CO.,  LIMITED 

Largest  Manufacturers  of  Women's  Welts 
Exclusively  in  Canada 

PERTH  ONTARIO 
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YAMASKA  BRAND  SHOES 

Profitable  for  Retailer  and  Customer 


They  are  profitable  to  the  customer  because  their  sturdy  con- 
struction results  in  extra  wear — a  quality  for  which  Yamaska's 
are  noted.  And  they  are  stylish  in  appearance,  yet  made  on 
lasts  which  give  the  maximum  of  foot  comfort. 

A  quick  turnover  and  a  neat  profit  on  each  pair  will  be  YOUR 
reward. 

Stock  the  complete  line  for 

MEN,  WOMEN,  BOYS,  YOUTHS, 
MISSES  and  LITTLE  CHILDREN. 


ST.  MYACINTME, 
CANADA. 

Your  Jobber 
Has  Them 


La  Compagnie  J.   A.   &  M.  Cote 

St.  Hyacinthe  :  Quebec 


COLLIS  COLORS 
CREATE  CUSTOM 

The  exactness  of  tone  and  the  delicacy  of  finish  that  appeal  to  the  careful  buyers  are 
characteristic  of 

COLLIS  LEATHERS 

They  are  a  HIGHLY  SPECIALIZED  product,  the  combined  result  of  the  BEST  EXPERT 
SELECTION  OF  RAW  SKINS  and  the  BEST  EXPERT  TANNING  AND  FINISHING 
PROCESSES.    They  have  no  equal. 


Collis  Colors — ! 


Collis  London  Brown 
Collis  Toney  Red  Brown 


These  are  the  recognized  leaders  in  high-class  shoe  production.    When  you  buy  Collis  Leathers  you  know 

what  you  are  getting. 

They  Give  Life  as  well  as  Attractiveness  to  the  Shoe 

Collis  Leather  Company,  Limited 


Send  for  Sample 
Book  of  Colors 


Aurora,  Ont. 
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"Acme"  Soles 

"Acme"  Soles  have  been  time-tested. 
They  will  last  much  longer  than  leather ; 
keep  your  feet  dry  on  wet  days;  prevent 
slipping  and   give  you  the 
appearance  of  always  being  well 
shod.    Made  in  various  colors 
and  thicknesses,  and  for  Men's, 
Women's  and  Children's  Boots 
and  Shoes. 


"Acme"  Whole  Heels 

Here's  one  tax  you  do  not  need  to 
pay — the  Foot  Tax. 

Wear  "Acme"  Whole  Heels  and  the 
tax  on  your  feet  is  automatically 
cancelled. 

"Acme"  Soles  go  well  with 
either  "Acme"  Whole  Heels  or 
"  Peerless"  Half  Heels. 
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Canadian  Footwear 
for  Canadian  Women 


Our  range  of  Footwear  will  meet  all  your  requirements, 
whether  it  be  the  little  child  who  wants  a  c 'pretty  boot," 
or  her  mother  who  is  seeking  a  shoe  that  will  put  the 
finishing  touches  to  her  evening  costume. 

Our  designers  have  interpreted  the  advanced  style  ideas, 
and  the  result  is  a  combination  of 


Highest  Quality 

with 

Grace,  Elegance  and  Comfort 


We  have  a  complete  range  for  Spring  which  you  will  find 
ample  and  profitable,  including  a  special  line  of 
OXFORDS  and  PUMPS.  If  our  travellers  have  not  seen 
you,  let  us  know.  You  should  not  let  this  oppor- 
tunity slip  by. 


Canadian  Footwear  Co.,  Limited 

MONTREAL 


Salesroom  at:  36  St.  Genevieve  St. 


Factory  at:  Point-Aux-Trembles 


THE   SHOE  AND   LEATHER  JOURNAL 


29 


What's  in  a  Name? 


AMHERST  SOLID  SHOES 

Are  known  throughout  the  Maritime  Provinces  as 

"The  Reliables" 

In  the  Upper  Provinces  they  are  called 

"The  Amhersts" 

"Make  Good"  is  a  phrase  much  used  in  the  Central  West  where 
the  sturdy  wearers  of  Amherst  Shoes  call  them 

"The  Make  Gooders" 

Further  west,  where  a  lingering  suspicion  concerning  things 
Eastern  exists,  Amherst  Shoes  are  known, 
if  you  please,  as 

"The  No-Frauders" 


Isn't  There  Something  in  a  Name? 

SATISFIED  CUSTOMERS- That's  it,  and  a  satisfied  cus- 
I  tomer  is  a  business  asset. 

AMHERST  BOOT  &  SHOE  CO. 

Amherst      Halifax      Regina  LIMITED 
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BUY  THEM  1  ViCt°ry  B°ndS 

'  Humphrey's  Shoes 

Victory  Bonds  First 

and  SHOES  are  about  the  next  necessity 


OUR  SALESMEN  ARE  ON  THE  ROAD 
WITH  OUR   1919  SPRING  SAMPLES 


J.  M.  HUMPHREY  &  COMPANY 

Advertising  may  get  a  sample  order. 

Fair  treatment  and  goods  which  give  satisfaction  are 
the  only  things  which  will  hold  business  permanently. 

ST.  JOHN  :-:  NEW  BRUNSWICK 


WOOD  HEELS 


MADE -IN- CANADA 


A   complete  up-to-date  equipment  for  making  Wood  Heels  is  being 
installed  at  our  factory  and  will  be  ready  for  operation  on  or 
about  January  first  next. 

Shoe  Manufacturers  and  Jobbers  of  Shoe  Findings  will  find  it 
much  to  their  advantage  to  submit  requirements  and  obtain  our 
prices  at  once. 

Orders  placed  now  will  receive  first  consideration. 

GRANBY  LAST  FACTORY 

GRANBY  -  QUEBEC 
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RALSTON'S 
BRONZE 
DRESSING 


Manufactured  by 

Robt.Ralston 
&Co. 


HAMILTON 
CANADA 


6 


RALSTON'S 
DRESSINGS 

Your  Customers' 
Best  Friends 

Give  your  customers  the  BEST  dress- 
ing—  a  dressing  that  preserves  the 
leather,  makes  it  soft  and  pliable  and 
gives  it  a  beautiful  polish.  They  will 
appreciate  it. 

Sell  the  casual  buyer  RALSTON'S 
DRESSINGS.  He  will  recognize 
their  superiority  and  become  a  per- 
manent customer. 

A  Dressing  For  Every  Shoe 


PROWN 

SuEPE.Ottte, 

Castor, 
Buckskin 


Rob*  Raiston&Q 

H*wt(.roN.  Ont. 


Robt.  Ralston  Co. 

Hamilton,  Ont. 
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These  men,  whose  strength  and  courage  have  enabled 
them  to  prevail  against  tremendous  odds  and  have  won 
for  them  many  victories,  must  not  be  handicapped  now 
in  achieving  the  Big  Victory  that  is  in  sight. 

Their  mighty  effort  must  be  paralleled  by  a  conscien- 
tious straining  here  to  back  them  to  the  last  dollar. 
Your  respect  and  appreciation  for  them  and  their  deeds 
is  unlimited.    Let  nothing  limit  your  support  in  sub- 
scribing to  the  utmost  of  your  ability  to 

CANADA'S  SECOND  VICTORY  LOAN 


John  McPherson  Co.  Limited 

High-Grade  Shoe  Manufacturers 

HAMILTON  -:-  ONTARIO 
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SHOE  COMPANY.  Limited 


¥8  York  Sfr(*t*r 

TORONTO. 


WHOLESALE  SHOE 


S       T  R 


BUY  VICTORY  BONDS, 


an 


d 


Buy  your  Footwear 


from 


White  Shoe  Company,  Limited 

JV hole  sale  Shoe  Distributors 

48  York  Street,  Toronto,  Ont. 
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All  Styles  and  Sizes 

For  Every  Member  of  the  Family 


OOD  business  judgment  will  prompt  the  placing  of 


VJ  large  advance  "Fleet  Foot"  orders  for  next  season. 
The  demand  for  "Fleet  Foot"  is  bound  to  be  bigger  than 
ever,  because  more  people  are  learning  the  genuine 
economy  and  comfort  of  "Fleet  Foot"  Shoes  for  Summer 
wear.  Be  prepared  for  this  big  demand  by  having  a 
large  and  well  assorted  stock  of  "Fleet  Foot". 


The  "Fleet  Foot"  salesman  will  see 
you.  Wait  and  see  what  he  has 
to  offer.  If  your  order  has  been 
placed,  it  is  not  too  late  to  increase 
it  with  a  more  complete  assortment. 


Canadian  Consolidated  Rubber  Co. 

Limited 

Head  Office     -  Montreal, 


Service  Branches  at  Halifax,  St.  John,  Quebec,  Ottawa,  Belleville,  Toronto, 
Hamilton,  Brantford,  Kitchener,  London,  North  Bay,  Fort  William, 
Winnipeg,  Brandon,  Regina,  Saskatoon,  Calgary,  Lethbridge, 
Edmonton,  Vancouver  and  Victoria 
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MONTREAL 
326  Coristine  Building 
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ACTON  PUBLISHING  COMPANY  LIMITED 

JAMES  ACTON,  President 


Subscriptior  In  Advance 
$1.50  Per  Year 
Foreign,  $2.00 

Single  Copies,  15  Cents 


BUSINESS  THRIFT 

The  Call  to  Better  Business — The  Challenge  to  Wholesaler  and  Retailer 
to  Eliminate — Reducing  Lines  and  Increasing  Sales — Getting  the  Most 
Out  of  Merchandising — Concentrating  on  Turnover 

ONE  lesson  the  war  has  forced  upon  the  manufacturer  and  in  turn  is  driving  in  upon  the 
retailer  is  the  fact  that  there  is  too  much  production  and  too  much  stock  carrying  for  the 
amount  of  trade  done.    Competition  is  the  life  of  trade,  but  competition  to  an  extent  not 
fully  understood  has  been  the  death  of  trade. 

In  the  race  for  business  manufacturers  have  been  multiplying  the  kinds  of  goods  rather  than 
the  volume  of  salable  goods.  Investigation  forced  by  war  conditions  has  developed  the  fact 
that  the  mania  for  novelty  and  an  unsatiable  pursuit  of  variety  have  brought  about  unnatural 
demands  that  have  reacted  upon  manufacturers  as  well  as  distributors.  It  is  necessary  for  the 
proper  care  of  overhead  expenses  that  a  factory  shall  be  run  within  a  fair  point  of  its  capacity.  It 
is  claim.ed  that  production  beyond  this  point  is  velvet;  that  is,  the  proportion  of  profit  is  naturally 
much  larger.  But  when  volume  is  obtained  by  widening  the  variety  of  the  goods  produced  this 
profit  is  not  only  reduced  but  conditions  are  created  that  make  for  serious  reaction. 

Merchants  through  a  multiplicity  of  lines  are  led  to  make  much  larger  investments  in  stock 
than  is  absolutely  essential,  and  this  means  an  expenditure  of  interest  and  a  dispersion  of  effort 
that  is  costly  and  hence  unprofitable.  If  a  retail  merchant  could  do  his  full  share  of  trade  on  a 
stock  of  $10,000  any  system,  that  compels  him  or  induces  him  to  carry  $15,000  must  be  not  only 
wasteful  but  hazardous. 

Successful  merchandising  to-day  consists  largely  in  stock  selection.  Buying  is  admittedly  the 
foundation  of  all  profitable  retail  business,  and  the  first  thing  a  dealer  should  do  is  to  fulfil  the  Scrip- 
tural injunction  to  sit  down  and  figure  whether  it  will  take  four  or  ten  thousand  dollars  to  serve 
the  needs  of  his  constituency.  The  more  completely  he  solves  this  problem,  the  more  the  future 
will,  hold  for  him  in  dividends  from,  his  business  enterprise. 

The  amount  of  unnecessary  capital  tied  up  through  over-production  and  over-buying  and  the 
evils  attending  are  to-day  a  serious  menace  to  business.  They  are  also  a  serious  hindrance  to  the 
country's  meeting  its  responsibility  with  regard  to  its  war  enterprises.  If  the  amount  thus 
represented  by  the  shoe  and  leather  trades  could  be  summed  up  it  would  take  care  of  a  large  share 
of  the  proposed  Victory  Loan. 

The  next  two  months  ought  to  afford  the  retailer  an  opportunity  to  set  his  house  in  order 
in  this  respect.  They  are  the  great  clearing  months  of  the  year,  when  it  ought  to  be  possible  to 
relieve  the  shelves  of  every  vestige  of  dead  stock.  No  excuse  ought  to  be  sufficient  to  allow  the 
carrying  over  of  lines  that  are  in  any  sense  a  dead  weight. 

We  have  ahead  of  us  conditions  when  a  merchant  will  require  to  have  all  his  wits  about  him 
to  make  reasonable  profits.  There  will  be  the  same  opportunities  for  the  far-seeing,  fearless  oper- 
ator, but  there  will  be  more  reason  than  ever  for  the  man  of  ordinary  ability  and  means  to  look 
well  to  his  goods. 

Above  all,  the  man  whose  patriotism  desires  to  find  expression  in  backing  up  his  country 
will  find  an  unusual  incentive  to  cutting  out  unnecessary  stock  and  expenditure  to  put  all  he 
can  into  VICTORY  BONDS.  19 
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Getting  the 
Community 
Trade 

Keeping  Business  in  the  Home  Town 
— Holiday  Trade  and  the  Catalogue 
Houses — Pushing  Local  Business 
Now — Making  the  Town  Attractive 
to  the  Rural  Population 

THE  discussion  of  the  catalogue  and  depart- 
ment store  competition  is  too  often  confined 
to  the  question  of  mere  "loyalty."  Mer- 
chants and  local  newspapers  devote  a  lot  of  effort 
to  reminding  the  people  at  home  of  how  much  they 
owe  to  the  municipality  in  which  they  live,  in  the 
matter  of  trading.  The  trouble  with  all  this  sort 
of  appeal  is  that  it  is  of  the  "poor  relation"  order 
and  seldom  moves  more  than  passing  and  very 
feeble  compassion,  which  is  easily  turned  aside  by 
more  tangible  considerations. 

Some  dealers  are  realizing  that  the  most  effective 
appeal  along  this  line  is  to  the  pocket,  and  the 
discussions  in  the  Journal  of  late  have  given 
encouragement  to  the  belief  that  in  many  of  our 
towns  this  effort  to  "fight  the  devil  with  fire" 
is  meeting  with  most  satisfactory  results.  It  has 
been  demonstrated  that  when  the  local  merchant 
shows  the  same  interest  and  wide-awakeness  that 
are  the  very  foundation  of  the  mail  order  business, 
he  reaps  satisfactory  results. 

There  is  another  side  to  the  question,  however, 
that  has  been  very  little  considered,  but  which 
ought  to  commend  itself  easily  to  the  merchants 
of  our  smaller  towns.  What  are  you  really  doing, 
Mr.  Retailer,  to  encourage  and  maintain  enthusiasm 
for  your  local  town?  What  have  you  done  to 
interest  the  farming  community,  for  instance,  in 
the  town?  People  come  and  go,  walk  up  and  down 
your  streets  in  summer  and  winter.  Have  you 
ever  thought  what  might  be  accomplished  by  co- 
operative action  on  the  part  of  your  fellow  mer- 
chants and  you  to  make  the  town  a  good  place  to 
visit,  to  stay  in  for  a  few  hours,  to  shop  in  or  even 
to  get  a  little  occasional  amusement? 

Farmers  come  in  to  market.  Their  wives  have 
to  sit  in  a  stuffy  hotel  sitting  room  or  kill  time 
walking  up  and  down  the  streets  until  their  spouses 
are  ready  to  go  home.  Here  are  a  few  suggestions 
along  this  line  made  by  a  writer  in  a  recent  number 
of  Printers'  Ink.  They  are  well  worth  turning 
over  and  even  if  co-operative  action  may  not  be 
secured  to  bring  about  the  reforms  and  improve- 
ments suggested,  there  may  be  hints  as  to  what 
individual  concerns  may  do  to  keep  up  interest 
in  home  institutions  and  business.  The  ideas  here 
propounded  are  in  operation  in  a  fair  sized  town 
in  the  middle  west.  The  idea  is  particularly  worth 
while  in  view  of  the  movement  to  start  early  Christ- 
mas buying. 

1.  Make   the   farmers   members   of   the  local 


Chamber  of  Commerce,  at  a  special  low  rate.  Be 
sure  that  they  get  all  notices,  bulletins,  etc. 

2.  Put  rest  rooms  into  the  stores,  where  the  farm- 
ers' wives  can  take  their  babies  and  get  off  the  street 
and  out  of  the  glare  of  the  sun  for  an  hour  or  two. 
Or  better  yet,  establish: 

3.  A  municipal  "rest  house"  and  comfort  station. 
This  should  have  at  least  one  good  sized  room  equip- 
ped with  easy  chairs,  lounges,  etc.  It  should  also 
have  a  room  with  a  dressing  table,  mirrors  and  a 
place  for  baby  to  take  his  nap.  A  very  useful 
adjunct  is  a  kitchen  with  gas  burners  for  heating 
milk  for  infants,  coffee,  etc.,  running  water  and  a 
few  simple  cooking  utensils. 

4.  Let  the  local  library  extend  its  privileges  to 
farmers,  and  let  them  have  special  liberties  in  re- 
gard to  keeping  books  out — say,  double  the  amount 
of  time  that  is  permitted  to  those  in  town. 

5.  Extend  the  various  specialized  social  activi- 
ties of  the  town,  to  take  in  the  adjacent  farm  popu- 
lation. Every  community  has  groups  within  its 
boundaries  who  are  drawn  together  by  some  sort 
of  mutual  interest.  In  many  cases  the  member- 
ships in  these  organizations  are  confined  to  the 
physical  area  of  the  town  itself.  There  is  no  good 
reason  why  the  farmer — and  in  particular,  the 
farmer's  wife — should  not  share  in  these  activities 
when  there  is  a  genuine  mutuality  of  interest. 

6.  Make  "the  town  come  to  the  country"  once 
in  awhile.  Hold  some  of  the  community's  social 
affairs — church  "festivals,"  charity  bazaars,  etc., 
at  some  accessible  farm  house,  and  through  the 
Chamber  of  Commerce  have  automobiles  and 
drivers  loaned  for  the  evening  to  bring  people  from 
town,  and,  when  necessary,  from  other  farms,  to 
attend  the  affair.  This  suggestion  may  seem  an 
inefficient  and,  perhaps,  even  absurd  way  of  doing 
things,  but  in  places  where  it  has  been  tried,  it  is 
reported  to  have  worked  out  famously  in  estab- 
lishing the  right  sort  of  goodfellowship  between 
town-dwellers  and  country  folks. 

7.  Make  not  only  the  farmer  and  his  wife,  but 
the  rising  generation,  feel  that  they  are  really 
members  of  the  community — townspeople  "once 
removed,"  so  to  speak.  One  small  city  has  in- 
stituted an  annual  "day"  when  selected  students 
from  every  country  school  in  the  county  come  into 
town  for  the  day  as  guests  of  the  local  Chamber  of 
Commerce.  Each  youngster  takes  dinner  at  the 
home  of  someone  in  town;  there  is  a  special  pro- 
gramme, exercises,  etc.,  and  the  youngsters  go 
home  at  night,  as  they  came  in  the  morning,  in 
automobiles  provided  for  the  purpose  by  the 
Chamber  of  Commerce.  (The  writer  knows  of  an 
instance  where  one  small  boy  from  the  farm  went 
home  to  dinner  with  a  hardware  merchant  and 
thereafter  "nagged"  his  father  so  about  installing 
a  modern  set  of  bathroom  fixtures  that  the  father 
came  in  and  bought  $150  worth  of  supplies  from  the 
merchant.) 

All  these  activities,  you  will  notice,  have  nothing 
whatever  to  do  with  fighting  the  mail-order  houses. 
They  mean  no  more  nor  less  than  competing  with 
them,  by  offering  the  farmer  things  the  mail- 
order house  can't  and  never  will  be  able  to  offer. 

(Continued  on  page  40) 
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A  Thrift  Plan 
for  Employees' 
Benefit 


How  One  Large  Firm  Takes  a  Personal 
Interest  in  the  Welfare  of  its  Help — 
By  T.  H.  Rieder,  President  of  the 
Canadian  Consolidated  Rubber  Co. 


[Note.— A  man  who  begins  at  the  bottom 
and  climbs  to  the  top  by  ability  and  brains  is 
in  a  position  to  give  some  very  good  advice  and 
undoubtedly  has  a  fund  of  ideas  founded  on 
ordinary  business  sense.  Such  a  man  is  T.  H. 
Rieder,  and  such  has  been  his  experience  in  the 
organization  of  the  Canadian  Consolidated 
Rubber  Co.  He  has  always  been  a  public- 
spirited  man  in  the  broadest  sense  of  the  word. 
Any  means  of  carrying  out  an  idea  for  the 
betterment  of  the  community  has  had  his  entire 
support. — Editor.  , 


IT  was  just  two  years  ago  that  our  company  put 
into  operation  a  thrift  plan  for  the  benefit  of 
its  employees.  A  little  more  than  a  year  later 
the  employees  subscribed  to  and  finally  purchased 
outright  Victory  Bonds  to  the  value  of  $250,200. 
In  addition  to  this,  and  as  a  result  of  our  thrift  plan, 
a  very  large  sum  is  deposited  by  them  with  the 
company  and  these  deposits  draw  interest  at  six 
per  cent.  The  amount  credited  this  way  runs 
into  thousands  of  dollars  annually. 

For  some  time  previous  to  the  inception  of  this 
plan,  I  had  in  mind  and  was  impressed  with  the 
idea  that  the  officials  of  a  large  corporation  had  a 
moral  responsibility  to  guide  the  financial  affairs  of 
its  employees,  thus  helping  them  to  become  good 
and  ambitious  citizens  in  their  community  and  for 
our  Dominion.  I  am  only  too  glad  to  say  .that  not 
only  myself,  but  all  the  officials  of  our  company,  are 
alive  to  this  same  idea,  which  is  a  source  of  great 
encouragement  to  me. 

It  is,  therefore,  our  one  great  aim  to  keep  in  close 
personal  touch  with  our  help,  to  know  them  and 
become  interested  in  them  and  try  to  be  in  a  position 
to  look  out  upon  life  from  their  viewpoint  that  we 
may  become  more  sympathetic  and  interested  in 
them  and  their  welfare. 

Quite  naturally,  in  attempting  to  work  out  a 
problem  of  this  character,  many  schemes  would  be 
evolved  and  assert  themselves  for  consideration. 
Education,  pensions  and  various  welfare  plans  were 
thought  out,  many  of  which  are  now  in  operation. 
But  these  things  are  essentially  for  the  employee, 
while  the  thrift  plan  is  by  the  employee  and  this 
difference  is  immensely  important.  If  you  can  con- 
vince a  person  that  one  potential  way  to  success  is 


to  save  money,  and  then  show  him  how  to  save 
it  and  assist  him  to  make  a  start,  then  you  will 
have  in  the  process  of  making  a  thrifty  and  success- 
ful citizen. 

The  plan  which  we  finally  adopted  was  as  fol- 
lows: Any  employee  may  leave  part  of  his  remun- 
eration with  the  treasurer,  for  which  he  will  receive 
a  receipt  and  on  their  deposits  six  per  cent,  per 
annum  is  allowed  and  compounded  after  the  first 
month,  which,  of  course,  increases  the  rate  per 
annum. 

It  should  not  be  assumed  that  the  introduction 
or  innovation  of  so  extensive  and,  shall  I  say  radical 
plan,  would  meet  with  instantaneous  favor  or  be 
an  immediate  success.  Human  nature  is  conser- 
vative and  rutty  in  disposition  and  requires  much 
coaxing  and  educating  to  induce  it  to  leave  the 
beaten  paths  of  custom.  There  are  always  those 
who,   when   you   offer  them   anything  for  their 


T.  H.  Rieder,  Montreal 

benefit,  are  suspicious  of  some  string  or  "come  back" 
being  attached  to  the  plan.  So  prejudices  and 
suspicions  had  to  be  broken  down  by  careful  coach- 
ing and  proofs  of  sincerity  and  favorable  results. 
Some  of  those  who  came  from  European  countries 
were  in  the  habit  of  carrying  their  savings  with 
them.  This  is  a  pernicious  practice  that  begets 
suspicion,  foments  avarice  and  engenders  the  spirit 
of  brute  force  as  a'  means  of  protection,  to  say 
nothing  of  its  costliness  through  not  being  in  an 
earning  position. 

Others,  yes  many  of  them,  had  not  realized  the 
necessity  for  saving  at  all.  But  as  the  few  began  to 
deposit  and  grew  to  appreciate  the  benefits  of  it  and 
learn  that  they  could  withdraw  any  amount  at 
any  time  the  depositors  grew  in  numbers.  They 
soon  saw  that  those  who  were  taking  advantage  of 
this  new  feature  were  the  best  off  work  people. 

Another  feature  that  found  favor  with  depositors 
{Continued  on  page  53) 
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Regulating 
Retail  Prices 

Movement  in  States  to  Stop  "Profit- 
eering."— War  Industries  Board  At- 
tempts to  Fix  Retail  Profits — Other 
Efforts  to  Stem  the  Tide  of  High 
Prices— Will  They  Work? 

THE  arrangement  reached  by  the  War  In- 
dustries Board  with  the  shoe  manufacturers 
and  shoe  retailers  of  the  United  States 
was  in  the  nature  of  a  compromise.  It  was  origin- 
ally intended  by  the  War  Industries  Board  to  have 
the  prices  of  the  "National  Shoes"  stamped  upon 
the  soles,  but  after  considerable  argument,  in 
which  the  results  of  such  a  course  were  shown  to 
be  inimical  to  public  interest  but  disastrous  to 
the  whole  industry,  the  contention  was  dropped. 

The  War  Trades  Board  has  since  been  advocating 
and  has  suggested  the  putting  in  force  of  a  regula- 
tion, providing  that  dealers  will  add  to  cost  of 
goods  in  all  lines  of  transportation,  plus  "a  reason- 
able profit."  The  State  of  Arizona  has  already 
gone  on  record  with  a  law  compelling  a  retailer  to 
mark  on  his  goods  the  wholesale  price  in  plain 
figures  and  is  trusting  to  this  open  declaration  of 
cost  to  the  purchaser  to  prevent  extortionate 
charges. 

All  these  attempts  to  interfere  with  retail 
trade  are  well  meant,  but  fraught  not  only  with 
great  danger  to  all  business,  but  will  eventually 
get  the  public  nowhere.  There  ought  to  be,  and 
is,  sufficient  protection  in  open  competition  and 
the  creation  of  suspicion  and  distrust  by  this  sort 
of  legislation  is  certain  to  work  harm,  instead  of 
good. 

There  are,  no  doubt,  many  who  take  advantage 
of  war-time  conditions  to  extort  unjust  gain,  but 
even  with  the  free  spending  proclivities  of  these 
days  there  is  abundant  opportunity  for  a  purchaser 
knowing  that  he  is  getting  value  for  his  money. 
There  are  all  kinds  of  stories  going  around  about 
retailers  making  a  hundred  and  two  hundred  per 
cent  on  their  goods,  and  there  may  be  isolated 
cases  when  people  pay  through  the  nose  for  their 
extravagant  tastes,  but  the  majority  of  retailers 
are  only  making  a  fair  profit  on  their  turnover, 
and  in  this  connection  taking  risks  that  a  few  years 
ago  were  unknown  in  their  particular  line. 

This  price  fixing  mania  originates  with  those 
who  have  little  idea  of  the  conditions  under  which 
retail  business  is  being  done  to-day.  How  many 
men  outside  a  retail  business  can  say  how  much 
a  man  should  add  to  the  cost  of  his  goods  to  realize 
a  "normal  profit"?  If  you  accept  the  general 
practice  of  getting  33  1-3  per  cent  gross  profit,  this 
means  that  he  would  have  to  add  a  dollar  to  an 
article  costing  two  dollars.  To  tell  a  customer  that 
he  is  paying  on  a  three  dollar  article  one  dollar  of 
profit  to  the  dealer,  would  send  him  up  in  the  air. 
You  could  never  convince  him  that  out  of  that 


gross  profit  he  makes  only  about  ten  or  fifteen 
cents.  Yet  he  may  not  be  making  anything  at  all 
out  of  that  article,  taking  into  account  his  loss  in 
other  lines. 

When  you  try  to  get  into  the  head  of  the  or- 
dinary business  man — even  some  retailers — the 
cost  of  doing  business,  it  is  difficult  enough,  without 
trying  to  convince  an  ignorant  customer  the  necess- 
ity for  thirty  or-  forty  per  cent  gross  profit  on  some 
lines  to  come  out  at  the  right  end  of  the  horn. 
Most  people  have  the  idea  that  if  a  merchant  gets 
ten  per  cent  on  the  delivered  cost  of  his  goods,  he 
ought  to  feel  content.  The  man  who  tries  to  do 
retail  business  on  twice  ten  will  soon  find  out  where 
he  will  land  up. 

Then  again,  you  can't  add  a  uniform  profit  on 
any  class  of  goods,  whether  shoes,  furniture,  grocer- 
ies or  hardware.  There  are  certain  lines  that  move 
more  quickly  than  others.  It  is  to  a  large  extent 
a  question  of  turnover.  Then  a  merchant  often 
makes  a  mistake  as  to  the  adaptability  of  goods 
to  his  trade  or  locality,  and  where  he  is  to  avoid  loss 
through  this  and  depreciation  he  must  make  other 
lines  bear  a  proportion  of  the  weight. 

Fancy  what  it  will  mean  when  a  customer 
picks  up  a  pair  of  shoes  that  he  sees  marked  $6.00 
and  which  the  dealer  has  marked  $8.00  as  the  selling 
price.  The  haggling  will  begin  at  once.  What 
right  has  this  fellow  to  have  $2.00  for  selling  me 
these  shoes?  He  is  a  robber  pure  and  simple.  In 
other  words  it  throws  into  the  arena  a  subject  that 
has  been  the  subject  for  discussion  by  experts  and 
the  cause  of  careful  thought  and  investigation  by 
business  men.  You  can't  begin  and  reason  with 
a  farmer  on  such  subjects.  He  will  want  the  shoes 
for  $7.00  or  quit  the  premises. 

It  will,  moreover,  bring  about  such  price  cutting 
and  business  recrimination  amongst  retailers  as 
will  tear  the  whole  trade  asunder.  As  dealers  do 
not  buy  their  goods  at  uniform  prices,  the  fight  will 
extend  back  to  the  wholesaler  and  manufacturer 
so  that  the  whole  industry  will  become  embroiled. 
The  only  ultimate  result  can  be  the  standard- 
ization of  manufacturing,  the  elimination  of  the 
jobber  possibly  and  the  placing  of  retail  business  on 
a  basis  that  will  allow  absolutely  no  scope  for 
individuality  or  enterprise. 

There  are  other  ways  of  regulating  retail  busi- 
ness than  through  this  policy  of  commercial  bol- 
shevikism.  If  the  authorities  are  convinced  that 
retailers  are  profiting  unduly,  investigation  and 
publicity  are  the  remedies.  To  upset  the  whole 
business  of  the  country  to  get  at  a  few  rascals,  is 
making  the  cure  worse  than  the  disease. 


Thrift  is  the  forerunner  of  prosperity,  the 
key  of  the  strong  box  in  time  of  need. 

Boost  Big  Business  by  Buying  Victory  Bonds. 

Bar  Barbarism  by  Buying  Victory  Bonds. 

Slaves  wear  Bonds,  freemen  Buy  them. 
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How  the 
Retailer  Should 
Practise  Thrift 

Suggestions  on  Reducing  Stock  and 
Making  Money  for  Investment — By 
a  Prominent  Retailer 

THERE  is  little  doubt  but  that  Canadian 
shoe  stores  are  well  and  heavily  stocked. 
This  being  true  it  would  be  well  to  reduce 
these  stocks  1  more  especially  the  novelty  lines 
as  much  as  possible  by  the  end  of  the  Christmas 
rush,  to  forestall  price  reductions  after  the  Christ- 
mas season.  Colored  goods,  combinations  and 
Louis  heels  will  be  considered  among  novelty  effects. 
I  will  go  so  far  as  to  say  it  may  be  advantageous  to 
cut  down  the  entire  stock  to  the  minimum,  for  aside 
from  any  upheaval  or  adjustments  in  the  markets 
following  a  cessation  of  hostilities  in  Europe,  we 
may  be  justified  in  expecting  new  business  condi- 
tions during  1919. 

I  am  not  optimistic  of  any  great  drop  in  prices, 
even  within  the  next  two  years,  and  should  they  go 
higher,  quite  naturally  the  consumer  will  have  to 
"pay  the  piper."  Since  the  beginning  of  the  war, 
when  prices  began  to  soar,  retail,  merchants  have 
bought  well  in  advance  in  order  to  protect  their 
trade  and  many,  like  ourselves,  have  endeavored  to 
give  the  consumer  the  advantage  of  this  buying  by 
simply  adding  a  legitimate  profit  to  the  actual  cost 
of  the  goods.  It  appears  to  my  mind  that  if  prices 
go  up  the  consumer  should  be  willing  to  pay,  if 
necessary,  especially  where  retailers  have  given 
consumers  the  advantage  of  their  good  judgment  in 
buying.  On  the  other  hand  should  prices  go  down 
the  merchant  is  in  a  position  to  sort  his  stock  and 
keep  his  prices  down  gradually  with  the  decline  of 
the  market. 

Merchants  who  reduce  their  stocks  to  a  proper 
level  and  thereby  accumulate  a  cash  surplus  are  in 
a  position  to  render  great  assistance  to  the  govern- 
ment in  conducting  the  financial  needs  of  the  war 
by  investing  in  Victory  Bonds.  By  offering  a  slight 
reduction  on  the  novelty  lines  referred  to  it  would 
induce  the  people  to  purchase  early  and  as  more 
practical  gifts  are  each  year  being  emphasized  for 
Christmas  giving  this  would  result  in  more  footwear 
being  given  and  the  results  would  be  farther  reach- 
ing and  more  beneficial  than  at  first  might  be 
imagined. 

It  has  been  pointed  out  that  the  merchants 
throughout  the  country  should  take  care  of  a  gen- 
erous share  of  these  Victory  Bonds  and  this  reduc- 
tion of  stock,  aside  from  being  a  good  business 
move,  would  resolve  itself  into  a  patriotic  feature. 


We  further  suggest  that  it  may  be  well  for  mer- 
chants to  protect  themselves  comfortably  with 
staple  lines  from  one  season  to  another.  We  find 
business  in  our  section  exceptionally  good  during 
the  last  month.  Travelers  who  had  been  out  with 
spring  samples  have  also  been  doing  a  large  sorting 
business,  possibly  the  largest  they  have  ever  done. 
As  the  bulk  of  these  orders  are  in  staples,  we  look 
upon  it  as  a  healthy  sign  rather  than  one  of  specu- 
lation. 

Collections  are  keeping  up  fairly  well  and  I 
suggest  that  retailers  keep  their  credits  down  as 
low  as  possible  consistent  with  good  business,  for 
in  some  localities  working  people  are  running  ac- 
counts and  figuring  on  meeting  these  under  present 
schedule  of  wages,  which  is  possibly  higher  than 
normal.  The  labor  question  after  the  war  may  be 
different  from  now  and  extended  credits  may  be 
difficult  to  realize.  In  other  words  the  time  has 
come  to  reduce  assets  to  cash  as  much  as  possible, 
investing  all  surplus  in  Victory  Bonds  and  so  help 
a  speedy  termination  of  the  war.  This  is  certainly 
no  time  for  speculating  a  stock  of  boots  and  shoes. 


The  above  is  an  example  of  true  Americanism.  The  "Big  Man" 
is  the  one  who  adheres  to  the  policv  of  "One  for  All  and  All  for  One." 
I  his  is  the  spirit  that  is  going  to  bring  United  States  and  Canada 
together  in  the  spirit  of  Fraternity  and  Brotherly  Love  that  will 
mean  big  things  for  the  two  Countries  after  the  war. 


What  Splendid  News  Is  Coming 
to  Us  Every  Day  From 
Across  the  Sea! 

Who  ever  dreamed  that  the  great  armies  of  the  Allies 
would  start  such  a  tremendous  advance  and  keep  it  up  and 
never  stop? 

They  not  only  know  how  to  fight,  but  they  have  the 
courage  of  leadership. 

But  it  is  hardly  fair  for  the  newspapers  to  make  such 
great  headlines  on'  their  front  pages  about  what  the 
American  boys  are  doing  and  not  to  give  equal  credit  to 
the  French  and  English,  who  are  in  all  the  battles  and  are 
entitled  to  equal  glory  with  our  own  lads. 

Certainly  the  Liberty  ■  Bonds  must  be  sold.  Phila- 
delphia is  waking  up  to  the  idea  that  we  are  not  giving,  but 
that  we  are  lending,  and  that  the  victory  that  has  begun 
will  make  the  bonds  permanent  investments  and  that  they 
will  surely  get  to  par. 

This  is  a  100  per  cent  government,  our  soldiers  and 
sailors  are  100  per  cent  men,  and  the  bonds  of  the  United 
States  are  100  per  cent  and  upward. 

In  the  gray  of  the  early  morning  the  writer  saw  a  little  brown 
rabbit  run  across  the  road — but  he  didn't  climb  a  tree! 

A  little  chap  was  walkjng  along  with  his  dog  one  day  in  the 
woods  and  was  extolling  the  dog's  good  qualities,  and  among  other 
things,  he  said: 

"You  ought  to  see  that  dog  chase  the  squirrels  and  the  rabbits 
and  make  them  climb  up  trees.  Just  yesterday  he  frightened  a 
rabbit  almost  to  death,  and  would  have  killed  him  if  the  rabbit 
hadn't  run  up  a  tree." 

"Why,  rabbits  don't  climb  trees."  said  the  person  who  was 
with  him. 

But  the  lad  replied: 

"Well,  this  rabbit  just  had  to." 

Now  the  time  has  come  with  our  boys  up  against  the  •' 
battlefront— and  not  climbing  trees— that  we  have  got  to 
make  this  Liberty  Loan  go  over— we  have  just  got  to! 


[Signed] 
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Christmas  Store 
Preparation 

It  is  Not  too  Early  to  Start  NOW  to 
Plan  Your  Christmas  Selling  Cam- 
paign— Time  Flies  Fast  and  the 
First  of  December  will  Soon  be  Here 

IT  may  seem  preposterous  to  talk  of  getting 
ready  for  Christmas  at  this  early  date.  But 
the  shoe  retailer  who  takes  time  by  the  fore- 
lock will  be  liable  to  do  some  leading  in  the  right 
direction.  It  may  be  a  surprise  to  some  when 
told  that  a  number  of  merchants  have  given  orders 
for  fixtures  as  far  back  as  July;  and  that  means 
only  temporary  fixtures  at  that. 

Procrastination,  that  old  robber  of  time,  seems 
to  stalk  up  and  down  the  land  as  much  as  ever.  It 
is  so  easy  to  put  off  doing  little  needed  things.  Too 
many  wait  till  the  last  moment  and  then  there  is 
a  hustle  and  bustle  to  get  something  up  in  the  way 
of  decorations  and  the  effect  and  result  are  not  so 
good,  the  time  cannot  well  be  spared,  then  every- 
body becomes  cross  and  there  you  are. 

It  would  be  a  different  proposition,  did  every 
shoe  merchant  have  plenty  of  time  to  devote  to 
the  work;  that  is,  if  he  could  take  a  solid  day  or 
two  and  do  nothing  but  the  decorating  and  arrang- 
ing of  the  Christmas  lines.  But  this  is  not  the  case. 
From  now  on  every  one  is  in  the  midst  of  the  busy 
season.  Time  taken  for  this  work  must  be  snatched 
at  short  intervals,  and  snatched,  if  not  stolen,  from 
tim  •  that  should  be  given  to  other  duties.  It 
must  be  seen,  then,  that  it  will  cover  a  longer  period 
of  time  than  it  would  were  it  possible  to  get  it  all 
at  once. 

Let  us  assume  that  Christmas  stocks  have 
been  purchased  and  received  and  priced  and  all 
ready  to  bring  out.  The  next  step  will  be  to  lay 
plans  for  the  selling  of  these,  the  decorating  of 
the  store,  the  necessary  advertising  and  cards  that 
will  be  needed. 

You  may  have  racks  and  booths  that  were 
used  last  year.  These  will  need  hunting  out  and 
painting  or  varnishing  or  otherwise  brightening 
up.  Remember  odd  moments  spent  at  these  jobs 
now  will  mean  you  will  not  have  to  spend  half  the 
night  at  it  later  to  get  it  done  in  time. 

Now  for  decorations.  There  are  a  hundred 
ways  Christmas  decorations  can  be  done,  but 
there  are  few  accessories  that  can  equal  evergreens 
for  a  general  basis.  In  some  localities,  these  are 
not  hard  to  obtain.  But  in  sections  where  they 
are  not  so  easily  secured,  make  arrangements 
well  in  advance  for  what  you  will  require.  They 
should  not  be  cut  much  in  advance  of  the  time 
you  will  require  them,  for  the  needles  will  drop 
off  more  freely  when  cut  too  soon. 

If  you  are  able  to  secure  the  pines  with  cones 


on  the  branches,  a  very  pretty  effect  may  be  had 
by  coloring  these  cones.  This  is  not  nearly  so 
difficult  as  it  may  sound  at  first  hearing.  Mix 
red  and  white  alabastine  in  separate  cups  and  hold 
these  under  the  cones  while  you  dip  them  down 
into  the  mixture.  The  effect  is  very  pleasing 
indeed.  A  little  gilt  ticked  on  the  cones  with  a 
brush  gives  a  very  cheerful  effect  also. 

In  securing  evergreens,  it  is  well  to  obtain  the 
top  of  one  or  two  small  trees,  as  these  have  uniform 
branches,  which  make  them  very  attractive.  These 
are,  of  course,  to  be  used  as  Christmas  trees  to 
fill  prominent  places. 

In  conjunction  with  these  you  will  need  floral 
decorations.  Artificial  ones  are  certainly-  the  best 
to  use.  Roses,  poinsettia  and  garlands  may  be 
utilized  to  splendid  advantage.  Of  course,  these 
will  not  mix  with  the  evergreens,  but  can  be  used 
in  special  displays.  Ribbons  are  never  out  of 
place  in  decorating,  no  matter  at  what  season,  so 
these  may  be  worked  in  also. 

The  idea  of  giving  these  hints  now  is  that  you 
may  not  be  caught  napping  when  the  first  of  Decem- 
ber arrives,  as  is  frequently  the  case.  Get  every- 
thing in  shape  ready  to  be  put  into  place  immediate- 
ly the  time  arrives.  By  so  doing  you  will '  save 
much  valuable  time  and  much  needless  worry. 


GETTING  THE  COMMUNITY  TRADE 

(Continued  from  page  36) 

It  is  nonsense,  in  the  opinion  of  men  who  have 
studied  the  situation  closely,  to  try  to  undermine 
or  discredit  mail-order  buying  with  the  farmers 
through  any  militant  "destructive"  policy.  The 
laws  of  economics  are  irresistible,  and  if  there  is  an 
advantage  to  the  farmer  in  buying  by  mail,  the 
way  to  meet  the  situation  is,  not  by  complaining 
of  the  people  he  buys  from,  but  by  creating  an  al- 
ternative advantage  to  him  in  buying  at  home. 

The  world  to-day  is  on  very  slim  rations  and 
must  stay  on  them  if  we  are  to  avoid  actual  famine 
in  the  not  distant  future.  Never  before  in  history 
was  the  full  development  of  our  agricultural  re- 
sources so  important  as  now,  and  yet,  in  the  face  of 
this  condition,  we  still  find  the  sons  of  farmers 
drifting  away  from  home  into  the  cities  and  the 
actual  rural  population  barely  holding  its  own,  or 
in  many  places  decreasing.  Much  has  been  done 
to  make  life  on  the  farm  more  pleasant:  in  fact, 
in  many  sections  of  the  country  it  seems  as  though 
about  everything  humanly  possible  along  that 
line  has  been  put  into  effect.  But  there  still  re- 
mains the  problem  of  "humanizing"  the  small 
town.  If  the  nearby  community  can  be  made 
attractive,  given  some  of  the  features  which  con- 
stitute the  big  city's  strongest  appeal,  there  is  every 
reason  to  believe  that  the  drift  of  the  farm  lad  away 
from  the  land  can  be  lessened.  That  is  a  consum- 
mation so  vital,  that  every  development  toward  it 
warrants  the  most  careful  consideration  on  the  part 
of  every  thinking  citizen,  whether  he  has  any  "busi- 
ness reason"  for  being  interested  or  not. 
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The  Boss  and 
His  Ways 

The  Man  "Higher  Up"  and  What  the 
Man  Lower  Down  Thinks  of  Him — 
The  Clerk  as  a  Critic — Holding  the 
Mirror  to  the  Man  Behind  the  Store 

SOMETIMES  it  makes  me  smile  and  sometimes 
it  makes  me  sore  to  read  some  of  the  talk  in 
papers  like  the  Shoe  and  Leather  Journal 
handed  out  to  the  clerk.  Mind  you,  I  am  not  one 
of  those  leather-eared,  narrow-souled  fellows,  who 
can't  take  a  little  advice  or  even  an  occasional 
good  knock,  but  when  I  see  the  poor  clerk  getting 
all  the  sermons  and  being  so  often  held  up  to 
ridicule,  it  makes  me  think  that  the  other  side  of 
the  story  ought  once  in  a  while  to  be  told. 

My  boss  is  a  pretty  decent  fellow  and  is  a  very 
enterprising  shoe  man,  but  even  he  has  some  char- 
acteristics .that  are  as  open  to  criticism  as  some  of 
those  of  the  clerks  that  he  occasionally  shoves 
under  my  nose  when  the  Journal  comes  in.  I 
don't  think  I  would  be  long  in  my  present  job  if 
he  did  not  know  I  was  well  worth  the  money  I  am 
getting,  so  I  presume  it  is  his  playful  spirit  that  leads 
him  to  rub  in  anything  he  comes  across  in  the  way 
of  lectures  on  selling  or  hits  at  retail  clerks.  Be 
that  as  it  may,  as  the  story  writers  say,  his  attitude, 
as  well  as  that  of  a  good  many  others,  seems  to 
take  it  for  granted  that  the  majority  of  clerks  are 
of  the  class  that  need  watching,  require  constant 
jacking  up  and  very  seldom  earn  the  good  money 
they  get  on  Saturday  night.  In  fact,  dosen't  it 
impress  you,  Mr.  Editor,  that  the  feeling  pretty 
generally  is,  that  clerks  are  a  necessary  evil  that 
can't  be  cured  and  must  therefore  be  endured? 

Right  here,  let  me  say  for  my  boss  that  he  is  not, 
in  any  sense  of  the  word,  a  "driver,"  and  I  have  no 
fault  to  find  with  his  personal  attitude  to  me.  In 
fact,  he  could  not  be  better  to  me  socially  if  he  was 
my  father,  in  a  general  way.  But  he  takes  it  for 
granted  that  I  never  have  an  idea  beyond  knowing 
where  to  find  a  woman's  dongola  oxford  or  a  man's 
tan  blucher,  when  a  customer  comes  in  for  one. 
I  gather  lots  of  ideas,  both  from  application  to  my 
duties  and  from  perusing  the  columns  of  trade  and 
other  journals,  and  would  be  glad  to  discuss  methods 
with  him  at  any  time,  both  for  his  and  my  benefit, 
but  he  seems  to  think  that  it  is  just  my  business  to 
sell  shoes  and  lets  it  go  at  that.  I  have  taken  a 
good  deal  of  interest  in  advertising  and  I  watch 
the  ads  of  the  other  concerns  in  town,  in  our  line 
and  out  of  it.  I  have  been  doing  a  little  thinking 
and  practising  on  ad  writing  at  home  and  have 
somewhat  diffidently  shown  the  boss  some  of  my 
efforts.  He  has  his  own  ideas,  however,  and  in 
advertsing  follows  the  same  old  style  that  has  been 
in  the  local  paper  for  the  last  six  or  seven  years. 
He  says  he  doesn't  believe  in  sensational  advertising, 
as  it  is  out  of  keeping  with  the  character  of  the 


concern.  He  makes  that  the  excuse  for  a  stilted 
style  that  I  think  means  practically  so  much  money 
thrown  away. 

We  have  probably  the  finest  store  front  in  town. 
We  have  two  plate-glass  windows  with  a  central 
entrance,  and  the  windows  are  changed  regularly. 
I  help  to  dress  these  once  a  week  and  have  tried  to 
get  him  to  ginger  up  now  and  then  when  some 
special  occasion  has  come  along,  but  his  objection 
is  mostly  the  same  as  in  advertising  his  "  innova- 
tions." He  does  not  even  believe  in  using  the  war 
as  a  means  for  interesting  his  customers.  I  tried 
to  get  him  to  put  on  a  war  map  lately  with  colored 
pins  to  show  the  advance  of  the  Allies  each  day 
or  two,  but  he  would  not  give  the  matter  a  second 
thought.    He  said  we  were  fed  up  on  the  war. 

He  has  been  a  shoe  man  all  his  life  and  ought  to 
know  how  to  sell  shoes.  I  think  he  does,  but  he 
does  some  things  that  "get  my  goat"  and  I  some- 
times think  that  his  positive  ways  make  customers 
sore.  Now,  I  try  to  size  up  a  customer,  find  out 
what  he  wants  and  give  him  that  as  nearly  as  our 
stock  will  allow.  He  thinks  it  is  good  salemanship 
to  sell  a  man  what  he  (the  proprietor)  wants  him 
to  have  and  is  always  rubbing  it  into  me  when  he 
puts  one  over.  A  lady  came  into  the  store  the 
other  evening  and  wanted  a  pair  of  eight  inch 
gray  kid  shoes  with  a  Louis  heel,  4>£  C.  Well,  he  sold 
her  a  pair  of  champagne  kid  with  Ctiban  heels,  5B. 
I  knew  when  she  went  out  with  her  husband  that 
she  was  not  satisfied  and  was  not  surprised  when 
she  came  in  early  next  morning  and  asked  to  have 
them  changed.  The  boss  was  not  there  and  I  was 
glad,  because  he  always  makes  a  kick  at  exchanges 
although  it  is  the  policy  of  the  house  to  even  giv, 
the  money  back.  She  went  away  satisfied  and  he 
was  none  the  wiser.  I  had  the  same  experience 
with  a  pair  of  men's  shoes.  He  is  a  great  fellow  for 
a  close  fit  and  he  sold  a  banker  a  pair  of  natty 
vici  shoes,  of  a  comfortable  make,  but  a  width  too 
narrow.  He  persuaded  the  old  gentleman  that 
kid  shoes  should  fit  like  a  glove  and  he  parted 
reluctantly  with  his  ten  dollars.  I  changed  the 
shoes  next  day  at  the  noon  hour.  The  old  fellow 
watched  the  boss  go  to  dinner  and  came  in  when 
I  was  alone.  He  was  so  tickled  to  get  what  he 
wanted  that  he  gave  me  a  good  cigar. 

Speaking  about  returning  or  exchanging  goods, 
I  could  never  understand  why,  if  this  policy  is 
decided  on  in  a  store,  there  should  be  any  side- 
stepping and  back-firing.  That  is  another  com- 
plaint I  have  with  the  boss.  We  make  it  a  point 
to  exchange  goods  or  even  take  them  back,  if  not 
satisfactory,  but  it  has  to  be  done  through  him 
if  he  is  in  the  store,  and  he  makes  so  much  ado 
about  it  that  it  robs  the  privilege  of  more  than 
half  its  advantage.  In  my  humble  opinion,  if  you 
are  going  to  have  trouble  about  a  pair  of  shoes, 
better  take  them  back  holus  bolus  at  first  and  do 
the  talking  after.  Give  the  customer  the  money 
and  let  him  start  over  again  is  my  motto.  He  is 
disarmed  of  suspicion  and  is  predisposed  to  spend 
his  money  over  again.  You  see-saw  with  him  over 
the  transaction  and  he  gets  sore.  Ten  chances  to 
one,  he  will  never  come  into  the  store  again. 
{Continued  on  page  57) 
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Buying  and 
Selling  Shoes 

A  Western  Shoe  Man's  Ideas  on  This 
Important  Question 

IX  the  Regina  Daily  Post  appears  the  following  article 
that  has  some  features  worth  considering.    The  heading 
was  "Should  Adopt  Good  Methods  in  Both  Buying 
and  Selling.    A  Warning  to  Merchants  over  Gambling  in 
Styles.    If  the  Selling  Styles  are  Adopted,   Profits  will 
Naturally  Accrue."    The  article  follows: 

"It  is  our  duty,  our  obligation  to  our  patrons,  to  keep 
the  retail  price  of  shoes  within  the  purchasing  ability  of  the 
average  customer.  This  can  be  done  if  we  all  put  forth 
our  whole  effort  to  utilize  every  substitute  possible  that  we 
know  is  practical.  Draw  a  red  line  around  the  popular 
selling  sizes  and  the  closer  you  keep  within  its  boundaries 
the  more  dollars  you'll  have,  instead  of  imaginary  ones 
tied  up  in  odds  and  ends. 

Don't  Gamble  on  the  Future 

"Here's  the  golden  nugget  that  should  be  given  the 
acid  test  by  every  merchant  here.  Big  fellows  don't  an- 
ticipate their  novelty  needs  over  60  to  70  days.  Think  of 
that!  Here  we  are  far  from  the  shoe  centres,  playing  the 
part  of  the  prophet,  fooling  ourselves  with  the  belief  that 
we  can  guess  what  the  seller  will  be  six  months  hence.  It's 
like  a  poker  player  drawing  to  a  flush — he  may  draw  it 
occasionally,  but  the  man  with  the  openers  will  win  75  per 
cent  of  the  time.  Not  even  on  these  advancing  markets  do 
they  gamble  on  the  future;  they  pay  the  market  price, 
select  selling  styles  and  bank  the  profits.  That's  the  way 
they  do  it  and  it  should  be  our  method. 

"Now,  let  me  flash  this  golden  nugget  before  you.  Of 
course,  you  all  know  of  it,  but  let  it  sink  in.  If  you  turn  your 
stock  over  four  times  at  35  per  cent  profit  and  your  cost  of 
operation  is  25  per  cent,  you  have  cleared  40  per  cent.  If 
you  only  turn  it  twice,  every  shoe  you  sell  must  carry  a 
gross  profit  of  50  per  cent  to  equal  the  same  amount,  be- 
cause the  greater  the  turn-over  the  less  you'll  have  of  odds 
and  ends.  You  take  advantage  of  every  discount  and  that 
means  hundreds  of  dollars  extra  profit  a  year. 

"Every  item  of  store  expense  has  increased,  making 
the  cost  of  operation  greater  each  year.  To  meet  this  you 
must  either  turn  your  stock  oftener  or  add  greater  profits 
to  your  goods.    Buy  less,  buy  often,  keep  'em  coming. 

Every  Employee  on  a  Bonus  System 

"New  shoes  put  "pep"  in  the  sales  force  and  that 
brings  us  to  another  golden  nugget.  Put  every  salesman 
you  have  on  a  bonus  system.  Why,  you  ask?  Well,  stop 
and  think,  for  every  dollar  he  earns  for  himself  he  earns 
three  or  four  for  you,  and  the  almighty  dollar  is  the  mightiest 
incentive  ever  produced  to  bring  out  the  real  salesmanship 
in  a  man  when  he  knows  he  must  show  results  to  get  it. 

"One  merchant  states  that  he  had  cut  the  selling  cost 
almost  half  by  using  salesladies,  claiming  that  girls  were 
natural  money-getters.  Whether  we  could  adopt  this  plan 
is  problematical,  but  it  is  worthy  of  thought. 

Should  Learn  to  Think 

"Using  the  words  of  one  man,  'The  biggest  thing  for 
the  shoe  man  to-day  is  to  learn  to  think.'  Get  outside  of 
these  four  walls  that  enclose  your  business  life,  seek  other 
methods,  exchange  ideas,  use  every  practical  suggestion  for 


the  betterment  of  your  own  welfare — it's  lubricating  oil 
to  the  business;  you've  got  to  bore  for  it  like  they  do  for 
oil,  but  it  brings  surer  returns. 

"Just  one  more  t  nugget  that  you  must  not  overlook: 
That  is,  while  your  sales  show  a  decided  increase,  statistics 
will  prove  you  have  sold  less  pairs.  Then  remember,  if  you 
sell  less  pairs  you  must  cut  down  your  buying  or  accumulate 
heavier  stock.  Larger  stocks  tie  up  your  working  capital. 
The  thing  to  do  is  to  sell!  Sell!  Sell!  For  the  instant  this 
war  ends,  a  feeling  of  uncertainty  will  possess  the  public; 
they  will  expect  lower  prices.  We  must  be  ready  to  meet 
these  conditions,  for  the  public  has  only  so  much  money  to 
spend,  and  to-day  they  are  over-spending  their  income 
in  anticipating  that  time  of  lower  prices.  Prepare  for  that 
time— have  less  shoes  and  more  money  in  the  bank. 

Scientific  Business  Policy 

"Now,  back  of  every  business  success  is  a  scientific 
business  policy.  True,  these  principles  of  operation  vary 
in  a  slight  degree  as  best  suits  the  governing  power  of  each 
firm;  but  underlying  each  and  traceable  almost  to  exact- 
ness, is  that  same  governing  policy  that  has  made  success 
of  all  progressive  merchants.  They  know  how,  they  have 
successfully  mastered  the  very  same  problems  that  we  feel 
unsurmountable . 

"So  it  is  in  business.  If  we  know  the  way,  the  success 
would  mean  only  a  matter  of  time  to  reach  it.  We  would 
learn  best  selling  plans,  bettei  buying  policies,  how  to  in- 
crease operating  expense,  how  to  increase  profits,  how  to 
collect  outstanding  bills,  how  to  advertise  and  feature 
the  attractive  points  of  footwear,  how  to  place  us  out  of 
the  storekeeper  column  into  the  merchant's  list. 

"Our  business  is  staple  business  and  statistics  should 
be  easily  obtainable  relative  to  every  method  of  procedure; 
then  deductions  derived  from  those  statistics  that  would 
enable  us  to  scientifically  conduct  our  business." 


ARTIFICIAL  FEET  AND  FASHION  SHOES 

Women  can  no  longer  be  accused  of  being  the  only 
ones  who  are  extremists  in  styles  and  fashions.  Here's 
one  taken  from  "Reconstruction,"  the  bulletin  published 
by  the  Department  of  Soldiers'  Civil  Re-establishment, 
at  Ottawa.  Even  the  returned  soldiers  may  consider 
styles  as  is  here  shown. 

"Some  returned  soldiers  with  leg  amputations,  who 
have  been  issued  artificial  legs  by  the  Department  of  Sol- 
diers' Civil  Re-establishment,  have  undertaken  to  cut  down 
the  wooden  foot  so  that  it  will  fit  into  a  fashionably  pointed 
boot.  The  officials  of  the  Orthopedic  and  Surgical  Appli- 
ances Branch  of  the  Department  wish  to  call  the  attention 
of  the  veterans  to  the  fact  that  this  practice  is  unwise. 
A  man  who  has  worn  army  boots  for  sometime  cannot  expect 
his  feet  to  conform  to  the  narrow  pointed  lasts  now  fashion- 
able. This  is  especially  true  in  the  case  of  a  man  with  a 
leg  amputation,  for  during  the  months  that  he  is  waiting 
for  his  stump  to  heal  sufficiently  for  the  wearing  of  an  artifi- 
cial leg,  his  remaining  good  foot  carries  an  additional  burden 
so  great  that  it  is  often  necessary  to  prepare  special  ortho- 
pedic boots  for  this  foot.  In  any  case  the  strain  upon  it  is 
so  much  greater  than  usual  that  a  narrow  last  is  impractical. 
It  is  the  practice  to  issue  to  this  man  such  a  boot  as  will 
give  him  the  maximum  efficiency  with  his  good  foot,  from 
which  an  extra  amount  of  work  is  obviously  required. 

"Men  who  have  made  these  alterations  in  their  arti- 
ficial feet  in  order  to  wear  special  types  of  boots,  have  soon 
discovered  the  error  of  their  ways  andhave  asked  the  Depart- 
ment for  new  artificial  feet  to  replace  those  which  they  have 
mutilated  themselves.  The  Department  will  not  be  re- 
sponsible for  adjustments  to  artificial  limbs  that  have  been 
mutilated  in  this  way." 
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What  Did 
You  Do  With 
That  Dollar? 

"Take  Care  of  the  Pennies  and  the  Pounds 
Will  Take  Care  of  Themselves" 

$    $    $  $ 

HUMAN  nature  hits  a  pretty  fair  average.  That  is, 
a  hundred  people  will  average  up  in  temperament 
and  other  things,  about  the  same  as  will  any  other 
hundred;  and  so  one  hundred  shoe  men  will  hit  about  the 
same  average  in  personal  peculiarities,  temperaments, 
likes  and  dislikes,  fancies  and  foibles,  as  will  a  hundred 
other  people  chosen  from  similar  walks  in  life. 

People,  by  nature,  seem  to  be  spendthrifts,  and  the 
easier  money  is  obtained,  the  easier  it  is  spent.  "Easy 
come,  easy  go,"  is  the  old  adage,  applicable  to-day  as  much 
as  in  the  past. 

For  the  past  few  years,  all  businesses  have  been  abnor- 
mally good.  Profits  have  been  large  and  everyone  has  greatly 
benefited  thereby.  Shoe  retailers  have  reaped  the  benefit 
of  this  good  business,  the  same  as  others.  There  can  be 
no  getting  away  from  it,  many  people  have  spent  more 
freely  than  the  increased  profits  would  warrant.  Not  that 
many  have  been  profligate  and  gone  to  ruin,  but  the  problem 
of  "Thrift"  has  not  been  considered.  The  extra  money  has 
been  used  in  the  purchase  of  desired  luxuries  that  may 
have  been  better  foregone  until  peace  time  normality  has 
settled  over  the  land. 

We  are  prone  to  forget  our  boyhood  Sunday  School 
lessons,  but  the  story  of  Joseph  down  in  Egypt  is  very 
applicable  now.  You  may  remember  Pharaoh's  dream 
of  the  seven  fat  cattle  and  seven  full  ears  of  corn;  also  the 
seven  lean  cattle  and  seven  blighted  ears;  and  how  Joseph 
told  they  represented  seven  years  of  plenty  to  be  followed  by 
the  same  number  of  famine;  and  he  suggested  to  Pharaoh 
that  he  provide  against  these  seven  famine  years  by  appoint- 
ing an  overseer  to  take  a  fifth  of  the  crops  against  the  coming 
famine.  In  other  words,  it  was  a  sort  of  sinking  fund, 
which  worked  out  admirably. 

Now,  just  so  sure  as  we  have  had  three  or  four  years  of 
business  prosperity,  there  will  follow  a  time  of  depression 
against  which  the  wise  and  thrifty  merchant  will  have 
provided  a  sinking  fund  that  will  take  away  the  rough 
and  ragged  edge  of  slower  business.  Those  who  have 
failed  to  do  this  by  living  up  to  every  cent  of  the  increased 
profits,  will  find  tiding  over  the  immediate  post-war  period 
will  be  a  difficult  proposition.  They  will  then  ask  them- 
selves what  they  did  with  that  dollar  and  the  other  dollar 
that  came  so  easily  and  went  the  same  way.  It  may  be 
more  difficult  to  keep  up  or  dispose  of  that  recently  acquired 
gasoline  buggy,  than  to  have  foregone  its  appropriation 
until  a  little  later. 

Nor  is  it  too  late  to  begin  now,  if  this  matter  has  not 
already  appealed  to  you.  Do  not  be  like  the  average 
human  and  imagine  that  savings  are  accumulated  in  large 
amounts.  This  is  one  of  the  biggest  enemies  of  thrift. 
The  ocean's  beach  is  made  up  of  tiny  sands  and  pebbles. 
Floods  are  the  result  of  tiny  rain-drops  and  huge  snow  banks 
are  the  accumulation  of  fluffy  little  flakes,  whose  individual 
size  and  weight  are  not  a  consideration  and  so  the  accumu- 


lations of  five  cent  pieces  will  mount  up  surprisingly  in  a 
short  time. 

To  accomplish  this  it  is  not  necessary  to  become  miserly 
or  niggardly,  but  a  little  thought  on  useless  expenditure  of 
small  amounts  in  the  ten  cent  and  five  cent  class  will  work 
wonders  on  the  balance  side  of  a  bank  account.  Then, 
some  day  when  you  pick  up  your  bank  book  and  look  at 
the  balance,  you  can  answer  the  question  "What  did  you 
do  with  that  dollar?" 


THE  NORTH  BRITISH  BOOSTER 

Few  concerns  have  been  hit  throughout  this  war  as 
hard  as  the  North  British  Rubber  Co.  They  are  to  be  com- 
mended, however,  for  the  stand  they  have  taken  from  the 
outset.  Their  output  was  almost  entirely  commandeered  by 
the  British  Government,  yet  they  felt  they  must  keep  their 
Canadian  doors  open  for  whatever  benefit  they  might  give 
the  Canadian  trade.  The  cut  herewith  is  of  the  traveling 
representative  of  this  company,  whose  duty  is  to  keep  in 


W.  H.  Hopwood 

close  touch  with  the  trade  in  order  that  when  the  war  is 
over  the  North  British  people  will  be  fully  posted  and 
know  their  every  requirement.  You'll  be  glad  to  see  Mr. 
Hopwood  come  into  your  store;  he's  a  good  fellow. 

WHY  NOT  MODIFY  CHRISTMAS  GIVING? 

In  the  United  States  there  is  much  agitation  in  many 
sections  for  the  cutting  down  of  useless  Christmas  gifts, 
Many  people  in  Canada  have  felt,  even  before  the  war 
that  we  had  run  to  extremes  in  the  matter  of  Christmas 
giving,  and  very  many  gifts  were  given  because  people 
felt  they  had  to  or  must  return  the  compliment.  But  now, 
with  the  various  conservations  and  because  of  the  war, 
suggestions  are  going  forth  that  only  useful  articles  shall 
be  included  in  the  great  gift  giving  season.  Shoes  will 
come  in  splendidly  in  this  latter  category.  On  the  other  side 
some  of  the  proposed  restrictions  included  fancy  slippers,  but 
when  it  was  found  that  many  of  these  had  already  been 
bought  the  suggestion  was  modified  not  to  include  these  in 
the  list.  This  was  a  great  relief  to  both  retailers  and  manu- 
facturers. 

Shoe  retailers  will  do  well  to  get  busy  now  and  plan 
for  a  big  Christmas  trade  by  suggesting  shoes  as  useful 
gifts  at  Christmas  time. 
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Thrift 
Windows 

Put  Some  Ginger  Into  Your  Window  Dis- 
plays-Show the  People  You're  a  Booster 
for  the  Victory  Loan 

WE  reproduce  a  number  of  window  backs  taken  from 
the  Dry  Goods  Economist  that  were  used  in  New 
York  to  boost  the  Liberty  Bonds.  There  is  a  special 
service  committee  in  New  York  just  to  aid  merchants  in 
window  display.  It  is  estimated  that  over  s^50,000  will  be 
spent  in  window  displays  on  Fifth  avenue  alone  in  New 
York  City  for  advertising  the  Liberty  Bonds. 

This  idea  can  be  emulated  in  Canada.  Posters  will  be 
issued  and  can  be  utilized  in  displays  similar  to  the  illustra- 
tion shown  herewith.  The  four  corner  suggestions  shown 
are  for  backgrounds  and  can  be  made  of  wallboard  and  cal- 
somined  in  suitable  shades.  Light  frames  may  be  made  on 
which  to  nail  the  wallboard.  The  design  of  back  should 
be  in  proportion  to  the  poster,  and  the  posters  should  not 
be  placed  where  they  will  be  hidden  by  the  shoes  and  display. 

The  centre  window  is  a  complete  display  in  which  three 
posters  are  used  and  show  to  advantage.  The  display  is 
not  crowded  and  the  entire  effect  is  exceptionally  good. 

In  all  these  displays  it  will  be  well  to  emphasize  the 
thrift  idea.  Show  the  possibilities  of  saving  by  purchasing 
your  lines.  Let  this  be  the  key-note  from  now  on  till  Christ- 
mas, beginning  with  the  Victory  Loan  campaign  and  carry- 
ing right  through  till  Christmas. 

The  five  Canadian  posters  shown  are  chosen  from  the 
collection  to  be  used  in  the  Victory  Loan  campaign  and 
may  be  had  from  your  own  district  headquarters  and  can 
be  used  in  a  similar  manner  to  those  shown  in  the  American 
designs. 

Christmas  Windows 

This  year,  in  order  to  stimulate  the  thrift  idea  and 
facilitate  Christmas  buying,  it  is  urged  that  everything 
should  be  done  to  make  purchases  as  early  as  possible.  Cur- 


tailment of  buying  should  be  practised  and,  except  for 
small  children,  only  useful  articles  should  be  entertained. 
If  this  matter  is  handled  properly  it  will  conserve  labor  and 
time.  The  buying  period  should  be  extended  over  the 
months  of  October,  November  and  December,  and  the  hours 
not  extended  more  than  absolutely  necessary. 

In  order  that  you  may  take  time  by  the  forelock  we 
ai;e  showing  a  suggestion  for  a  Christmas  window  which  you 
can  be  getting  into  shape  for  use  a  little  later.  The  fireplace 
can  be  made  of  any  material  most  convenient — old  cases 
or  wallboard  and  painted,  calsomined  or  papered  red  and 
lined  off  into  bricks.    The  size  will  be  regulated  by  your 


Suggestion  for  a  Christmas  Window  Back 


window  space.  The  back  can  be  of  wallboard  and  should 
stand  out  from  the  real  back  of  window  so  the  figure  of  Santa 
can  stand  out  nicely.  The  snow  can  be  made  with  cotton 
batting  and  frosting.  Emphasize  useful  gifts  in  your  dis- 
plays, showing  how  shoes  in  this  respect  fill  the  bill  to  the 
greatest  perfection. 

We  also  give  a  suggestion  for  a  Hallowe'en  window  that 
should  interest  you.  Every  advantage  should  be  taken  of 
holidays,  semi-holidays  and  special  days.  So  Hallowe'en 
should  not  be  overlooked. 

This  back  may  be  arranged  in  the  form  of  a  fence  if 
desired  and  real  pumpkins  may  be  used.  By  cutting  in 
halves  they  will  work  better.  The  frost  effect  may  be  made 
by  painting  the  tops  of  the  pumpkins  calsomine,  alabastine 
or  other  water  wall  paint  and  sprinkling  diamond  dust  on 
while  paint  is  wet. 


SuggeKivC  Designs  for  Window  Backs  that  may  be  utilized  in  the  Victory  Bond  Campaign 
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Cardboard  may  be  used  if  desired  and  cut  to  shape 
and  painted  in  same  manner.  Yellow  cardboard  will  be 
needed.  The  large  centre  pumpkin  is  a  card  on  which  is 
written  verse.    Use  yellow  ribbon  to  hang  the  card  on,  and 


FROST-ON-THK-IMJMPKIX  BACKGROUND  IDEA 


for  other  decorations.  Use  green  for  the  wide  border.  Note 
carefully  how  the  shoes  are  hung  from  the  pumpkins.  With 
a  little  care  and  thought  these  ideas  should  be  very  helpful 
to  you  for  your  window  displays. 


THRIFT  ADVERTISING 

If  you  are  a  little  extra  busy  these  days,  don't  let  that 
cause  you  to  cut  down  on  your  advertising.  Let  the 
people  know  you  are  busy  and  you  will  become  still 
busier.  You  know  there  is  nothing  succeeds  like  success 
and  a  crowd  will  attract  a  crowd. 

The  trend  of  your  advertising  now  should  be  one  with 
a  sort  of  campaign  against  purchasing  frivolous  Christmas 


gifts.  Emphasize  that  the  U.  S.  Government  actually 
considered  the  taking  up  the  regulating  of  Christmas  buying. 
The  idea  was  to  have  the  public  buy  essential  things  for 
Christmas. 

With  this  as  a  basis  you  have  splendid  scope  for  edu- 
cational advertising  suggesting  the  advantages  of  purchasing 
articles  of  lasting  value  and  essential  in  character.  Can 
you  find  anything  to  fill  this  bill  better  than  shoes  and 
slippers?  Talk,  in  your  advertising,  about  thrift  and  that 
the  Christmas  season  is  the  time  to  practice  economy.  That 
the  purchasing  of  useful  gifts  give  as  much  pleasure  and 
joy  to  the  recipient  as  do  those  of  a  more  frivolous  character. 

Talk  this  in  a  broad  national  spirit,  showing  that  the 
country  needs  money  and  every  dollar  invested  in  War 
Bonds  means  a  help  to  the  country  not  only  at  this  immediate 
date,  but  in  after-the-war-days.  Show  that  the  usual  post- 
war business  depression  can  be  largely  lessened  if  people 
will  buy  judiciously,  and  the  purchase  of  footwear  means 
judicious  buying,  for  footwear  is  classed  among  the  essentials. 

Now,  in  order  to  make  such  a  campaign  as  this  a  success> 
you  must  have  some  real  values  to  offer.  You  must  assume 
that  every  customer  and  every  would-be  customer  is  a 
Missourian,  with  a  big,  big  ticket  of  "Show  Me"  on  him. 
Then,  if  you  are  in  a  position  to  show  the  goods  and  prove 
their  value  you  are  in  a  position  to  put  pep  and  ginger 
into  your  advertising,  all  of  which  will  mean  good  business. 

For  those  who  may  feel  it  is  a  little  early  to  purchase 
for  Christmas  emphasize  that  early  purchases  will  be  laid 
away  until  Christmas  and  may  be  had  at  any  desired  time. 
Also  secure  small  Christmas  gift  cards  to  tie  on  to  each 
parcel.  These  cards  have  blank  spaces  for  giver's  and  re- 
ceiver's names.  It  is  a  matter  for  consideration,  in  view  of 
practising  economy,  whether  you  have  special  Christmas 
cartons  or  not.  But  the  small  gift  card  would  not  be  out 
of  place  and  is  inexpensive. 


VICTORY  LOAN  WINDOWS 


Every  merchant  owes  it  to  his  country  and  himself  to   boost  the  VICTORY  LOAN. 
LEATHER     JOURNAL  * 
has  decided  to  donate 
$25  as  a  first  prize  and 
$15   as  a  second  prize 
for  the 

BEST  VICTORY 
LOAN  WINDOW 

Photos  to  be  accom- 
panied by  descriptions. 
The  amounts  donated 
to  be  applied  on  a  $50 
Victory  Bond. 

Address: 

SHOE  and  LEATHER 
JOURNAL 

1229  Queen  St.,  West 

Toronto 


Five  of  the  splendid  group  of 
Canadian  Victory  Posters  that 
will  help  you  win  the  Shoe  and 
Leather  Journal's  Window  Prize 
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REMEMBER  1 I 


7k*;  this  is  Childrcn"s  Week  at  the  Big  Shoe  House.  That  Q 
**  making  special  prices  on  all  of  our  Children's  Shoes, 
(or  the  next  ten  days.  Also  that  with  every  purchase  a£ 
shoes  you  receive  a  ticket  which  admits  any  chHd  tree  o! 
charge  to  our  special  matinee  Saturday  morning,  Sept.  21.  at  - 
10  o'clock,  of  MARGUERITE  CLARK  in  "UNCLE  TOM'S 
CABIN"  at  the  Princess  Theatre- 


Johnston  fiintirra  11 


bT.  CUU3tEA& 


Children's 
Week 


AT 


o 

J  The  Big  Shoe  House 

5  We  have  made  special  arrangements  with  the  manage- 
fl  roent  of  the  Princess  Theatre  to  run  a  special  children's  mat- 
II   inee  of 


MARGUERITE  CLARK 


UNCLE  TOM'S  CABIN 

Saturday  morning,  September  21st,  at  10  o'clock. 

Ticket*  covering  ill  admission  will  be  given  away  with 
every  purchase  of  shoes  in  our  store,  starting  Wednesday, 
Sept-  nth,  to  Friday  night,  Sept.  aoth. 

See  our  advertisement  in  Wednesday's  paper  of  special 
price*  on  all  of  our  "Children's  Sfioes. 
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A  Unique 

Advertising 

Scheme 


I  CHILDREN'S  WEEK 

—  AT  — 

Johnston  &  Murray's 


CHILDREN'S  WEEK  i 

"At  the  Big  Shoe  House"  [i 


Wo  will  be.  gtu\  ■ 


is  an  Inmoralion  in  St,  Thomas  shoe  I 
welcome  the  parents. 

Special  prices  on  all  of  oar  Children' ■  Shoes  for  the  next  ten 
days,  at  the  same  time  giving  them  a  chance  to  Roe  MAKGUER1TE 
CLARK  in  "UNCLE  TOM'S  CABIN." 

Parent*  need  not  be  afraid  to  "let  the  childreu  go, 
making  special  arrangements  for  their  safety. 


Boye*  Box  Calf  Bl 


BOYS'  SHOES 

ichers,  good 

.  $2.98 


Boya'  Box  Calf  Bl  lienors,  Englt 
last.     vexy  dressy 
Tfthie  .....  . 


$3.69 
$2.48 
^2 .48 


Is  now  in  full  swing,  new  lines 
being  .added  daily.  Be  sure  and  get 
your  ticket  for  Uncle  Tom's  Cabin. 

BOYS'    SOUD     LEATHER  SCHOOL 
SHOES  AT  REDUCED  PRICES 


MISSES'  SHOES 

$4.50  Qark  Brown  High  Cut*  

S4.50  Black  Calf  Mtgtt  Cute  

$3.60  Pat.  Button  Cloth  Tef*.  ... 
53.00  Kid  Sutton  and  Lace.. 

10  per  cunt,  discount  off  all  regutai 


goods 


Be  sure  and  get  your  ticket  for  Marguerite  Clark 
in  rtUncle  Tom's  Cabin"  with  every  purchase  of 
shoes. 


Misses'  high  cut  Calf  Bala, 
ice  full  tod-;  re*.  $4. &0  valui 


MISSES'  SHOES  n 

$3.48  J 

Misses-'  Kid  Button,    $3.60  ^£  4$  " 

Kid-  Bluchers.  $3.00  <f*o   1  f\ 
lue   $2.19 

Minees'     Box  Calf  Bluchers; 
hool  shoe. 


CiPLS*  AND  INFANTS'. 

13.50  Glfta1  M!sh  Cut  Cat?  Bat  $&e» 

13,00  G.rto*  S»ts£.  Sutton  Cloth  top*.  $2.18 

$2.50  dins'  Kid  Sutton  and'  Lac*.'.       .  .i.ba 
Abovi  SrraOt  sizes  8  to  W/x. 

ChiWs*  Tan  High  Cuts,  patent  button  with  white  top, 
patent  button  with  high  top,  siz&a  3  to  7>/2,  regular  $2.50. 

Sale  prices   $1.98 

BARGAINS  IN  EVERY  DEPARTMENT. 


Johnston  £  lllurra 


lour    Calf  Button 
Mat  Calf  lop.  fflg.'  JO0  vaiuc 
isees'  Patent  Button,  cloth 
plain  toe;  $3.50  value 


GIRLS'  SHOES 

Sizes  8  to  10% 
Hox.  Calf  Blucher,  aolld  leather, 

$2. SO  value-  

Kid  Blucher,  very  dressy, 

$3.00   value   .  

Patent  Blucher,  made  on  the  nature  last, 

13.25  Talue  .v....  

Patent  Button,  plain  toe,  cloth  top,  full  round  to 
$3  00  value  ;  .1   . 


$1.89, 
$1.98 
$2.39 
$2.18 


CHILDREN'S  WEEK 

OUR  CHILDREN'S    DEPARTMENT  IS    LOADED  to 
THE  CEILING  WITH  GREAT  BARGAINS. 

Come,  and  you  are  sure  to  go  home  full  of  satisfaction. 
BOYS'  AND  YOUTHS'  SHOES 
Boys'  S4..10  Vcloar  Calf  Blockers       .  .*3.o9 


CHILD'S  AND  INFANTS'  SHOES 

Sandals,  $J29 


Child's  Ro; 
regular  75c  . 

Child's  Patent.  Button,  mat  t05u<h  1  OA 
reg.  $186  vai-  *A.O» 

Child'"  Chocolate  KM  Blucher  fl»  |  *  Q 
and  Li.ce,  reg.  *200  value  .  

Child's  Patent  Button,  cloth  £»Q 
top-,  reg.  $2.25  value   JJU.OSJ 

Chlltfa  Box  Call  Button,  a  goodd»i  QA 
atroaj.  shoe,  reg.  »2.50  *  1 

Above  ahoes.  nlzea  3  to  7Vi 


Boys'  84.(10  Box  Calf  Bluchers,  round 

Youths'  .$4.00  \>lour  Calf  Bluchers  .  . 
youths'  Sa.V;  Bos  Oolr  Bluchers 


Johnston  iftitirra 
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When  it  comes  to  putting  something  over  a  little  differ- 
ent in  the  ad  game,  Johnston  and  Murray,  of  St.  Thomas, 
are  usually  there  with  the  goods;  and  maybe  Harold  Tanney, 
their  enterprising  salesman,  may  have  a  little  something 
to  do  with  it.  We  reproduce  a  series  of  ads  run  by  them 
recently  which  was  really  a  "clean  up  sale,"  with  a  chil- 
dren's week  thrown  in.  This  show  ticket  stunt  proved  to 
be  a  winner.  We  publish  Mr.  Tanney's  letter,  as  it  tells 
the  story,  and  the  newspaper  report  also  published  confirms 
Mr.  Tanney's  letter. 

Dear  Friend  Utley: 

I  am  enclosing  a  few  ads  and  a  newspaper  clipping 
that  may  be  of  interest  to  you  for  the  Shoe  and  Leather 

JOURNAL. 

In  connection  with  our  "Big  Clean  Up  Shoe  Sale" 
we  had  a  children's  week,  and  to  say  it  was  a  hummer  is 
putting  it  mild.  It  was  the  biggest  thing  we  ever  put  over. 


8  to  10^2 

32.00  Box  Calf  Blucher   Si.qd 

$8.00  Kid  Butcher  .  .  ...fl.«S 

Pat.  Blather,  Bataro  last  —  . .  -.92.30 

ga, OO  Pat.  Button,  Clot*,  top  .  .92.18 

INFANTS'  SHOES,  sires  3  to  T/,,  from  St. 19  to  $i.8g^ 

Be  sute  and  ask  for  your  ticket  to  our  free  matinee  Sat- 
urday morning,  Sept.  aitt,  at  10  o'clock.  Princess  Theatre, 
for  MARGUERITE  CLARK  in  "UNCLE  TOM'S  CABIN." 
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The  first  day,  we  used  our  space  to  tell  the  children 
to  watch  this  space  for  an  announcement  that  would 
be  to  their  special  interest,  followed  by  the  announcement 
of  Uncle  Tom's  Cabin,  and  then  used  the  other  ads  on 
the  following  days. 

Use  this  any  way  you  like  and  it  may  help  some 
"poor  struggling"  shoeman. 

Yours  Sincerely, 

Harold  A.  Tanney. 
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The  Newspaper  Report  Referring  to  Ads  on 
Previous  Page: — 

UNCLE  TOM'S  CABIN  PLEASES  CHILDREN 

Advertising  Feature  Has  Large  Results  For  Local 
Shoe  House :  Over  Five  Hundred  Present 

With  rapt  interest  and  hilarious  fun,  alternate- 
ly, over  five  hundred  juveniles  saw  Marguerite 
Clark  in  "Uncle  Tom's  Cabin,"  at  the  Princess 
Theatre,  Saturday  morning.  The  theatre  party 
was  the  result  of  tickets  given  by  Johnston  and 
Murray,  to  all  those  who  purchased  a  pair  of  shoes 
during  their  ten-day  sale  and  the  unique  adver- 
tising announcement  brought  results  in  a  manner 
that  was  more  than  satisfactory  to  the  firm. 

Topsy's  tricks  brought  volleys  of  childish 
laughter  from  the  crowded  aisles  of  seats,  and 
during  "Little  Eva's"  fatal  illness  the  children 
watched  intently. 

The  ads  are  all  good.  Th<*re  is  no  lost  space,  prices  are 
well  quoted  and  the  mystery  idea  to  stir  up  interest  was 
well  worked,  and  if  there  is  anything  a  youngster  likes  these 
days,  it  is  to  go  to  a  movie  show  and  arranging  the  tickets 
to  admit  the  children  at  one  special  show  was  certainly 
a  good  idea. 

Who  else  has  been  putting  over  something  good? 


THE  NEW  VICTORY  LOAN  AND  ITS  MEANING 
TO  CANADA 

What  the  1918  Victory  Loan  means  to  Canada  can 
best  be  realized  by  a  knowledge  of  what  the  1917  Loan 
made  possible.  The  subscribing  of  over  $400,000,000  by 
the  people  of  Canada  last  year  enabled  the  Dominion 
Government  not  only  to  take  care  of  the  needs  of  the  Army, 
but  also  to  make  substantial  advances  to  various  industries, 
which  has  resulted  in  unprecedented  prosperity. 

Since  the  beginning  of  the  present  year,  Canada's 
war  expenditure  has  been  averaging  over  $30,000,000  a 
month.  It  has  grown  heavier  as  the  army  overseas  has  in- 
creased in  number  and  especially  since  the  beginning  of  the 
great  Allied  offensive  early  in  August.  To  date  about 
590,000  men  have  been  enrolled  in  the  Expeditionary  Forces, 
the  number  that  has  gone  overseas  being  fully  415,000. 
To-day  there  are  60,000  more  Canadians  overseas  than 
there  were  at  the  end  of  1917.  All  this  means  heavier  war 
bills  and  the  greater  need  for  the  new  Victory  Loan. 

Canadians  hardly  realize  what  a  strong  impetus  their 
subscription  to  the  Last  Victory  Loan  imparted  to  business. 
It  enabled  the  Government  to  make  advances  to  industries 
which,  without  the  $400,000,000  subscribed,  would  have 
been  impossible.  Great  Britain  wanted  our  beef,  bacon, 
cheese,  wheat,  hay,  oats  and  munitions,  but  she  could  not 
pay  cash  for  them.  Canada  could  not  borrow  abroad  the 
money  she  wanted,  so  if  she  were  to  sell  her  surplus  pro- 
ducts she  had  to  give  credits  to  Britain  and  advance  the 
money  for  the  purchases. 

During  the  present  year  the  Imperial  Munition  Board 
has  received  from  the  Dominion  Government  advances 
amounting  to  $25,000,000  a  month.  Through  an  advance  of 
$10,000,000  made  by  the  Government,  the  Board  was  able 
to  give  orders  for  the  building  of  44  wooden  ships.  Another 
advance  of  $1,000,000  enabled  the  Board  to  begin  the  manu- 
facture of  airplanes,  of  which  3,000  have  been  produced  in 
one  of  the  Board's  great  plants. 

The  1917  Victory  Loan  made  possible  the  advancing 
of  $100,000,000  to  finance  the  1917  wheat  crop,  another 
$100,000,000  was  similarly  advaced  to  finance  the  sale  of 
our  exportable  surplus  beef  and  pork  products  to  Great 
Britain.    Nearly  $40,000,000  went  to  finance  the  sale  of 


cheese  to  Britain.  In  addition,  provision  was  made  for 
large  sales  of  hay  and  oats. 

A  larger  war  loan  is  needed  this  year  than  last,  because 
the  1918  war  expenditures  will  probably  be  from  $50,000,000 


Prize  window  by  K.  R.  Kimmerley,  of  Smiths  Falls,  put  in  for  the  Haines  Shoe 
store.    Mr.  Kimmerly  received  very  flattering  comments  from  the  Scholes 
people  for  this  window.    He  also  furnished  suggestions  for  the 
Shoe  and  Leather  Journal.  - 

to  $75,000,000  larger  than  in  1917.  The  Imperial  Muni- 
tions Board  will,  if  anything,  require  larger  advances  during 
the  coming  year  than  it  has  had,  for  its  operations  have 
been  greatly  extended. 

The  Dominion  Government  has  also  announced  a 
$50,000,000  ship-building  programme. 

The  Government  must  finance  the  sale  of  the  western 
wheat  crop  to  Great  Britain,  which  will  probably  require 
over  $100,000,000.  The  advances  for  the  sale  of  beef  and 
pork  products  will  take  another  $100,000,000;  cheese,  butter, 
eggs  and  hay  over  $50,000,000  and  the  sale  of  the  surplus 
B.  C.  Salmon  pack  $10,000,000. 

Every  cent  of  the  $500,000,000  asked  for  and  more 
will  be  needed. 


AN  INTERESTING  TEST  TO  BE  MADE  BY  THE 
UNITED  STATES  GOVERNMENT 

In  co-operation  with  the  War  Department,  the  leather 
and  paper  laboratory  of  the  Bureau  of  Chemistry  has  ar- 
ranged for  wearing  tests  of  shoe  leather  to  be  made  by  a 
regiment  or  a  less  number  of  soldiers  in  the  field.  The 
laboratory  is  having  between  1,000  and  1,500  pairs  of  shoes 
manufactured  and  they  are  to  be  issued  to  a  regiment  that 
is  to  be  designated  by  the  War  Department.  Complete 
records,  from  the  hide  to  the  worn-out  shoe,  are  to  be  kept, 
and  it  is  expected  that  the  information  obtained  will  be 
valuable  to  the  general  public  as  well  as  to  the  military 
authorities.  Approximately  12  kinds  of  sole  leather,  sole- 
leather  substitutes  and  materials  for  uppers  are  to  be  tested. 
It  is  expected  that  the  wearing  test  will  last  six  months. 
The  shoes  are  to  be  distributed  among  the  men  of  different 
companies  in  the  regiment,  so  that  the  results  will  be  strength- 
ened by  the  law  of  averages. 


SHOES  ARE  "VALUABLES"  IN  GERMANY 

German  courts  have  just  decided  that  a  hotel  is  not 
responsible  for  the  theft  of  shoes  left  outside  guests'  bed- 
rooms for  cleaning.  The  courts  decreed  that  under  present 
conditions  in  Germany,  shoes  must  be  considered  as  "valu- 
ables" antl  should  be  as  carefully  guarded  by  their  owners 
as  if  they  were  cash  or  jewelry.  A  guest  whose  shoes  were 
stolen  in  a  Cologne  hotel  sued  the  proprietor  in  vain  for 
seventy  marks  damages. 


4S 
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A  Thrift  Sale 


Stock  Preparation  for  Christmas  Selling — 
Get  Rid  of  Old  and  Odd  Lines,  "Obsoletes" 
and  Back  Numbers 

RETAIL  shoe  stores,  as  a  whole,  were  probably  never 
freer  from  accumulated,  slow  selling  lines  than  at  this 
present  time.    The  high  cost  of  shoes  is  no  doubt 
the  direct  cause  of  this.    Shoes  even  not  up  to  the  minute 
in  style  designs  have  sold  readily  because  of  their  comparative 
low  cost  with  those  of  later  makes. 

Still  there  will  always  be  a  number  of  stores  that  may 
have  a  quantity  of  shoes  that  can  be  classed  with  the  slow 
sellers.  These  should  be  cleaned  out,  and  can  be  done 
with  a  "Thrift  Sale."  But  sales  at  this  particular  season 
of  the  year  are  hard  to  handle.  Every  merchant  is  right 
into  his  busy  season  and  the  introduction  of  a  sale  may 
somewhat  disorganize  his  season's  plans  and  upset  things 
generally.  However,  if  the  slow  sellers  are  numerous,  it 
will  be  best  to  sell  them  and  sell  them  quickly. 

The  experience  of  one  firm  will  be  interesting.  Last 
season  this  firm  had  about  three  hundred  pairs  of  women's 


Prize  window  by  Mr.  W.  Smees.  with  W.  A.  Smith.  Hamilton.  Ont.  Mr.'Smees 
is  a  bright  salesman  in  the  Ambitious  City  in  addition  to  being 
an  adept  at  window  trimming. 


shoes  and  a  number  of  odd  lots  of  other  lines  they  felt  would 
not  be  wise  to  carry  over.  They  did  not  want  to  put  on  a 
sale  in  the  midst  of  their  fall  season,  for  the  reasons  men- 
tioned above.  They  thought  of  the  novel  idea  of  securing 
a  vacant  store  and  running  the  sale  in  that.  They  had 
figured  to  lose  about  S700  on  this  sale  stock  and  thought 
that  price  cheap  at  that.  This  may  seem  quite  a  sum  to 
the  average  dealer,  but  this  was  a  progressive  concern,  who 
figured  the  first  loss  to  be  cheaper  than  the  second. 

It  is  not  always  an  easy  matter  to  obtain  a  vacant  store, 
but  this  firm  was  fortunate  in  securing  one  quite  near  the 
other  premises.  They  were  able  to  convince  the  landlord 
that  a  price  at  half  the  regular  rental  for  thirty  days  was 
better  than  having  the  store  stand  idle.  They  accordingly 
leased  it  for  one  month  with  the  privilege  of  vacating  at 
their  own  or  the  landlord's  request,  within  twenty-four 
hours  any  time  after  the  thirty  days. 

They  fixed  the  store  with  racks  and  temporary  selling 
tables,  distributed  large  bills  and  placed  a  big  cotton  sign 
over  the  door.  To  brighten  up  the  sale  they  added  a  num- 
ber of  men's  lines  from  the  regular  store  and  bought  other 
lines  from  jobbers  and  wholesalers.    All  goods  taken  from 


the  regular  store  were  charged  to  the  new  store  and  credited 
to  the  regular.  Every  item  of  expense  in  connection  with 
the  new  place  was  accurately  kept  and  charged  to  it.  Goods 
taken  from  regular  stock  were  slightly  cut  in  price  at  about 
this  proportion:  $6.00  shoes  to  $5.49.  The  sale  was  con- 
ducted legitimately  with  no  fake  raising  of  prices. 

It  was  a  success  from  the  first  day  and  ran  for  nearly 
two  months.  .  The  old  stock  was  completely  ridded  and  the 
small  balance  of  goods  bought  for  the  sale  was  sold  in  bulk 
to  an  outside  dealer  at  a  fair  price  to  both  buyer  and  seller. 

In  addition  to  cleaning  out  all  the  undesirable  stock 
from  the  old  store  and  instead  of  losing  the  $700,  they  made 
a  net  profit  of  $1,000,  after  debiting  to  the  sale  store  every 
expense  of  the  sale.  Another  feature  was  that  it  in  no  way 
interfered  with  the  regular  business  in  the  regular  store, 
neither  in  commotion  nor  receipts,  for  the  normal  increase  of 
business  was  maintained  during  the  special  sale  period. 

This  is  worth  giving  consideration.  The  idea  is  a 
novel  one  and  the  fact  of  conducting  it  in  a  separate  store  is 
bound  to  attract  attention  antl  give  the  sale  an  impetus 
not  obtainable  in  the  regular  store.  You  can  call  this  a 
thrift  sale,  for  it  will  prove  itself  to  be  that  for  you,  and  you 
should  have  no  trouble  in  convincing  the  public  they  can 
save  money  by  taking  advantage  of  the  values  offered. 


J.  J.  HILL  ON  THRIFT 

"Thrift  is  not  a  virtue  of  to-morrow,  but  of  to-day. 
The  young  man  who  puts  off  until  he  is  earning  a  larger 
income  or  has  satisfied  some  present  want,  or  for  any  other 
reason,  the  effort  to  spare  and  accumulate  is  pretty  sure 
never  to  begin  unless  under  the  pressure  of  misfortune. 
And  it  is  really  true  that  only  the  beginning  is  difficult. 
The  first  fifty  or  one  hundred  dollars  are  slow  to  gather, 
and  look  unimportant,  even  after  they  have  been  saved. 
But  there  is  magic  in  the  fact.  The  income  from  invest- 
ment, however  trifling,  confers  a  sense  of  power  and  carries 
a  promise  that  allures.  More  important  than  all,  a  habit 
of  saving  has  begun  to  push  a  sprout  through  the  crust  of 
indifference  and  self-indulgence.  Independence  in  char- 
acter asserts  itself.  Purpose  strengthens.  Possibilities  ap- 
pear. Thrift  is  a  rare  discipline  in  self-control.  Presently 
there  is  a  new  man  and  a  new  force  in  the  world. 

"Thrift  ought  to  be  taught  as  part  of  the  alphabet  of 
virtue.  Unless  a  young  man  has  learned  it  before  he  is 
thirty  years  of  age,  the  chances  are  that  he  will  remain  all 
his  life  among  the  incompetents,  the  spenders  and  the 
wasters.  Every  man  who  has  saved  a  dollar  has  cut  one 
solid  step  in  the  face  of  a  precipice,  where  he  may  momen- 
tarily stand.  Without  it  he  would  presently  fall  into  space 
and  be  forgotten.  Resting  on  it  he  can  cut  another  foot- 
hold, broader  and  more  secure.  And  so  all  heights  are 
scaled.  This  is  an  old  prescription  for  material,  mental 
and  moral  advancement;  but  it  has  been  the  law  of  the 
world  from  the  beginning,  and  there  is  no  reason  to  think 
that  it  will  ever  be  superseded  or  that  it  can  ever  with  safety 
be  defied." 


AN  EYE  TO  TRADE— He  had  been  fishing  patiently 
for  several  hours  without  a  bite,  when  a  small  urchin  strolled 
up. 

"Any  luck,  mister?"  he  called  out. 

"Run  away,  boy,"  growled  the  shoe  jobber,  in  gruff 
tones. 

"No  offense,  sir,"  said  the  boy,  as  he  walked  away, 
"only  I  just  wanted  to  say  that  my  father  keeps  a  fish-shop 
down  to  the  right,  sir." 


Don't  be  afraid  of  buying  too  many  Victory  Bonds. 
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A  SHOE  FACTORY  NURSERY 

The  illustrations  shown  on  this  page 
are  those  of  a  nursery  provided  by  a  shoe 
manufacturing  house  in  the  Eastern  States. 
The  help  proposition  became  so  acute  that 
former  women  operators'  help  was  sought. 
As  many  of  these  were  married  and  had 
families,  this  nursery  was  provided  and 
attendants  kept  the  children  during  the 
mothers'  working  hours.  The  scheme  was 
unique  and  worked  to  advantage. 


NEW  FRONT  FOR  KINGSTON  SHOE 
STORE 

Lockett's  Shoe  Store  in  Kingston  has 
been  treated  to  a  new  front,  which  greatly 
enhances  the  appearance  of  the  store. 

The  design  is  unusually  distinctive  as 
there  is  no  store  exactly  like  it  in  Canada. 
The  entrance  is  in  the  centre,  the  two  sides 
being  utilized  as  show  cases,  having  dome 
ceilings  and  finished  throughout  in  mahog- 
any. It  is  splendidly  lighted  with  well 
arranged  electric  lights. 

The  whole  front  in  conception  of  design 
and  execution  is  a  most  beautiful  piece 
of  work,  and  Mr.  Lockett  is  being  con- 
gratulated upon  it. 


SHOES  FOR  FRENCH  REFUGEES 

Already  many  hundred  pairs  of  the 
18,000  or  20,000  pairs  of  boots  and  shoes 
collected  in  the  shoe  drive  organized  in  the 
early  summer  by  the  Friends  of  France 
and  carried  out  with  the  aid  of  the  Girl 
Guides,  have  reached  France.  All  summer 
long  the  work  of  mending  those  that 
needed  repair  has  been  going  on,  helped 
by  the  returned  soldiers,  so  that  many  more 
pairs  will  soon  be  going  forward,  and  those 
who  gave  either  new  or  second-hand  boots 
or  shoes  will  have  the  joy  of  feeling  that 
they  have  helped  in  the  blessed  work  of 
shoeing  the  refugees  of  the  devastated  land. 


MARRIAGE  BY  PROXY 

It  is  reported  in  the  press  that  a  Japanese 
shoe  dealer  in  Vancouver  is  being  sued  for 
$727  by  a  former  employee,  who  went  to 
Japan  to  secure  a  bride  by  proxy.  The 
$727  are  for  the  proxy's  expenses. 


WAR  CONTRACT  SCANDALS 

The  United  States  Government  agents 
have  arrested  an  Army  lieutenant,  five 
government  inspectors  and  an  employee  of 
a  firm,  charging  them  with  conspiring  to 
defraud.  The  firm  had  a  contract  to  supply 
leather  jerkins,  canvas  leggings  and  spiral 
puttees. 


j^rtHiminiit-  HiiimimniE 


We  are  indebted  to  "Leather  Manufacturer"  for  this  illustration. 
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United  States 
Government  New 
Shoe  Regulations 

Official  recommendations  of  the  War  Industries  Board 
have  just  been  issued  which  have  additions  and  amendments 
to  the  schedule  issued  on  June  29th,  1918.  The  new  regula- 
tions are  to  become  operative  after  October  15th,  1918. 
Thev  apply  to  all  civilian  shoes  for  domestic  trade,  but  do 
not  apply  to  shoes  for  export. 

Tanners  and  fabric  makers  will  immediately  discontinue 
the  manufacture  of  leather  and  fabrics  which  are  eliminated. 
Finished  stocks  and  those  in  process  of  making  may  be 
used  up  in  the  regular  way. 

Manufacturers  should  confine  themselves  to  the  lasts 
now  in  use  in  each  individual  factory  and  not  introduce  any 
new  styles  for  the  fall  season  of  1919.  By  application  to 
the  war  board  manufacturers  may  change  a  last  from  a 
high  cut  to  a  low  cut  if  no  change  is  made  in  the  character 
of  the  toe. 

Pull  straps  should  be  eliminated  on  all  shoes  except 
congress  and  unlined  work  shoes.  Name  bands  and  labels 
are  to  be  dropped ;  window  and  display  samples  discontinued. 
Two-tone  effects,  wool  fabrics,  ornaments,  decorations  and 
beading  to  be  left  off.  Satin  boots  are  to  be  discontinued 
and  all  turn  shoes  except  black  comfort  boots  of  medium 
broad  toe  and  heel  not  to  exceed  12-8  inches. 

Button  boots  to  be  eliminated  for  women's  and  misses' 
except  black  comfort  or  staples  of  medium  or  broad  toe. 

Maximum  height  of  heel  not  to  exceed  17-8  inches. 
All  Louis  heels  of  wood  with  split  sole  breasts,  or  leather 
Louis  heel  effects  with  split  sole  breasts  or  imitation 
Louis  breasts  to  be  eliminated  on  women's  and  misses' 
boots.  The  word  "boots"  does  not  include  oxfords,  pumps 
and  slippers. 

Colors  for  women's  boots  should  be  in  black,  dark  brown 
and  white.  Patent  leathers  are  not  to  be  used.  For  all  low 
shoes  the  colors  should  be  black,  dark  brown  and  white. 
Patent  leather  may  be  used,  but  only  in  black.  Color  re- 
strictions do  not  apply  to  evening  or  house  slippers  or  baby 
shoes  when  these  are  made  of  fabrics.  Bronze  leather  may 
be  used  in  evening  slippers. 

There  are  also  new  regulations  for  men's,  boys',  youths' 
and  little  gents'  shoes.  But  possibly  the  most  interesting 
feature  is  the  pledge  exacted  from  the  retailers. 

Pledge  Exacted  from  Shoe  Retailers 

I  (or  we),  in  the  spirit  of  loyalty  and  patriotic  service 
to  our  movement  in  meeting  all  of  the  exigencies  of  the  war, 
as  applied  to  its  prosecution  and  service  of  the  people,  do 
pledge  ourselves: 

1 .  To  carry  and  sell  to  the  public  at  all  times  during 
the  war,  on'y  such  footwear  of  a  standard  character  as  will 
fit  the  needs  and  demands  of  the  people. 

2.  Such  shoes  to  be  sold  at  prices  that  will  prove  eco- 
nomical and  -afeguard  them  against  extravagancies  during 
the  period  of  the  war. 

3.  Prices  shall  be  bas  d  upon  cost,  plus  transportation 
charges,  plus  a  normal  .percentage  of  profit. 

4.  These  prices  will  fall  into  three  general  classes  and 
include  shoes  for  all  purposes. 

Following  this  are  wholesalers'  and  manufacturers' 
pledges  in  the  same  strain. 


Class  A — Shoes  of  Finer  Materials  and  Superior  Shoemaking 

This  line  embraces  shoes  of  the  finer  materials  and 
superior  shoemaking. 

Men's  and  women's  boots,  $9.00  or  as  nea-  this  price 
as  possible  but  not  to  exceed  $12.00;  for  low  shoes  $11.00. 

Regulations  Applying  to  Sale  of  Present  Stocks 

5.  In  order  to  follow  out  the  spirit  of  this  undertaking, 
we  further  agree  to  market  our  present  stocks  at  prices  that 
shall  be  based  upon  cost,  plus  a  no  mal  percentage  of  profit, 
and  to  have  all  our  sales  fall  within  the  price  limitations  at 
as  early  a  date  as  possible. 

Max  mum  Retail  Prices  on  Low  Shoes  and  Boots 

6.  For  the  period  of  the  war  we  pledge  ourselves  to 
eliminate  the  sale  of  all  low  shoes  at  a  higher  retail  price  than 
$11.00  and  all  boots  at  a  higher  retail  price  than  $12.00. 

Retailers  Must  Display  Government  Card  Showing  Retail 
Classes  and  Prices 

7.  We  agree  to  carry  in  our  store,  prominently  displayed, 
a  placard  to  be  issued  by  the  War  Industries  Board,  which 
will  clearly  state  tha"  I  (we)  have  entered  into  this  agree- 
ment, and  which  will  exhibit  on  ts  face  a  replica  of  the  above 
stated  c  asses  and  prices. 

Use  of  Serial  Numbers  and  Classification  o;  Shoes 

The  instructions  in  regard  to  serial  numbers  and  classi- 
fications, are  as  follows: 

1.  On  and  after  October  15,  all  shoes  cut  will  be  stamped 
wi  h  a  serial  number  by  the  shoe  manufacturer  and  a  class 
letter  designating  the  class  within  which  the  shoe  falls  for 
the  retail  price. 

2.  Shoes  booked  by  a  manufacturer  at  prices  that 
cannot  be  sold  by  the  retailer  within  the  "A"  class  range  of 
prices,  may  be  made  without  stamping  the  lining  with  letter 
designating  the  class,  but  this  may  be  don?  only  in  cases 
where  it  is  impracticable  to  adjust  existing  contracts.  In 
such  cases  special  exemptions  will  be  granted  in  each  in- 
dividual case,  by  application  to  the  War  Industries  Board, 
for  an  extension  of  the  time  for  stamping  the  class  letter  in 
the  shoe.  In  all  such  cases,  however,  the  serial  number  of 
the  manufacturer  will  be  stamped  in  the  shoe. 

3.  In  no  case  will  these  exceptions  for  granting  t  me 
be  extended  beyond  January  1,  1919. 

4.  It  is  expected  that  tanners,  shoe  manufacturers, 
wholesalers  and  retailers  will  co-operate  and  adjust  all  orders 
now  booked  to  the  end  that  the  amendments  and  additions 
to  the  "Schedule  fo"  Shoe  Manufacturers,"  which  was  issued 
June  29,  may  become  effective  soon  as  possible. 

RETAIL  CLASSIFICATIONS  OF  SHOES 

Class  C — Service  Shoes  and  Semi-Dress  Shoes 

This  line  embraces  service  shoes  and  semi-dress  shoes: 
Men's  and  women's,  $3  or  as  near  this  price  as  possible, 
but  not  to  exceed  $5.50.  Boys'  (sizes  2lA  to  5)4),  $2.50  or  as 
near  this  price  as  possible,  but  not  to  exceed  $4.00.  Misses' 
(sizes  1 1  to  2),  $2.50  or  as  near  this  price  as  possible,  but  not 
to  exceed  $4.00.  Youths'  (sizes  12  to  2),  $2.50  or  as  near 
this  price  as  possible,  but  not  to  exceed  $4.00.  Little  gents' 
(sizes  9  to  13),  $2.00  or  as  near  this  price  as  possible,  but  not 
to  exceed  $3.00.  Child's  (sizes  8  to  11),  $2.00  or  as  near  this 
price  as  possible,  but  not  to  exceed  $3.00.    Infants'  (sizes 

(Continued  on  page  53) 
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Final 


VICTORY 


CANADA S  VICTORY  LOAN 

19  18 


Let  no  man  fail  his  country  at  this 
crucial  hour.  Our  armies  are  on  the 
crest  of  final  victory.  Let  us  carry 
them  over.  It  is  not  victory  alone  that 
awaits  us,  but  the  freedom  of  mankind. 
The  last  dollar  may  be  "  The  Last 
Straw"  that  will  break  the  back  of 
Militarism. 
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V  ■  ■  -f 


Hon.  E.  J.  Davis 

President  Davis  Leather  Co.  Limited 
Newmarket,  Can. 


Congratulation^ 

N  behalf  of  the  Canadian  Shoe  and  Leather 
Trades  we  wish  to  extend  to  Mr.  Davis  our 
congratulations.  Fifty  years  ago  this  month  he 
started  work  in  his  Father's  Tannery.  He  still 
retains  his  boyish  humour  and  enthusiasm  and  is 
younger  in  every  way  than  many  of  us  at  forty. 
May  his  years  of  activity  and  usefulness  in  the 
Trade  be  many,  many  more. 


THE   SHOE  AND   LEATHER  JOURNAL 


53 


Boots,  Shoes  and 

Clothing  to  Gome 

Under  Special  Investigation 

The  Labor  Department  intends  to  institute  a  special 
investigation  into  the  cost  of  a  number  of  commodities,  par- 
ticularly boots,  shoes  and  textiles.  Probably,  a  special 
commissioner  will  be  de'egated  for  that  purpose,  as  dis- 
tinguished from  the  enquiries  of  the  cost  of  living  commis- 
sioner into  food  questions. 

Prices  keep  on  soaring  and  there  is  neither  any  regula- 
tion of  them  nor,  so  far,  any  process  to  determine  whether 
or  not  they  are  justified. 

The  recent  order-in-council,  authorizing  the  establish- 
ment under  municipal  control  of  local  fair  price  committees, 
has  not  been  received  with  any  particular  enthusiasm.  It  is 
contended  that  while  such  bodies  might  serve  a  useful  pur- 
pose, their  authority  would,  necessarily  be  limited.  Local 
dealers  in  boots,  shoes  and  clothing  and  textiles,  for  instance, 
may  set  up  that  their  prices  were  based  on  what  they  paid 
wholesalers,  who  are  beyond  the  scope  of  any  municipal 
inquiry. 

Favor  Permanent 

While  a  special  investigation  for  the  present  is  proposed 
as  regards  certain  clothing  commodities,  action  on  broader 
lines  is  under  advisement.  A  part  of  the  Cabinet  favors 
the  creation  of  a  permanent  commission  or  committee  of 
control,  exercising  over  trade  an  authority  similar  to  that 
exercised  by  the  railways.  The  latter  body  fixes  railway, 
telegraph,  telephone  and  express  rates,  and  it  is  thought 
that  a  similar  organization  might  inquire  into  the  reasonable- 
ness of  any  prices,  especially  those  which  are  the  subject 
of  complaint,  with  power  to  order  reductions  where  the  price 
is  exorbitant,  or  to  give  its  approval  where  they  are  found  to 
be  proper.  Similar  authority  is  now  vested  in  the  Fuel  Con- 
troller. 

The  question  has  been  under  consideration  for  some 
time  and  action  on  the  line  indicated,  urged  from  many 
quarters,  may  be  taken,  not  only  as  a  war  measure,  but 
permanently  a'ter  the  war. 

The  above  article  from  the  Montreal  Daily  Star  may 
possibly  be  copied  widely  throughout  the  country  and 
cause  considerable  comment.  Just  how  long  it  will  be  before 
action  is  taken  the  report  does  not  say.  So  far  as  boots  and 
shoes  are  concerned  it  will  be  one  of  the  most  difficult  propo- 
sitions to  arrive  at  any  conclusion  or  result  that  will  be  in 
any  way  definite  or  accurate.  To  place  the  manufacturing 
of  shoes  in  the  same  category  as  telephones,  telegraph, 
express  and  other  companies  is  quite  out  of  the  question. 
These  companies  have  practically  to  reckon  with  initial  cost 
of  plant,  maintenance,  depreciation,  labor  and  selling  ser- 
vice. The  hundred  and  one  articles  to  be  continually  pur- 
chased for  the  manufacturing  of  shoes  and  the  attendant 
fluctuation  of  prices  do  not  enter  into  their  economy.  The 
bigness  and  vastness  of  the  shoe  manufacturing  industry  of 
Canada  is  such  that  it  would  entail  an  enormous  amount  of 
time  to  get  to  the  bottom  of  the  matter  and  when  selling 
prices  are  to  be  regulated  it  simply  resolves  itself  into  a 
matter  of  cost  of  production,  plus  the  profit  asked.  To  arrive 
at  the  cost  of  production  of  the  thousands  of  different  models, 
patterns  and  sizes  of  shoes  manufactured  to-day  to  fit  every- 
one, from  baby  to  grandfather,  would  need  investigators 
who  are  men  with  the  widest  practical  experience  in  making, 
purchasing,  and  other  executive  work.  Such  a  commission 
would  be  almost  impossible  to  obtain,  and  if  obtained  it 
is  doubtful  if  they  could  accomplish  much  before  six  months 
and  by  that  time  an  entirely  new  scale  of  prices  for  raw 
materials  might  be  in  force,  which  would  upset  their  findings. 


To  fix  selling  prices  means  to  regulate  cost  prices.  In 
other  words,  the  investigators  would  have  to  find  out  the 
cost  of  prices  to  the  shoe  manufacturer.  To  lower  the 
selling  price  (unless  it  has  an  inflated  percentage  over  the 
cost  price)  would  mean  to  lower  the  cost  price.  This  in 
tu-n  would  mean  an  investigation  of  the  manufacturer's 
raw  materials,  for  these  to  the  manufacturer  is  but  the 
selling  price  of  some  other  concern,  and  so  the  matter  would 
require  to  be  traced  back  to  its  very  source — right  to  the 
man  who  supplied  the  hide. 

The  food  commission  pointed  out  it  was  impossible  to 
fix  the  retail  price  of  foodstuffs,  and  is  not  the  making  of 
shoes  as  much  complicated  and  therefore  making  it  just  as 
difficult  to  fix  their  prices? 

It  may  be  cited  that  the  United  States  has  fixed  the  mini- 
mum and  maxi  mum  prices  for  retailing  shoes,  but  this  is  distinct- 
ly different  from  fixing  prices,  and  as  the  scale  between  the 
minimum  and  maxirrum  is  so  great  both  the  manufacturers 
and  retailers  have  plenty  of  scope  to  protect  themselves. 
However,  should  anything  be  done  in  Canada  we  suggest 
that  the  very  best  practical  leather  and  shoe  men  be  chosen 
to  act  on  the  commission. 

UNITED  STATES  GOVERNMENT  NEW 
SHOE  REGULATIONS 

{Continued  from  page  56) 

5  to  8),  $1.75  or  as  near  this  price  as  possible,  but  not  to 
exceed  $3.00.  Babies' '  (,-,izes  0  to  6),  75c.  or  as  near  this 
price  a?  possible,  but  not  to  exceed  $1.50. 

Class  B — Stylish  and  Serviceable  Shoes  of  Best  Type  for 
Business  and  Dress 

This  line  embraces  stylish  and  serviceable  shoes  of  the 
best  type  for  business  or  dress. 

Men's  and  women's,  $6.00  or  as  near  this  price  as  possi- 
ble bu  no:  to  exceed  $8.50.  Boys'  (sizes  2yZ  to  5}4), 
$4.50  or  as  near  this  pr  ce  as  possible  but  not  to  exceed  $6.00. 
Youths'  (sizes  12  to- 2),  $4.50  or  as  near  this  price  as  possible 
but  not  to  exceed  $6.00.  Misses'  (sizes  11  to  2)  $4.50  or  as 
near  this  price  as  possible  but  not  to  exceed  $6.00.  Little 
Gents'  (sizes  9  to  13)  $3.00  or  as  near  this  price  as  possible 
but  not  to  exceed  $4.50.  Child's  (sizes  8  to  11)  $3.00  or  as 
near  as  possible  but  not  to  exceed  $4.50.  Infants'  (sizes  5  to 
8)  $2.50  or  as  near  this  price  as  possible  but  not  to  exceed 
$3.50.  Babies'  (sizes  0  to  6)  $1.75  or  as  near  this  price  as 
possible  but  not  to  exceed  $2.50. 

*  ■»— — ■  ->  ■  — — — -"— °f 

A  THRIFT  PLAN  FOR  EMPLOYEES'  BENEFIT 

{Continued  from  page  37) 

was  that  they  were  free  to  consult  any  of  our  officials 
if  they  desired  advice  on  investments.  As  they 
grew  to  know  and  feel  that  because  of  the  wider 
experience  of  the  officials  in  executive  matters  their 
advice  was  the  more  valuable  and  many  took  advan- 
tage of  the  privilege,  and  this,  it  will  at  once  be  seen, 
brings  us  in  closer  personal  touch  with  these  people 
than  if  such  privilege  were  not  conceded. 

The  result  has  been  exceedingly  gratifying.  A 
goodly  number  of  men  and  women  have  become 
investors  and  what  is  still  more  gratifying  they, 
having  gotten  a  taste  of  the  goodness  of  investing, 
are  anxious  to  increase  their  holdings. 

Personally,  I  can  see  no  reason  why  a  modified 
form  of  this  plan  cannot  be  adopted  by  smaller 
concerns  and  with  the  most  beneficial  results. 

I  .  .  * 
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KULTUR 

There  is  no  sharper  contrast  between  German  Kultur  and 
the  civilization  that  our  forefathers  died  for  than  the  differ- 
ence in  the  attitude  of  the  two  civilizations  toward  women 
and  children. 

Kultur  in  Belgium  and 
other  devastated  coun- 
tries is  a  tale  so  terrible 
that  never  yet  has  one 
dared  more  than  whisper 
fragments  of  it.  Yet  the 
wrongs  of  Belgium  as  a 
state  outraged,  pale  be- 
side the  wrongs  inflicted 
in  savage  and  bestial  re- 
venge upon  its  defenseless 
women  and  children. 

To  carry  on  this  crusade  of  modern  righteousness  means  not  merely  that 
our  young  men  shall  cross  the  seas  to  fight  the  Hun.  It  means  that  we 
at  home  shall  uphold  them.  It  means  that  we  shall  back  them  with  all 
things  spiritual  and  material.  It  means  that  we  shall  lend,  not  merely  from 
our  plenty,  but  that  we  shall  save  and  serve.  It  means  that  we  shall  give 
up  many  things  that  are  dear  to  us;  sacrifice,  that  our  Crusaders  may  save 
us  and  our  children  from  the  horrors  that  have  come  to  the  little  ones  of 
Belgium  and  of  France. 

For  the  Safe  of  Canada's  Rising  Generation 

BUY  VICTORY  BONDS 

to  the  Utmost 

J.  W.  HEWETSON  CO.,  Limited 

SHOEMAKERS    TO  CHILDREN 

BRAMPTON  ONTARIO 

MAKERS  OF 

THE  HEWETSON  WELT— Carried  by  all  Leading  Canadian  Jobbers 


Such  a  civilization  is  not 
fit  to  live,  and  God  will- 
ing it  shall  be  mended  or 
ended.  To  this  task 
Canada  summons  every 
loyal  heart  and  hand.  It 
is  a  Crusade,  not  merely 
to  rewin  the  tomb  of 
Christ,  but  to  bring  back 
to  Earth  the  rule  of  Right, 
the  Peace,  Goodwill  to 
Men  and  gentleness  He 
taught. 
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The  MARSH  SHOE 


for 


Prestige  and  Profit 


"Rich"  Last 

L     i  All  Patent  Oxford.    Louis  Heel. 
Widths,  A  to  E.       Sizes  I  to  8. 


Sold  in  30-pair  cases 
only,  in  30  pairs 
of  a  width. 


"106"  Last 

Made  in  All  Leathers 
Widths  B  to  E 


"99"  Last 

Made  in  All  Leathers 
Widths  B  to  E 


The  Stamfy  of  Quality  and  Style  that 
wilt  hold  your  high  class  trade 


The  Wm.  A.  Marsh  Co.,  Limited 

Quebec 
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Our  Latest  Addition  to  our  Manufacturing  Facilities 

GLOVERSVILLE,  NEW  YORK 


We  are  now  manufacturing  such  a  variety  of  standard 
lines  that  we  cannot,  in  an  advertisement,  do  justice 
to  them.  If,  however,  you  are  interested  in  securing 
standardized  leathers  meeting  with  general  approval 
and  especially  adapted  for  the  manufacture  of  fine 
shoes,  write  us  for  full  particulars,  clippings  and 
prices. 

If  you  are  up-to-date  you  will  do  so  before  buying 
elsewhere. 

RICHARD  YOUNG  COMPANY 

36  and  38  Spruce  St.,  New  York,  N.Y. 

54  South  Street,  Boston,  Mass. 

53  South  Main  Street,  Gloversville,  N.Y. 
Branches    170  North  Franklin  Street,  Chicago,  III. 
801  Sycamore  Street,  Gincinnat  ,  O. 
Sydney,  N.S.W.,  Australia 
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Shoe  and  Leather 
Trade  Jottings 

Time  for  Co-operation  and  Close  Applica- 
tion— Leather  Prices  Little  Changed — 
Canadian  Shoes  Alleged  Going  to  States 

With  the  Manufacturers. — Conditions  have  become 
more  accute  than  ever  with  the  shoe  manufacturers.  The 
supply  question  has  become  even  more  severe  and  labor  con- 
ditions are  most  discouraging,  and  if  ever  there  was  a  time 
when  absolute  co-operation  between  manufacturer  and  re- 
tailer was  essential  it  is  now. 

Has  not  the  shoe  retailer  a  great  deal  to  be  thankful  for? 
Compare  his  lot  with  that  of  the  clothier,  the  dry  goods  man, 
the  confectioner  or  the  grocer.  The  shoeman  has  at  almost 
all  times  been  able  to  secure  a  bountiful  supply  of  shoes. 
The  manufacturer  ha",  been  the  one  to  sit  up  nights  figuring 
methods  of  keeping  up  the  supply  of  shoes.  Conditions  now, 
however,  are  so  critical  that  the  retailer  must  do  his  part 
and  order  early. 

Peace  Talk. — Even  the  man  making  a  living  directly  as 
the  result  of  the  war  is  not  so  calloused  but  that  he  wants 
to  see  it  over.  The  wise  shoeman  is  already  making  after- 
the-war  preparations.  But  why  let  the  talk  of  peace  make 
the  same  shoeman  hesitate?  Are  prices  going  to  "hit  the 
toboggan"  at  the  cessation  of  hostilities?  Look  at  con- 
ditions fairly  and  squarely  and  let  every  man  come  to 
the  only  conclusion  possible.  Is  there  any  supply  of 
hides  or  leather  in  the  European  countries?  Is  there  any 
over  supply  of  hides  or  leather  on  this  continent?  Granted 
there  may  be  a  supply  of  hides  in  the  southern  countries,  but 
how  many  days  will  that  last  when  Europe  starts  to  buy? 

Shipping  can  hardly  become  cheaper  in  the  face  of  tre- 
mendous demands  on  United  States  and  Canada  for  supplies 
to  rebuild  France  and  Belgium.  The  demand  for  these  sup- 
plies will  do  considerable  to  keep  labor  employed.  Is  it 
reasonable  to  believe,  then,  that  shoes  can  become  much 
cheaper  after  the  war?  Already  the  Australian,  English 
and  French  trades  are  sending  over  feelers  in  contemplation 
of  buying  Canadian  and  American  shoes. 

General  Leather  Conditions  Practically  Unchanged. — 
The  tanneries  are  battling  away  to  as  far  as  possible  keep 
the  factories  going.  Their  difficulties  are  such,  however,  that 
the  manufacturer  has  to  take  what  he  can  get,  the  same  as 
the  tanner  is  glad  to  get  any  hides  at  all ;  little  is  he  allowed  to 
think  of  selection. 

Kid  leathers  are  still  in  large  demand,  although  prices 
have  not  advanced  notably  in  the  last  fortnight.  Certain 
shades  of  dark  brown  are  urgently  sought. 

Calfskins  in  brown,  tan  and  black  are  experiencing  a 
large  sale  for  spring,  particularly  for  men's  and  women's 
oxfords.  Stocks  of  calfskins  are  very  small  and  the  supply 
also  very  limited  and  prices  remain  very  firm. 

Shoes  Going  to  the  States. — The  following  article 
appeared  in  a  recent  issue  of  the  Shoe  and  Leather  Reporter 
and  was  mentioned  in  several  other  American  papers: — 

"The  War  Industries  Board  has  been  informed  that 
some  retailers  and  buyers  for  department  stores  in  New 
York  and  other  cities,  in  an  attempt  to  evade  the  shoe  regu- 
lations of  the  War  Industries  Board  restricting  styles  and 
colors,  are  placing  orders  with  factories  in  Canada  and 
obtaining  styles  of  shoes  that  American  manufacturers  are 
prohibited  to  make  after  October  1st. 

"Complaints  against  the  action  of  these  buyers  have 
been  received  by  the  War  Industries  Board  and  the  Board 
has  been  asked  to  take  such  action  as  is  necessary  to  pre- 
vent the  admission  from  Canada  of  any  shoes  which  are 


not  made  to  conform  to  the  regulations  of  the  United  States. 

It  can  be  said  that  some  action  will  be  taken  by  the 
United  States  Government  if  it  is  found  that  any  retailers 
in  America  have,  or  are  attemptng  to  evade  the  War  In- 
dustries Board's  conservation  programme  for  the  shoe  indus- 
try, so  that  those  dealers  or  department  store  buyers  who 
thought  they  were  "putting  one  over"  on  Uncle  Sam  may 
find  that  their  efforts  have  been  to  no  avail. 

"So  far  the  Canadian  Government  has  done  nothing  to 
restrict  shoe  styles  or  colors,  although  it  is  now  proper 
to  state  that  the  shoe  manufacturers  of  the  Dominion,  at 
a  meeting  in  Montreal  some  weeks  ago,  approved  the  style 
conservation  programme  of  the  United  States  War  Indus- 
tries Board  and  forwarded  it  with  their  approval  to  the 
proper  officials  of  the  Dominion  Government,  with  a  request 
that  it  be  adopted  and  put  into  effect  in  that  country. 
Although  the  recommendations  of  the  Canadian  manufac- 
turers have  been  before  the  officials  of  that  country  for 
some  weeks,  no  action  has  been  taken  on  them." 

Just  to  what  extent  this  business  has  been  going  on  we 
cannot  definitely  say,  but  believe  the  quantity  of  shoes  going 
into  the  States  as  suggested  is  very  small  since  careful  in- 
vestigation on  our  part  fails  to  disclose  the  exportation  of 
anything  beyond  a  few  cases  of  shoes  in  the  last  month. 
Some  of  our  Canadian  factories  have  been  shipping  in  small 
quantities  for  the  past  three  or  four  years.  What  is  more, 
the  Canadian  manufacturers'  samples  this  season  are  very 
similar  in  every  detail  to  those  being  turned  out  in  the 
States  under  their  restriction  legislative.  It  was  believed 
by  the  Canadian  War  Trade  Board  that  matters  would  work 
out  in  this  way  hence  their  hesitation  with  regard  to  placing 
restrictions  on  our  shoe  industry. 

We  cannot  help  but  feel  that  it  ha  dly  becomes  the 
American  manufacturers  to  take  this  stand  in  view  o  the 
attitude  of  Canadian  manufacturers,  who,  at  two  meetings 
within  the  past  eight  months,  unanimously  objected  to  the 
Canadian  War  Trade  Board's  suggestion  to  prohibit  Ameri- 
can shoes  coming  into  Canada.  Their  objection  had  the 
effect  of  stopping  the  proposed  measure. 

£ — „_„„ — ,  „  „ — ,  . — „_„„__. — , — _«f 

j  THE  BOSS  AND  HIS  WAYS 

}  (Continued  from  page  41) 

J  Now,  there  is  another  point  I  want  to  touch  on, 

I      and  that  is  a  delicate  one.    I  have  been  three  years 
with  the  boss  and  am  pretty  nearly  as  much  iden- 
tified with  the  place  as  he  is  by  this  time.    I  am 
honestly  endeavoring  to  do  my  best,  and  as  he  is 
frequently  out  of  the  store  for  considerable  periods, 
I  aim  to  do  as  well  for  him  as  though  he  were  there. 
Naturally,  there  are  some  people  whom  I  have 
waited  on  so  much  that  they  always  want  me  to 
look  after  them  when  they  call.    The  boss,  as  I 
j      said,  is  a  good  salesman  and  knows  his  business, 
j     but  that  does  not  prevent  customers  having  prefer- 
!     ences,  no  matter  how  unwarrantable.      Now,  he 
I      shows  a  touchiness  sometimes  when  a  customer  asks 
J     for  me,  that  I  think  is  not  only  unreasonable, 
but  foolish.    He  has  gone  so  far  as  to  say  slighting 
things,  in  a  joking  way  apparently,  when  it  happen- 
ed to  be  a  young  lady  who  wanted  me  to  wait  on  her. 
He  told  me  one  day,  not  in  a  nice  way,  I  thought, 
J     that  he  guessed  he  would  have  to  take  me  into 
I      partnership.     Now,  I  haven't  a  solitary  idea  of 
j      anything  but  doing  the  very  best  I  can  in  my 
j     job,  and  the  feeling  that  he  thinks  I  am  undcr- 
}      mining,  or  likely  to   undermine  his  business,  is 
1     the  purest  moonshine. 
I 

j,  ,„_.,  , — ,  4, 
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1878      The  40th  Anniversary  1918 

of 

WATERBURY  &  RISING,  LIMITED 

TO  OUR  CUSTOMERS  AND  BUSINESS  ASSOCIATES 

Forty  years  in  business  does  not  seem  long  when  looking  backward, 
but  it  is  quite  a  while  and  many  things  have  happened  during  that  time 
in  the  boot  and  shoe  trade.  St.  John  was  the  happy  possessor  of  several 
shoe  manufacturers:  Messrs.  J.  H.  Valpley,  Vincent  &  McFate,  Robinson 
Ss  Hall,  Francis  $  Vaughan,  T.  G.  Ralston,  James  T.  Hurley  and  J.  W. 
Correll.  In  the  retail  shoe  business  there  were  John  Foster,  Edwin  Frost, 
Ballantine  Bros.,  John  Mullin,  James  McConnell,  Louis  N.  Valpley, 
Matthew  Harrison,  John  Mitchell,  Hamilton  Cochrane,  and  many  others 
whose  names,  now  only  a  memory  to  older  citizens,  are  practically  un- 
known to  the  younger  generation.  I  believe  Mr.  John  R.  Vaughan  and 
myself  are  the  only  two  of  the  old  school  still  in  business.  In  those  old 
days  stores  kept  open  until  10  o'clock  every  night  and  until  twelve  o'clock 
on  Saturdays.  Stock  buying  was  done  after  those  hours.  Seeing  the 
commercial  traveler  meant  midnight  work. 

With  pardonable  pride  and  a  good  deal  or  pleasure  I  look  back  over 
those  forty  years  of  long  hours,  hard  work  and  sleepless  nights  over  finan- 
cial and  other  problems,  and  to  the  successes  which  enabled  me  to  weather 
the  storms  that  drove  many  men  and  firms  on  the  rocks  of  business 
disaster. 

The  continuous  success  of  so  many  years  I  interpret  as  appreciation 
of  efforts  always  made  to  give  service  and  value  to  friends  and  customers. 
Shortly  after  Mr.  Waterbury  retired  from  the  firm,  eight  years  ago,  I 
formed  the  business  into  a  limited  company. 

It  has  been  my  endeavor  to  establish  a  reputation  for  fair  dealing  and 
reliable  footwear,  leaving  to  those  who  follow  me  a  business  with  a  standing 
worth  while.  The  directors  join  me  in  thanking  you  for  past  favors  and 
promise  their  best  efforts  to  serve  you  in  the  future  as  in  the  past. 

I  am,  very  sincerely  yours, 

E.  L.  RISING. 


61  KING  ST. 


OFFICERS 
E.  L.  Rising,  President 
W.  C.  Rising,  Vice-President 

P.  M.  Rising  Director 
Elizabeth  Rising,  Director 
C.  H.  Smyth,  Director 
H.  W.  Rising,  Sec. -Treasurer 

DEPARTMENT  MANAGERS 
W.  C.  Rising  O.  W.  Chesley 

Jas.  C.  Fetherston  Alfred  Murphy 

Wholesale  King  Street  Store 

C.  H.  Smyth,  Union  Street  Store 
R.  C.  Thomas,  Main  Street  Store 
H.  W.  Rising,  General  Manager 


OUR  ORGANIZATION 

TRAVELLERS 
Jas.  J.  Gillies,  Southern  New  Brunswick 
Arthur  F.  StiUwell,  Northern  New  Brunswick 
O.  Percy  Wilbur,  I.  C.  R.  to  Halifax 
Hector  D.  Ferguson,  Cape  Breton 


Arthur  G.  Barbery,  Valley  and  South  Shore, 
Nova  Scotia 

Harley  R.  Deveau,  Western  Nova  Scotia 

Joseph  S.  Perry,  Prince  Edward  Island 


HONOR  ROLL 


Ray  Brewer 
William  Christie 
Ernest  Coates 
A.  R.  Cochrane 


R.  S.  Edwards 
Lloyd  Evans 
Percy  Howard 
R.  I.  Ingleton 


J.  K.  Kennedy 
Chas.  Labbe 
Fred.  McAvity 
H.  G.  McKee 


J.  O'Brien 
William  O'Connor 
J.  B.  Patchell 
William  Pierce 


Percy  M.  Rising,  Manager  of  the  King  Street  Retail 


IN  MEMORIAM 
M'.    Richard  J.   Walsh,  a  valued    Director  with 
the  firm  35  years,  passed  away  October  12th,  1917 


20S-2I4-  UNION  ST. 
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E.  L.  Rising,  President 


H.  W.  Rising,  Sec.-Treas. 


MANY  HAPPY  RETURNS 

To  conduct  a  business  for  forty  years  and  then  have  it 
still  going  strong  with  every  reason  to  feel  it  will  keep  going 
right  on  going  strong,  must  be  gratifying  to  the  man  who 
started  it,  cared  for  it,  worried  over  it  and  finally  saw  it 
reach  such  a  healthy  stage;  and  this  is  the  happy  position 
of  Mr.  E.  L.  Rising,  President  of  the  firm  of  Waterbury  & 
Rising,  of  St.  John,  N.B.  Back  in  '78,  the  shoe  business 
was  not  what  it  is  to-day  and  this  firm's  beginning  was  in 
a  small  building  or  shop  on  Union  Street.  The  phenomenal 
growth  of  the  concern  is  a  compliment  to  Mr.  Rising's  busi- 
ness ability  and  integrity. 

Early  in  their  career,  a  wholesaling  trade  was  cultivated, 
which  has  grown  till  now  the  firm  keeps  seven  travellers  on 
the  road  and  have  not  less  than  sixty  hands  on  their  pay- 
roll.   The  wholesale  warehouse  is  at  64  Prince  William  St. 

Mr.  Rising  was  always  a  man  to  see  expansion  and  as 
his  business  grew,  he  gave  it  further  opportunity  to  expand. 
As  a  result  of  this  policy,  they  have  three  retail  stores,  all 
doing  splendid  business.  The  main  store  is  at  61  King  St., 
and  two  others  are  situated,  one  at  208  Union  St.  and  the 
other  at  677  Main  St. 

After  Mr.  Waterbury  withdrew  from  the  firm  in  1911, 
Mr.  Rising  had  it  incorporated  under  the  name  of  Waterbury 
&  Rising,  Limited,  and  has  associated  with  him  his  sons, 
who  have  grown  up  in  the  business,  as  well  as  others,  who 
have  been  with  him  for  some  years.  In  fact,  Mr.  Rising 
attributes  one  factor  of  his  success  to  being  able  to  surround 
himself  with  men  of  splendid  calibre,  who  were  the  right 
people  for  the  right  places. 

The  officers  are  E.  L.  Rising,  President  (one  of  the 
best  known  shoe  men.  ift  Canada  and  still  active  in  the 
business),  W.  C.  Rising,  Vice-President  and  H.  W.  Rising, 
Sec.-Treas.  and  General  Manager.  Mr.  E.  L.  Rising,  who 
was  the  active  head  of  the  concern,  handed  over  the  manage- 
ment early  this  year  to  Mr.  H.  W.  Rising  and  the  latter  has 
demonstrated  his  ability  to  carry  on  the  business  and  reach 
still  greater  achievements.  He  is  a  bright,  clever  and 
aggressive  business  man,  with  a  splendid  grasp  of  the  shoe 


business  that  has  come  from  environment,  training  and  a 
natural  adaptability  to  the  trade. 

The  firm  is  certainly  to  be  congratulated  on  reaching 
this  40th  milestone  in  its  history  and  there  is  no  reason 
why  there  should  not  be  an  unlimited  number  in  the  future 
for  it  to  pass. 


REFLECTIONS  FROM  THE  MARITIMES 

The  many  friends  of  Mr.  L.  Higgins,  of  Moncton, 
N.B.,  will  be  glad  to  know  that  he  is  in  good  health  and  has 
just  undergone  a  successful  operation  in  Rochester,  Mich., 
where  he  has  been  spending  a  few  weeks.  He  expects  to  be 
back  at  his  post  by  the  end  of  the  month.  In  the  mean- 
time, his  business  has  been  in  good  hands.  His  son  is  a 
chip  off  the  old  block,  and  has  the  same  geniality  as  well  as 
aggressiveness  that  have  made  the  senior  member  of  the 
firm  a  prominent  figure  in  Maritime  business,  for  the  past 
three  or  four  decades. 

Business  in  shoes  and  leather  in  the  Maritimes  has  been 
exceptionally  good.  This  is  due  to  no  boom  conditions,  as 
there  has  been  comparatively  little  war  work-in  the  provinces 
outside,  perhaps,  Halifax  and  Sydney.  The  steady  improve- 
ment in  crops,  the  development  of  manufacturing  enter- 
prises, has  been  responsible  for  a  steady  growth.  The  busi- 
ness in  rubber  footwear  has  been  particularly  good,  most  of 
the  houses  claiming  an  increase  of  from  forty  to  sixty  per 
cent. 

The  action  of  the  Government  in  making  St.  John  a 
permanent  seaboard  shipping  port  is  bound  to  develop  this 
important  city  still  further.  St.  John  has  been  growing  to 
an  extent  that  has  caused  a  development  in  rentals  to  a 
point  that  there  is  general  complaint  as  to  high  prices. 

Mayor  Hayes  is  regarded  as  one  of  the  best  mayors 
St.  John  has  ever  had.  He  gives  to  the  office  that  careful 
persistent  hard  work  that  has  put  the  firm  of  Wm.  Humphrey 
and  Co.,  of  which  he  is  head,  in  the  front  rank  of  Maritime 
shoe  houses.  The  mayor  is  in  the  forefront  of  all  move- 
ments that  make  for  a  better  and  bigger  St.  John- 
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THE  TEN  AX  HALF  SOLE 

FOR  REPAIR  WORK 

For  this  purpose,  one  much-appreciated  feature  is  the  extra 
fiberized  shank  edge,  which  holds  the  nails  so  that  they  can't  pull 
through.    You  can  depend  upon  them. 

So,  too,  you  can  depend  upon  it  that  Tenax  Soles  will  not  crack 
or  break — no  more  than  any  good  leather  soles  will. 

Another  strong  feature  of  these  Soles  is  their  length  of  service. 
They  far  outwear  any  leather  soles.  The  wearing  quality  of  Tenax 
is  a  fact  that  is  certainly  remarkable. 

Tenax  Soles  are  made  in  Black,  Tan  and  White.  Stocks  are 
carried  at  all  Branches. 

MADE  BY 

Gutta  Percha  &  Rubber,  Limited 

Toronto,  Halifax,  Montreal,  Ottawa,  Fort  William,  Winnipeg,  Regina,  Saskatoon,  Edmonton, 

Calgary,  Lethbridge,  Vancouver,  Victoria. 
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Rubber 
Notes 

IMPORTANT  MEETING  OF  THE  CANADIAN  RUBBER 
MANUFACTURERS 

That  the  Canadian  rubber  manufacturers  are  alive  to 
the  present  situation  and  present  needs  and  are  exceedingly- 
patriotic  is  evidenced  by  the  meeting  they  held  last  week 
in  Toronto  to  consider  conservation  of  rubber  by  eliminating 
many  lines  now  being  made.  This  was  entirely  an  initial 
move  on  their  part,  there  having  been  no  suggestion  offered 
them  by  the  war  trade  board. 

In  the  United  States  the  Government  has  already  taken 
action  and  restricted  the  output  of  rubbers  by  eliminating 
some  5,500  styles,  which  went  into  effect  on  September  1st, 
■on  rubber  soled  shoes  and  will  go  into  effect  January  1st  on 
all  lines  of  rubbers  that  have  been  eliminated. 

Some  idea  may  be  had  of  the  immense  saving  this  will 
mean  when  it  is  understood  it  is  estimated  5,245,200  square 
feet  of  lumber  will  be  saved  in  packing  and  29,012,600 
cartons  will  not  be  needed.  It  is  also  estimated  that  1,526,493 
square  feet  of  storage  space  will  be  dispensed  with  and 
49,617  days'  labor  will  be  saved  for  more  essential  work. 
All  heavy  goods  will  be  packed  in  bulk  instead  of  cartons, 
and  the  use  of  tissue  paper  for  the  lining  of  cartons  will  be 
largely  dispensed  with.  No  dyed  linings  will  be  used  and 
there  will  be  no  varnishing  of  heavy  cloth  lined  and  canvas 
soled  shoes. 

There  are  to  be  no  new  lasts  introduced,  except  those 
absolutely  necessary  to  meet  radical  changes  in  leather 
footwear  or  for  government  requirements 

Rolled  edges  on  rubbers  almost  entirely  dispensed  with 
and  practically  all  lines  will  be  made  plain  edged.  This  not 
only  means  a  saving  of  material  but  a  great  saving  of  labor. 

As  mentioned  above,  the  Canadian  manufacturers, 
without  waiting  for  action  on  the  part  of  our  government, 
have  gone  ahead  and  taken  time  by  the  forelock  by  holding 
this  preliminary  meeting,  and  when  final  arrangements  are 
settled  will  likely  take  the  matter  up  with  the  War  Trade 
Board  with  a  view  to  making  the  changes  compulsory. 

It  must  be  understood  that  the  changes  here  will 
not  be  so  numerically  great  as  on  the  other  side,  for  not 
nearly  so  many  styles  are  made  in  Canada  as  over  there. 
Another  feature,  too,  is  that  Canadian  makers  have  for  sev- 
eral seasons  been  cutting  out  and  lessening  the  variety  of 
their  products,  which  makes  further  restraints  the  easier 
to  accomplish.  But  the  results  in  Canada  are  expected  to 
be  as  far-reaching,  proportionately,  and  just  at  beneficial 
as  are  those  of  the  United  States. 

It  is  expected  that  within  a  few  days  the  final  draft  will 
be  completed  and  submitted  to  the  manufacturers  and  then 
the  matter  will  be  taken  up  with  the  War  Trade  Board. 
The  Canadian  rubber  manufacturers  are  to  be  commended 
on  this  initial  move  for  the  conservation  of  mateiial  and 
labor,  both  of  which  are  such  important  matters  just  at  this 
particular  time. 

New  Allocations  of  Rubber  for  the  United  States 

The  War  Trade  Board  of  the  United  States  has  issued 
the  following  regarding  imports  of  rubber  up  to  January 
1st,  1919:— 

"The  previous  rate  of  permitted  importation  of  rubber, 
effective  up  to  October  1st,  1918,  has  been  continued  by  the 
War  Trade  Board  for  the  final  quarter  of  the  year.  Importa- 
tions of  crude  rubber  from  overseas  during  the  months  of 
October,  November  and  December,  1918,  will  therefore  be 
limited  to  25,000  tons,  or  at  the  rate  of  100,000  tons  a  year. 


"One-fourth  of  this  amount  will  be  licensed  only  from 
Central  and  South  America.  The  remaining  three-fourths 
may  be  licensed  from  any  country. 

"The  amount  so  permitted  to  come  forward  will  be 
allocated  by  the  Bureau  of  Imports  along  the  general  lines 
of  the  previous  allocations." 

REPAIRING  TURN  SHOES 

Methods  of  Re-soling — Satisfactory  Plans  for  Covering 
Manufacturing  Defects — Must  Take  Things 
as  We  Find  Them 

I  was  much  intereste  3.  in  the  remarks  of  the  retail  shoe 
man  in  last  issue,  with  regard  to  the  making  and  re- 
pairing of  turn  shoes.  They  have  been  the  bugbear 
of  the  trade  from  all  time,  and  while  I  think  that  manufac- 
turers are  to  blame  for  a  good  deal  of  the  trouble,  which, 
no  doubt,  originates  in  careless  workmen,  we  have  to  take 
things  as  we  find  them.  There  are,  of  course,  a  good  many 
faulty  turns  but,  with  the  introduction  of  welt  goods  to  so 
large  an  extent,  there  is  not  the  proportion  of  turns  there 
once  was,  and  those  that  are  made  to-day  are,  on  the  whole, 
much  better  made  than  they  were  a  generation  ago,  when 
almost  every  day  the  shoe  man  was  called  upon  to  do  prac- 
tically the  impossible,  in  rehabilitating  footwear  of  this  class. 

While  I  think  the  plan  outlined  by  the  retailer  in  ques- 
tion is,  no  doubt,  the  most  satisfactory  plan  of  dealing 
with  re-soling  a  turn,  it  involves  an  amount  of  trouble  and 
expense  that  is  hardly  commensurate  with  the  results. 
The  stitching  over  of  the  old  sole,  no  doubt,  puts  the  job 
back  to  the  position  of  its  original  efficiency,  but  I  think, 
for  all  practical  purposes,  a  less  troublesome  method  will 
give  quite  as  much  satisfaction.  I  find  it  much  safer  and 
quite  as  effective  to  adopt  the  following  plan. 

The  old  sole  should  be  trimmed  to  feather  edge  and  the 
shoe  turned.  Then  stitch  with  a  heavy  wax  end,  reinforcing 
with  large  headed  lasting  tacks,  driven  through  the  edge  of 
the  upper  and  the  old  sole.  The  tacks  should  be  clinched 
and  driven  in  between  the  stitches.  When  the  shoe  is  again 
turned,  the  old  and  new  soles  should  be  thoroughly  covered 
with  a  good  cement  and  thoroughly  beaten  together.  They 
can  then  be  nailed  together  with  nails  just  long  enough  to 
go  through  and  clinch.  With  a  good  sock  lining  and  proper 
care  the  inside  will  be  as  smooth  as  any  stitching.  The 
sole  should  be  dressed  down  thin  before  cementing. 

Here  is  another  way  to  handle  a  turn  job.  Cut  the 
old  stitches  back  to  the  ball,  wet  the  sole  and  turn  the  shoe 
inside  out.  Tack  the  upper  to  the  sole  with  lasting  tacks, 
with  large  enough  heads  to  hold,  placed  close  enough  to- 
gether to  make  a  good  job.  Turn  again  and  trim  down  the 
old  sole  till  it  is  hidden  by  the  new.  Tack  on  a  new  thin 
sole  with  one  tack  at  the  toe  and  two  at  the  back.  Turn 
closely  and  nail  down  with  channel  nails  of  right  size,  nailing 
so  that  the  edges  will  be  drawn  down  a  little  more  closely 
than  for  ordinary  work.  With  a  proper  sock  lining,  this 
should  give  every  satisfaction  from  a  standpoint  of  comfort, 
as  well  as  durability. 


AGREES  WITH  ARTICLE  ON  TURNED  SHOES 

The  following  comment  from  a  subscriber  speaks  for 
itself  and  shows  the  writer  of  the  article  in  our  September 
16th  issue  is  not  alone  in  his  findings.  The  comments 
follow : 

"I  am  heartily  in  accord  with  the  sentiments  express- 
ed in  your  last  issue,  on  the  subject  of  turn  soles.  Having 
an  experience  of  over  thirty  years  in  the  repairing  of 
turns  and  other  shoes  I  always  considered  them  the  worst 
class  of  shoes  we  have  and  many  times  wished  the  inventor 
had  never  been  born.  If  all  retailers  of  boots  and  shoes 
would  refuse  to  buy  they  would  soon  force  them  off  the 
market.  But  suppose  that  would  be  an  impossible  thing 
to  do,  so  will  just  make  the  best  of  the  situation." 
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"EBUSINESS  men  know  that  a  fac- 
tory  which  specializes  on  one  line 
can  make  it  better  and  at  a  lower 
cost.  We  are  the  only  factory  in  Can- 
ada making  men's  shoes  exclusively. 
Our  Monarch  Shoes  are  made  of  No.  1 
skins,  using  the  most  careful  work- 
manship and  up-to-date  lasts — 
and  you  pay  about  a  dollar  less 
than  you  would  for  other  fine 
shoes.  Every  pair  guaranteed. 

BRANDON  SHOE  CO. 

Limited 
BRANTFORD,  ONT. 
9 


Also  makers  of 
BRANDON 
High  grade  Shoes  for  men 


Our  advertising  is 
all  ready  to  get  the 
public  coming  to  you 
for  this  line. 


The  BRANDON  SHOE  CO.,  Limited 

BRANTFORD  -:-  -:.  ONTARIO 


We  never  lose  a 
minute  in  developing 
demand  for  Monarch 
and  Brandon  shoes. 
The  advertising,  of 
which  these  cuts  are  a 
sample,  is  a  constant 
urge  to  the  public  that 
means  easy  and  quick 
turnover  for  you. 

Get  a  line  on  these 
live  ones. 


mmmmmm^ 


In  these  days  of  higher 
shoe  prices,  you  want  to  be 
sure  to  get  shoes  that 
will  wear.  "Brandon" 
Shoes  are  made  of  No. 
1  calf  skins,  by  a  com- 
pany that  specializes  on 
men's  high-grade  shoes 
exclusively.    Every  pair 

guaranteed.  Ask  your  dealer  to  show  you  the  new 
"Brandon"  styles — very  neat  and  dressy. 


BRANDON  SHOE  CO.,  LIMITED 
BRANTFORD,  ONT. 

Also  makers  of  "Monarch" 
high-grade  shoes  for  men.  4 


Brandon  Shoes 
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HAMILTON  REPAIR  MEN'S  MEETING 

The  Hamilton  repair  men  are  taking  quite  a  hold  of 
Association  work  this  fall,  the  members  are  turning  out  well 
and  evince  a  lively  interest  in  affairs  of  the  Association. 
They  will  hold  a  euchre  at  their  October  meeting,  at  which 
is  the  first  of  a  series  of  entertainment  evenings  to  be  held 
every  third  Thursday  of  each  month  during  the  winter. 

These  evenings  will  be  largely  of  a  social  nature  and 
will,  no  doubt,  promote  much  good  feeling  among  the  mem- 
bers of  the  Association. 

At  their  last  meeting,  Mr.  Plumb  occupied  the  chair 
in  the  absence  of  President  Ross.  At  a  previous  meeting 
it  had  been  decided  to  make  a  canvass  for  new  members, 
with  the  result  that  four  were  added  at  this  meeting.  New 
members  must  have  a  two-thirds  vote  of  the  meeting. 
Members  six  months  in  arrears  will  be  debarred  from  Associ- 
ation privileges. 

The  Hamilton  repair  men  are  all  very  busy.  Some 
have  taken  on  returned  soldiers  from  the  Re-establishment 
School,  which  is  a  very  commendable  move. 

TORONTO  SHOE  REPAIRERS'  MEETING 

The  new  printed  price  lists  adopted  by  the  Toronto  Shoe 
Repairers'  Association  was  given  out  to  the  members  at  their 
last  meeting.  There  are  considerable  changes,  most  of 
which  are  quite  a  bit  higher  than  the  old  list. 

The  business  of  the  evening  was  practically  routine, 
although  a  very  interesting  discussion  arose  regarding  the 
training  of  soldiers  for  shoe  repairing.  Some  of  the  members 
thought  a  six  months'  course  of  training  as  given  by  the  mili- 
tary authorities  was  hardly  sufficient  for  the  average  man, 
and  in  some  cases  men  who  had  gone  into  shops  to  work  had 
much  to  pick  up,  in  a  practical  way,  before  they  would  be 
able  to  earn  a  paying  wage. 

It  was  also  advocated  that  a  closing  working  relationship 
between  the  schools  and  the  Repairmen's  Association  would 
have  better  results.  The  association  seemed  to  be  one  in 
their  desire  to  render  every  assistance  to  the  returned  men, 
for  it  was  pointed  out  that  the  class  of  men  returning  to-day 
were  a  very  high  type  and  were  worthy  of  the  best  that  could 
be  given  them.  It  needs  a  few  big-hearted  men,  men  who 
have  no  fear  of  these  soldiers  learning  the  business  and 
their  starting  up  for  themselves  and  hurting  somebody  else, 
to  take  hold  of  this  matter.  It  needs  men  who  can  grasp 
and  sympathize  with  and  appreciate  what  these  soldiers 
have  done  to  deal  with  the  problem,  for  they  will  be  big  and 
broad-minded  enough  to  deal  with  the  situation  from  every 
angle  and  so  give  the  soldier  the  best  to  be  had,  and  which 
he  so  richly  deserves. 

This  question  of  instruction  opened  a  very  hot  discussion 
as  to  the  relative  merits  of  repairing  by  the  old  style 
system  of  shoe  making  and  the  present  or  modern  system 
of  repairing  by  machine  on  what  might  be  termed  the 
factory  process.  Some  of  the  "old  timers"  felt  that  a  more 
thorough  teaching  of  the  principles  of  making  of  shoes 
from  cutting  to  finishing  would  be  better. 

Others,  and  even  some  who  have  served  that  long, 
tedious,  gruelling  seven  years'  apprenticeship,  said  that  these 
were  days  of  progressiveness,  new  ideas,  new  methods  and 
speed  and  the  old  way  of  putting  on  four  pairs  of  soles  a 
day  could  never  stand  with  our  present  system  of  ten  or 
twelve  pairs.    The  days  are  past  when  a  shoe  maker  takes 


installed  a  new  finisher. 


pride  in  a  customer  coming  in  any  saying  about  his  shoes: 
"I  have  worn  these  shoes  you  made  me  seven  years."  No, 
the  shoemaker  doesn't  want  that  type  of  shoe,  it  is  not  good 
for  business,  and  the  average  customer  doesn't  want  it,  for 
it  is  not  good  for  style.  It  would  be  retrogression  to  return 
to  old  methods,  but  a  happy  medium  would  be  a  better 
policy  to  adopt. 

Mr.  Ralph  Hull,  who  was  a  specialist  in  orthopedic  shoe- 
making  and  who,  because  under  the  draft,  was  selling  out 
his  business  in  Yorkville,  Toronto,  was  taken  ill  with  influ- 
enza and  died  Monday,  October  14th.  His  mother  died 
the  day  before  with  the  same  trouble.  His  father  was  a 
successful  shoe  dealer  on  Yonge  street,  Toronto,  for  a  num- 
ber of  years. 

T.  Burns,  shoe  repairer,  of  Huntsville,  Ont.,  has  just^" 

CLEANLINESS  AS  A  BUSINESS  ATTRA.CTOR 

,  ."    ,  J    ,  I 

Possibly  a  shoe  repair  shop  is  one  of  the  hardest  shops 

to  keep  clean  and  tidy.  There  are  various  contributing 
causes  for  this.  The  one  greatest  is  that  the  shoes  upon 
which  work  is  done  are  old  ones  and  often  lacking  in  cleanli- 
ness. The  next  is  the  cuttings  and  nature  of  the  work  do 
not  contribute  toward  neatness.  But  apart  from  these 
we  feel  that  a  very  great  deal  depends  upon  the  man.  It 
is  just  the  same  as  other  shops,  whether  they  be  carpenters, 
printers,  blacksmiths  or  tailors.  Some  of  these  shops 
always  look  untidy  while  others  have  that  spick  and  span 
appearance  that  commands  attention. 

Cleanliness  and  order  always  appeal  to  a  customer, 
while  untidiness  ha  the  reverse  effect.  Many  people  will 
not  find  excuse  for  indifferently  kept  premises.  There  has 
been  a  great  tendency  to  improvement  with  many  shops 
during  the  last  few  years  in  this  matter  of  cleanliness  and 
order.  After  all,  it  is  but  a  question  of  doing  it.  It  takes 
a  little  time,  but  a  few  minutes  spent  each  day  in  straighten- 
ing things  up  and  having  everything  put  in  its  proper  place, 
and  by  having  a  place  for  everything  so  tha'  it  may  be  put 
there. 

Occasionally  very  neat  and  really  attractive  premises 
are  met  where  nothing  but  repairing  is  done.  A  room  is 
set  aside  as  a  waiting  room.  The  floor  has  an  oil  cloth  on  it. 
The  chairs  are  good  and  comfortable.  Customers  may 
wait  for  small  repairs  to  be  done  and  slippers  are  supplied 
for  them  while  waiting.  Magazines  are  on  the  table  for 
the  customer  to  look  over  while  waiting.  The  excuse  is 
often  used  that  those  who  have  such  shops  can  afford  to 
have  them.  This  is  a  wrong  way  to  look  at  it.  Let  us 
reverse  it:  Those  who  have  such  shops  cannot  afford 
not  to  have  them.  And  so  with  you,  if  you  will  try  to  have 
such  a  place  you  will  soon  see  where  the  wherewithal  comes 
from  that  will  make  you  able  to  afford  one.  You  will  then 
wonder  how  you  afforded  to  get  on  without  it. 

But  in  all  this  cleanliness  should  be  the  key  note. 
Service  to  your  customers  can  be  greatly  increased  if  the 
surroundings  are  pleasant  and  attractive.  It  is  true  that 
many  shops  are  small;  yes,  very  small.  Sometimes  just 
large  enough  for  two  or  three  persons  to  stand  outside  a 
small  counter  while  they  are  being  served.  If  this  be  the 
case  we  still  insist  on  cleanliness.  A  screen  may  be  used 
to  hide  the  work  shop  from  the  view  of  the  customer,  and 
the  walls  of  the  room  can  be  papered  and  the  floor  not 
littered  with  days'  and  days'  cuttings  and  other  dirt. 
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IMMEDIATE  SHIPMENT 

CAN  BE  MADE  ON  THESE  LINES  OF 

Snappy,  Durable  Shoes 

For  Misses  and 
Children 
Lads 
Little  Gents 
and  Youths 


520—  5-7 14  Lads'  Pat.  Blucher, 
Dull  Top.  Self  Tip,  Slip  Sole, 

60  McKay.   $2.35 

620—  8-10K  Little  Gent's  Pat. 
Blucher.  Dull  Top.  Self  Tip, 

Slip  Sole,  60  McKav   2.90 

720-  11-2  Youths'  Pat.  Blucher 
Dull  Top.  Self  Tip,  Slip  Sole, 

60  McKay   3.45 

521—  5-7  >4  Lads' Box  Calf  Blu- 
cher. Self  Tip,  Slip  Sole,  60 
McKay    2.35 

621-  8-11^  Little  Gent's  Box 
Calf  Blucher.    Self  Tip,  Slip 

Sole,  60  McKay   2.90 

721—  11-2  Youths'  Box  Calf 
Blucher.   Self  Tip,  Slip  Sole, 

60  McKay   3.45 


3195— 8-10K  Girls'  Pat.  H.  C. 
Bal.  Dull  Top.  Im.  Tip,  Slip 

Sole,  136  McKay  $3.00 

4195—11-2  Misses'  Pat.  H.  C. 
Bal.  Dull  Top.  Im.  Tip,  Slip 
Sole,  136  McKay   3.55 

3157—  8-10^  Girls'  Vici  Kid, 
H.  C.  Bal.  Pat.  Tip,  Slip  Sole, 

136  McKay   3.15 

4157—  11-2  Misses'  Vici  Kid, 
H.  C.  Bal.  Dull  Top.  Pat.  Tip. 

Slip  Sole,  136  McKay..   3.75 

3158—  8-10K  Girls'  Box  Calf, 
H.  C.  Bal.  Self  Tip,  Slip  Sole, 

136  McKay   3.00 

4158—  11-2  Misses'  Box  Calf, 
H.  C.  Bal.  Self  Tip,  Slip  Sole, 

136  McKay   3.55 


3009—8-10^  Girls'  Box  Calf, 
Bal.  Self  Tip,  Slip  Sole,  140 
M'  Kay  $2.85 

4009—11-2  Misses'  Box  Calf, 
Bal.  Self  Tip,  Slip  Sole,  140 
McKay..._   3.35 


4183—13-2  Misses'  Box  Calf, 
H.  C.  Sport  Bal.  Im.  Tip,  Slip 
Sole,  160  McKay   $3.70 


These  are  lines  that  are  par- 
ticularly salable  RIGHT  NOW. 
Size  up  your  stock  and  see 
what  you  need.  We  would 
strongly  advise  ordering  early, 
because  the  stock  is  bound  to 
move  rapidly,  there  being  no 
better  value  procurable. 


3071—8-10^  Girls'  Vici  Kid, 
Button.  Dull  Top.  Pat.  Tip, 
Slip  Sole,  136  McKay  $3.00 

4071—11-2  Misses'  Vici  Kid, 
Button.  Dull  Top.  Pat.  Tip, 
Slip  Sole,  1 36  McKay   3.55 

3166—8-10^  Girls'  Vici  Kid, 
Blucher.  Dull  Top.  Pat.  Tip, 
Slip  Sole,  136  McKay   3.00 

4166—11-2  Misses'  Vici  Kid, 
Blucher.  Dull  Top.  Pat.  Tip, 
Slip  Solo,  136  McKay   3.55 


GETTY  &  SCOTT,  LIMITED 


GALT,  ONTARIO 
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his  partner  are  both  enthusiastic  photographers,  and  have 
some  good  pictures  of  local  scenery  and  places  of  interest. 


Page's  Shoe  Works,  Baker  Street,  Nelson,  B.  C. 

Mr.  Page  is  seen  in  the  doorway  and  his  son,  one  of  the 
jolliest  fellows  alive,  is  holding  on  to  the  doorpost  behind 
him  to  steady  his  nerve  while  he  faces  the  camera.  Both 
new  shoes  and  repairing  form  part  of  this  business,  the 
local  reputation  of  the   works  being   of  the  highest. 


Showing  a  corner  of  Page's  Shoe  Works,  or  perhaps 
we  should  say  two  Pages  of  the  works,  father  and  son. 
They  have  recently  augmented  their  repair  shop  equip- 
ment by  adding  an  Electric  Heat  Goodyear  Stitcher  and  are 
turning  out  some  nice  new  miners'  shoes  made  for  the  local 
trade. 


Boston  Shoe  Hospital,  12th  Avenue,  Calgary,  Alta., 
operated  by  Geo.  W.  Clark  &  Co.,  is  an  up-to-date  and 
well-known  shoe  repair  shop.  Their  equipment  is  of  the 
best,  being  a  22  foot  Goodyear  Outfit,  and  Mr.  Clark 
(doorway)  a  shoe  man  of  most  progressive  ideas.    He  and 


Springer's  Repair  Shop,  Calgary 

Geo.  Springer,  one  of  the  better  known  Calgary  shoe- 
men,  has  recently  opened  up  another  store  on  Second  Street, 
East,  Calgary,  which  he  is  running  in  addition  to  the  old 
stand  on  9th  Avenue,  East.  Both  a  retail  and  repairing 
business  are  done,  and  in  order  that  the  new  store  should 
be  quite  up-to-date  Mr.  Springer  installed  an  18  foot  Good- 
year Outfit  with  one  of  the  new  Electric  Heated  Stitchers 
attached. 


John  Miscisco 

John  Miscisco,  Fernie,  B.  C,  known  to  his  more  in- 
timate friends  as  The  Shoemaker  Johnny,  has  to  leave  his 
business  in  the  hands  of  a  manager  while  he  takes  a  trip 
to  France  to  leather  the  Boches.  If  he  can  drive  the  Huns 
as  fast  as  he  can  drive  nails  there  is  going  to  be  some 
movement  when  he  arrives. 


THE  FOOD  CONTROLLERS'  CONFERENCE 

Food  Controllers  of  Great  Britain,  United  States, 
France  and  Italy  held  a  conference  in  London  and  passed 
a  resolution  urging  continued  conservation  and  the  utmost 
effort  of  production  of  foodstuffs.  The  success  of  the 
United  States  and  Canada  in  supplying  the  allied  food 
requirements  has  been  very  encouraging,  but  the  need  is 
still  insistent. 
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LADY  BELLE  SHOES 

Leadership  in  Ladies'  Lines 

Lady  Belle  shoes  possess  in  the  fullest  measure  and 
in  the  highest  degree  those  qualities  indispensable 
to  trade — controlling  profitable  footwear. 

Style  holds  so  compelling  a  position  in  every  Ladies' 
footwear  sale,  that  chief  of  the  many  merits  of  every 
Lady  Belle  production  is  a 
distinctly  attractive  appearance. 
The  fascinating  features  of  these  shoes  are  particu- 
larly noticeable  in  the  fine  line  our  travellers  are 
now  showing. 

Style  is  properly  proportioned  with  sterling  quality. 

The  Lady  Belle  Shoe  Co.,  Limited 

KITCHENER,  ONTARIO 


HYDRO  CITY  SHOES 


"The  Quality  Goes 

Clear  Through" 

They  possess  those  sturdy,  wear-resist- 
ing qualities  that  only 

SOLID  LEATHER 

can  give.  And  their  shapely  lines  and  pleasing  styles  place  them 
in  the  front  rank  of  Staple  Shoes. 

You  will  build  your  patronage  on  a  solid  foundation  if  you  handle  Hydro  City  Shoes 

HYDRO  CITY  SHOE  MFRS. 

LIMITED 

KITCHENER  -  ONTARIO 
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VANCOUVER  REPAIR  NOTES 

The  shoe  makers'  lot  in  Vancouver  is  not  at  the  present 
time  a  very  envious  or  happy  one.  Besides  being  given 
the  attention  of  the  Union  officials,  he  is  also  being  harassed 
by  the  bugbear  of  a  landlord,  who,  during  this  last  year, 
has  had  an  uncanny  knack  of  increasing  the  rents  every  few- 
months,  not  only  upon  the  stores,  but  his  private  dwelling. 
One  instance  is  known  of  the  increase  being  200  per  cent 
within  12  months.  This  placing  a  burden  upon  shoe  re- 
pairers that  has  forced  more  than  one  to  seek  other  fields 
of  employment. 

It's  the  old  adage,  that  it  never  rains  but  it  pours,  what 
with  the  trials  and  troubles  of  increased  wages  and  rents. 
The  shoe  repairers  are  now  beginning  to  bewail  of  the  em- 
bargo placed  upon  heavy  sole  leather  by  the  Government. 
It  is  going  to  be  a  serious  problem  with  many  who  are  ac- 
customed to  using  14  lb.  to  18  lb.  bends.  Many  are  fearing 
grevious  trouble  with  their  patrons.  Their  only  consolation 
is  that  their  competitors  are  in  the  same  boat. 

A  conversation  was  overheard  a  little  time  ago  with 
a  shoe  repairer  in  the  East.  When  he  was  asked  why  he 
bersisted  in  buying  18  lb.  bends  for  men's  work  and  15  lb. 
pends  for  ladies'  work,  as  it  was  pointed  out  to  him  how  ab- 
surd it  was  to  use  that  substance  leather  for  his  work,  and 
his  reply  was  that  he  was  so  busy  he  used  such  stout  leather 
so  that  his  customers  did  not  come  to  him  too  often 

Mr.  H.  C.  Hobday,  who  has  been  connected  with  the 
trade  some  years  in  Vancouver,  and  of  late  years  had  a 
repairing  stand  on  Commercial  Drive,  has  retired  from 
business,  to  recuperate  his  health. 

Mr.  E.  Manuel,  of  Calgary,  is  in  the  city  and  hopes  to 
be  located  in  business  shortly. 

At  the  time  of  writing  no  decided  action  or  definite 
understanding  between  the  masters  and  journeymen  shoe 
repairers  has  been  made.     With  regards  to  a  ten  per  cent. 


increase;  this  demand  for  an  increase  of  wages  has  caught  the 
masters  at  an  awkward  time,  as  the  original  Repairers' 
Association  has  been  allowed  to  go  by  default  and  they  are 
in  no  way  organized,  whereas  the  men,  some  months  ago, 
forced  a  union  with  the  federated  trades.  The  men  have 
held  several  meetings  but  nothing  has  transpired. 

The  union  officers  have  had  several  consultations  with 
the  masters  individually  and  discussed  the  situation  fully 
and  slight  concessions  have  been  made  upon  both  sides; 
notably  the  men  have  waived  their  demand  for  a  44-hour 
week  and  several  of  the  masters  have  agreed  to  the  ten  per 
cent,  raise,  but  the  whole  have  not  done  so  yet. 

Mr.  Manuel,  late  of  Calgary,  has  acquired  an  established 
business  on  Davie  street,  fully  equipped  with  stitcher  and 
finisher,  etc. 

Mr.  W.  Jones,  who  has  lately  returned  from  France, 
has  taken  his  discharge  from  his  old  regiment,  158th 
Duke  of  Connaught's  Own,  and  started  in  the  old  stand  on 
Main  street,  lately  vacated  by  Mr.  J.  Stephens. 

We  regret  to  announce  the  death  of  the  wife  of  Mr.  F. 
Fader,  the  funeral  taking  place  at  the  Mountain  View  Cem- 
etery. Mr.  Fader  for  several  years  was  employed  with  P. 
Paris,  the  World  Repairers,  on  Hastings  street.  Mr.  Fader 
has  since  left  with  his  children  for  his  home  in  New  Bruns- 
wick. 


OUR  COVER 

Many,  particularly  the  visitors  at  the  recent  Canadian 
National  Exhibition,  will  recognize  on  our  cover  the  beauti- 
ful figure  to  be  seen  on  entering  the  Exhibition  grounds. 
It  is  representative  of  Great  Britain,  the  magnificent  friend, 
but  the  enemy  to  be  feared.  We  are  grateful  to  the  Exhibi- 
tion authorities  for  allowing  us  the  use  of  this  photo  as  a 
"Victory  Loan"  cover. 


MARTIN 

Corrugated  Paper  Boxes 


Facilitate  the  despatch  of  shipments. 

Give  the  greater  security  of  a  sealed  package. 

Cut  freight  and  express  cost. 

Make  the  work  of  putting  up  orders  almost  noiseless. 
Ensure  the  arrival  of  goods  in  the  best  condition. 
Occupy  a  minimum  of  storage  space. 

WRITE  TO-DAY 


Martin  Corrugated  Paper  &  Box  Co. 

353  Pape  Avenue,  Toronto 


Limited 
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SCOURING 

Perfect  Heel  Breasts 

On  all  styles  of  vertically 
breasted  heels,  regardless  of 
shape  of  shank  or  height  of 
heels,  are  assured  to  users  of  the 

Universal  Heel 
Breast  Scourer 

It  leaves  a  line  to  the  edge  of 
heel  that  cannot  be  obtained 
by  any  other  method. 
It  improves  the  quality  and 
increases  the  quantity  of  work 
at  less  cost  for  abrasives. 

Manufactured  by 

The  Louis  G.  Freeman  Co. 

Cincinnati,  Ohio,  U.S.A. 


Canadian  Representatives: 
INTERNATIONAL  SUPPLY  COMPANY 


Kitchener,  Ont. 


Montrea',  Que. 


TORONTO  HEEL  CO. 

MANUFACTURERS  OF 

All  styles  of   Heels   in  Leather 
and  Composition 

WE  ARE  ALSO  MAKERS 
OF  THE  HAVERHILL 

Write  for  Samples  and  Prices.     These  will 
interest  you 

THE 

TORONTO  HEEL  COMPANY 
13  JARVIS  ST.  TORONTO 


JOBBERS 

Our  Specialty  is 

HOCKEY  BOOTS 


J.  E.  Samson,  Enr. 

22  Arago  St.     :-:     Quebec,  P.Q. 
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A.  DAVIS  &  SON 


MANUFACTURERS  OF 


High-Grade  Shoe  Leathers 

There  is  nothing  too  good  for  DAVIS  LEATHERS.  The  best  stock,  the  best  workmen,  the 
best  methods,  the  best  finish  and  packing  is  the  DAVIS  WAY.  It  has  made  Davis  Leathers 
the  leaders  in  their  class  on  this  continent.    It  means  better  shoes  and  greater  economy 


in  shoe  building. 


OUR  SPECIALTIES 


ELK— Black  and  Colors 
RUSSET— Oil  Grain 

MENNONITE  GRAIN— Black  and  Red 
COMBINATION— Smooth  and  Boarded  Pebble 


Russet  and  Black  Collar  Leather 

Vegechrome — Black  and  Chocolate 
Imitation  Gun  Metal 

Ooze  Splits  in  Black  and  Colors 
Military  Leather 


OUR  SMOOTH  CHROME 
AND  MATT  SIDES 


Are  pronounced  by  those  who  have  used  them 
as  the  best  value  on  the  market.  They  have 
those  qualities  that  not  only  mean  wear  but 
appearance,  and  above  all 


THEY  ARE  ECONOMICAL  IN  CUTTING 

SEND  FOR  SAMPLE  LOT 

KINGSTON,  ONT. 


YOU  CAN 
BE  SURE 


When  you  sell  a  pair  of  BEST  EVERY-DAY 
SHOES,  or  AURORA,  that  the  customer 
will  be  satisfied. 


CONFIDENCE  is  the  keynote  in  successful  shoe  retailing.    You  can  back  Sisman 
Shoes  with  every  ounce  of  assurance  you  can  put  into  them. 

The  "AURORA"  is  a  shoe  that  has  style  as  well  as  leather  and  good  shoemaking 
behind  it. 

The  BEST  EVERY-DAY  SHOE  is  absolutely  the  best  HONOR  BRIGHT  general 
purpose  shoe  that  can  be  found  on  the  market. 

Armed  with  these  two  lines  your  trade  is  sure.     Ask  your  Jobber. 

The  T.  Sisman  Shoe  Co.,  Limited 

Aurora,  Ontario 
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Logan's 
The 

Leather 

of 
Quality 


LOGAN'S 

have  started 
tanning  some 


of  their  old  time 


SLAUGHTER 

Mellow 
Clean 

Close  Cutting 


write  us 


Office  and  Tanneries 

LYONS  BROOK,  N.S. 


Turn  Into  Money 

Your  slow  and  doubtful  book  accounts.  Hand 
them  to  the  Collection  Department  of  The 
Mercantile  Agency. 

R.  G.  DUN  &  CO.,  70  Bay  St. 

The  Collection  Service,  which  has  been  proved 
most  satisfactory  by  all  users  of  it,  is 

OPEN  TO  REFERENCE  BOOK  SUBSCRIBERS 
Subscription  and  Collection  Rates  on  Application 

Over  Seventy  Years  Record  of  Efficiency 


READ  THE 

Shoe  and  Leather 
Journal 

24  issues  in  a  year  for  $1.50 

It  is  filled  with  bright  helpful  pointers 
for  Retailers 

ACTON  PUBLISHING  CO.,  LIMITED 
MONTREAL  TORONTO 


Improve  Your  Next  Window  Display  by  Using 

MAYHEW'S  INVISIBLE 
TOP-TREE 


Adjustable  to  all  heights  of  shoes, 
laced  or  buttoned, 

ORDER  BY  NUMBERS 

No.  8 — For  Open  Form  or  No  Form. 
No.  6 — For  Closed  Form. 

No.  4 — For  Men's  Shoes  Only 


Sold  by 
JOBBERS  or  DIRECT 

Samples  furnished  on  request 

Manufactured  by 

JAMES  N.  MAYHEW  CO.,  Inc 

311-313  South  Third  Street 
MINNEAPOLIS,  MINN.  :  U.S.A. 


FOUR   QUALITIES  OF 

THE  "PERFECT"  COUNTER 
Fit,  Durability,  Appearance 
and  Price 

And  these  qualities  enable  us  to  guarantee  them  to 
OUTWEAR  the  SHOE. 

"Perfect"  Counters  are  the  best  you  can  use.  Put 
them  in  your  shoes  and  you  will  eliminate  com- 
plaints.   Try  them  and  prove  our  statements. 

FELT  BOX  TOES 

We  are  fully  equipped  with  the  very  latest  machinery 
for  the  manufacture  of  Felt  Box  Toes  of  superior 
qua.ity.  and  can  assure  prompt  delivery  of  all  orders 
placed  with  us. 

A  TRIAL  ORDER  IS  SOLICITED 

Perfection  Counter  Limited 

699  Letourneux  Ave.,     Cor.  Ernest  St. 

Maisonneuve,  Montreal 
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0.  J.  Killam,  manager  of  the  St.  John,  N.B.,  branch  of 
the  Kaufman  Rubber  Co.,  has  returned  east  after  a  business 
trip  in  Ontario. 

Messrs.  Lock  and  Wood,  of  the  T.  Eaton  Co.,  Limited, 
Winnipeg,  were  in  Toronto  recently  on  a  shoe  buying  trip. 

J.  C.  Bryant,  the  smiling  representative  of  Kaufman 
Rubbers,  says  business  has  been  extra  good  on  his  Ontario 
territory  of  late. 

Mr.  Fegan,  of  the  "Big  88"  shoe  store,  Toronto,  has 
returned  to  business  after  a  ten  day  rest  period  at  his  sum- 
mer cottage  up  north.  As  he  forgot  to  take  his  razor  he  said 
he  was  hunting  for  lions  in  their  dens  in  order  that  he  might 
'.'beard"  them. 

Mr.  Peter  Doig  sent  the  following  telegram  from  To- 
tonto  to  the  Tetrault  Shoe  Mfg.  Co.,  Montreal:  "I  have  finally 
made  up  my  mind  to  tear  myself  away  and  come  home." 
Peter  came  up  to  Toronto  on  a  four  day  business  trip  and 
stayed  over  two  weeks,  doing  business  every  minute. 

Mr.  S.  J.  Anderson,  representing  Getty  &  Scott  Classic 
shoe  lines,  is  making  a  trip  to  the  northern  parts  of  Ontario, 
after  a  very  successful  season  of  selling  at  the  King  Edward, 
Toronto.  In  fact,  Mr.  Anderson  talks  about  business  this 
season  being  a  record  breaker. 

Mr.  J.  E.  Pare,  of  the  Starr  Shoe  Co.,  Montreal,  has 
been  showing  samples  in  Toronto  recently. 

Master  Jack  Locke,  the  fourteen-year-old  son  of  Mr. 
Ralph  Locke,  of  Montreal,  has  returned  to  his  home  after 
doing  his  bit  on  a  fruit  farm  all  summer  at  Beamsville,  Ont. 

J.  A.  Vallery  is  showing  Parker-Holmes  &  Co.'s  samples 
at  the  Queen's  Hotel,  Toronto. 

Mr.  Chouinard,  of  the  Starr  and  Regina  shoe  companies, 
of  Montreal,  has  been  visiting  Toronto  on  a  business  trip 
recently. 

Mr.  J.  S.  Ashplant,  of  London,  has  been  showing 
Dupont  &  Frere  and  other  lines  at  the  Queen's  Hotel,  To- 
ronto. 

Mr.  Francis,  of  the  Gale  Shoe  Co.,  was  a  business  caller 
on  Toronto  jobbers  recently. 

Mr.  C.  H.  Cooper,  sales  manager  of  the  Lynn  Rubber 
Mfg.  Co.,  Warren,  R.I.,  has  been  demonstrating  the  com- 
pany's foot  comfort  devices  at  the  Robt.  Simpson  Co., 
Limited,  Toronto,  recently. 

Mr.  Ernie  Getty,  fo  Kitchener,  flivvered  down  to  To- 
ronto one  day  last  week.  If  you  want  to  make  Ernie's 
big  blue  eyes  open  just  start  something  about  fitting  shoes 
and  watch  'em. 

Travellers  report  business  never  so  good  as  at  the 
present  time.  Orders  exceed  all  past  seasons  and  many 
records  have  been  broken.  Orders  are  being  placed  much 
earlier  than  other  seasons. 

R.  Wilson  Co.,  Hamilton,  arc  making  extensive  alter- 
ations to  their  store  on  King  street,  Hamilton.  A  new  front 
and  all  new  fixtures  will  be  put  in  and  the  store  building 
extended  fifty  feet  to  the  rear. 

Mr.  Alex.  Ross  has  severed  his  connection  with  the 
Thos.  C.  Watkins  Co.,  Hamilton,  and  takes  the  management 
of  the  shoe  department  of  "The  Arcade,"  in  the  same  city. 

The  annual  meeting  of  the  Boot  and  Shoe  Manufac- 
turers in  Ontario  will  be  held  in  Hamilton  some  time  in 
January. 


Mr.  Miner,  of  the  Miner  Rubber  Co.,  and  Mr.  Reider, 
of  the  Can.  Consolidated  Rubber  Co.,  Montreal,  were  both 
in  Toronto  last  week  in  connection  with  the  meeting  of  the 
manufacturers  held  here. 

Mr.  W.  F.  Knibbs,  who  represents  the  Ames-Holden- 
McCready  Co.,  west  of  Toronto,  has  lost  his  mother  by  death. 

Mr.  Percy  Milburn,  Montreal,  representative  of  Mar- 
latt  &  Armstrong,  was  in  Toronto  on  business  last  week. 


The  citizens  of  Montreal  are  going  to  have  a  hard  time 
dodging  the  Victory  Loan  *teamf captained  by  Mr.  Nap. 
Tetrault.  He  has  certainly  selected  some*  live  wires.  The 
team  is  as  follows: — Captain,  Mr.  Nap.  Tetrault,  president 
of  the  Tetrault  Shoe  Mfg.  Co.,  Limited;  Mr.  Walter  Sadler, 


^^^^  ^^j^ 


Mr.  Nap.  Tetrault 
Captain  of  a  Victory  Loan  Team 

of  Sadler  &  Howarth;  Mr.  Jno.  McEntyre,  of  Jno.  Mc- 
Entyre  Limited;  Mr.  R.  M.  Fraser;  Mr.  Ernest  Whitely; 
Mr.  Jos.  Daoust,  of  Daoust,  Lalonde  &  Cie.;  Mr.  Howard 
Cobb;  Mr.  Oscar  Dufresne,  of  Dufresne  &  Locke;  Mr. 
Albert  Tetrault;  Mr.  Oliver  Tetrault,  and  Mr.  Peter  Doig. 

WESTERN  SHOE  TRAVELLER— Desires  to  represent 
an  Eastern  Shoe  House  in  the  Maritime  Provinces. 
Only  first-class  line  would  be  considered.  Thoroughly 
conversant  with  territory.  References  of  highest  order. 
Address,  Box  824,  Shoe  and  Leather  Journal,  Toronto, 
Ontario. 


AGENCY  WANTED— An  able,  experienced  salesman 
wishes  to  represent  in  Toronto  and  district,  a  footwear 
manufacturer  who  is  seeking  to  enlarge  his  trade  in  that 
section.  Commission  basis.  Box  85,  Shoe  and  Leather 
Journal,  1229  Queen  street  west,  Toronto. 
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Edwards  &  Edwards 

TANNERS  OF 

SHEEPSKINS 

FOR 

SHOES  GLOVES 
SADDLERY 
UPHOLSTERING 
BAGS  AND  SUIT  CASES 
BOOKBINDING 
FANCY  AND 
NOVELTY  GOODS 
SKIVERS 
EMBOSSED  LEATHERS 
ETC.,  ETC. 


Edwards  &  Edwards 


Head  Office 
27  Front  Street  East 
Toronto 


Tanneries 
Woodbridge  Ont. 


Quebec  and  Maritime  Provinces 

Represented  by 

John  McEntyre,  Limited  -  Montreal,  Que. 


CLARKE  &  CLARKE  Limited 

Established  1852 


The 

VULCO-UNIT  BOX  TOE 


Patented 
Dec.  30th,  1913 


Patented 
Oct.  26th,  1915 


THE  VULCO-UNIT  PROCESS 

Adds  to  the  life  of  the  shoe 
because  of  its  ability  to 
withstand  hard  service. 

Unaffected  by  water 
or  perspiration. 

Beckwith  Box  Toe  Ltd. 

SHERBROOKE,  QUEBEC,  CANADA 


Manufacturers  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years 

Clarke  &  Clarke  Limited 

General  Offices  &  Works 

Christie  Street,  Toronto 

City  Office  &  Warehouse 

63  Bay  Street,  Toronto 

BRANCH  WAREROOMS 
252  Notre  Dame  St.  W.,  Montreal 
553  St.  Valier  Street,  Quebec 
RICHARD  FRERES,  Agent 


The  Only 
Thing 

For  use  in  the 
trenches  to 
ensure  warm, 
dry  feet  under 
all  conditions. 
Absolutely  re- 
liable in  leath- 
er and  shoe- 
making. 

Cur  Own  Make 

Write 
for  full 
informa- 
tion to 


Seventeen-inch  leg,  full  leather  sole, 
sewed  or  nailed  on,  also  hob  nailed. 


The  R.  M.  Beal  Leather  Co. 

LINDSAY,  ONT. 


LIMITED 
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SURFACE 
KID 


FOR 

THRIFT 


Sheepskin 

Glazed  Kid 


Surface  Kid  is  the  ideal  Thrift  material .  It  is  more  economical  than 
genuine  kid,  is  smooth,  soft  and  flexible — has  a  well-finished  appear- 
ance and  wears  wonderfully.    Made  in  black  and  colors. 

 Give  it  a  trial.  


Cabrettas     BUTTS— Waterproof,  Gun  Metal,  Dull  or  Glazed  and  in  Colors. 


Quebec  Office:  491  ST.  VALIER  ST. 


LJUCIEIN  BORNE 


Montreal  Office:  225  LEMOINE  ST. 


Mr.  Geo.  Wilson,  of  Markham,  made  a  flying  trip  to 
Toronto  last  week  doing  a  little  buying  for  his  store. 

Mr.  H.  W.  Pearson,  Toronto  manager  of  the  Ames- 
Holden-McCready  Co.,  has  received  word  that  Mrs.  Pear- 
son's brother,  Lieut.  W.  F.  Upton,  has  been  killed  in  France. 

Mr.  W.  B.  Begg,  of  Begg  Bros.,  Collingwood,  Ont.,  was 
in  Toronto  on  a  purchasing  errand  last  week. 

Mr.  Jas.  Hutchinson,  managing  warehouseman  of  the 
Ames-Holden-McCready  Co.,  Toronto,  has  recently  lost  a 
brother  by  death. 

H.  C.  McKellar,  with  Oscar  Rumple  and  Great  West 
Felt  Co.,  was  in  Toronto  discussing  felt  conditions  for  next 
year. 

Mr.  Granger,  for  a  number  of  years  assistant  manager 
of  the  shoe  department  of  the  T.  Eaton  Co.,  Limited, 
Toronto,  will  take  charge  of  the  new  mail  order  branch  of 
the  firm  to  be  established  in  New  Brunswick  to  serve  at 
closer  range  the  firm's  customers  in  the  Maritime  Provinces. 

Chas.  Cooper  &  Sons  Co.  is  a  new  shoe  manufacturing 
concern  just  started  in  Arthur,  Ont. 

There  are  upwards  of  3,000  cases  of  Spanish  "flu"  re- 
ported in  Kitchener.  It  has  quite  disorganized  many  of  the 
manufactories  of  that  city.  It  is  reported  some  of  the  shoe 
factories  are  closed  while  others  are  much  handicapped  by 
lack  of  help. 

W.  A.  Stubbs,  representing  the  Beckwith  Box  Toe  Co., 
has  been  doing  Western  Ontario  lately  in  the  interests  of 
his  firm. 

Out  in  Vancouver  the  retail  shoe  trade  is  waiting  for 
the  rainy  season  to  brighten  up  trade  a  little.  The  "between 
season"  usually  has  a  depressing  effect  on  business. 

Joseph  King,  who  has  been  president  of  the  Boot  and 
Shoe  Workers'  Union  for  a  number  of  years,  has  resigned. 
His  successor  will  be  elected  within  the  next  few  days. 

The  shoe  department  of  David  Spencer,  Limited, 
Vancouver,  B.C.,  is  being  remodelled  under  the  direction 
of  Mr.  F.  L.  Barber,  the  newly  appointed  manager. 

A  standard  low-heeled  boot  is  now  worn  by  women  in 
the  English  shipyards,  introduced  by  the  managements  be- 
cause of  the  many  sprained  ankles  that  resulted  from  the 
clumsy,  high-heeled  shoes  that  were  first  worn  by  the 
workers. 

A  new  store  for  the  exclusive  sale  of  samples,  and  known 
'as  the  Sample  Shoe  Store,  has  been  opened  on  Hasting 
street  east,  Vancouver. 

Mr.  W.  Waller,  manager  of  the  shoe  department  of 
the  Robert  Simpson  Co.,  Toronto,  received  the  distressing 
news  of  the  death  from  influenza  of  his  brother-in-law,  Mr. 
Hopkins.    The  body  was  brought  to  Toronto  for  burial. 

Mr.  Alfred  Dupere,  of  Dupere  &  Garrant,  Quebec,  is  a 
sufferer  with  influenza. 

Mr.  McEntyrc,  the  leather  merchant  of  Montreal,  has 
added  a  new  Ford  chariot  to  his  fleet  of  service  cars. 


W.  A.  Lane,  of  Montreal,  is  once  more  hitting  the 
Ontario  trail  for  business,  having  visited  Toronto  and 
Western  Ontario  centres. 

Jas.  P.  Donald,  late  of  Logan  Tanneries,  has  once  more 
put  his  hand  to  the  plough,  or  perhaps,  we  should  say, 
shovel,  as  he  is  busy  at  the  present  time  with  the  potato 
crop  on  his  farm  near  Lyons  Brook. 

Mr.  Alexander  Sinclair,  Superintendent  and  Vice-Presi- 
dent of  the  Barrie  Tanning  Co.,  has  just  returned  to  duty 
at  the  plant  after  the  very  regrettable  accident  of  last  July, 
in  which  he  lost  portions  of  four  fingers  of  the  left  hand. 

Mr.  Sinclair,  who  showed  remarkable  nerve  in  his  suf- 
fering, seems  to  have  recovered  his  general  health. 

The  Barrie  Tanning  Co.,  like  almost  all  shoe  and  leather 
industries,  complain  of  labor  shortage,  but  say  that  difficul- 
ties in  the  way  of  obtaining  tanning  materials  are  being 
lessened  through  receipt  of  shipments  of  contracts  from 
South  America. 

Mr.  R.  L.  Stiles,  of  the  John  R.  Evans  Leather  Co. 
has  been  conspicuous  lately  driving  a  beautiful  new  Mc- 
Laughlan  car  about  the  streets  of  Canada's  premier  city. 

Mr.  Parker,  of  the  Solid  Leather  Shoe  Co.,  was  a  busi- 
ness visitor  in  Montreal  recently. 

Mr.  Wm.  Kempthorn,  for  a  long  time  a  shoe  merchant 
of  West  Toronto,  died  recently  at  his  home  at  the  age  of 
seventy-three. 

Mr.  J.  E.  Warrington,  of  the  John  Ritchie  Co.,  Quebec 
City,  has  just  returned  from  an  enjoyable  holiday  which  he 
spent  at  Lake  Edward,  Que. 

Mr.  Ed.  Perry,  representative  of  the  John  R.  Evans 
Leather  Co.,  recently  called  upon  the  trade  in  Mont.eal. 

J.  E.  Samson,  Reg.,  Arago  street,  Quebec  City,  have 
added  a  new  line  of  heavy  footwear  in  standard  screw  and 
peg,  and  it  is  the  intention  of  the  firm  to  specialize  on  this 
heavy  boot.  They  believe  it  will  fill  a  long-felt  want  for 
those  who  are  seeking  a  heavy,  durable  and  well  finished  boot. 

Mr.  G.  H.  Ansley  has  returned  to  Perth  after  showing 
his  samples  at  the  King  Edward,  Toronto. 

Mr.  Demond,  of  the  New  Castle  Leather  Co.,  Montreal, 
was  a  business  visitor  in  Toronto  last  week.  . 

Mr.  Foote,  of  the  Independent  Rubber  Co.,  Merritton, 
was  in  attendance  at  the  meeting  of  rubber  manufacturers 
last  week  in  Toronto. 

Mr.  Ed.  R.  Lewis,  of  the  Ed.  R.  Lewis  Co.,  Toronto, 
has  just  returned  from  a  business  trip  to  Montreal,  Quebec, 
and  other  eastern  points. 

Mr.  Bray,  of  C.  Galibut  &  Sons  Co.,  Montreal,  has 
been  calling  on  business  friends  in  Toronto  recently. 

Mr.  B.  F.  Ackerman,  of  Peterboro,  was  on  a  buying 
trip  to  Toronto  recently. 

Mr.  Todd,  of  the  Columbus  Rubber  Co.,  was  in  To- 
ronto one  day  last  week. 
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ROBIN  BROS. 


HINGED  LAST 

The  High  Standard  Last 

It  you  are  looking  for  a  high  quality  last  which  has  the  reputation 
of  being  always  accurate  in  measurement,  distinctive  and  clean 
cut  in  appearance — try  our  hinged  last.  It  will  prove  to  be  what 
you  desire.    Every  pair  guaranteed. 

Catalogue  and  prices  on  request. 

ROBIN  BROS. 


Cor.  of  Carriere  and  Gilford  Sts. 


MONTREAL 


OUR  STANDARD  SCREW  SHOES 

Will  stand  plenty  of  hard  wear.  Made  on  foot-fitting  lasts  that 
will  eive  comfort  to  the  wearer  and  are  durable.  The  range  in- 
cludes MEN'S,  BOYS',  YOUTHS',  LITTLE  GENTS'  and  CHILD- 
REN'S liOX  KIP.  Don't  fail  to  see  our  line  for  Spring  Nineteen- 
Eighteen.    Your  jobber  will  quote  you  prices,  or  write  us  direct. 

St.  Hyacinthe  Soft  Sole  Shoe  Co.,  Limited 

St.  Hyacinthe,  Quebec 


Sandals  of  Substance 

We  have  the  most 
highly  specialized 
labor  and  equipment 
in  Canada  for  the 
production  of  the  best 
type  of  sandal,  both 
in  leather  and  canvas. 

When  ordering  Sandals  specify  B.  F.  Brand. 

We  also  make  a  splendid  range  of  Children's  Stitch- 
down  Shoes. 

Humberstone   Shoe  Co. 

Humberstone,  Ont. 


CHAS.  E.  ROY  &  CO. 

(REG.) 

DEALER  IN 

New  and  Second-Hand  Machinery 

Leather  and  Shoe  Findings 

Let  us  know  your  requirements 
We  may  have  what  you  want 

31  Colomb  St.      QUEBEC  CITY 


JOHN  McENTYRE,  LIMITED 

LEATHER  and  SHOE  GOODS 
28  St.  Alexander  Street 
MONTREAL 


PLAITS 
Rubber  Cement  Factory 
26  Gladstone  Ave. 


TANNERY 
1704  Iberville  St. 


Pan  American 
Grey  KID  Seal 

Brown  ^  Black 
Perkins  &  McNeely 

Philadelphia 


Ed.  R.  Lewis,  Toronto 


JOSEPH  S.  FRY 

SHOE  AND  UPPER  MANUFACTURER 

168  Seaton  St.,  Toronto 

Men's  Strong  Working  Shoes,  Blu.  Double  Soles 

Goodyear  Stitched        -      -      -      -      -  $4.50 

Boys',    Goodyear  Stitched  -----  3.75 

Youths'       "  «_----  3.00 

Lads'     -       --       --       --       --  2.50 

Box  Calf,  50c.  Extra 
Men's  Strong  Uppers   ------  2.50 

Boys'        "  "       -       -       -       -       -       -  2.25 

Youths'     "  "   2.00 

Lads'  "  «<_-----  1.75 
We  Make  All  Kinds  Terms  Net  Cash 
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Mr.  Clayton  Hurlbutt,  of  Preston,  Ont.,  has  returned 
from  his  holiday  with  fifty-seven  pounds  more  of  flesh  on 
his  body.    He  says  he  is  feeling  fine  now,  too. 

During  the  month  of  June  284,111  pairs  of  shoes  were 
repaired  in  the  various  army  camps  in  the  United  States. 


NOTES  FROM  THE  WEST  , 

James  Wilson,  who  was  employed  by  Zink  Shoe  Co., 
Brandon,  for  a  number  of  years,  has  accepted  a  position 
withRea's  Shoe  Store,  Vancouver. 

The  Montreal  Shoe  Store,  Brandon,  has  moved  to  934 
Rosser  Ave.  The  name  has  been  changed  to  American 
Cut  Rate  Shoe  Store.    W.  Chrest  is  the  proprietor. 

The  Imperial  Shoe  Store,  Regina,  announces  in  the 
local  papers  the  opening  of  their  cut  rate  shoe  department. 

W.  C.  Paddock,  of  Paddock's  Boot  Shop,  Regina,  has 
just  returned  from  an  extensive  trip  through  the  West, 
in  the  interest  of  the  Amherst  Shoe  Co. 

One  of  the  most  modern  and  up-to-date  shoe  stores  in 
Western  Canada  will  be  opened  in  a  few  days  in  Moose 
Jaw,  under  the  name  of  Yale  Shoe  Store,  Limited.  The 
proprietors  are  Anderson  Bros.,  who  already  run  an  up-to- 
date  shoe  business  on  High  Street.  The  Yale  will  be  de- 
voted exclusively  to  high-grade  footwear  for  men,  women, 
and  children. 

R.  T.  Tobin,  of  Calgary,  is  calling  on  the  trade  in  West- 
ern Canada,  with  Scheuer-Normandin  Canvas  shoes,  Weyland 
shoes  and  a  line  of  gloves  and  mitts.  "Toby"  is  an  old- 
timer  and  is  known  by  every  shoe  man  in  Western  Canada. 


CALGARY  NOTES 

The  Hudson's  Bay  Store  is  showing  a  large  display  of 
various  articles  that  have  been  made  by  the  Returned 
Soldiers  at  their  Educational  Schools  that  are  in  Calgary. 
There  are  many  useful  articles  in  woodwork,  ironwork, 
artificial  limbs,  arms,  hands  and  feet,  also  specimens  of 
shoe  repairing  that  were  creditably  done.  The  work  that 
was  shown  was  the  usual  army  boot.  It  is  hoped  those  in 
authority  will  not  make  the  error  of  training  these  warriors 


upon  that  class  of  work  only,  for  when  they  get  into  business 
themselves,  they  will  be  up  against  a  good  quantity  of 
ladies'   work,   especially  light  welted  and  turned  shoes 
which,  if  they  cannot  do  in  a  creditable  manner,  will  soon 
cause  them  to  be  short  of  work. 


VANCOUVER  ITEMS 

With  the  continued  fine  weather,  business  is  keeping 
up  to  the  average  mark,  but  all  retailers  are  looking  forward 
for  the  rain  to  put  the  Autumn  goods  well  to  the  front. 

Woods  Limited  (the  K.  Boot)  are  now  fully  located 
in  their  new  home  on  Hasting  Street,  a  few  stores  west  of 
the  old  stand.  The  building  has  four  floors  and  basement, 
all  of  which  will  be  occupied;  it  has  a  frontage  of  about 
25  feet  and  runs  back  to  the  lane. 

There  are  three  magnificent  return  windows  and  the 
inside  is  fitted  in  a  modern  and  up-to-date  style,  and  when 
fully  completed  will  be  the  largest  and  best  equipped  store 
in  Western  Canada. 

Mr.  Murphy  has  opened  a  store  on  Granville  ,  Street, 
opposite  the  Ingleden  Shoe  Co.,  for  the  exclusive  sale  of 
children's  footwear.  This  is  the  first  of  its  kind  to  be 
operated  in  Vancouver. 


A  trio  of  posters  used  in  the  United  States 
to  boost  Liberty  Bonds. 


CANADA  Vi/ 

FELT  C  LIMITED"* 
ONTARIO 


A.C.KIMMEL  Mgr> 


X 

si  S 


W.H.Staynes&  Smith, 

Leicester,  Eng. 


CASH  ADVANCED 

ON  CONSIGNMENTS 


Cable  "HIDES"  Leicester. 


HIDE  and  LEATHER 
FACTORS 

and  at  Kettering,  Northampton 
Bristol,  and  Norwich. 
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"ALL   ABOARD!"   Direct  Through  Connections  from     "HOOF  TO   BE AMHOUSE." 


Only  stops  to  improve  quality  and  selection.    Depots  at  all  principal  Hide  Centres,  including 
CHINA,  INDIA,  JAVA,  BRAZIL,  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  &  CO. 

International  Hide  Merchants 


PARIS 


HAVANA 


BASLE 


NEW  YORK 


CHICAGO 


We  deliver  what  you  buy" 
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GOODYEAR  SATISFACTION 

Rapid  Outsole  Lockstitch  Machine 

With  Electric  Heat 

>^.* — 

This  machine  is  of  the  same  type  as 
regular  model,  except  that  it  is  equipped 
with  an  electrical  heating  device  instead 
of  steam  generator. 

The  current  for  heating  can  be  turned 
on  or  off  as  required,  and  is  a  very 
clean  and  easily  operated  method  of 
heating  the  stitcher. 

Electric  Heat  is  in  some  cases  more 
expensive  than  gas  or  kerosene  steam 
generator,  and  is  therefore  recommend- 
ed only  where  electrical  current  is  very 
cheap,  or  where  expense  is  not  an  im- 
portant factor. 

In  some  places  the  electric  companies 
make  special  contracts  for  current  at  a 
very  much  reduced  price,  where  it  is 
used  for  heating  purposes,  and  in  such 
cases  the  cost  of  electric  heat  is  about 
the  same  as  gas  heat. 

United  Shoe  Machinery  Co.  of  Canada,  Limited 

MONTREAL,  QUE. 

90  Adelaide  St.  West  179  King  St.  West  28  Demers  St. 

Toronto  Kitchener  Quebec 


Goodyear  Rapid  Outsole  Lockstitch 
Machine 

Model  C,  Electric  Heat 


SORTING  ROOM,  PATENT  LEATHER  TANNERY 


GO  THE  LIMIT 

Buying 

Victory  Bonds 

It's  Your  Opportunity 


A.  R.  CLARKE  <&  COMPANY 

LIMITED 

Toronto       Branches:  Montreal  and  Quebec  Ontario 


THE  THIRTY-FIRST  YEAR 


TORONTO,  NOVEMBER  1,  1918 


CANADIAN  LEATHER  CAPTAINS 


SYDNEY  M.  COLLIS 


1=1 

Features  in 
this  Issue 

Advertising  to  Protect 
Goodwill 

How  Will  Coming  of 
Peace  Affect  Trade? 

The  Transient  Trader 

"  Fixing  Prices"  in 
Canada 


ACTOM  F 
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1  THE  1 

I  James  Mum  Company  | 

|  Makers  of  Footwear  that  has  gained  a  reputation  | 

that  is  continent-wide,  for  fine  quality,  expert  = 

=  workmanship   and   perfect   fit,   ensuring   long  | 

|  life.    Be  sure  you  are  completely  stocked  with  § 

I  MUIR  SHOES  I 

 FOR   | 

I       Men =Women  =Boys  \ 

1  Being  sold  by  all  live  and  successful  retail  shoe  | 

|  merchants.  Carried  in  stock  by  all  leading  jobbers.  | 

I  the  | 

|  James  Muir  Company  I 

I  MONTREAL  | 
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Don't  Get  Only  75%  from  Your  Sole  Leather 
Put  100%  of  it  into  the  Shoe ! 

You  need  and  want  BENNETT  HEELBOARD. 

We  want  to  serve  you  but  we  can't  unless  you  put  that  25% 
(waste)  of  your  sole  leather  back  into  the  shoe  in  BENNETT 
HEELBOARD. 

Canada's  consumption  of  heelboard  has  greatly  increased  dur- 
ing the  past  two  years  with  very  little  increase  in  production  of 
waste  leather. 

BENNETT  HEELBOARD  has  been  supplying  95%  of  the 
demand  due  to  uniform  quality  and  because  it  is  30%  cheaper 
than  imported  heelboards. 

We  are  equipped  to  handle  the  increased  demand  but  we  must 
get  every  pound  of  available  scrap  leather  to  do  it.  Our  produc- 
tion will  be  in  proportion  to  your  supply  of  scrap  leather  because 
we  can't  substitute. 

Every  pound  wasted,  sold  elsewhere  (we  deal  only  direct)  or 
burned  means  a  shortage  of  heelboard  later. 


SALES  OFFICE 
59  St.  Henry  Street 
Montreal 


BENNETT  LIMITED 
MAKERS  OF  SHOE  SUPPLIES 

CHAMBLY  CANTON,  P.Q.,  CANADA 


ONTARIO  OFFICE 

255  King  Street 
Kitchener 
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SOLE  LEATHER 

— for  the  Baby's  Shoe 
—for  the  Army  Boot 

Our  six  brands  cover  every  require- 
ment, and  our  sixty  years'  experience 
in  the  leather  industry  has  resulted  in 
the  manufacture  of  Sole  Leather  that 
is  unequalled  for  Service  and 
Economy.    It  has  earned  the  title : 


The  Standard  of  Canadian  Sole  Leathers 


The  Breithaupt  Leather  Co.  Limited 

Tanners  of  Hemlock,  Union  and  Oak  Sole  Leathers. 
Manufacturers  of  Tap  Soles  and  Jumbo  Blocks  for  the  Repair  Trade. 

Head  Office,  Kitchener,  Ontario 

Tanneries  at  Kitchener,  Penetang,  Hastings  and  Woodstock,  Ont. 
Representatives:   Montreal,  R.  M.  Fraser  and  John  McEntyre;  Quebec,  Lucien  Borne 

Established  1857 
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"ORDERS— MORE  ORDERS 
—LARGER  ORDERS" 


That's  the  everyday  record  of  the  Adams  Shoe.  It's  a  record 
with  an  irresistible  reason.  Parents  and  Children  just  naturally 
want  the  shoe.    Cover  your  need  by  ordering  now. 

In-Stock  December  1st. 

McKay  Welt,  Gun  Metal  Calf,  Solid  Leather  Insole,  Counter  and 
Mid.-Sole,  Leather  or  Neolin  Sole. 

Sizes  11-2  -  $3.45 
Sizes    8-1  OK  $3.05 

The  Adams   Shoe  Co.,  Limited 

TORONTO 
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WORKERS  UNION 


UNI0N>j1STAMP 


Factory 


.WORKERS  UNION 


UNION/TlSTAMP 


Factory 


WORKERS  UNION. 


UNION/^fSTAMP 

Factory 


.WORKERS  UNION, 


UNION^STAMP 


Factory 


Mark  Well  the  Sign 
of  the  Union  Stamp 


Every  retailer  who  requires  hun- 
dred per  cent,  selling  merchandise 
needs  Union  Stamp  footwear. 

Every  retailer  who  reaches  out  for 
all  the  trade  in  his  community 
needs  Union  Stamp  footwear. 

Every  retailer  who  desires  the  best 
footwear  at  the  price,  made  under 
honest  conditions,  by  efficent 
workmen,  requires  Union  Stamp 
footwear. 

For  every  demand,  for  efficiency, 
for  increased  volume  of  trade 
Union  Stamp  footwear  and  Union 
Stamp  shoes  alone  are  a  sure  and 
certain  asset. 


Boot  and  Shoe  Workers'  Union 

Jlffilialed  with  the  Jlmerican  Federation  of  Labor 

246  Summer  Street,  Boston,  Mass. 


JOHN  F.  TOBIN, 

General  President 


CHAS.  L.  BAINE, 

General  Secy-Treas. 
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In  this  new  Oxford  model  is  one  of  the 
most  fashionable  and  stylish  creations  of 
the  season.  In  black  patent  leather,  or 
any  of  the  popular  colors,  it  presents  a 
distinctly  handsome  appearance  that  will 
make  it  the  choice  of  an  increasing  num- 
ber of  Oxford  wearers. 


The  Parade 

The  proper  proportioning  of  Style  and 
Comfort  was  successfully  carried  out  in 
the  designing  of  this  shoe.  It  appeals 
to  those  with  a  preference  for  low  heels, 
and  makes  an  ideal  shoe  for  steady  wear, 
with  its  graceful  appearance  and  easy  fit. 


Those  dealers  and  wearers  who  know  the  best  in  shoes  know  Bell  Shoes. 
Now,  as  for  over  a  century,  superiority  in  shoemaking  is  expressed  in 

Bell  Footwear. 

/.  &  T.  BELL 

LIMITED 

MONTREAL 

SHOEMAKERS  FOR  OVER  A  CENTURY  TO 
PARTICULAR  MEN  jlNT)  WOMEN 
OF  CANADA 


ALSO 

Manufacturers  for  Canada  of  Dr.  A.  Reed  Cushion  Sole  Shoes 
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A 
Big 

Oxford 
Season 


Big  Value  in  Shoes 

Because  we  make  MEN'S  Fine  Goodyear  Welt  shoes 
exclusively,  we  are  able  to  do  this  ONE  thing  exceedingly 
well  and  at  the  same  time  save  factory  cost  in  the  making. 
That  is  why  you  can  buy  a  pair  of 

MONARCH  SHOES 

"TRADE  MARK" 

for  about  a  dollar  less  than  other  high-grade  Canadian 
shoes.  We  use  No.  1  calf  skins  exclusively.  We  guar- 
antee the  style,  quality  and  wear.  Ask  your  dealer  to 
show  you  Monarch  Shoes. 

BRANDON  SHOE  CO., 
LIMITED 
BRANTFORD,  ONT. 

Also  makers  of 

"Brandon" 
high-grade  shoes 
for  men.  3 


The 
Leader 
in  that 
Line 


Quick  turnover  with  good  profit,  satisfaction  all 
round  and  repeat  buying  assured — that  is  what 
you  get  with  Monarch  and  Brandon  Shoes  and 
Monarch  and  Brandon  policy  of  live  enterprise. 


We 

Help 

You 

Sell 

Them 


Monarch  51 


TRADE.  MARK 


^PHERE  has  been  a  huge  demand 

for  leather  for  the  armies,  but 
you  can  still  get  shoes  made 
from  No.  1  skins  if  you  ask 
for  Monarch  Shoes.  They  are 
made   by   the   only  shoe 
house  in  Canada  that  specializes 
exclusively  on  men's  high-grade 
Welt  shoes.    The  quality, 
workmanship  and  style  of 
every  pair  are  guaranteed. 

BRANDON 

Shoe  Co., 
Limited 

BRANTFORD 
ONTARIO 
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By 

Advertising 
in  the 
Newspaper 
Press 
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They  easiest  way  with  women  is  to  let  them 
have  their  will. 

They  know,  the  minute  they  see  it,  that  the 
Just-Wright  Shoe  for  women  is  what  they  want 
in  footwear. 

Let  them  have  what  they  want  ;  it  saves  your 
time  and  secures  their  goodwill ;  and  their 
goodwill  furnishes  the  most  important  element 
of  growth  to  your  business. 


E.  T.  WRIGHT  &  CO.,  Inc. 

St.  Thomas,  Ont.        -        :        -        Rockland,  Mass. 
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These  Shoes  are  in  stock  in  large  quantities 
and  can  be  shipped  at  once. 


Every  one  a  popular  Fall 
Style  yet  we  have  manu- 
factured enough  to  be 
able  to  have  a  quantity 
in  Stock.  Your  orders 
will  be  given  immediate 
attention. 


D134—  Women's  Dark  Gray  Kid  8^-inch 
Lace,  plain  toe,  2  >^-inch  leather  Louis 
heel,  imitation  turn,  Manhattan  Last, 
A  width,  sizes  3>£-8,  B  width,  sizes 
3-7,  C  and  D  widths,  sizes  2*A-8 ..S6.00 


D131— Women's  Battleship  Gray  Kid  8}4 

inch  Lace,  dark  gray  cloth  top,  plain 
toe,  2-inch  leather  Louis  heel,  imitation 
turn,  Dallas  Last,  B  width,  sizes  3-7; 
C  and  D  widths,  sizes  2^-8  ....$3.85 


D100— Women's  Kid  8j4-inch  Lace, 
imitation  tip,  2^-inch  leather 
Louis  heel,  imitation  turn,  Man- 
hattan Lsst,  C  and  D  widths, 
sizes  2^-8  $4.60 


D137  -Women':  Dark  Gray  Kid  8K-inch 
Lace,  imitation  tip,  single  sole,  l}4 
inch  Military  heel,  Arnold  welt,  Van- 
itie  Last,  B  width,  sizes  3-7,  C  and  D 
widths,  sizes  2'/Z-&  $6.00 


D75 — Women's  Kid  8-inch  Lace  imitation 
tip,  single  sole,  1^-inch  heel,  Arnold 
welt,  Vanitie  Last,  B  width,  sizes  3-7; 
C  and  D  widths,  sizes  2)4-S  $4.60 


Manufacturers 


ST.  LOUIS,  -:-  U.  S.  A. 
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The 

TETRAULT  WELT 

The  Standard  Welt  Shoe 
of  Canada 

When  you  place  a  stock  of  TETRAULT  WELTS 
in  your  store  you  are  not  experimenting  with  un- 
tried goods  or  unknown  values.  They  are  well 
known  to  the  public  and  every  shoe  merchant  in 
Canada.  Their  uniform  dependability  has 
caused  them  to  become  the  Standard  of  Compari- 
son among  Canadian  shoes. 

This  Standard  of  Quality  does  not  vary — 

As  Good  To-day  As  Ever  Before 

due  to  production  methods  that  successfully 
solve  the  problem  of  meeting  unusual  manufac- 
turing conditions. 

Critical  merchandising  conditions  and  the  keenest 
competition  cannot  limit  your  sales  when  you 
handle 

TETRAULT  WELTS 


Tetrault  Shoe  Manufacturing  Co.,  Limited 

Largest  Manufacturers  of  Goodyear  Welts  in  Canada 

Office  and  Warehouse — 

9  Rue  De  Marseilles,  IV  /I  a.  r~  0  1  Sold  by  a"  First-Class  Jobbers 

Pari",  France  iVl  OH  LlCd!  in  Canada 
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HE  cattleman's  brand  means  nothing  to  you,  but  the 
tanner's  trade  mark  means  everything. 


The  trade  mark  "Star  Brand"  means  that  the  leather  on 
which  it  appears  is  selected  stock  from  a  million  hides 
per  year,  which  are  processed  by  a  house  with  seventy- 
four  years'  experience  in  the  production  of  highest-grade 
Sole  Leather,  a  house  with  a  world-wide  reputation  to 
be  upheld. 

Specify  Star  Brand  Sole  Leather  and  Tap  Soles 
to  sustain  YOUR  reputation. 


€>ar>ctrnor£> 

STo  r>o  n  /o   

TANNERS 


ompany. 
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REGAL  SHOES 

for 

MEN  and  WOMEN 

The  same  grace  and  elegance,  the  result 
of  years  of  advancement  in  shoemaking, 
that  has  been  the  big  factor  in  establishing 
the  superiority  of  REGAL  SHOES  for 
men  is  to  be  seen  in  the  new  line  of  Regal 
Shoes  for  women. 


"Regal" 
Pall  Mall 


"Regal" 
Tailormaid 


DONT  FAIL 

to  see  the  line  of  samples  already  heading  your  way. 
If  you  do,  both  you  and  our  representative  will 
lose  some  good  business. 

Regal  Shoe  Co.,  Limited 

472-474  Bathurst  Street,  Toronto 


Regal  Shoes  command  that  high- 
class  trade  that  swells  the  profit 
side  of  your  ledger. 
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ROBERT  H.  FOERDERER 


PHILADELPHIA 


INCORPORATED 


PENN.,  U.S.A. 
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A  jobbing  service  that  ALWAYS  main- 
tains a  stock  large  enough,  a  selection 
wide  enough  and  an  organization  well 
enough  equipped  to  fill  large  orders  or 
small  COMPLETELY  and  IMMEDI- 
ATE LY-that  is 


It  enables  the  dealer  to  do  his  buying  in 
just  those  quantities  and  from  those  lines 
that  will  maintain  his  stock  at  exactly  the 
right  volume  and  selection. 

The  pick  of  the  trade's  output  is  here, 
chosen  with  a  sense  of  shoe  merchandis- 
ing acquired  through  thirty  years  of 
experience. 


©tenia, 
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The  Largest  Tanners  of  Calf  Leather  in  the 
British  Empire 


DAVIS  LEATHERS 


D0  it        Put  the  same  Punch 

into   your  subscrip- 

ktlu  tions     for  Victory 

Bonds  as   our  men 

put  behind  the  bayo- 

|  s  nets  that  are  driving 

the  Huns  over  the 
S  ure  Rhine. 


V  ictory 


DAVIS  LEATHER  COMPANY 

LIMITED 


NEWMARKET,  ONT 


BUY  VICTORY  BONDS 

Buy  as  you  never  bought. 
Dig  as  you  never  did  be- 
fore. Lend  to  the  strain- 
ing point.  Don't  fail  the 
brave  lads  who  are  will- 
ing to  sacrifice  ALL  for 
you. 


A.  DA  VIS  &  SON,  Limited 

KINGSTON,  ONTARIO 


Dare 

As 

Victoriously 
In 

Subscribing 
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"There  Is  But  One  'Slater  Shoe 


SPRING  1919 


FFFFFFFFFFRFF--  c  c  \WrVrz~-  l:? 


Rliiiii 
ppbiih 


Our  travellers  are  on  the  road  with  a  full  line  of  our 
Spring  goods  and  the  lines  carried  in  stock. 

We  have  added  a  few  samples  on  new  lasts,  that  will 
surely  appeal  to  the  discriminating  buyer. 

A  careful  inspection  and  a  trial  order  solicited. 


The  Slater  Shoe  Co.  Limited 

montreal  canada 
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Handle  all  your  cash  and  records 

by  machinery 


A  National  Cash  R  agister  system 
will  take  care  of  every  detail  of 
your  store  records.  It  will  enable 
you  to  handle  all  your  cash  and 
records  by  machinery. 

Every  sale  —  cash  or  charge  —  is 
accurately  recorded. 
At  the  end  of  every  day  a  glance  at  the 

National  Cash  Registers  help  merchants  overcome  war-time  troubles 


register  shows  you  the  exact  amount  of  your 
sales.  The  register  also  gives  a  printed 
record  of  every  charge,  received  on  account, 
or  paid  out  transaction.  It  shows  you  how 
much  cash  should  be  in  the  drawer. 

The  N.C.R.  system  saves  time,  saves 
money  and  conserves  labor.  It  stops  store 
leaks.  It  makes  you  careful,  and  your 
employees  careful. 


Department  No.  C21. 

The  National  Cash  Register  Company,  of 
Canada,  Limited,  Toronto,  Ont. 

Name  


Please  give  me  full  particulars  about  an 
N.C.R.  system  for  a  shoe  store. 


Address 
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LINE  FORMS  ON 
THIS  S/DE 


SHOE  RATIONS 
HERE 


WILL  IT  COME  TO  THIS? 

Will  it  come  to  the  point  when  the  Canadian  shoe  traveller  will  say  to  the  dealer:  "This  is  what 
we  can  let  you  have.    Take  it  or  leave  it?" 

That  is  practically  the  condition  in  the  United  States  to-day,  with  the  shoe  styles  regulated  by  the 
Government  and  the  output  of  the  factories  sharply  restricted.    Will  similar  measures  be  necessary 

in  Canada? 

We  believe  that  they  may  be  avoided  if  the  trade  as  a  whole  will  face  conditions  squarely  and  ex- 
ercise prudence  in  buying. 

Three  things  should  be  done  by  every  shoe  dealer  in  Canada: — 

1.  Place  orders  for  early  Spring  to  cover  your  normal  requirements.  Let  the  manu- 
facturer know  now  what  your  needs  will  be.  Don't  wait  until  later  and  flood  the  factories 
with  orders  for  which  no  advance  provision  has  been  made. 

2.  Don't  over-buy.  Keep  your  stock  investment  as  low  as  possible.  It  will  help  both 
your  profit  and  your  credit.  Let  the  manufacturer  carry  stock  for  you  and  size-in  weekly. 
Remember  that  every  idle  pair  of  shoes  on  your  shelves  helps  to  increase  the  leather  short- 
age and  to  raise  prices. 

3.  Clean  your  stock.  Get  rid  of  every  item  on  your  shelves  which  is  eating  its  head  off 
in  carrying  charges.  Put  every  idle  pair  of  shoes  to  work.  Do  this  for  your  own  profit  and 
for  the  general  good  of  the  trade. 

If  every  dealer  will  do  these  things  we  may  avoid  the  establishment  of  shoe  rations  in  Canada. 


AMES  HOLDEN  McCREADY 

"Shoemakers  to  the  Nation" 
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Do  You  Know 

The  Welt  Shoe? 

MO  man  can  know  too  much  about 
the  product  he  sells — and  these 
-  days  when  SERVICE  enters  into 
the  selling  of  shoes  more  than  ever  be- 
fore, we  would  like  to  give  a  series  of 
talks  to  you,  Mr.  Retailer,  on  the  ad- 
vantages and  value  of 

The  Goodyear  Welt 

This  will  be  a  help  to  you  and  your 
clerks  in  explaining  the  merits  of  this 
process  to  your  customers  to  your  ad- 
vantage. 

We  feel  that  after  years  of  specializa- 
tion and  concentration  on  nothing  but 
WELTS,  and  ONLY  WOMEN'S 
WELTS,  we  are  able  to  point  out  the 
essential  features,  namely. 

Comfort,  Quality  and  Economy 

Perth  Shoe  Company,  Limited 

Largest  Manufacturers  Exclusively  of 
Women's  Welts  in  Canada 


Perth 


Onta 


no 
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Deeds  of  the  Sole 


"Acme"  Soles  look  at  you  through  their  pictures. 
"Acme"  Soles  speak  to  you  through  these  words. 
"Acme"  Soles  appeal  to  you  through  deeds. 
And  deeds  are  what  count. 
The  deeds  we  refer  to  are  those  of  Service. 

It  costs  money  and  entails  many  worries  to  stick  to  a  high  standard ; 
yet  any  other  standard  would  naturally  be  unsuitable  for  any  product 
Dunlop-made. 

We  have  camped  on  all  the  trails  that  lead  to   the  finished 
"Acme"  Soles.  The  system  by  which  they  are  made  is  as  pliable  as  the 
sole.     The  result  is  a  satisfactory  product  that  can  be  successfully 
manufactured  in  large  quantities,  as  well  as  in  small  ones  ;  and,  judging 
by  the  record  of  service,  is  unbeatable. 

Dunlop  Tire  &  Rubber  Goods  Co.,  Limited 


Head  Office  &  Factories 
TORONTO 


Branches:  Victoria,  Vancouver,  Edmonton, 
Calgary,  Saskatoon,  Regina,  Winnipeg,  London, 
Hamilton,  Toronto,  Ottawa,  Montreal, 
St.  John  and  Halifax. 
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The  Many  Who  Handle— 
The  Very  Many  Who  Wear — 


shoes  from  any  of  our  three  well  known 
lines,  give  them  a  recommendation  that 
only  footwear  of  first  quality  can  earn. 


Metropolitan  | 

Women's  McKays—Men's  Welts  1 

|           Patricia  | 

Women's  Welts  and  Turns  J 

|            Paris  | 

Men's  Welts — Women's  McKays 


Why  not  feature  these  lines  in  your  stock  ? 
You  will  find  them  the  easiest  of  easy  sellers, 
due  to  their  attractive  styles,  comfortable  fit 
and  moderate  price.  Only  our  own  carefully 
manufactured  leather  is  used,  and  the  finest 
of  workmanship  goes  into  the  making  of 
every  pair,  ensuring  a  service  that  wins  per- 
manent patronage. 

Make  up  an  order  from  these  three  lines  and 
you  will  be  convinced  that  they  are  profit- 
able shoes  to  handle. 


Daoust,  Lalonde  &  Co.  Limited 

Montreal 

Branch:   The  Metropolitan  Shoe  Co.,  91  St.  Paul  Street,  Montreal 
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Price  has  become  such  an  important  factor  that  it 
behooves  everyone  to  pay  attention  to  what  he  gets 
for  his  money,  and  only  the  Best  is  the  most  truly 
inexpensive. 

Felt  Shoemaking  material  has  gone  up  in  price  beyond  anything 
known  before. 

Good  workmanship  costs  more  than  ever  and  the  "Know-How"  man 
is  a  much  required  essential. 

War  conditions  have  eliminated  many  materials  that  were  formerly 
recognized  standards  for  Blends  and  Mixes,  and  War  has  taken  best  mechanics 
and  old-time  experts. 

New  experiments  and  Blends  have  had  to  take  the  place  of  the  old, 
and  sometimes  of  necessity  under  inexperienced  direction,  so  that  to  some 
extent  Felt  Footwear  is  at  present  an  article  of  Trust  and  Confidence,  and 
the  one  Best  Guarantee  to  the  Dealer  is  the  Reputation  of  the  Maker. 

K.  B.  BRANDof  Felt  Footwear  is  made  from  tried  and  tested  materi- 
als, by  experienced  workmen  and  under  direct  supervision  of  "Know  How" 
men,  backed  by  over  a  third  of  a  Century  of  Felt  Shoemaking  Experience 
with  a  Reputation  that  will  "Carry  On." 

K.  B.  have  that  outside  look  that  make  them  easy  sellers  and  they 
have  the  inside  worth  that  holds  the  "Come  Again"  Customer,  the  rare 
combination  that  stamps  K.  B.  Felt  Footwear  High  Grade. 

It  may  be  that  your  Jobber  will  at  this  time  be  unable 
to  supply  you  with  K.  B.  because  he  could  not  get  ad- 
ditional orders  accepted  at  the  Factory,  but  make  sure 
of  your  1919  season's  supply  by  safeguarding  your  re- 
quirements early — speak  for  them  now. 

The  pick  of  Canadian  Shoe  Jobbers  will  sell  1919  season 
K.  B.  Felt  Shoes  and  Slippers 

The  Cobourg  Felt  Co.,  Limited  - 


COBOURG 
Ontario 


A.  J.  KIMMEL, 

President 


Makers  of  the  K.B.  Felt  Footwear 
A.  W.  YOUNG, 

Secy.-Treas. 


A.  C.  KIMMEL, 

Manager 
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JUST 


A  MINUTE! 


520—  5-7  ^  Lads'  Pat.  Blucher, 
Dull  Top.  Self  Tip,  Slip  Sole, 

60  McKay   -   S2.35 

620—  8-10H  Little  Gent's  Pat. 
Blucher.  Dull  Top.  Self  Tip, 

Slip  Sole,  60  McKay     2.90 

720—  11-2  Youths'  Pat.  Blucher 
Dull  Top.  Self  Tip,  Slip  Sole, 

60  McKay    3.45 

521—  5-7 K  Lads' Box  Calf  Blu- 
cher. Self  Tip,  Slip  Sole,  60 
McKay     2.35 

621—  8-11  ^  Little  Gent's  Box 
Calf  Blucher.    Self  Tip,  Slip 

Sole,  60  McKay   2.90 

721—  11-2  Youths'  Box  Calf 
Blucher.   Self  Tip,  Slip  Sole, 

60  McKay  -  3.45 


3009—8-10^  Girls'  Box  Calf, 
Bal.  Self  Tip,  Slip  Sole,  140 
McKay   $2.85 

4009—11-2  Misses'  Box  Calf, 
Bal.  Self  Tip,  Slip  Sole,  140 
McKay   3.35 


If  these  Ready-to-Ship 
lines  weren't  of  interest 
to  every  live  shoe  mer- 
chant we  wouldn't  stop 
you. 

But  They  Are,  and  with- 
out a  doubt  they  are 
lines  you  want  IMME- 
DIATELY. 

Go  over  the  list  care- 
fully, figure  out  your 
needs  and 

Send  your  order  in 
early. 


4183—13-2  Misses'  Box  Calf, 
H.  C.  Sport  Bal.  Im.  Tip,  Slip 
Sole,  160  McKay   $3.70 


These  are  sturdy  well-made 
shoes  that  will  give  your  cus- 
tomers the  service  which  they 
expect  for  the  prices  which 
are  being  paid  to-day. 


3195—8-103^  Girls'  Pat.  H.  C. 
Bal.  Dull  Top.  Im.  Tip,  Slip 
Sole,  136  McKay   $3.00 

4195—11-2  Misses'  Pat.  H.  C. 
Bal.  Dull  Top.  Im.  Tip,  Slip 
Sole,  136  McKay   3.55 

3157—  8-1  OK  Girls'  Vici  Kid, 
H.  C.  Bal.  Pat.  Tip,  Slip  Sole, 

136  McKay   3.15 

4157—  11-2  Misses'  Vici  Kid, 
H.  C  Bal.  Dull  Top.  Pat.  Tip. 

Slip  Sole,  136  McKay   3.75 

3158—  8-10K  Girls'  Box  Calf, 
H.  C.  Bal.  Self  Tip,  Slip  Sole, 

136  McKay   3.00 

4158—  11-2  Misses'  Box  Calf, 
H.  C.  Bal.  Self  Tip,  Slip  Sole, 

136  McKay   3.55 


3071— 8-10K  Girls'  Vici  Kid, 
Button.  Dull  Top.  Pat.  Tip, 
Slip  Sole,  136  McKay   $3.00 

4071—11-2  Misses'  Vici  Kid, 
Button.  Dull  Top.  Pat.  Tip, 
Slip  Sole,  136  McKay   3.55 

3166— 8-10^  Girls'  Vici  Kid, 
Blucher.  Dull  Top.  Pat.  Tip, 
Slip  Sole,  136  McKay  -   3.00 

4166—11-2  Misses'  Vici  Kid, 
Blucher.  Dull  Top.  Pat.  Tip, 
Slip  Sole,  136  McKay   3.55 


GETTY  &  SCOTT,  LIMITED 


GALT,  ONTARIO 
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KEEP  YOUR  STOCK  LOW 

and  have  better  use  of  your 
money.  Use  our  In-Stock 
department  as  your  ware- 
house, and  order  from  it  at 
a  moment's  notice.  Look 
over  these  quick-selling 
lines  and  see  what  you  need. 


Order  These  MILITARY  SHOES  in  Small 
Quantities,  and  Have  JVhat  the  Boys  JVant 

No.  14— Special  Tan  No.  1  Calf,  Sole  Leather  Counters,  $6.00 

"    18 — Beaver  Brown,  Leather  Slip  Sole,  E  width, 

Medium  Broad  Toe,         -  -  4.90 

"    80— Hav.  Bro.  Calf,  Dress,  Wing-foot  Heel,  Recede  Toe,  6.00 

"    81— Mahog.  Calf,  Slip  Sole,  Wing-foot  Heel,  Medium 

Toe,  Leather  Counters,  All  Solid,    -  6.10 

We  Shit  Immediately 


BUY  VICTORY  BONDS 

and  hasten  Victory.  The  Hun  is  wavering 
— every  dollar  invested  deals  him  a  knockout 
blow.  Then  do  your  best.  Lend  every 
dollar  you  can  spare. 

THE  MIDLAND  SHOE  COMPANY 

KINGSTON,  ONT. 
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HOW  ABOUT 
your 

RUBBERS? 


Unsettled,  rainy  weather  will 
soon  be  here.  Look  over 
your  stock  of  Rubbers  and 
see  if  a  little  sorting  would 
not  benefit  it.  Our  depend- 
able lines,  "Royal,"  "Kant 
Krack,"  "Dainty  Mode," 
"Dreadnaught"  and  "Veri- 
Best,"  comprise  sterling 
rubbers  for  every  size  and 
shape  of  boot. 

Get  in  touch  with  our  near- 
est wholesaler. 


SPEED  KING  PLACING 


Have  you  ordered  your  "Speed  Kings"  for  next  season  or  are 
you  still  delaying?  If  so,  we  advise  that  you  place  your  order 
at  once.  You  will  then  be  certain  of  a  supply  for  next  summer's 
demand. 


OUR  WHOLESALERS 


Amherst  Boot  and  Shoe  Co.,  Limited  -  Amherst,  N.S. 
Amherst  Boot  and  Shoe  Co.,  Limited  -  Halifax,  N.S. 


E.  A.  Dagg  &  Co. 
Dowers  Limited 
A.  W.  Ault  &  Co.,  Limited 
White  Shoe  Co. 
McLaren  &  Dallas 


-  Calgary,  Alta. 
Edmonton,  Alta. 

-  Ottawa,  Ont. 

-  Toronto,  Ont. 

-  Toronto,  Ont. 


The  London  Shoe  Co.,  Limited 
Kilgour,  Rimer  Co.,  Limited 
The  J.  Leckie  Co.,  Limited  - 
James  Robinson 
Brown,  Rochette,  Limited  - 
T.  Long  &  Brother  - 


-  London,  Ont. 
Winnipeg,  Man. 
Vancouver,  B.C. 

Montreal,  Que. 
-  Quebec,  Que. 
Collingwood,  Ont. 


Independent  Rubber  Co.,  Limited 

Merritton,  Ontario 
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BUY 

VICTORY 
BONDS 

Your  faith  in  Canada  and 
Canada's  soldiers  is  ex- 
pressed in  every  dollar's 
worth  of  Victory  Bonds  you 
buy.  It  represents  your 
Patriotism,  your  love  of 
Liberty y  your  desire  for  a 
righteous  Peace. 


This  space  donated  by 

J.  A.  SCOTT 


566  St.  Valiers  Street 

QUEBEC 


218  Notre  Dame  St.  West 

MONTREAL 
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If  you  are  afraid  to  venture  out  of  sight  of  the  island  in  which 
you  live,  you'll  never  discover  a  new  continent. 


The  venture  we  made  when  we  put 

CITADEL  KID 

on  the  market  has  been  a  pronounced  success.  This  success  is 
accomplished  by  giving  the  Canadian  manufacturer  a  line  of  kid 
that  affords  him  such  a  wide  selection  in  high  quality  material 
that  his  every  requirement  is  fully  and  satisfactorily  met. 

If  you  are  unacquainted  with  CITADEL  KID  and  its  merits, 
you  are  making  not  only  a  safe  and  profitable  venture  but  one 
which  may  open  up  new  possibilities  for  you  in  sending  in  a 
trial  order. 


J.  A.  SCOTT 

218  Notre  Dame  St.  West  566  St.  Valiers  Street 

MONTREAL  QUEBEC 
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COLUMBUS 
RUBBERS 


A  Canadian 
Shoe  for 
Canadian 
People 


Exact  Reproduction  of  Our  Rubber  Footwear  Factory 

In  introducing  ourselves  and  our  product  to  the  Footwear  Dealers  through  the  Journal, 
we  can  assure  them  that  our  goods  are  built  with  the  utmost  care,  and  undergo  expert 
inspection  before  being  packed.  We  use  high  grade  materials  and  only  the  best  grades  of 
rubber  scientifically  blended  and  compounded.  Our  goods  are  fully  guaranteed  to  be  of 
the  highest  quality. 

Real  service  can  be  had  from  large  stocks  cairied  at 

MONTREAL       -       OTTAWA       and  WINNIPEG 

We  offer  a  splendid  opportunity  for  Jobbers  in  Ontario  and  the 
Maritime  Provinces. 

The  Columbus  Rubber  Co.  of 
Montreal,  Limited 

1349  De  Montigny  Street 
MONTREAL 
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TIPPERARY 
-  SHOES  - 


Women's  Dandy  Pump 


TIPPERARY 
SHOES 

are  more  than 

TENNIS 
SHOES 


Men's  Dixie  Oxford 


Sohmer  Hi-Cut 


For  Athletic 
and 

Summer  IV ear 


Women's  Windsor  Oxford 


EVERY 
LINE 
THOROUGHLY 
HIGH 
GRADE 


Men's  Dorval  Oxford 


These  are  only  a  few  of  th?  attractive  lines  of  TIPPERARY  SHOES  that  we  are  showing  for  the 
coming  season.    Write  for  our  new  Catalogue  and  Price  Lists. 

The  Columbus  Rubber  Co.  of  Montreal,  Limited 

1349  De  Montigny  Street         -  MONTREAL 
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ECLIPSE  SHOES 

Their  Quality  Means  Business  Surety 


IT  WILL  take  but  little  argument,  on  your  part  to  con- 
vince your  customers  that  Quality  Shoes  are  still  the  best 
shoes  to  buy    in  spite  of  the  temptation  to  consider 
cheaper  goods  on  account  of  the  higher  prices  of  footwear. 

Eclipse  Quality  at  the  price,  gives  a  VALUE  that,  in  the  end, 
means  less  cost. 

They  have  the  Style  that  attracts  the  youthful,  and  in  material  and  workmanship  are  made 
to  stand  the  rigorous  strain  put  upon  them. 

There  is  no  more  satisfactory  or  profitable  line  in 

MISSES',  YOUTHS',  GROWING  GIRLS',  and  CHILDREN'S  McKAYS  and  TURNS 
Do  Not  Buy  Before  Seeing  Eclipse  Lines  and  Eclipse  Values 

GALT  SHOE  MANUFACTURING  CO.,  Limited 

Gait  -  -  Ontario 


Honesty  of  Purpose  and  Efficient 

Organization  Have  Earned  for 

HYDRO  CITY  SHOES 


an  enduring  reputation  for 
style  and  stability  with 
public  and  trade  alike. 


HYDRO   CITY  SHOE  MFRS. 

LIMITED 

KITCHENER  -  ONTARIO 
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LUE  BIRD 


"The  Shoe  of  Happiness" 

A  Specialty  Cushion  Sole  Turn  Shoe 

Semi-Ready  Style  Service 

In  Stock  and  in  Process 

The  Shoe  of  Happiness  because  of  its  comfort 
features.  Trade  Marked  because  of  its  stand- 
ard of  quality.  "Blue  Bird"  Shoes  are  all 
made  with  genuine  high  grade  oak  turned 
soles,  with  rubber  heels  and  a  felt  cushion, 
innersole  covered  with  sheepskin — not  split 
leather.  They  are  made  in  various  other 
styles  in  addition  to  those  illustrated,  includ- 
ing Blucher,  Button,  and  Oxfords.  (See  list 
below) . 

SAMPLE  PAIRS 
SENT  ON  REQUEST 

We  particularly  wish  to  call 
your  attention  to  our  No.  55 
Triple  E,  fat  ankle  boot.  Made 
on  our  own  special  last.  It  has 
fitting  qualities  neither  equalled 
nor  excelled. 


No.  50 — Women's  Genuine  Dongola,  oak  sole,  turn, 
bal,  patent  tip,  rubber  heel,  EE.  width.  36  pairs 
to  the  case. 


BLUE  BIRD  PRICES— Order  by  Number. 
Style  50— Women's  Dongola  Fat  Ankle  Bals.,  EEE  $3.50 


52 
55 
56 
57 
58 
59 
60 


Oxford  EEE 
Bal.  EE 
Blueh  Bal. 
Button 


3.00 
3.50 
3.50 
3.50 


Oxford  -----  3.00 
Blueh  Oxfo  d  -  -  3.00 
Bal.  Plain  Toe     -    -  3.50 


Nos. 


50  and  55  carried  in  stock.    Others  made  to  order  in 
case  lots,  36  pairs  only. 


No.  55  — Women's 
Genuine  Dongola 
Lace  Boot,  patent 
tip,  oak  sole,  turn, 
cushion  insole,  fat 
ankle,  triple  E  only. 


Schedule  of  Sizes  for  Cushion  Sole  Shoes 


3 

3^ 

4 

4^ 

5 

5K 

6 

6K 

7 

7K 

8 

3-8 

3 

3 

6 

3 

6 

3 

3 

3 

3 

3 

4-8 

3 

3 

6 

6 

6 

3 

6 

3 

5-8 

6 

6 

6 

6 

6 

6 

CHAS.  E.  SLATER 


10  High  Street,  Boston 

Novelty  Footwear  Case  Lots  Only  at  Factory  Prices 


491  St.  Valier  St.,  Quebec 

We  Don't  Break  Cases— Terms:  Net,  30  Days 


34 


THE   SHOE  AND   LEATHER  JOURNAL 


Soles  that  Mean 

More  Sales  of 
Winter  Footwear 


Weather-proof  soles  that  withstand 
slush  and  snow,  water  and  ice,  are 
the  best  sales  builders  in  Winter 
Footwear. 


Rinex 


is  your  guarantee  of  such  a  builder  of  sales, 
—whether  for  men,  women  or  children. 

Rinex-soled  shoes  insure  waterproofness 
without  bulk,  long  wear  without  thickness 
and  elasticity  that  helps  the  shoes  retain  the 
same  style  and  form  that  mark  the  light 
weight  summer  shoes. 

Many  of  your  customers  will  insist  on 
Rinex-soled  shoes.  Prepare  now  to  meet 
the  demand. 

Rinex  soles  are  made  and  guaranteed  by 


JOATED  / 


J)OMINIOJ( 


RUBBER 


Canadian    Consolidated   Rubber  Co. 

Limited 

Head  Office:       -  MONTREAL 

Branches  at  Halifax,  St.  John,  Quebec,  Ottawa,  Belleville,  Toronto, 
Hamilton,   Brantford,    London,    Kitchener,    North  Bay,  Fort 
William,  Winnipeg,  Brandon,  Regina,  Saskatoon,  Calgary, 
Lethbridge,  Vancouver,  Victoria. 
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THE  DUTY  OF  THE  HOUR 


IF  anyone  had  predicted,  four  years  ago,  the  commercial  conditions  that  prevail  to-day,  he 
would  have  been  ridiculed  as  a  dreamer.  Indications  pointed  altogether  in  the  other  direction, 
for,  although  after  the  first  six  months  of  uncertainty  and  depression,  there  came  an  acceler- 
ation of  agricultural,  industrial  and  commercial  activity,  such  as  this  country  had  never  known, 
the  outlook  at  first  was  very  blue. 

We  are  now  at  the  peak  of  this  most  remarkable  period  of  activity  and  for  more  reasons  than 
the  m.ere  fact  that  there  is  now  promised  a  speedy  and  successful  issue  out  of  the  present  great  con- 
flict, we  are  due  to  have  a  lessening  of  the  tension.  Within  the  past  year  there  has  been  the  ten- 
dency to  "settle"  that  inevitably  follows  inflation,  and  while  there  has  been  no  falling  away  in 
prices  or  falling  off  in  industrial  activity,  business  has  been  getting  into  a  more  measured  stride. 
History  repeats  itself  in  business  as  in  everything  else  and  we  are  due  for  a  period  of  greater  or 
less  quietness,  apart  from,  any  peace  issue. 

There  is  no  doubt  that  this  tendency  will  be  further  promoted  by  a  cessation  of  hostilities, 
which  may  come  at  any  time,  and  then  the  natural  hesitation  or  pause  that  accompanies  uncer- 
tainty will  undoubtedly  make  itself  felt.    This  is  as  certain  to  occur  after  the  war  as  before. 

For  a  considerable  time,  business  of  all  kinds  will  experience  the  difficulty  and  danger  that 
always  attend  a  sagging  market  and  it  will  require  great  fortitude  and  wisdom  on  the  part  of  the 
business  community  to  properly  meet  the  situation.  That  there  will  not  be  a  "slump"  in  the 
ordinary  acceptance  of  the  term,  may  be  taken  for  granted  as  there  has  been  no  inflation,  such  as 
usually  occurs  in  boom,  periods.  Prices  have  steadily  risen  from  natural  causes,  such  as  scarcity 
of  materials,  labor  and  transportation. 

It  will  take  a  considerable  time  to  get  rid  of  these  three  great  obstacles  to  lower  prices,  so 
that  the  man  who  holds  back  through  fear  of  any  general  demoralization  in  the  market  will  play  a 
losing  game.  The  very  abundance  of  currency  will  militate  against  low  prices,  so  that  it  is  safe  to 
assume  that  staple  commodities  will  remain  pretty  much  as  they  are,  following  the  first  uncertainty. 

Men  are  naturally  asking  what  is  the  safe  course  to  pursue  at  such  a  time  with  regard  to 
buying  and  selling,  which  have  been  matters  of  such  comparative  simplicity  in  the  past  two  or 
three  years,  with  a  constantly  strengthening  market.  Those  best  qualified  to  answer  the  question 
admit  the  difficulty  of  satisfactory  solution,  but  agree  in  following  a  very  definite  policy. 

A  large  shoe  buyer,  in  discussing  the  subject  recently,  said,  that  while  it  was  a  matter  of 
judgment  of  the  individual,  he  thought  there  was  only  one  reasonable  course  for  a  shoe  man  to 
take.  He  believed  the  first  necessity  was  to  get  rid  of  all  stock  purchased  at  abnormal  prices  and 
especially  goods  that  were  at  all  doubtful  as  to  their  "liquid"  value.  He  counselled  and  followed 
the  practice  of  buying  carefully,  but  keeping  his  stock  up.  In  his  opinion  there  would  be  little 
settling  of  leather  values  and  the  important  point  was  to  secure  deliveries,  which,  on  account  of 
the  scarcity  of  labor  and  materials,  were  bound  to  be  more  and  more  irregular.  He  did  not  think 
there  would  be  any  drop  in  shoe  values  that  would  compensate  a  merchant  for  being  caught  short 
of  salable  goods  next  spring,  at  which  time  the  country  would  have  recovered  from  the  effects 
of  any  peace  flurry. 

In  the  meantime,  the  patriotic  as  well  as  the  wise  business  man  is  pulling  every  dollar  he 
can  out  of  surplus  stock  and  book  accounts  to  put  into  the  Victory  Loan.  As  a  business  policy, 
as  well  as  a  public  duty,  this  course  has  everything  to  commend  it.  The  merchant,  as  well  as  the 
private  individual  who  follows  the  thrift  line  to-day  is  on  the  right  track.  35 
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Advertising 
to  Protect 
Goodwill 


Danger  of  the  "Over-sold"  Condi- 
tion— Mistake  of  "Can't  Supply  the 
Goods"  Attitude — How  Some  Con- 
cerns are  Overcoming  the  "Stalling" 
Tendencies  of  Present  Conditions 

JUST  now.  concerns  with  a  nation  wide  business 
are  apt  to  let  war  conditions  undo  a  great  deal 
of  what  has  taken  many  years  to  build  up. 
"Why  should  we  advertise?"  asked  the  head  of  a 
well  known  house  the  other  day.  "We  have 
called  all  our  travellers  off  the  road  and  are  not 
taking  a  single  order  just  now,  as  we  have  all  we 
can  handle  with  the  shortage  of  materials  and 
labor." 

It  does  not  occur  to  some  people  in  these  cir- 
cumstances that  present  conditions  will  not  last 
forever  and  that  they  are  adopting  a  policy  that 
may  lose  to  them  all  that  a  lifetime  of  careful 
business  building  has  won.  Wise  men  who  rightly 
appraise  goodwill  and  who  wish  to  conserve  that 
which  has  taken  years  of  effort  and  money  to  ac- 
quire do  not  look  at  matters  in  this  loose  way. 

Probably  the  largest  fur  house  in  the  world  is 
Rcvillon  Freres,  of  London,  Paris  and  New  York. 
This  concern  finds  'tsclf  in  the  class  described  as 
"non-essential,"  and  faces  the  situation  that  to 
advertise  its  goods  in  the  usual  way  just  now, 
would  mean  to  invite  public  disfavor.  People  are 
not  in  a  mood  to  take  kindly  to  suggestions  that 
they  invest  lavishly  in  fur  garments,  to  say  the 
least,  when  everybody  is  being  urged  to  use  last 
year's  overcoat  or  last  season's  shoes  and  put  their 
spare  money  into  Victory  Bonds. 

Facing  the  necessity  of  either  dropping  its  ad- 
vertising altogether  and  losing  its  immense  pres- 
tige or  adopting  its  methods  to  war  conditions, 
Rcvillon  Freres  have  switched  their  copy.  They 
have  adopted  the  romantic  and  historic  plan  and 
their  attractive  advertisements  say  nothing  what- 
ever about  the  firm's  goods,  except  by  inference. 
Illustrated  descriptions  of  fur  trading,  arctic  ex- 
peditions, water  and  overland  transportation,  form 
a  succession  of  stories  of  unusual  interest  that 
keep  the  name  Rcvillon  constantly  before  all  who 
are  likely  to  be  interested  in  furs.  The  advertising 
does  not  offend  public  sense  .of  "thrift,"  and  at  the 
same  time  keeps  before  the,  public  the  firm  and  its 
hundred  years  of  fur  exploitation. 

Another  example  of  the  wisdom  of  protecting 
goodwill  is  found  in  the  advertising  campaign  of  a 
large  rubber  footwear  concern  on  the  other  side  of 
the  line  whose  entire  product  at  present  has  been 
taken  over  by  the  Army  Board.  This  establish- 
ment has  absolutely  nothing  to  offer  its  regular 
customers  and  most  people  might  adopt  the  attitude 


of  "least  said,  easiest  mended."  Not  so  with 
them. 

This  enterprising  firm  is  determined  that  its 
past  efforts  to  build  up  a  reputation  for  its  goods 
will  not  be  thrown  away  and  is  taking  steps  to  keep 
its  prestige  unimpaired  for  the  time  when  it  will  be 
able  again  to  turn  its  attention  to  civil  require- 
ments. It  is  issuing  a  series  of  very  attractive  ads 
in  which  the  illustrations  and  reading  matter  all 
bear  on  this  important  point  of  prestige.  The  ads 
have  the  additional  advantage  of  softening  the 
situation  for  the  retailer  and  putting  the  concern 
right,  not  only  with  the  public,  but  handlers  of 
its  goods. 

One  of  the  ads  shows  a  couple  of  men  chatting 
across  an  ordinary  farm  fence.  "You  are  mighty 
lucky  to  have  those  boots,"  says  one  to  the  other. 
"You  bet  I  am.  They  were  the  last  pair  in  the 
store  and  there'll  be  mighty  few  more  for  some 
time."  "Why,  I  need  a  pair  now;  can't  I  get 
them  somewhere?"  asks  the  other.  "No  sirree! 
not  unless  you  happen  on  an  odd  pair  that  the  dealer 
has  left  over.  You  see,  the  Government's  taking 
nearly  all  the  factory  can  make."  And  the  ad  goes 
on  to  explain  why  the  goods  are  scarce,  and  the  fact 
that  after  the  war  the  line  will  once  more  be  in  the 
hands  of  all  good  dealers. 

It  is  a  mistake  for  a  man  or  a  firm  who  has 
built  up  a  good  business  in  any  certain  line  not  to 
(Continued  on  page  jp) 
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A  very  attractive  show  card  furnished  retailers  handling  Hartt  shoes. 
The  figure  is  in  colors  and  balance  in  black.    Size  of  card.  1 1"  x  16". 
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School 

Children's  Feet 

Their  Care  is  Particularly  Important, 
for  Much  Harm  May  be  the  Future 
Result  of  Present  Neglect 

THIS  article  should  be  of  interest  to  retail  shoe 
merchants,   for  the  importance   of  having 
children's  feet  well  fitted  is  becoming  more 
and  more  to  be  recognized  by  the  best  dealers. 
The  article  was  written  by  Dr.  Emelyn  L.  Coolidge 
and  appeared  in  The  Ladies'  Home  Journal: 

"Only  recently  a  distinguished  general  said:  "A 
soldier  is  only  as  good  as  his  feet."  When  we  think 
of  this  and  the  fact  that  two  hundred  and  fifty 
thousand  of  our  men  were  rejected  by  the  examining 
physicians  of  the  United  States  Army  because  of 
some  difficulty  with  their  feet,  we  have  grave  cause 
to  consider  the  care  of  the  present  generation's 
feet.  Far  too  little  attention  is  paid  to  the  feet 
of  a  growing  child.  Shoes  are  expensive,  are  often 
chosen  solely  for  their  cost,  and  are  allowed  to  run 
down  at  the  heels  until  they  are  really  a  menace  to  a 
child's  health. 

"Corns,  bunions,  ingrowing  nails,  callous  spots 
and,  perhaps  most  painful  of  all,  flat-foot  or  broken- 
down  .  rch  may  be  easily  caused  by  poorly  fitted 
shoes.  In  many  country  place;,  children  are  alk  w- 
ed  to  run  barefoot  all  summer;  then  when  rchool 
opens  and  they  are  obliged  to  put  on  sho  s  again, 
they  suffer  acutely;  this  is  especially  true  if  the 
shoes  are  cheap,  country-made  articles,  clumsy  and 
heavy  for  the  slim  little  ankles  to  drag  about. 

"•The  correct  shoe  for  a  growing  child  should 
be  broad,  with  a  low,  sensible  heel.  It  should  be 
straight  on  the  inside,  like  an  infant's  foot.  It 
should  fit  the  special  child  exactly;  if  it  is  too  short 
the  toes  will  be  forced  back  and  finally  the  joints 
will  become  distorted  and  bulge  out  on  the  sides  and 
above,  corns,  bunions,  etc.,  developing  as  a  con- 
sequence. When  buying  new  shoes  they  should 
be  three-quarters  of  an  inch  longer  than  the  feet 
because,  when  walking,  the  foot  works  forward. 

"One  of  the  most  foolish  things  a  young  girl  does 
is  to  wear  very  high-heeled  or  narrow-heeled  shoes. 
These  shoes  force  the  foot  into  a  most  unnatural 
position  and  sooner  or  later  trouble  develops. 
Broken-down  arch  or  flat-foot  is  the  most  common 
disorder  that  such  heels  can  cause,  and  a  most 


painful  condition  it  is.  To  find  out  if  a  child  has 
flatfoot,  the  foot  should  be  dipped  in  water  and  then 
placed  on  a  piece  of  paper ;  if  flatfoot  is  present  the 
print  will  show  the  whole  bottom  of  the  foot.  If 
the  foot  is  a  normal  one  there  will  be  a  scoop  on  the 
inner  side  where  the  arched  foot  does  not  touch  the 
paper. 

"If  flat-foot  is  found  to  be  present  the  mother 
should  at  once  take  her  child  to  an  orthopedic 
surgeon  and  have  him  prescribe  arches  or  pad?  or 
specially  made  shoes  as  he  deems  best  for  the  special 
case.  The  condition  should  never  be  neglected 
with  the  idea  that  it  will  be  "outgrown,"  but  it 
must  be  treated  and  carefully  watched  until  the  feet 
are  absolutely  normal  again. 

"Rubber  heels  are  useful  in  many  cases  in  lessen- 
ing the  jar  when  walking.  Lace  shoes  support  the 
ankle  of  the  growing  child  better  than  button  ones, 
and  I  much  prefer  lace  shoes  from  the  time  the  baby 
has  his  first  shoes,  until  the  school  child  leaves  the 
grammer  school  at  least.  Low  shoes  are  cool  and 
may  be  worn  by  children  having  normally  formed 
feet  and  ankles  when  they  are  eight  or  ten  years  old. 
I  do  not  advise  low  shoes  in  winter  for  children  of 
any  age;  a  moderately  high  shoe  prevents  many 
colds. 

"Rubbers  should  be  worn  by  all  children  when 
the  pavements  are  at  all  damp,  but  they  should  never 
be  left  on  while  in  school  or  in  the  house.  Children 
are  apt  to  be  careless  about  this  and  should  be  told 
to  remove  their  rubbers  at  once  on  going  into  a 
warm  room.  The  same  is  true  of  rubber  boots  and 
arctics. 

"Stockings  should  also  be  carefully  bought  for 
the  growing  school  child.  Heavy  cotton  stockings 
for  winter  wear  and  lighter-weight  ones  for  summer 
are  usually  best  after  the  child  is  three  or  four  years 
old.  If  they  are  too  short,  they  will  cramp  the  toes 
and  be  as  uncomfortable  as  poorly  fitting  shoes-. 
If  they  have  seams  that  are  rough  on  the  inside  or 
have  knots  they  may  cause  much  discomfort  to  the 
tender  little  feet.  The  mother  should  feel  inside 
of  the  new  stockings  to  see  that  they  are  perfectly 
smooth.  If  they  can  be  bought  with  rights  and 
lefts,  like  shoes  and  rubbers,  so  much  the  better. 

"Stockings  that  have  cheap  dye  in  them  should 
not  be  bought,  as  they  may  in  some  cases  poison  the 
skin  of  the  feet.  Stockings  should  be  changed,  at 
east,  three  or  four  times  weekly. 

"Feet  that  habitually  perspire  are  very  offensive 
to  the  child  himself  as  well  as  to  other  persons.  Such 
feet  should  be  carefully  bathed  in  salt  water,  night 
and  morning,  and  a  dusting  powder  of  talcum  freely 
{Continued  on  page  jp) 
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How  Will  Coming 
of  Peace  Affect 
Prices  ? 

By  R.  E.  DILDINE,  Gen.  Manager, 
Ames  -  Holden  -  McCready  Company 

T~  f 

The  war  is  drawing  to  a  dose.    Beaten  on 
every  front,  the  Kaiser  is  beginning  to  face  the 
'.      inevitable.    It  may  last  another  six  months,  or 
?      the  end  may  come  swiftly.     The  Imperial 
!      German  structure  may  crumble  any  day. 

No  man  is  wise  enough  to  predict  when 
|      peace  will  come,  but  all  can  see  that  the  coming  | 
j      of  peace  is  now  so  near  that  its  effect  on  busi- 
j      ness  must  be  taken  into  consideration.  And 
i      most"  business   men   are   asking  themselves 
!      very  seriously:     "What  is  the  wisest  policy 
for  me  to  follow?    Can  I  safely  place  orders 
for  merchandise  six  months  ahead  without 
j      the  fear  that  a  break  in  prices  will  so  lower  j 
f      its  value  that  it  will  represent  a  net  loss  to  me?  = 
!      What  will  be  the  effect  of  peace  upon  prices  % 
anyway?    Is  it  wise  to  defer  buying,  to  play  j 
safe,  to  go  slow  and  trust  to  the  chance  that  \ 
I  may  be  able  later  to  pick  up  the  goods  I  need  j 
at  lower  prices?" 

It  is  the  object  of  this  article  to  answer  those 
questions  as  carefully  and  as  thoughtfully  as 
possible.  I 

i  I 

£  — — .  — «4 

THE  approach  of  peace  affects  business  men  in 
different  ways.  To  some  it  brings  a  sense 
of  uneasiness,  of  uncertainty.  To  others 
it  brings  a  feeling  of  relaxation.  Both  are  wrong. 
The  man  who  has  piloted  his  business  through  four 
years  of  war  can  safely  guide  it  into  the  era  of 
peace  by  the  same  methods  of  straight  thinking  and 
careful  judgment.  It  is  no  time  to  sound  the  alarm 
on  the  one  hand,  nor  to  let  the  business  drift  on 
the  other. 

Most  merchants  immediately  associate  peace 
with  falling  prices  and  a  consequent  depreciation 
of  merchandise  values.  The  timid  merchant  hesi- 
tates to  place  orders  in  advance  for  fear  that  the 
price-break  will  come  in  the  meantime.  The 
panicky  merchant  seizes  the  opportunity  to  cancel 
the  orders  he  has  already  placed,  thus  intensifying 
the  very  condition  he  fears.  On  the  other  hand, 
the  cool-headed  and  far-sighted  merchant  realizes 
that  prices  are  governed  by  many  different  cir- 
cumstances, of  which  the  coming  of  peace  is  only 
one.  He  buys  more  carefully,  watches  his  stock 
more  closely,  and  offsets  any  possible  loss  of  values 
by  speeding  up  his  turnover. 

It  is  undoubtedly  true  that  the  coming  of  peace 
will  cause,  sooner  or  later,  some  reduction  in  shoe 
prices.    How  soon — how  fast — or  how  low  prices 


will  go  after  the  actual  cessation  of  fighting,  no 
man  can  say  with  any  exactness.  But  there  is  no 
logical  reason  to  expect  that  there  will  be  any  very 
sudden  or  very  severe  drop;  for  shoe  prices  are 
not  based  upon  sentiment,  or  upon  anything  else 
except  the  inexorable  law  of  supply  and  demand. 
And  there  is  not  the  remotest  likelihood  that  the 
law  of  supply  and  demand  will  go  out  of  business 
when  peace  is  declared. 

Shoe  prices  were  forced  up  to  their  present 
levels  because  of  the  fact  that  the  demand  for  shoes 
greatly  exceeded  the  diminishing  supply  of  materials 
and  labor.  That  was  due  to  the  war,  obviously 
enough,  and  it  may  seem  logical  to  say  that  when 
the  war  is  over,  the  conditions  will  be  changed. 
And  so  they  will;  but  slowly.  So  slowly,  in  fact, 
that  it  will  take  years  to  restore  the  conditions  in 
the  shoe  trade  which  existed  before  the  war,  if 
indeed  they  ever  are  restored. 

What  Will  Affect  Prices  ? 

It  is  quite  true  that  shoe  prices  would  come 
down  in  a  hurry  if,  upon  the  conclusion  of  peace, 
every  soldier  in  the  Allied  armies  ceased  to  need 
shoes,  if  every  man  who  has  been  taken  from  the 
factories  were  to  be  instantly  set  down  at  his  machine 
again,  and  if  the  depleted  stocks  of  leather  were 
miraculously  restored.  But  those  things  take 
time.  Only  gradually  will  the  demand  for  army 
boots  fall  off,  even  after  actual  fighting  ceases. 
Only  gradually,  as  tonnage  permits,  will  the  labor 
return  to  the  factories — and  many  poor  fellows  will 
never  come  back.  Only  slowly  can  a  surplus  stock 
of  leather  and  material  be  built  up  again.  Yet  all 
of  those  things  must  happen  before  shoe  prices  can 
be  materially  affected. 

Unquestionably,  the  price  of  gunpowder  and 
shrapnel  will  drop  when  peace  is  declared,  for  the 
demand  will  automatically  cease.  But  the  armies 
will  remain,  and  they  will  still  have  to  be  fed, 
clothed  and  shod. 

So,  the  timid  may  be  reassured.  There  is  no 
imminent  danger  of  the  bottom  dropping  out  of  the 
shoe  market.  Sentiment  has  no  part  in  the  making 
of  prices,  and  shoes  are  not  an  implement  of  war- 
fare. 

An  Opportunity  for  the  Retailer 

But  the  approach  of  peace  does  bring  with  it 
business  problems  which  should  be  considered 
calmly  and  carefully  by  every  retailer  of  footwear. 
In  avoiding  panic  on  the  one  hand,  it  is  not  wise  to  go 
to  the  other  extreme  and  assume  that  the  problems 
will  take  care  of  themselves.  Every  shoe  retailer 
in  Canada  should  view  the  coming  of  peace,  with 
its  accompanying  readjustment  of  values,  as  his 
opportunity  to  strengthen  his  position  and  improve 
his  methods  of  doing  business. 

.  Conditions  during  the  past  four  years  have  been 
extremely  difficult.  Every  day,  almost,  has  brought 
its  new  problem,  and  retailers  have  been  obliged  to 
exercise  unusual  vigilance  in  order  to  solve  them. 
Retailers  who  have  been  successful  in  this  war 
period  are  keyed  up  to  a  high  level  of  efficiency, 
which  it  is  to  their  interest  to  maintain.  There  is 
a  certain  temptation  to  "let  down"  when  conditions 
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become  more  favorable,  and  this  should  be  resisted. 

It  is  important  to  keep  everything  that  has  been 
gained  during  the  war  period,  and  to  remember  that 
the  policy  which  produced  a  profit  under  adverse 
conditions  will  produce  more  profit  if  applied  to 
more  favorable  circumstances. 

As  has  been  said,  the  changes  in  prices  after  the 
war  will  probably  be  gradual,  and  need  cause  no 
alarm.  No  soundly  established  retailer  need  fear 
a  break  in  prices  so  sharp  and  so  sudden  as  to  cause 
disaster.  But  for  the  live  business  man  it  is  not  a 
question  merely  of  avoiding  disaster,  but  of  improv- 
ing his  position  in  the  trade.  For  it  is  obvious  that  the 
dealer  who  is  caught  by  price  reductions  with  large 
stocks  on  hand,  which  were  bought  at  higher  levels, 
will  be  in  an  unfavorable  position  as  compared  with 
a  competitor  who  keeps  his  average  stock  invest- 
ment down,  so  that  he  suffers  less  depreciation, 
and-  smaller  losses  of  gross  profits.  The  store 
which  can  meet  a  succession  of  price  reductions  with 
small  stocks  on  hand  can  give  better  values  and 
better  service  to  its  customers  than  a  competitor 
who  buys  less  skilfully,  and  carries  a  large  amount  of 
surplus  stock. 

The  Coming  of  Peace 

Thus  the  coming  of  peace  and  the  gradual  re- 
duction of  prices  offers  the  opportunity  to  the  far- 
sighted  retailer  to  put  a  still  greater  distance  be- 
tween himself  and  his  competitors. 

The  best  advice  which  can  be  given  to  Canadian 
shoe  retailers  to-day  is  this:  Keep  your  average 
stock  investment  as  low  as  possible,  while  con- 
tinuing to  serve  the  normal  and  reasonable  re- 
quirements of  your  customers. 

The  requirements  of  your  trade  for  Spring 
should  be  carefully  estimated,  and  orders  should  be 
placed  with  the  manufacturer  as  early  as  possible. 
This  for  two  reasons;  in  the  first  place,  because 
there  is  an  actual  shortage  of  both  leather  and  labor, 
and  manufacturers  must  be  able  to  prepare  well  in 
advance  in  order  to  supply  enough  shoes  to  go 
around.  And  in  the  second  place,  an  avalanche  of 
last-minute  orders  pouring  in  on  the  manufacturer 
next  February  or  March  will  serve  only  to  force 
prices  still  higher,  and  make  the  break  more  severe 
when  it  comes.  You  will  best  serve  your  own  in- 
terests, and  the  interests  of  all  concerned,  if  you  will 
provide  for  your  needs  well  in  advance,  and  let  the 
manufacturer,  in  turn,  make  advance  provision  for 
them. 

Keep  Stocks  Down 

Keep  the  average  amount  of  stock  on  your 
shelves  as  uniform  as  possible,  and  as  low  as  you 
can.  Accept  frequent  deliveries  of  smaller  quan- 
tities. Do  not  order  too  many  styles,  and  don't 
stock  too  many  pairs  in  each  size.  Let  the  manu- 
facturer carry  a  part  of  your  stock  all  the  time. 
Watch  your  stock  carefully,  and  send  him  si  zing-in 
orders  weekly  for  your  immediate  needs. 

Clean  Your  Stock 

Begin  now  to  clean  out  every  item  which  has 
been  on  your  shelves  for  more  than  six  months. 
Put  every  idle  pair  of  shoes  to  work.     Put  a  price 


on  them  which  will  make  them  move.  Convert 
the  stickers  and  shelf  warmers  into  ready  cash. 
They  are  depreciating  in  value  with  every  day  you 
hold  them.  They  will  never  again  be  worth  as 
much  as  to-day.  And  if  you  hold  them  until  after 
prices  begin  to  decline,  they  will  depreciate  faster 
than  ever. 

Speed  up  the  Turnover 

Take  advantage  of  everything  which  will  help 
you  to  sell  your  stock  faster,  so  that  replacements 
can  be  made  as  quickly  as  possible.  Speed  up  your 
turnover  by  selling  lines  which  are  known  to  the 
public,  and  which  have  consumer  goodwill  behind 
them.  Get  the  benefit  of  the  more  rapid  move- 
ment of  goods  which  are  nationally  advertised. 
Let  the  prestige  of  the  widely  known  brands  help 
you  to  make  three  sales  instead  of  only  two  with  the 
same  effort  and  no  greater  investment. 

The  dealer  who  will  carefully  and  consistently 
practice  these  things  will  not  only  have  no  fear  of  a 
break  in  prices,  but  will  be  able  to  turn  it  to  positive 
advantage.  For  instead  of  reaching  him  with  a  big 
surplus  stock  on  hand,  it  will  find  him  with  prac- 
tically no  "surplus"  stock  at  all.  His  stock  is  all 
bright,  clean,  quickly  saleable  merchandise,  whose 
value  is  known  to  his  customers.  It  is  moving 
freely  and  rapidly,  and  he  is  able  to  "get  out  from 
under"  quickly  with  the  least  possible  depreciation. 
And,  most  important  of  all,  he  is  able  to  replace  his 
stock  at  lower  prices  before  his  less  prudent  and  far- 
sighted  competitor  is  able  to  frame  a  policy. 

ADVERTISING  TO  PROTECT  GOODWILL 

{Continued  from  page  36) 

keep  in  touch  with  his  public  and  take  them  into 
his  confidence  as  to  the  future.  Advertising  is  based 
on  confidence,  and  when  this  is  once  obtained  it 
should  not  be  lightly  treated.  An  advertiser  has 
no  more  right  than  an  ordinary  individual  to  throw 
away  friendships.  Indeed  his  reasons  for  main- 
taining touch  with  those  who  have  expressed  their 
faith  by  their  business  is  even  more  cogent. 

SCHOOL  CHILDREN'S  FEET 

(Continued  from  page  jj) 

used.  If  this  is  not  enough,  then  try  applying  a 
lotion  made  of  four  grains  of  tannic  acid  to  two 
fluid  ounces  of  bay  rum. 

"If  a  child  has  feet  that  are  always  cold,  the 
circulation  of  the  blood  may  not  be  very  good  and 
exercises  should  be  taken.  Red  pepper  sprinkled  in 
the  shoes,  or  newspaper  linings  placed  inside  the 
shoes,  sometimes  help.  The  constant  use  of  a  hot- 
water  bag  in  bed  for  a  child  who  has  cold  feet,  after 
he  has  outgrown  babyhood  at  least,  is  not  to  be 
advised,  as  it  usually  makes  the  feet  tender. 

"Remember  that  a  child's  feet  arc  a  very  im- 
portant part  of  his  little  growing  body,  and  take  all 
possible  care  of  them  so  that  these  little  soldiers  of 
the  future  will  have  strong  ankles  and  feet  if  they 
arc  ever  called  upon  to  bear  the  burden  of  another 
war."  .  ' 
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A  High  Class 
Shoe  Ad 

The  heading  of  this  article  may 
be  a  little  ambiguous.  Whether  it 
means  it  is  an  ad  of  a  high  class 
shoe  or  whether  it  means  the 
shoe  ad  is  high  class  may  be  hard 
to  determine.  The  fact  of  the 
matter  is.  it  is  both.  It  is  a  high 
class  ad  for  a  high  class  shoe. 

The  space  used  was  four  col- 
umns wide  by  about  fourteen 
inches  deep.  The  cut  used  is 
suggestive  of  quality.  It  should 
also  be  noticed  how  very  much 
space  is  devoted  to  reading  matter. 
With  an  advertisement  of  this 
type,  we  feel  this  is  quite  legitimate. 
The  shoes  advertised  are  not  staples 
and  for  ordinary  wear.  They  are 
for  a  high  class  trade  and  may  be 
termed  high  priced,  therefore  will 
stand  quite  a  bit  of  introductory 
reading.  Then,  after  the  explan- 
ation of  style  demands  for  the 
season,  a  concise  description  of 
each  of  the  four  models  is  given, 
in  a  most  readable  and  under- 
standable manner;  and  the  prices 
are  quoted.  If  those  who  still  hold 
to  the  old  idea  of  not  quoting 
prices  will  read  this  advertise- 
ment and  leave  out  the  prices, 
they  will  soon  see  what  an  almost 
meaningless  ad  this  would  be. 

The  catch  line,  "Ask  to  be 
Fitted — Don't  ask  for  a  Size,"  we 
think  is  very  clever.  It  shows  that 
the  management  of  the  store  has 
the  correct  idea  about  selling  shoes, 
namely,  to  fit  the  customers'  feet. 
Then  there  are  two  really  catchy 
paragraphs  at  the  end  of  the 
name  that  mean  something.  In 
fact,  the  whole  ad  looks  as  if  it  had 
been  carefully  prepared  and  that 
whoever  did  it  knew  something 
about  advertising,  as  well  as  about 
shoes. 

The  other  smaller  ad  of  the 
same  firm,  shown  on  page  41,  has 
the  same  ring  of  quality,  and  shows 
they  'an  put  up  a  small  ad  equally 

as  effective  as  a  larger  one.  This  ad  is  only  three  columns 
wide  by  seven  inches  deep.  The  cuts  are  well  chosen  and 
the  matter  particularly  well  written.  Note,  too,  the  slogan 
is  used  on  this  smaller  ad,  and  if  persisted  in  it  will  be  but 
a  question  of  time  till  people  will  actually  follow  this  advice, 
feeling  it  will  be  the  proper  thing  not  to  ask  for  a  size,  but 
to  have  the  foot  measured  and  fitted, 
have  brought  results. 


-oolwecvt  ^}hA 

fiall  /and  zUjjxlexSA 


Allho  many  artistic  shoes  have  been  shown  in  past  seasons,  never,  we 
believe,  have  so  many  really  beautiful  creations  been  offered  in  a  single  sea- 
son as  there  are  in  Blachfard's  Georgina  Models  for  this  season's  wear.  Each 
is  possessed  of  a  distinctive  individuality  that  will  appeal  strongly  to  those  who 
would  be  correctly  dressed.       ::       ::       ::       "       "  ■'•* 

Styles  as  They  Will  be  Featured  This  Fall 


CAREFUL  study  of  what  was  shown  most 
prominently  at  the  "Rochester  Shoe  Style 
Show"  and  the  "Bo? Ion  Shoe  Style  Review," 
both  of  which  were  held  in  July,  together  with  what 
metropolitan  shops  are  featuring  for  early  Fall  wear 
shows  that  brown  shoes  will  predominate,  with  Mack 
kid  next  in  order,  followed  by  gray  kid  and  whites, 
both  in  kid  skin  and  nu-buck.  Seal  brown  will,  un- 
doubtedly, be  the  leading  shade  in  brown,  while 
colored  kids  will  be  confined  principally  to  pearl  gray 
and  white.  Due  to  the  policy  erf  conserving  leathers 
many  colored  shoes  have  been  eliminated.  Thi»  and 
other  features  of  conservation  that  are  being  intro- 
duced will  be  discussed  in  an  advertisement  that  will 
appear  later 


Military  heels  of  1  !4  to  1 1/2  inch  heights  will  be 
decidedly  popular,  particularly  on  brown  shoes.  In 
the  higher  heel  effects  there  is  a  marked  tendency  to- 
ward the  new  Cuban  heel  in  and  2  inch  heights. 
Louis  heels  are  most  favored  on  black  kid,  patent 
leather  and  colored  shoes. 

White  weltings  are  bemg  featured  on  both  black 
and  colored  shoes  with  more  than  ordinary  success. 
Certainly  they  lend  a  very  pleasing  effect  that  will 
find  much  fayor.  Toe  caps,  in  real  and  imitation, 
have,  for  several  seasons,  been  used  almost  exclur 
sively  on  shoes  carrying  military  heels.  This  season, 
however,  they  will  be  found  on  many  shoes  with 
Louis  and  cuban  heels. 


four  New  Blackford  Models  That  are  Very  Attractive 


itli  a  flexible  Goodyear  welt 


0|ie  is  a  fine  black  kid  shoe  ' 
sewp  sole  and  leather  Lou^s  heel.   It  has  a  smart  perforated 
toe  cap  and  nine  inch  top  fitted  with  invisible  eyelets.  A 
white  welling  gives  an  added  cLarin  that  is  very  fetching 

>zes2'/ato7.                        Widths  B,  C  and  D. 
This  shoe  sells  at   $10.00 

Another  is  a  soft  ghive  fitting  blae>  kid  shoe  made  with 
a  karat  torned  sote.  The  vamp  is  plain  and  of  mediam 
length.,  the  heel — leather  Louia  style,  the  top — nuie  mches 
high. 

'   Sizes  2>/2  to  IVi-                        'Widths  A  to  D. 
Priced  to  sell1  at  $10.00 


There  Is  a  pretty  seal  brown  shoe  made  'with  military 
style  heel  and  Goodyear  welt  sewn  sole  that  will  give  ad- 
mirable service  for  Fall.  It  has  a  straight  imitation  wing 
toe  cap.  whrte  welting  and  nine  inch  top  with  invisible  eye 
lets,  of  course.  .. 

Sizes  2.1/2  to  7.                        Widths  C,  D  and  E. 
The  price  of  this  shoe  is  $10.00 

A  fourth  is  made  from  dark  brown  kid  skin.  The  sole  is 
Goodye'ar  welt  sewn,  white  welling  being  used.  The  heel  is 
a  two  inch  cubMn  effect,  while  the  vamp  is  of  the  new  per. 
forated  toe  cap  style 

Sizes  2'/2  to  7  "                          Widths  C  and  D. 
Moderately  priced,  quality  considered,  at."  $12.50 


SPECIAL  NOTICE 

In  the  future  rrfsndft 
■And  exchange*  witT  only 
kf  mnfo  when  the  shoes 
are  returned  within  ten. 
daya  of  the  daU  of 
Oiirchaso.  This  rule 
II  be  in  force  until 
iftcr  t'ae  war. 


Ash  to  be  Fitted   -    Don't  Ask  for  a  Size  J 
The  State  Will  be  Open  Tonight  for  Your  Convenience- 

Barnes9  Shoe  Store 

Queen  St.  Between  Bruce  and  Elgin 
The  Centre  «/  the  Soo 


WE'LL 
BE  PLEASED 

to  show  you  shoes  at 
any  time.  Even  if  you 
are  not  interested  in 
purchasing  at  that  par 
tieailar  moment  you  will 
find  onr  service  just  as 
courteous  as  if  you 
were. 


These  ads  should 


DISASTROUS  FIRE  IN  A  QUEBEC  SHOE  FACTORY 

A  conflagration  broke  out  in  the  three  story  brick 
establishment  of  J.  M.  Stobo,  boot  and  shoe  manufacturer, 
situated  at  92  Arago  Street,  on  Oct.  24th,  causing  damages 


estimated  at  $100,000.  The  fire  originated  in  the  centre 
of  the  building,  on  the  second  floor,  and  ravaged  upward, 
completely  destroying  the  second  and  third  stories  and  roof 
of  the  building.  The  ground  floor  was  also  severely  damaged 
by  fire  and  water,  including  the  machinery. 

A  large  quantity  of  stock,  including  leather  and  new 
machinery,  was  totally  destroyed. 

Fortunately,  the  employees  had  all  vacated  the  building 
during  lunch  hour.  At  12.05  o'clock,  Mr.  Stobo  and  Mr. 
Nador,  salesman  of  the  Imperialist  Machine  Co.,  Boston, 
left  the  building,  and  proceeded  to  the  St.  Roch's  Hotel  for 
lunch.  At  12.25  o'clock,  Mr.  Stobo  received  a  call  informing 
him  that  his  factory  was  on  fire. 

The  loss  is  entirely  covered  by  insurance. 
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The  Transient 
Trader 


Why  Should  He  Not  Be  Taxed  or  Licensed 
When  Regular  Merchants  are  All  Taxed 
On  Their  Stocks? 

WHAT  is  a  transient  trader?  Possibly  the  best 
definition  is:  "A  fellow  who  is  here  to-day  and  gone 
to-morrow."  His  abuse  of  selling  privileges  has 
resulted  in  numerous  towns  and  cities  passing  Transient 
Traders'  By-laws,  whereby  these  tradesmen  have  to  make  a 
substantial  deposit  that  they  will  continue  in  business,  for 
at  least  a  year,  or  lose  the  money  paid.  In  most  towns,  this 
license  runs  from  $50  to  $100. 

There  is  positively  no  injustice  in  this  by-law.  It  is 
not  fair  to  regular  merchants  in  any  town,  who  pay  taxes 
on  their  stock,  to  be  submitted  to  the  competition  of  a  bank- 
rupt stock  being  dumped  into  their  midst  and  sold  at  re- 
duced prices  and  the  seller  not  have  to  pay  a  cent  of  taxes 
or  fees  to  the  town  for  the  privilege  of  selling.  So  the  usual 
plan  is  to  levy  a  tax  of  $50  or  $100  on  any  merchant  starting 
business  and  should  he  remain  a  year  this  will  be  refunded 
in  his  taxes. 

We  do  not  know  if  the  retail  shoe  trade  throughout 
Canada  has  much  of  which  to  complain  in  this  direction, 
but  in  some  sections  there  is  a  very  great  deal  of  dissatis- 
faction through  stocks  being  brought  into  a  locality  and 
"dumped"  on  to  the  public  at  so-called  bargain  prices.  The 
present  situation  of  the  shoe  trade  has  so  upset  the  public 
mind  in  regard  to  prices  that  they  have  lost  all  relative 
proportion  of  value.  For  example,  people  expect  to  pay 
from  $5.00  to  $8.00  for  shoes  they  purchased  at  $3.00  to 
$5.00  in  pre-war  times.  They  are  forgetful  that  there  are 
shoe^  st'll  in  the  country  that  should  be  sold  at  the  old 
prices.  They,  too,  are  not  aware  there  are  shoes  made  to- 
day whose  value  will  not  live  up  to  prices  asked  by  some  of 
these  "Here  to-day  and  away  to-morrow"  merchants. 
In  fact,  in  some  cases  these  stocks  are  little  better  than  rub- 
bish. 

To  impose  a  transient  traders'  tax  on  these  people 
does  not  remove  the  evil,  but  it  will  in  a  small  measure  help 
the  merchants  who  are  conducting  a  legitimate  trade  the 
year  around  and  paying  taxes  to  keep  the  municipal  machin- 
ery of  his  town  running  smoothly.  It  will  lessen  that  tax 
at  least  some,  and  may  deter  other  transients  from  starting 
a  sale  that  is  an  injustice  to  the  permanent  retailer. 

In  the  city  of  Toronto,  there  is  a  complaint  made  by 
the  shoe  merchants  of  stocks  being  sold  in  vacant  stores, 
by  people  who  in  no  way  contribute  a  cent  in  the  way  of  a 
business  tax  or  regular  taxes  on  these  stocks.  The  city 
has  a  Transient  Traders'  By-law  which  is  so  lax  in  make  up 
and  so  inoperative,  that  it  is  practically  worthless.  There 
can  be  no  doubt  but  hundreds  of  "transients"  have  done 
business  in  the  city  within  the  past  year  and  never  con- 
tributed a  cent  nor  secured  a  license.  People  come  to  the 
hotels,  rent  a  room,  open  a  stock  and  sell  to  anyone  they  can 
at  retail.  (This  in  no  way  refers  to  commercial  travellers.) 
It  is  reported  that  within  the  last  twenty-five  or  thirty 
years  only  one  license  has  been  issued,  and  that  was  to  a 
Frenchwoman  from  Paris  who  sold  hats  and  went  to  the 
city  hall  and  inquired  if  she  needed  a  license  and  was  told 
she  would,  and  she  took  one  out.  Had  she  not  gone  and  made 
inquiry,  she  could  have  done  as  hundreds  have  done  before 
and  since,  and  not  paid  a  cent. 

The  by-law  reads  as  follows  and  its  laxness  is  apparent 


at  a  glance.    Even  an  outsider  can  overcome  its  provisions 

by  using  a  ratepayer's  name: 

"Every  transient  trader  or  other  person  who  occupies 
premises  in  the  City  for  temporary  periods  and  whose 
name  has  not  been  duly  entered  on  he  assessment  roll 
in  respect  of  income  or  personal  property  for  the  then 
current  year  and  who  may  offer  goods  or  merchandise  of 
any  description  for  sale  by  auction  or  in  any  other  manner, 
conducted  by  himself  or  by  a  licensed  auctioneer,  or  by  his 
agent  or  otherwise ;  but  no  license  to  any  transient  trader 
shall  affect,  apply  to  or  restrict  the  sale  of  the  stock  of  an 
insolvent  estate  which  is  being  sold  or  disposed  of  within 
the  City,  in  which  the  insolvent  carried  on  business 
therewith  at  the  time  of  the  issue  of  a  writ  of  attachment  or 
of  the  execution  of  an  assignment. 

The  question  immediately  arises,  who  is  responsible  for 

the  enforcing  of  this  by-law?    The  license  department  say 

it  is  up  to  the  police  department.    But  no  matter  who  is 


A  splendid  3-column  ad.  of  Mr.  Barnes'  Shoe  Store 

responsible,  the  fact  remains  that  it  is  not  being  enforced  as 
one  license  (and  that  one  asked  for)  is  the  reported  record 
for  twenty-five  or  thirty  years. 

It  would  be  an  easy  matter  to  stop  the  hotel  trade. 
The  authorities  ccul  1  notify  the  hotel  management  that  all 
persons  conducting  such  sales  must  show  their  license  and 
that  would  settle  that  part  of  it  at  once. 

The  vacant  store  trade  would  be  more  difficult  to  handle 
under  the  present  by-law.  A  complete  new  by-law  is  needed 
and  one  that  will  cover  every  exigency  of  the  case.  The 
present  fee  of  $50  is  but  a  pittance  for  a  city  of  500,000 
inhabitants.  Many  towns  of  8,000  to  12,000  have  a  tax 
of  f  om  $75  to  $100,  and  it  is  open  to  question  whether  the 
permission  of  a  taxpayer  to  run  a  short  time  sale  without 
paying  a  fee  is  just  to  the  regular  merchant,  who  is  a  tax- 
payer and  must  continue  to  pay  a  business  tax  because  he  is 
permanently  located.  The  merchants  should  take  this  matter 
up  with  the  authorities  and  see  if  some  redress  is  not  obtain- 
able. 


BUY  MORE  BONDS 

YOU  HELP  YOURSELF  BY  DOING  IT 
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Mr.  Edison's 
Views  on 
Luxuries 

One  Man's  Luxury  May  be  Another  Man's 
Necessity — All  Trades  Depend  Upon  All 
Others  for  Existence 

WHEX  a  man  of  authority,  like  Mr.  Edison,  speaks, 
people  are  liable  to  stop,  look  and  listen.    And  Mr. 
Edison  is  reported  to  have  spoken  on  the  subject 
of  luxuries.    This  is  one  that  has  engaged  the  attention  of 
many  people  as  the  war  has  progressed.    At  first,  the  slogan 


Sam  J  Amcro.  the  Lcndon  Manager  of  the  Kaufman 
Rubber  Co  .  says  that  "Ketchin'  fish  aint  no  great 
shucks,  it's  all  in  the  attitood  yeh  hit  and  the  way 
yeh  hold  yer  mouth.'' 

went  out,  "Business  as  Usual,"  and  it  had  a  splendid  effect 
upon  everyone  interested.  It  had  a  depth  of  meaning  that 
influenced  the  minds  and  general  morale  of  the  people  as 
well  as  kept  business  going  splendidly,  which  was  a  matter  of 
great  importance.  It  is  just  possible  that  few  people  realize 
what  would  be  the  result  if  business  should  become  stagnated. 
Nor  do  many  realize  to  what  extent  one  class  of  trade  is 
dependent  for  its  existence  upon  another  or  upon  all  others. 
It  would  seem  that  the  big  body  of  commercialism  is  like 
the  human  body.  Each  member  is  so  closely  linked  and 
allied  with  other  members  that  when  one  member  suffers, 
all  the  others  feel  the  effect  of  it.  Now,  here  is  the  way  Mr. 
Edison  %'iews  the  luxury  member  of  the  "Commercial 
Body": 

"No  legitimate  industry  is  non-essential  except 
as  it  interferes  with  the  conduct  of  the  war,  and  then 
only  to  the  extent  to  which  it  interferes.  No 
statistician  can  prepare  figures  that  can  be  accepted 
safely  as  a  guide  to  the  curtailment  that  should  occur 
in  the  manufacture  of  the  so-called  non-essentials. 

"We  hear  a  good  deal  of  talk  about  luxuries. 
Luxury  is  a  relative  term.  What  is  luxury  for  one 
man  is  almost  a  necessity  to  another.  No  matter 
what  is  said  or  done,  the  increased  earning  power  of 
the  American  people  is  going  to  result  in  the  in- 


creased purchase  of  luxuries,  and  the  desire  to 
possess  luxuries  will  do  more  to  speed  up  production 
than  all  the  prize  contests,  bonus  plans,  and  procla- 
mations that  can  be  devised.  The  laziest  and  most 
non-productive  man  in  the  world  is  the  man  whose 
wants  are  the  simplest.  The  fellow  who  has  a 
family  that  wants  luxuries  and  is  endeavoring  to 
gratify  them  is  the  man  who  is  usually  working  the 
hardest  and  producing  the  most." 

The  one  hard  problem  is  to  hit  a  happy  medium  and 
prevent  pendulums  from  swinging  too  far  in  one  direction. 
Mr.  Edison  states  it  correctly  when  he  says  that  what  may 
be  a  luxury  to  one  man  may  be  almost  a  necessity  to  another. 
The  man  who  may  be  drawing  $5,000  a  year  will  have  a 
different  view-point  of  luxury  from  the  man  who  may  be 
drawing  $1,000.  And  while  the  latter  may  look  upon  the 
spendings  of  the  former  as  waste  and  extravagance,  it  may 
be,  if  the  thread  of  commercialism  be  followed,  that  a  fair 
portion  of  the  spendings  of  the  $5,000  man  may  be  going  to 
make  up  the  salary  of  the  $1,000  man. 

Now,  let  us  assume  that  every  man,  woman  and  child 
abstained  from  purchasing  everything  except  a  sufficient 
amount  of  plain  food  to  keep  them  alive,  enough  plain 
clothing  to  keep  them  warm  and  sufficient  fuel  to  keep  their 
homes  in  a  healthful  degree  of  comfort.  It  is  quite  possible 
that  a  few  people  could  do  this  and  make  no  ripple  on  the 
sea  of  commerce.  But  assume  that  everybody  did;  is  it 
not  plain  to  be  seen  that  sooner  or  later,  a  number  of  us 
would  not  have  our  work  to  go  to.  In  other  words,  a  great 
number  of  us  would  find  ourselves  out  of  a  job. 

No  one  should  tolerate  waste,  especially  wilful  waste, 
but  just  where  to  draw  the  line  on  luxuries  is  a  delicate 
question  to  be  settled  by  each  individual.  When  the  war 
had  been  running  some  little  time,  someone  suddenly  dis- 
covered that  its  upheaval  of  things  generally  made  it  im- 
possible to  conduct  "Business  as  Usual,"  when  every  con- 
dition was  unusual.  This  in  a  measure  is  correct,  but  the 
nearer  we  can  conduct  "Business  as  Usual,"  even  in  these 
unusual  times,  the  nearer  we  can  come  to  keeping  things  in 
normal  condition,  and  that  is  truly  desirable. 

To  do  this  does  not  mean  that  anyone  should  become 
a  spendthrift  or  throw  money  away  recklessly,  but  it  does 
mean,  as  Mr.  Edison  intimates,  that  there  are  certain 
legitimate  luxuries  that  should  not  be  denied  those  who  are 
financially  able  to  purchase  them. 

To  what  extent  shoes  enter  into  the  class  of  luxuries  is 
difficult  to  determine.  Governments  have  attempted  to 
decide  this  question  but  it  has  fallen  down  as  a  failure. 
A  shoe  at  $3.00  might  be  a  luxury  price  to  one  person, 


Here  is  some  of  the  proof  of  Sam  s  soliloquizing.    W.  E.  Woods,  of 
St.  Catharines,  and  W.  E.  Wing,  of  Kitchener,  are  helping  him  tie 
up  his  catch. 


while  a  $12.00  pair  would  not  be  such  to  others.  So  there 
you  are.  The  point  is  to  be  able  to  discriminate  for  oneself, 
and  above  all,  live  well  within  one's  income  and  the  luxury 
problem  will  become  self-solving. 
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After  the 
War— What  ? 

Will  Trade  Drift  Back  to  the  Old  Channels? 
— Why  not  Make  Preparation  Now? 

IT  is  not  one  bit  too  early  to  consider  what  business  will 
be  like  after  the  war.  Should  the  Allies  have  lost,  we 
would  not  have  had  much  opportunity  to  consider  the 
question.  Possibly  dominated  by  some  new  and  alien 
methods,  we  would  have  had  little  opportunity  of  putting 
plans,  old  or  new,  into  operation.  But,  of  this  great  question 
it  may  be  well  to  let  others  speak,  and  see  if  their  opinions 
are  not  worthy  of  consideration. 

"In  answering  the  question  of  trade  after  the  war," 
said  a  maritime  retailer,  "it  is  difficult  to  know  just  what 
to  say.  The  war  has  made  many  upheavals.  It  has  changed 
standards  and  ideas  in  a  thousand  different  things.  That 
it  has  upset  the  retail  shoe  business  in  many  ways,  both  the 
public  and  dealer  are  ready  to  admit.  Especially  is  this  true 
in  regard  to  prices.  These  have  been  raised  very  much,  all 
of  which  is  indicative  that  many  things  have  transpired  to 
cause  that  rise.  It  means  that  the  price  of  labor  has  been 
raised,  the  price  of  raw  materials  has  gone  up  and  many 
other  factors  have  entered  in  to  cause  this  great  rise  in 
prices.  Now,  assunimg  that  prices  take  a  sudden  drop 
after  the  war,  is  it  not  logical  to  see  that  many  things  will 
be  affected  in  the  train  which  caused  their  elevation? 

"I  am  aware  that  many  people  think  the  high  price 
standard  will  remain.  Personally  I  wish  it  would.  I  am 
a  believer  in  high  prices.  I  heard  a  Klondiker  once  express 
himself  on  the  subject  in  this  homely  but  effective  way: 
'Give  me  the  country  where  whiskey  sells  at  25  cents  a 
glass!'  His  idea  was,  that  where  high  prices  rule,  good  times 
usually  obtain;  and  is  it  not  so?  In  all  new  countries,  the 
opening  up  of  our  great  Northwest,  there  were  always  good 
times  there  and  coppers  were  not  used  at  first.  Five  cent 
pieces  were  the  smallest  coinage  in  use. 

"It  was  a  land  of  high  prices  and  everyone  had  money 
a-plenty.  By  this  rule,  I  would,  like  to  see  high  prices 
remain.  Without  seeming  to  be  pessimistic  or  a  knocker,  I  can- 
not see  that  they  will  remain;  and  I  think  every  retailer 
should  prepare  for  post-war  conditions,  by  saving  every  cent 
to  tide  him  over  the  period  that  must  exist  while  the  country 
is  settling  into  a  normal  peace  time  condition. 

"I  may  be  all  wrong,  and  I  hope  I  am,  but  I  look  for  a 
slump  in  prices  after  the  war.  I  look  for  it  as  'a  result  of 
general  trade  principles,  well  known  to  us  all,  if  we  will 
stop  and  think.  When  the  war  ends,  many  men  will  be 
brought  back  to  this  country.  They  will  be  discharged  and 
the  great  majority  will  be  without  occupation.  Add  to  this 
the  fact  that  our  present  prosperity  is  due  largely  to  the 
munition  orders  on  which  our  factories  have  been  running. 
This  will  automatically  cease,  throwing  hundreds  more  on 
to  the  labor  market.  For  a  time,  trade  will  slacken,  sales  will 
be  lessened,  and  what  is  the  natural  result  when  the  sales  of 
an  article  fall  off?  The  price  is  cut,  irrespective  of  its 
cost,  as  an  inducement  to  make  the  article  move.  In  the 
United  States  to-day,  it  is  reported,  colored  goods  may  be 
had  at  greatly  reduced  prices,  simply  because  the  demand 
has  great  y  lessened  for  them.  And  so  I  look  for  a  drop  in 
the  prices  of  shoes.  But  I  am  not  frightened  and  I  think 
the  trade  will  soon  recover  from  this  condition." 

Another  retailer  out  in  Western  Canada  has  a  very 
optimistic  view.  "What  do  I  think  of  trade  after  the  war?" 
he  asks.  "I  think  it  will  be  bully.  Of  coarse,  everybody 
knows  that  slack  times  always  follow  great  wars  during  the 
period  of  readjustment.    But  after  this  war,  that  period 


is  going  to  be  mighty  short,  compared  with  other  wars. 
The  reason,  to  my  mind,  is  that  everybody  is  alive  to  the 
situation.  Everybody,  especially  the  money  men,  are  on 
tip-toe  to  have  things  running  smoothly  as  soon  after  the 
war  as  possible.  Everybody  is  going  to  do  everything  to 
right  things  at  the  earliest  possible  date.  Prices  may  drop 
a  little  in  some  localities,  but  they  will  not  be  so  much  'a 
manufacturers'  drop  as  a  retail  dealers'  drop.  In  some 
localities,  there  will  always  be  retailers  who  are  hard  up, 
who  need  the  money,  and  having  stocks  and  needing  money, 
down  will  go  prices.  But  mark  you,  I  say  only  in  localities. 
It  will  not  be  general.  The  retailers  with  a  little  bank  ac- 
count will  hang  on;  they  won't  get  frightened;  they  will 
see  that  sooner  or  later  prices  will  right  themselves  and 
come  to  their  proper  level,  which,  I  think,  will  be  above  old 
prices.  Why,  workmen  are  not  going  to  drop  from  twenty 
and  twenty-five  dollars  a  week  to  fifteen  and  eighteen  in 
one  drop.  No  siree;  and  who  would  want  them  to?  For 
this  and  many  other  reasons,  you  will  find  prices  will  never 
be  so  low  again  on  anything  as  they  were  before  the  war." 

Here  is  what  an  Ontario  manufacturer  has  to 'say  about 
conditions  after  the  war.  "Business  after  the  War"  is 
a  rather  hard  problem  on  which  to  prognosticate,  but  as 
everyone  will  have  some  view  on  the  question,  I  presume  I 
have  a  right  to  have  mine.  Nor  would  I  have  anyone 
think  I  desire  to  be  arbitrary.  My  views  may  be  all  out  of 
jibe  with  what  true  conditions  may  be,  but  this  is  how  I 
size  up  the  situation  from  a  manufacturer's  point  of  view. 

"First  of  all  we  should  not  be  found  in  a  state  of  com- 
mercial unpreparedness.  That  is  we  should  start  right  in 
at  this  present  moment  and  make  preparations  for  those 
post-bellum  days.  The  cessation  of  hostilities  will  return 
a  number  of  unemployed  men  who  will  be  seeking  work. 
This  will  naturally  cause  a  dullness  of  trade  for  a  time. 
But  it  must  not  be  forgotten  that  the  re-building  of  devas- 
tated Europe  will  be  a  strong  stimulant  to  all  kinds  of  trade 
and  our  exports  should  grow  most  wonderfully. 

"Now,  how  about  shoes?  I  am  of  the  opinion  that  the 
bulk  of  Canadian  shoe  manufacturers  have  been  asleep  on 
the  export  question.  Yes,  sound  asleep.  .  Here  is  the  situ- 
ation. Europe  has  awakened  to  the  fact  that  Canada  can 
supply  her  many  things  she  will  need.  Among  these  are 
shoes.  Look  at  Italy,  asking  for  our  shoes  now.  Some- 
body is  going  to  supply  that  European  demand  for  shoes. 
Will  Canada  keep  right  on  sleeping  and  not  get  any  of  that 
trade,  or  will  she  awake? 

"Has  it  occurred  to  you  that  the  shoe  factories  of  Canada 
have  been  running,  of  late,  very  much  below  full  capacity, 
and  even  with  this  handicap  the  retailers  have  been  able 
to  obtain  all  the  goods  they  require  to  supply  the  civilian 
trade.  There  has  never  been  an  approach  toward  a  shortage 
of  finished  shoes.  There  have  been  delayed  shipments, 
but  no  real  shortage.  Now,  when  our  factories  return  to 
normal  and  full  capacity  in  output,  will  they  not  have 
shoes  to  sell  over  and  above  what  will  supply  the  home 
consumption  or  home  demand?  Here  is  our  export  oppor- 
tunity; and  now  is  the  time  to  begin  to  prepare  for  it.  Do 
not  wait  till  the  war  is  over.  Be  ready  to  strike  with  defin- 
ite commercial  blows,  the  moment  hostilities  cease.  Al- 
ready Australia  has  sent  a  trade  commissioner  to  the  United 
States,  which  means  he  has  gone  there  to  purchase  imports 
for  Australia  as  much  as  to  sell  her  exports.  We  are  bound 
to  have  a  surplus  of  products  and  we  should  get  busy  now, 
developing  markets  for  these  products.  The  South  American 
trade  with  the  United  States  has  grown  tremendously  since 
the  war,  and  there  should  be  no  reason  why  Canada':;  trade 
should  not  also  increase  with  these  Latin  countries. 

"So  all  this  makes  me  very  optimistic  regarding  busi- 
ness after  the  war,  if  the  individual  manufacturers  and  the 
government  will  work  hand-in-hand  in  creating  home 
markets  and  going  after  foreign  markets  that  will  'and  have 
automatically  created  themselves." 
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The  Care 
Of  the  Feet 

If  More  Attention  Were  Paid  to  the  Care  of 
the  Feet  the  Fitting  of  Shoes  Would  be  an 
Easier  Matter 

WHEN  it  is  considered  how  very  much  work  the  feet 
have  to  perform,  it  is  remarkable  how  little  attention 
is  bestowed  upon  their  care  ,and  particularly  from 
a  health  point  of  view.  Probably  most  of  us  give  too  little 
care  to  the  body  from  this  same  health  view-point.  We 
wash  our  face  and  hands  that  we  may  appear  clean,  and  the 
"appearance"  is  a  greater  consideration  than  any  health 
point ;  and  so  with  our  poor  feet.  We  work  the  n  hard  all 
day  long  and  far  into  the  night,  and  we  sweat  them  and 
force  them  along  and  wonder  why  they  tire.  A  teamster 
cleans  his  sweated  horses  and  fixes  them  up  to  perform  their 
next  day's  labors,  but  our  feet — how  little  attention  they 
receive. 

Lucrezia  Bori,  a  prima  donna  of  the  Metropolitan 
Opera  Co.,  of  New  York,  writes  a  series  of  beauty  articles, 
that  is  syndicated  by  newspapers  in  the  United  States  and 
Canada.  One  of  these  is  on  the  care  of  th  !  fee  and  while 
it  may  be  extreme,  it  shows  that  some  people,  at  least,  are 
thinking  about  giving  care  to  the  feet.    The  article  follows: 

Do  you  know  that  one  of  the  rarest  things  in  the 
world  is  a  perfect  foot?  Most  of  us  are  like  the  peacock, 
who  loses  his  pride  and  trails  his  gorgeous  feathers  in  the 
dust  when  he  catches  sight  of  his  unattractive  feet. 

Nature  meant  that  we  should  have  well-shaped, 
pliable  and  smooth  feet,  but  through  years  of  cramping 
in  the  uncomfortable  shoes  which  fashion  has  given  us, 
they  have  become  misshapen. 

Many  a  beauty  bemoans  the  fact  that  her  feet  are  a 
"sight  to  behold,"  and  spends  hours  trying  to  correct  the 
faults  caused  by  years  of  neglect  and  abuse.  It  is  time 
wasted  to  try  to  improve  the  appearance  of  one's  feet  if 
we  continue  to  wear  shoes  which  force  the  toes  out  of 
their  natural  position  and  cause  corns  and  bunions  to 
mar  the  contour. 

If  you  are  anxious  to  improve  your  feet  begin  im- 
mediately to  wear  sandals  or  broad,  soft  house  shoes 
when  indoors.  For  street  wear,  buy  shoes  which  will 
allow  the  toes  and  muscles  of  the  feet  perfect  freedom. 
Before  long  you  will  notice  that  the  toes  are  straightening, 


the  callouses  and  corns  are  disappearing,  and  that  the  skin 
is  becoming  healthy  and  smooth. 

It  is  next  to  impossible  to  restore  a  distorted  foot 
to  its  normal  shape,  but  you  can  improve  the  texture  of 
the  skin  and  manicure  the  nails  which  will  make  it  appear 
immaculate  and  well-cared  for. 

When  preparing  the  feet  fo:  the  bath,  file  the  nails 
careful  y  to  the  required  length,  apply  a  little  cold  cream 
about  the  edges  of  the  nails,  and  then  soak  the  feet  in 
hot  water  until  the  skin  is  very  soft. 

Dry  the  feet  thoroughly  with  a  soft  linen  towel,  so 
that  all  the  moisture  between  the  toes  will  be  absorbed. 
The  ordinary  bath  towel  is  useless  for  this  purpose,  as  it  is 
too  thick. 

Have  a  bowl  of  hot,  soapy  water  handy  and  twist  a 
wisp  of  absorbent  cotton  about  the  sharp  end  of  an  orange 
stick.  Dip  this  into  the  water  and  run  it  beneath  the 
edges  of  the  nails.  Now  with  the  blunt  e  ?A  of  the  orange 
stick  push  the  cuticle  from  the  base  of  the  nail,  but  do 
this  gently,  so  that  the  tender  skin  will  not  be  bruised 
or  injured  in  any  manner. 

Wet  the  orange  stick  and  rub  it  to  and  fro  over  the 
line  where  the  cuticle  has  been,  to  remove  any  particles 
of  skin  which  may  have  adhered  to  the  nail. 

Again  grease  the  edges  of  the  nails,  and  with  the  mani- 
cure scissors  trim  off  the  ragged  edges  of  flesh  which  are  too 
firmly  fastened  to  come  off  by  using  the  stick.  Be  ex- 
tremely careful  that  you  do  not  cut  deep  enough  to  draw 
blood.    Cut  too  little  rather  than  too  much. 

Twist  a  fresh  piece  of  cotton  about  the  orange  stick 
and  dip  it  in  peroxide  of  hydrogen  or  in  a  nail  bleach  and 
run  it  beneath  the  edges  of  each  nail.  Allow  this  to  re- 
main on  for  a  minute  or  so  and  then  scrub  the  nails  with 
a  brush. 

Dry  then  very  carefully  this  time  and  cover  each 
nail  with  nail  polish  and  rub  them  with  a  chamois  bur- 
nisher, Now  wash  and  scrub  the  nails  for  the  last  time  and 
dry  them  thoroughly.  Inspect  each  nail  closely  and  rub 
off  with  the  orange  stick  any  bits  of  skin  which  may  cling 
to  the  edges.  Polish  with  the  burnisher,  and  the  nails 
will  look  infinitely  better. 

You  will  find  that  it  is  necessary  to  polish  the  nails 
every  day,  but  once  a  week  is  quite  enough  for  the  filing 
and  soaking. 

It  is  a  well  known  fact  that  few  women  will  bother 
about  manicuring  the  nails  of  their  feet.-  They  will  spend 
any  amount  of  time  upon  their  hands,  but  the  feet  are 
neglected.  If  you  should  be  classed  among  these,  resolve 
here  and  now  to  divide  your  attention  between  your  hands 
and  feet. 


Wear  Sandals  Indoors. 


Clean  Nails  with  Orange  Stick. 


Use  Chamois  Burnisher. 
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"Fixing  Prices" 
in  Canada 

Talk  of  Investigating  Costs  of  Manufac- 
ture With  a  View  to  Price  Fixing  of  Shoes 
and  Textiles 

THE  press  these  days  has  frequent  reference  to  the 
possibility  of  a  probe  into  the  cost  of  manufacture 
of  various  wearing  articles  such  as  textiles,  etc.,  and, 
of  course,  shoes  are  included  in  the  list.    Similar  action  has 
been  taken  in  the  United  States  and  many  feel  that  Canada 
should  follow  suit. 

There  can  be  little  doubt  but  the  shoe  industry  is  greatly 
misunderstood  by  the  general  public.  In  the  United  States 
it  is  frequently  spoken  of  in  trade  journals  as,  "Our  much 
misunderstood  industry,"  which  seems  to  be  a  very  correct 
appellation. 

It  is  a  remarkable  fact  that  possibly  more  has  been  said 
in  the  papers  about  the  rise  in  prices  of  boots  and  shoes,  than 
any  other  one  article.  And  it  has  always  been  emphasized  in 
any  articles  making  reference  to  it.  In  some  instances,  it 
almost  makes  the  shoe  retailer  to  be  a  thief  and  a  robber. 

The  real  truth  of  the  matter  is  that  shoes  have  not 
jumped  in  price  so  much  proportionately  as  many  other 
articles  of  daily  use.  Take  bread  as  one  illustration.  A 
loaf  for  which  we  paid  five  cents  before  the  war  is  now  made 
of  cheaper  flour  and  cannot  be  obtained  under  eleven  cents. 
Have  five  dollar  shoes  jumped  to  eleven  dollars  in  price? 

The  following  prices  were  furnished  us  by  the  purchasing 
agent  of  a  large  manufacturing  concern  and  have  a  breadth 
of  range  that  will  show  how  the  rise  in  prices  is  not  confined 
to  any  one  article.  Jute  rope  was  8  cents,  now  25  cents, 
which  is  over  three  times  the  old  price  or  over  200%  rise. 
Twine  was  28  cents,  now  70  cents.  White  lead  was  5  cents, 
now  17  cents.  Linseed  oil  was  60  cents,  now  $1.73.  Harness 
leather  was  32  cents,  now  70  cents.  Wire  nails  were  $2.00, 
now  $5.50.  Basswood  Al  was  $35,  now  $65  and  $70. 
Culled  lumber  was  $14  to  $15,  now  $30  to  $35.  Chamois 
skins  were  $8  and  $9,  now  $25.  Prussian  blue,  40  cents  and 
45  cents,  now  $1.50.  Now  drop  into  a  drug  store  and  ask 
the  druggist  about  the  rise  in  price  of  glycerine,  quinine  and 
a  hundred  and  one  other  articles  in  the  drug  list. 

And  what  about  clothing  and  articles  of  manufacture 
into  which  wool  enters?  The  prices  of  these  have  been 
raised  much  more  in  proportion  than  shoes,  but  have  you 
read  any  protests  for  these  like  you  have  for  shoes.  Con- 
sider women's  dress  goods  and  millinery,  especially  the 
latter.  Do  you  hear  any  cry  about  the  high  prices  in  these 
articles?  Not  a  word,  but  shoes  are  heralded  as  the  great 
evil  of  high  prices.  Consider  the  wearing  value  of  millinery 
compared  with  shoes.  A  woman's  hat  will  cost  $20  and  its 
life  will  be  two  or  three  months.  A  pair  of  shoes,  correspond- 
ingly as  stylish  may  be  had  for  $7  or  $8  and  will  wear  con- 
stantly for  six  months  and  the  wearer  will  never  consider 
the  relative  values,  and  will  possibly  talk  about  the  high 
price  of  the  shoes. 

There  is  possibly  no  industry,  wherein  the  manufac- 
turers have  kept  their  prices  closer  to  pre-war  prices,  when 
added  costs  of  production  are  considered,  than  shoe  manu- 
facturers. Leather,  labor  and  findings  have  jumped  greatly 
since  the  war  and  in  many  cases  the  manufacturers'  prices 
have  not  risen  in  proportion.  There  may  be  a  few  exceptions, 
both  with  manufacturers  and  retailers,  as  there  is  bound  to 
be,  but  there  are  few  and  the  great  majority  arc  within  the 
bounds  of  just  profits  in  their  selling  prices.    Just  why  shoes 


should  be  so  singled  out  and  so  misunderstood  is  a  mystery 
to  everyone  in  the  shoe  industry. 

As  pointed  out  in  our  last  issue,  to  arrive  at  a  basis  for 
the  fixing  of  retail  prices  will  be  a  long  and  tedious  under- 
taking and  possibly  the  war  will  be  over  before  a  solution 
can  be  obtained.  However,  the  price  fixing  plan  adopted  by 
the  United  States  seems  to  have  sufficient  lattiude  between 
the  minimum  and  maximum  prices  to  give  ample  opportunity 
for  retailers  to  do  business  on  the  margins  allowed.  But  it 
should  not  be  forgotten  that  on  the  average  we  receive 
what  we  pay  for.  If  we  pay  $5  for  a  pair  of  shoes,  we  will 
likely  receive  a  pair  of  shoes  from  which  we  will  obtain  $5 
worth  of  wear-value.  If  we  pay  $20  we  will  likely  receive 
$20  worth  of  wear-value.  But  the  argument  will  at  once 
be  advanced  that  the  latter  will  not  wear  four  times  as  long, 
which  is  certainly  true.  But  in  buying  $20  shoes,  you  are 
paying  for  a  certain  amount  of  "appearance"  and  style. 
These  two  things  are  being  used  up  concurrently  with  the 
wear  of  the  shoes,  a  point  that  must  not  be  forgotten. 

It  should  also  be  remembered  that  with  $20  and  $25 
shoes  the  customer  may  be  the  cause  of  these  created  prices. 
There  are  always  those  who  prefer,  ask  for  and  take,  only 
high  priced  articles,  simply  because  they  are  high  priced. 
There  are  women  to-day  demanding  $20  shoes  simply  be- 
cause they  are  $20  shoes.  That  these  persons,  in  some  in- 
stances, may  have  been  taken  advantage  of  and  sold  shoes 
whose  real  shoe-value  was  beneath  that  mark,  may  be  said 
to  be  due  to  the  retailer's  desire  to  meet  his  customer's 
wishes  and  at  the  same  time  seize  an  opportunity  to  make  a 
little  extra  profit.  But  it  is  safe  to  say  that  as  a  rule  the 
public  get,  in  shoes,  just  what  they  pay  for.  It  is  possible 
to  make  a  $5  shoe  look  like  an  $8  one,  but  it  cannot  possibly 
give  the  wear.  It  must  necessarily  be  skimped  inside, 
though  the  outside  has  all  the  appearance  of  the  $8  line. 

Just  what  steps  will  be  taken  by  the  government  in 
Canada  we  have  not  been  able  to  ascertain,  but  any  in- 
vestigation and  fixing  of  prices  will  probably  be  along  the 
lines  adopted  in  the  United  States,  and  as  the  plan  there 
works  no  hardship  to  manufacturer  or  retailer,  there  is  no 
cause  for  uneasiness  in  Canada  through  any  measures  that 
may  be  put  into  effect  here. 

It  was  suggested  there  to  stamp  both  the  manufac- 
turers' price  and  the  retailers'  price  on  each  shoe.  This  was 
abandoned,  as  it  was  seen  at  a  glance  that  the  cost  of  selling 
with  one  retailer  might  be  vastly  different  from  that  of 
another.  A  man  running  a  general  store  in  a  country 
village  would  count  his  overhead  on  the  selling  of  shoes 
as  almost  nil,  compared  with  the  cost  of  a  large  up-to-the- 
minute  retail  store  in  a  downtown  city  district  and  there  are 
all  the  variations  in  between  these  two  extremes.  So  a 
reasonable  profit  is  permitted  to  be  charged  and  the  shoes 
graded  and  a  maximum  price  for  each  grade  above  which 
the  retailer  must  not  go. 

DUNLOP  RUBBER  COMPANY  LIBERAL  LOAN 
SUBSCRIBERS 

Mr.  Warren  Y.  Soper,  President  of  the  Dunlop  Tire 
and  Rubber  Goods  Co.,  Limited,  made  an  announcement 
to-day  apropos  of  Victory  Loan  Subscriptions. 

"The  Dunlop.  Rubber  Co.,"  said  Mr.  Soper,  "feel  it 
their  duty  to  go  the  limit  without  any  urging.  Hence  this 
announcement  ahead  of  time. 

"In  brief,  the  Company  have  made  application  for  One 
Million  Dollars'  worth  of  the  new  loan.  This  amount  does 
not  include  individual  subscriptions  made  cither  by  the 
Directors  of  the  Company  or  the  employees. 

"And  I  think  I  can  safely  add  that  no  action  in  the 
Dunlop  Company's  25  years  of  existence  has  given  the 
Directors  a  keener  sense  of  satisfaction." 
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Dalhousie 
Hall 


The  Opening  of  the  New  Home  for  the 
Women  and  Girl  Employees  of  the  Cana- 
dian Consolidated  Rubber  Co.,  at  Port 
Dalhousie 

IN  the  last  issue  of  the  Shoe  and  Leather  Journal, 
Mr.  T.  H.  Rieder,  President  of  the  Canadian  Consoli- 
dated Rubber  Co.,  Montreal,  gave  a  very  interesting 
article  on  the  welfare  work  the  company  has  inaugurated 
for  its  employees.  At  Port  Dalhousie,  Ontario,  there  has 
been  opened  a  building  for  the  women  and  girls  employed 
at  the  company's  plant  in  that  town.  The  illustrations 
will  give  a  fair  conception  of  this  splendid  building  and  some 
little  idea  of  the  work  being  carried  on  for  the  benefit  of  the 
workers  there.  The  following  description  is  furnished  by 
Mr.  W.  A.  Traill,  of  the  Montreal  Office  of  the  Company: 

"The  illustrations  show  interior  views  of  Dalhousie 
Hall,  the  home  recently  completed  at  Port  Dalhousie,  Ont., 
to  be  used  exclusively  for  women  and  girls  employed  at  the 
Maple  Leaf  Rubber  Factory.  It  is  of  substantial,  solid 
brick  construction,  design  of  the  exterior  being  plain  but 
effective.  The  architect  gave  special  attention  to  the 
interior  planning  and  decoration,  with  a  view  to  the  erection 
of  a  building  that  would  be  most  inviting  and  home-like  in 
its  appointments.  In  accordance  with  the  wishes  of  Presi- 
dent Rieder,  nothing  was  omitted  that  would  in  any  way 
be  desirable  to  render  the  building  attractive  and  comfort- 
able. 

"The  entrance  to  Dalhousie  Hall  on  Main  Street  is  of 
carved  stone  and  is  ornamented  with  attractive  electric 
light  standards.  The  main  doorway  is  slightly  above  the 
level  of  the  street.  Through  a  pair  of  French  doors  of  solid 
oak,  the  visitor  enters  a  lobby,  where  a  short  stairway  leads 
to  the  level  of  the  main  floor,  six  or  eight  feet  above  the  street. 
Another  pair  of  doors  leads  into  the  main  hallway,  and  to  the 
large  reception  room  extending  across  the  full  width  of  the 
building  and  divided  into  two  sections  by  the  hallway.  The 
sectios  on  the  right  is  used  as  a  living  room,  and  that  on  the 
left  is  a  music  room.  Both  are  furnished  with  furniture, 
including  tables,  chairs,  pianola,  etc.,  which,  with  the  hang- 
ings and  pictures,  show  careful  selection  as  to  harmony  of 
color  and  design.  The  main  hall  is  carried  through  the  centre 
of  the  building  to  the  entrance  of  the  dining  room,  the  vista 
from  the  entrance  extending  through  the  glass  doors  of  the 
dining  room  to  a  large  open  fire-place  immediately  opposite 
the  entrance. 

"French  oaken  doors  of  the  type  already  referred  to, 
are  a  notable  feature  of  the  designing  throughout  the  build- 
ing: these  doors  separate  main  hall  from  dining  room,  and 
all  stair  halls  from  main  halls  on  each  floor,  thus  providing 
plenty  of  light  and  at  the  same  time  effectively  separating 
each  apartment.  The  woodwork  throughout  is  of  hardwood, 
satin  finish. 

"  Reverting  again  to  the  main  hall,  this  is  flanked  on  the 
left  with  another  reception  room,  and  ample  sized  cloak- 
room, and.  further  in  rear  adjoining  the  dining  room,  the 
office  of  the  social  secretary.  The  dining  room  with  its 
polished  maple  floor,  large  brick  fire-place  extending  to  the 
beam  ceiling,  and  windows  in  pairs  on  east  and  west  sides,  is 
a  most  attractive  room.  It  is  furnished  with  twelve  circular 
tables,  having  a  maximum  seating  capacity,  without  crowd- 
ing, for  72  persons.  In  the  rear  of  the  dining  room,  and 
extending  across  the  width  of  the  building,  is  a  most  thor- 
Ottghly  equipped  kitchen,  with  every  facility  for  rapid  ser- 
appetizing  meals.  An  unusually  large  electric  range 
occupies  a  central  position.  A  large  refrigerator  on  the 
(Continued  on  page  47) 


Recreation  Room 


Portion  of  Dining  Room 
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Fancy  Footwear 
In  Winnipeg 


A 


A  Retailers'  View  on  High  Heels, 
Prices,  Etc. 

CCORDING  to  a  Winnipeg  shoe  retailer,  as  reported 
in  the  Winnipeg   Free  Press,  women  in  the  prairie 
city  are  demanding  lower  heels.    He  says: 
"Women  are  demanding  low  heeled  shoes  as  never 
before  in  the  history  of  the  Winnipeg  shoe  trade,  and 
wooden  heels  are  decidedly  in  the  under  balance." 

"They  are  still  buying  colors,  but  I  believe  it  is  only 
a  matter  of  time  until  our  government  follows  the  lead  of 
the  United  States  and  limits  the  styles,  color  and  price  of 
shoes. 

"There  is  at  present  a  very  great  demand  for  dark 
brown  shoes,  said  this  dealer,  and  the  spring  will  see  a 
demand  for  Oxfords  and  canvas  shoes. 

"As  to  the  effect  on  the  Canadian  shoe  trade  of  the 
United  States  order  on  fancy  shoes,  the  opinion  is  that 
Canadian  manufacturers  can  supply  practically  all  the 
kinds  of  shoes  required.  Over  75  per  cent  of  the  shoes  in 
stock  in  local  stores  is  bought  from  Canadian  manufac- 
turers, according  to  this  dealer.  He  was  of  the  opinion 
that  the  Canadian  manufacturer  of  .  shoes  is  now  in  a 
position  to  supply  anything  from  the  plainest  to  the  most 
fancy  grade  of  "foot  millinery."  Some  of  the  lines  from 
Canadian  dealers,  he  thought,  were  "miles"  ahead  of  the 
American  makes. 

"The  average  advance  on  shoe  stocks  this  fall,  taking 
the  ordinary  lines  of  footwear,  is  from  15  to  20  per  cent. 

"The  shoe  order  in  the  United  States,  which  becomes 
effective  there  on  June  1st,  will  eliminate  from  the  Can- 
adian market  all  fancy  American  styles,  and  also  all 
buttoned  shoes  for  adult  men  and  women. 

And  here  are  some  reflections'  on  the  American  regu- 
lations' effects  upon  the  shoe  trade  in  Winnipeg: 

"American  regulations  restricting  the  manufacture 
of  boots  and  shoes  to  black,  white  and  tan  colors,  and 
prohibiting  all  two 'or  three  color  combinations,  will  have 
its  effect  upon  Winnipeg,  as  soon  as  existing  stocks  are 
exhausted,  shoemen  here  stated  to-day. 

"In  three  or  four  months,  a  shoe  man  declared, 
husbands  will  be  able  to  walk  with  their  wives  past  shoe 
shop  windows  without  fear  that  something  new  and 
'exceptionally  cute'  in  the  way  of  foot  gear  will  attract 
the  wives,  and  consequently  diminish  by  numerous  hard- 
earned  dollars  hubby's  purse. 

"This  may  be  sad  news  for  the  women  folk.  Here's 
some  for  the  men. 

"The  fact  that  America's  highest  priced  'standard' 
boot  or  shoe  is  fixed  by  law  at  $12,  will  not  mean  that 
Winnipeg's  topmost  price  has  to  come  down  to  that 
level. 

"A  member  of  the  firm  of  Ames,  Holden,  McCready, 
Limited,  who  handles  imports  from  United  States,  said  in 
order  to  arrive  at  a  figure  for  Winnipeg,  equivalent  for  the 
United  States  prices,  which  range  from  a  minimum  of 
$3.00  to  a  maximum  of  $12.00,  17  per  cent  must  be  added. 

"In  other  words,"  he  said,  "if  the  American  top 
price  is  $12.00,  the  Winnipeg  top  price,  on  the  same  basis, 
would  be  about  $17.  Local  retailers  seldom  stock  shoes 
higher  in  price  than  this,  so  that  the  American  regulations, 
even  if  they  were  adopted  officially  in  Canada,  would  not 
greatly  alter  present  prices. 


"Short  women  who  love  to  'elevate'  themselves  by 
way  of  French  heels,  will  find  American  made  shoes  in- 
sufficient for  their  requirements  under  the  new  restrictions. 
The  highest  heel  the  U.  S.  Government  permits  is  2  1-8 
inches.  This  is  at  least  one  inch  below  many  of  the  heek 
which  tapped  the  pavement  on  Portage  Ave.  to-day. 

"Sooner  or  later  the  full  effect  of  the  American 
regulations  must  be  felt  here,  shoemen  say.  Local 
Johnnies,  who  dote  on  "buttoned  kids,"  will  have  to 
patronize  Canadian  makes  or  wear  laced  foot  gear.  Even 
on  women's  shoes,  buttons  are  taboo.  Only  babes  and 
children  are  allowed  this  luxury. 

"Fancy  shapes  are  banned  by  the  U.  S.  Standard 
lasts  only  are  permitted,  and  Winnipeggers  who  buy  only 
certain  particular  exclusive  American-made  models  will 
have  to  find  comfort  in  similar  shoes  of  Canadian  make,  or 
not  find  comfort  at  all. 

"Local  wholesalers  say  they  do  not  anticipate  that 
the  Canadian  Government  will  find  it  necessary  to  adopt 
the  U.  S.  system.  Canadian  manufacturers  have  not 
gone  in  for  the  tremendously  high  priced  manufactures, 
which  some  of  the  American  firms  have  indulged  in." 


DALHOUSIE  HALL 

{Continued  from  page  46)' 

main  floor  is  supplemented  by  a  cold  storage  compartment 
in  the  basement. 

"The  basement  floor,  which  is  sufficiently  elevated  to  be 
very  well  lighted,  includes  a  recreation  room  appropriately 
decorated,  suitable_  for  the  entertainment  of  a  large  number 
of  guests.  Furniture  includes  tables,  chairs,  piano,  etc.  A 
laundry,  with  several  sets  of  stationary  tubs,  ironing  boards 
with  electric  irons,  drying  closets,  etc.,  is  also  included  on 
this  floor.  The  heating  equipment  for  the  building — a 
Spencer  steam  boiler  system — fuel  storage,  complete  water- 
works system,  comprising  electrically- driven  pumps  and 
storage  tanks  for  hard  and  soft  water,  are  also  included  in 
the  basement  equipment. 

"The  first  and  second  floors  are  used  for  completely 
furnished  bedrooms.  The  furniture  for  these  rooms  was 
specially  designed,  principally  in  ivory  enamel  finish.  Dra- 
peries and  rugs  for  these  rooms  are  in  a  variety  of  tones  to 
harmonize  with  the  furniture.  Completely  equipped  lava- 
tories are  placed  on  each  floor. 

"At  the  rear  of  the  building,  balconies  on  each  floor  give 
views  of  Lake  Ontario,  which  is  but  a  couple  of  hundred 
yards  distant.  A  splendid  bathing  beach  is  in  close  proxim- 
ity and  Mr.  Rieder  has  kindly  permitted  the  erection  of 
suitable  buildings  on  his  property,  fronting  on  the  lake  shore 
above  the  beach,  for  use  of  residents  of  Dalhousie  Hall. 
Much  credit  is  due  to  Miss  D.  Rieder,  Social  Secretary,  for 
the  excellent  taste  in  which  the  building  is  furnished  through- 
out, and  for  the  admirable  manner  in  which  the  home  is 
conducted. 

"The  enterprise  is  one  which  places  the  Dominion 
Rubber  System  as  a  leader  in  movements  having  for  their 
object  the  welfare  of  employees.  It  is  in  keeping  with  the 
progressive  policy  taken  by  the  Company,  under  the  presi- 
dency of  Mr.  Rieder,  and  heretofore  evidenced  by  a  con- 
tinuity of  interest  in  the  welfare  of  the  Company's  employees. 
Credit  must  also  be  given  to  Mr.  P.  Y.  Smiley,  Footwear 
Factory  Manager,  for  the  zeal  and  interest  he  has  mani- 
fested in  this  project.  He  lias  ably  supported  Mr.  Rieder  in 
providing  a  home  that  is  unique  in  the  history  of  Cana- 
dian manufactories. 


BUY  MORE  BONDS 

YOU'LL   BE  THE  GAINER 
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Leather 
and  Shoe 
Trade  Jottings 

What  is  Seen  and  Heard  on  the 
Street — Hide,  Leather  and  Shoe  Con- 
ditions at  Home  and  Abroad — Effects 
of  Peace  Talk  on  Trade — What  of  the 
Outlook  for  Leather  and  Shoes 

NOTWITHSTANDING  the  peace  talk,  there 
has  not  .been  anything  like  a  lull  in  the  shoe 
and  leather  trades.  It  is  ttue  that  large 
buyers  are  ordering  their  stocks  carefully  and  are 
inclined  to  buy  systematically,  but  that  is  only  in 
accordance  with  a  natural  tendency  to  figure  upon 
a  certain  period  of  uncertainty  that  will  inevitably 
follow  definite  indications  of  a  cessation  of  hos- 
tilities. On  the  other  hand,  the  general  curtail- 
ment of  production,  through  labor  shortage,  and  the 
possibility  of  a  decided  diminution  of  lines  is  leading 
most  shoe  handlers  to  make  preparations  for  the 
future  that  might  not  be  undertaken  under  normal 
conditions.  Shoe  manufacturers,  as  a  whole,  do 
not  give  any  evidence  of  a  slackening  of  orders, 
while  in  certain  grades  of  women's  shoes  there  is 
every  reason  to  expect  a  considerable  increase  in 
volume  over  last  year.  Dealers  seem  to  be  afraid  of 
not  being  able  to  get  certain  lines  for  spring  business 
if  governmental  regulation  steps  in  and  are  making 
sure  of  the  situation  by  ordering  well  up  to  what 
they  consider  their  requirements. 

Leather  and  Shoe  Prices. — A  steady,  quiet 
enhancement  of  values  seems  to  go  on,  although 
following  the  peace  talk  there  is  naturally  a  dis- 
position on  the  part  of  leather  buyers  to  go  a  little 
more  slowly.  But  manufacturers,  or  at  least  most 
of  them,  are  not  well  covered  ahead,  and  are  under 
the  necessity  of  buying  what  they  need  for  present 
and  spring  requirements.  The  period  for  spring 
manufacturing  is  about  on  and  the  fact  that  so 
many  manufacturers  are  in  the  market  for  their 
needs,  helps  to  maintain  conditions  fairly  firm. 
In  some  of  the  lighter  lines  of  leather,  where  the 
export  trade  has  been  interfered  with  recently, 
there  is  a  disposition  to  consider  concessions,  but 
in  all  lines  of  upper  and  sole  stock,  the  market  may 
be  said  to  continue  firm.  Any  expectation  of 
reduced  costs  on  shoes  would,  at  least,  seem  to  be 
in  the  dim  future  if  exports  of  manufacturers,  with 
regard  to  leather  prices,  are  a  criterion. 

Hide  Prices  Fixed.  The  price  fixing  committee 
of  the  American  War  Industries  Board  has  estab- 
lished prices  for  the  next  three  months,  with  a 
reduction  of  one  cent  for  the  months  of  November 
and  December  and  two  cents  off  for  January.  The 
old  schedule  is  to  be  used  as  a  basis  for  other  prices 
with  corresponding  reductions.  A  fight  was  made 
by  country  hide  interests  to  have  the  same  prices 


fixed  for  this  class  of  hides  as  for  packers,  but  it  is 
not  considered  that  any  such  change  will  be  made, 
although  the  probability  is  that  country  hides  will 
be  handled  upon  a  somewhat  different  basis.  A 
good  deal  of  agitation  has  resulted  from  the  reports 
that  some  of  the  Allies  have  been  buying  up  hides 
and  storing  them  at  higher  prices  than  handlers  on 
this  side  of  the  Atlantic  have  been  allowed  to  pay 
and  a  commission  is  about  to  be  formed,  with  head- 
quarters at  Washington,  to  control  this  outside 
purchasing.  It  is  thought  that  some  pooling 
arrangement  will  be  made  that  will  obviate  the 
present  condition  of  affairs.  Both  side  leather  and 
calfskin  tanners  are  experiencing  just  now  con- 
siderable difficulty  in  Canada  in  obtaining  supplies, 
and  this  is  contributing,  with  an  extreme  shortage 
of  labor  accentuated  by  "flu"  conditions,  to  reduce 
considerably  the  output  of  our  leather  factories. 

After  the  War  Conditions. — One  of  the  largest 
tanners  in  the  country  thus  expresses  himself  with 
regard  to  future  conditions  in  the  leather  market: 

' 1  The  course  of  future  prices  is  one  on  which 
we  would  not  dare  venture  an  opinion.  There 
are,  however,  a  few  well  known  facts. 

"Firstly,  Europe  will  positively  require  raw 
materials  in  large  volume  for  a  certain  time  after 
the  war ;  we  see  symptoms  of  this  already  appear- 
ing in  a  communication  this  morning,  that 
Scandinavian  (?)  speculators  are  buying  hides  in 
South  America  at  prices  above  those  established 
by  the  Allies  (so  that  it  is  at  present  impossible 
for  us  to  buy  any  hides  there).  We  have  also 
of  late  been  receiving  orders  from  France  for 
leather. 

"And  secondly,  the  Allied  countries  do  not 
propose  to  allow  rampant  speculation  and  an  un- 
restrained scramble  for  raw  materials  to  take 
place  after  the  war,  insofar  as  they  have  it  in 
their  power  to  control  the  situation.  Heretofore 
their  difficulty  in  this  respect  has  been  to  prevent 
neutral  countries,  such  as  Spain,  Scandinavia, 
etc.,  from  spoiling  their  plans.  It  still  remains  to 
be  seen  whether  they  can  cope  with  this  situation. 
Uptodate  this  control  scheme  has  entirely 
failed  to  procure  for  Canada  its  usual  supply  of 
sole  leather  hides. 

"As  regards  the  conduct  of  one's  business 
we  consider  that  any  man  who  is  reasonably 
conservative  and  keeps  his  affairs  well  in  hand, 
can  face  the  future  without  fear  and  is  in  a  posi- 
tion to  take  advantage  of  opportunities  as  they 
arise." 

Difficulty  of  Shoe  Price  Fixing. — One  of  the 

greatest  obstacles  to  reaching  anything  like  a  satis- 
factory arrangement  with  regard  to  shoe  prices,  is 
the  wide  divergence  that  will  be  found  amongst  the 
best  factories  with  regard  to  costs.  Conditions 
vary  with  location  and  circumstances,  so  that  with 
two  factories  almost  similarly  situated  will  be 
found  different  viewpoints,  and  consequently  vari- 
ation in  results.  As  an  example  of  this,  the  Shoe 
and  Leather  Reporter  quotes  prices  obtained  from 
three  factories  on  a  man's  black  shoe  recently.  It 
is  interesting  to  note  the  variation,  not  only  in  the 
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LATEST  ADDITION  TO  OUR   MANUFACTURING  FACILITIES 

GLOVERSVILLE,  NEW  YORK 


We  are  now  manufacturing  such  a  variety  of  standard 
lines  that  we  cannot,  in  an  advertisement,  do  justice 
to  them.  If,  however,  you  are  interested  in  securing 
standardized  leathers  meeting  with  general  approval, 
especially  adapted  for  the  manufacture  of  fine  shoes, 
leather  goods  and  other  purposes,  write  us  for  full  par- 
ticulars, clippings  and  prices. 

If  you  are  up-to-date  you   will  do  so  before  buying 
elsewhere. 

RICHARD  YOUNG  COMPANY 

36  and  38  Spruce  Street,  New  York,  IM.Y. 


BRANCHES 


54  South  Street,  Boston,  Mass. 
53  South  Main  Street,  Gloversville,  IM.Y. 
170  North  Franklin  Street,  Chicago,  III. 
801  Sycamore  Street,  Cincinnati,  O. 
Sydney,  N.S.W.,  Australia 
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estimates  of  materials,  but  of  labor,  as  s*hown 
following  schedule : 

Utmers                                    S2.40  $2.65 

by  the 
$2.25 

Bottom  

1.58 

1.30 

1.40 

Findings  

.20 

.25 

.30 

Labor  

1.00 

.85 

.90 

Fixed  charges  and  overhead 

.40 

.30 

.25 

S5.58 

$5.35 

$5.10 

Selling  and  commission  dis- 

count  

.32 

.63 

.63 

S5.90 

$5.98 

$5.73 

As  the  Reporter  points  out,  all  sorts  of  influences 
affect  the  cost.  Incidentally,  one  manufacturer 
remarks  that  the  influenza  has  had  such  a  decided 
affect  upon  the  results  of  operation  as  to  make  a 
difference  of  thirty-five  cents  a  pair  in  the  product. 


Outlook  of  Cattle  Supply. — After  an  exhaustive 
examination  into  past  and  present  cattle  conditions 
throughout  the  world,  in  which  comparisons  are 
made  of  different  periods  and  localities,  La  Halle 
aux  Cuirs,  the  well  known  French  leather  paper, 
reaches  this  conclusion: 

"Since  it  is  a  well  known  fact  that  a  country's 
abundance  of  animals  decreases  proportionately 
to  the  increase  of  the  human  race,  we  have  a 
condition  of  things  which  should  in  the  highest 
degree  interest  the  leather  industry,  while  at  the 
same  time  it  explains  the  high  prices  of  raw  hides. 
A  close  scrutiny  of  these  facts  will  give  us  the 
comparative  number  of  heavy  cattle,  of  two 
periods,  ten  vears  apart: 

1905  1914 

Total  of  cattle  in  33 

countries   362,852,496  387,334,446 

Total  population  of 

these  33  countries        819,781,848    921,574,9  93 

Head  of  cattle  for  each 

1,000  of  population   .  442  420 

that  is,  a  decrease  of  5  per  cent  in  its  relativity. 
In  what  proportions,  now,  has  this  shrinkage  in- 
creased during  the  years  of  the  war?  We  may 
rest  assured  that  this  proportion  is  consider- 
able and  that  a  very  serious  problem  will  confront 
us  for  the  supplying  of  hides  to  tanners.  At  the 
same  time,  let  us  not  lose  sight  of  the  fact  that  the 
Allies  control  completely  the  sources  of  supply 
of  raw  hides." 

English  Shoe  Prices.  In  an  article  that  sets  forth 
the  injustice  of  the  present  system  of  "National 
Shoe"  manufacturing,  in  which  it  is  stated  that  the 
English  plan  has  worked  injustice  to  the  dealer  and 
brought  little  relief  to  the  consumer,  the  Shoe  and 
Leather  Record  of  London  offers  the  following 
suggestion  as  a  method  of  reaching  a  more  equitable 
and  satisfactory  solution  to  the  footwear  problem. 

It  says:  "Every  manufacturer  might  submit 
his  own  range  of  samples  to  the  Department  for 
approval.  These  should  be  very  strictly  limited  in 
number.  A  manufacturer  making  only  half  a 
dozen  lines  produces  more  cheaply  and  efficiently 
than  another  turning  out  a  wide  range.    If  every 


firm  made,  say,  six  of  the  sorts  which  its  own  ex- 
perience had  shown  to  be  most  salable  in  its  own 
class  of  trade,  a  variety  would  be  forthcoming  much 
larger  than  under  the  War-time  boot  scheme.  The 
method  of  fixing  prices  might  be  very  simple.  Each 
manufacturer  could  submit  his  specification  and 
costings  with  each  sample,  the  costings  to  include 
overhead  charges.  The  information  in  the  posses- 
sion of  the  Department  would  enable  the '  costings 
to  be  checked  without  much  difficulty,  but  the 
manufacturer  would  be  interested  in  keeping  them 
low  in  order  to  get  the  lion's  share  of  the  business. 
Upon  the  costings  agreed  the  Department  would 
add,  say,  60  per  cent,  and  the  sum  thus  arrived  at 
would  be  the  retail  selling  price  to  the  public. 
Every  boot  sent  from  the  factory  would  be  marked 
with  this  price,  which  might  be  called  the  "Govern- 
ment Controlled  Price."  How  the  60  per  cent  was 
divided  as  between  manufacturer,  factor  and  re- 
tailer would  be  of  no  concern  to  the  Department, 
which  would  thus  be  relieved  of  a  great  deal  of  its 
present  responsibility.  The  manufacturer  would 
make  his  own  terms,  and  so  would  the  factor, 
while  the  retailer  would  not  be  allowed  to  charge 
more  than  the  "Government  Controlled  Price," 
though  he  might  be  allowed  to  sell  for  less.  All 
that  would  be  necessary  would  be  for  the  Depart- 
ment to  keep  a  duplicate  of  the  samples  sanctioned 
for  future  reference.  Prices  could  be  revised  from 
time  to  time  as  costings  varied,  but  there  need  be 
no  uniform  date  for  making  changes.  Each  manu- 
facturer could  appeal  for  an  advance  whenever  he 
could  prove  that  his  costings  were  being  exceeded, 
and  the  Department  could  refuse  to  give  it  upon 
evidence  that  other  manufacturers  were  still  willing 
to  make  similar  goods  at  the  existing  price.  An 
important  point  in  the  scheme,  as  I  have  sketched 
it,  is  that  it  does  away  altogether  with  the  flat 
prices  which  are  a  serious  blot  on  the  present 
system.  Hardly  any  two  manufacturers  produce 
an  article  at  the  same  price,  although  it  may  be 
nominally  the  same.  As  a  result,  a  flat  rate  gives 
excessive  profits  to  some  and  meagre  profits  to 
others,  if  it  is  fairly  worked.  As  it  is  worked  in 
practice,  I  am  afraid  it  gives  adequate  profits  to  the 
least  efficient  and  a  good  deal  more  to  the  others. 
This  is  not  the  way  to  recompense  those  manufac- 
turers who  have  well-equipped  and  well-managed 
factories.  Under  my  proposal  these  would  profit 
by  doing  a  larger  trade,  because  their  prices  would 
be  lower;  and  this  would  not  only  benefit  the  public, 
but  it  would  be  to  their  own  permanent  advantage. 
The  present  system  protects  the  incompetent, 
without  protecting  the  public,  and  does  not  give  the 
right  kind  of  encouragement  to  really  clever  manu- 
facturers." 


VICTORY  ! 

A  tin  savings  bank  on  the  mantel  for  baby. 

A  little  iron  one  on  his  table  in  the  boy's  room. 

A  big  vault  of  chilled  steel  for  father. 

A  little  corner  in  the  bureau  drawer  for  mother. 

Small  savings  the  first  day.  A  fair  total  the  first  week 

A  goodly  sum  at  the  end  of  the  month. 

That  is  Thrift.    That  is  Victory. 
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Government 
Regulation 
of  Shoes 

Is  There  Profiteering  in  Footwear? — 
Are  the  Masses  Unable  to  Obtain 
Suitable  Shoes  at  Reasonable  Prices? 
— Will  Regulation  Conserve  Materi- 
als Without  Serious  Results  to  All 
Concerned? — Does  Price  Fixing  Keep 
Down  Prices? 

IT  would  seem,  from  insistent  rumours  that 
emanate  from  Ottawa,  that  action  is  contem- 
plated portending  the  investigation  and  regu- 
lation of  the  shoe  business.  The  reports  connect 
shoes  with  wearing  apparel  and  other  commodities 
that  are  to  be  similarly  treated  and  the  chances  are 
more  than  likely  that  the  tendency  just  now,  in  the 
direction  of  governmental  control,  will  shortly 
take  definite  form. 

Claims  have  been  made  that  exorbitant 
prices  are  being  charged  for  footwear,  and  that  in 
face  of  the  fact  that  there  is  just  as  much  competi- 
tion in  shoes  as  ever  there  was.  Color  may  be 
given  to  the  indictment  by  the  abnormal  prices 
asked  for  fancy  footwear  and  by  exaggerated  news- 
paper reports  that  give  prominence  to  "twenty 
dollar  shoes." 

A  woman  could  get  twenty  dollar  shoes,  if  she 
was  willing  to  pay  for  them,  even  when  leather  was 
one  third  the  price  it  is  to-day.  The  bulk  of  or- 
dinary footwear,  however,  is  being  sold  these  days 
at  prices  that  represent  the  same  advance  on  cost 
that  dealers  have  customarily  placed  on  their 
product.  That  there  are,  at  least,  the  same  number 
of  dealers  (if  not  more)  in  every  city,  town  or  village 
anxious  to  serve  the  public  and  withal  the  same 
proportion  anxious  to  beat  the  other  fellow  to  it  on 
price  is  a  guarantee  that  nobody  is  able  to  regularly 
make  shoe  selling  a  "profiteering"  game.  An  in- 
timate knowledge  of  the  retail  shoe  trade  fails  at 
least  to  reveal  any  who  have  become  rich  in  the 
past  four  or  five  years  in  selling  shoes.  Profits 
have  been  somewhat  surer,  as  they  usually  are  on 
a  rising  market,  but  the  volume  of  trade  for  this 
same  reason  has,  in  most  cases,  been  less. 

Are  ordinary  people  unable  to  procure  shoes  at 
reasonable  prices  to-day?  What  are  known  as 
staple  shoes,  as  well  as  the  medium  class,  are  made 
and  sold  under  conditions  precisely  similar  to  those 
of  five  years  ago,  with  the  exception  that  the 
advance  in  the  cost  of  materials  and  labor  has  been 
such  as  to  make  impossible  prices  that  prevailed 
before  the  war.  Some  shoe  materials  have  ad- 
vanced a  hundred  or  more  per  cent,  others  not  near- 
ly so  much,  but  manufacturers  claim  there  has  been 
an  all  around  increase  of  about  sixty-six  and  two- 
thirds  per  cent. 

Here  are  a  few  instances  taken  from  lines  that 


may  be  considered  as  staple  sellers,  particularly  in 
the  rural  districts.  Take  the  ordinary  worker's 
or  farmer's  boot,  such  as  a  men's  urus  calf  blucher, 
standard  screw  or  pegged,  the  wholesale  price  four 
years  ago  was  $2.25  and  it  sold  retail  for  $3.00.  To- 
day this  shoe  costs  the  retailer  $3.50  and  sells  for 
$4.75.  It  only  cost  about  $2.00  ten  years  ago  and 
sold  for  $2.75. 

A  better  grade  shoe  for  walking  or  dress  pur- 
poses is  the  men's  black  gun  metal  or  box  calf 
blucher,  the  wholesale  cost  of  which  in  1914  was 
$3.00  and  retail  $4.00;  it  costs  to-day  $5.35,  and 
sells  for  $7.00.  Colored  shoes,  of  course,  have  ad- 
vanced more  considerably  with  the  result  that  a 
men's  mahogany  calf  blucher,  with  double  or  slip 
sole  that  cost,  four  years  ago,  $3.25  wholesale,  and 
sold  for  $5.00,  is  now  $6.00  wholesale,  and  sells  at 
$8.00  retail.  In  this  case,  although  the  cost  has 
gone  up  85  per  cent,  retailers  are  only  getting 
about  60  per  cent  more  for  it. 

In  women's  shoes,  particularly  of  the  finer 
class,  the  greatest  advance  in  prices  is  noticeable. 
The  staple  lines,  as  with  the  men's,  only  show  an 
increase  corresponding  to  the  cost  and  often  not 
that.  One  of  the  most  freely  selling  lines  for  coun- 
try use  and  which  has  for  a  generation  been  re- 
garded as  a  regular  seller,  is  the  gun  metal  calf 
blucher  McKay  sewn  shoe,  with  slip  sole.  The 
wholesale  price  of  this  shoe  was  $2.00  in  1914  and 
it  was  handled  by  "every  house  that  dealt  in  staple 
lines  in  the  Dominion. "  It  retailed  at  $2.75.  To- 
day it  costs  $4.00  and  sells  at  $5.50.  The  woman's 
pebble  blucher  standard  screw,  that  for  years  has 
been  as  staple  as  sugar  with  the  trade  of  this  coun- 
try, used  to  cost,  before  the  war,  $2.00  and  sold  at 
$2.50;  now  it  costs  $2.75  and  sells  at  $3.75.  Ten' 
years  ago,  this  shoe  cost  $1.30  and  sold  retail  at 
$1.75  or  less  than  one  half  the  present  price  in  the 
store.  •- ■'  "  ' 

These  figures  serve  a  double  purpose ;  they  show 
that  there  has  been  a  marked  advance  in  shoe 
manufacturers'  .costs  and  at  the  same  time,  that 
there  has  been  "no  attempt  on  the  part  of  retailers 
to  add  more  than  the  usual  profit  on  cost.  The 
wholesale  figures  are  actual  jobbers'  prices  before 
the  war  and  now,  and  this  fact  is  a  guarantee  that 
the  manufacturer  was  compelled  to  figure  closely 
his  costs  on  account  of  the  competition  involved. 
There  has  always  been  enough  anxiety  on  the  part 
of  manufacturers  to  get  business  to  warrant  the 
utmost  vigilance,  with  regard  to  costs,  so  that  the 
enhancement  has  been  due  wholly  to  the  upward 
tendency  in  the  leather  findings  and  labor.  The 
facts  prove  that,  so  far  as  the  wholesale  and  retail 
shoe  trades  are  concerned,  there  have  been  no 
abnormal  profits,  except  where  stocks  purchased 
at  earlier  periods  have  received  the  benefit  of  the 
rise  in  the  market.  It  is  a  poor  rule  that  will  not 
work  both  ways,  as  undoubtedly  many  will  realize, 
in  event  of  the  easing  of  the  shoe  market,  should  it 
occur. 

As  to  regulating  shoe  prices,  the  Shoe  'and 
Leather  Journal  has  frequently  referred  to  the 
unsatisfactory  results  in  Great  Britain  of  govern- 
mental interference.  In  our  comments  under 
"Leather  and  Shoe  Trade  Jottings,"  on  another 
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THE  MARSH  SHOE 


fo. 


MEN  AND  WOMEN 


The  Stamp  of  Quality  and  Style  that 
will  hold  your  high  class  trade 


"Vimy"  Last 

Black  Vici  Kid  Oxford.    Cuban  Heel. 
Widths,  A  to  E.   Sizes,  2  to  8. 


Sold  in  30-pair  cases 
only,  in  jo  pairs 
of  a  width. 


"Rich"  Last 


Black  Vici  Kid.    8  and  9  inch  Louis  Heel. 
Widths,  A  to  E.       Sizes  1  to  8. 


"106"  Last 

Made  in  All  Leathers 
Widths  B  to  E 


Think  !  before  buying  shoes  for  spring  what  the 
prestige  of  Marsh  Shoes  will  mean  to  you  in  condi- 
tions that  will  probably  exist  six  months  from  now. 


The  Win,  A.  Marsh  Co.,  Limited 

Quebec 
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page,  will  be  found  further  evidence  along  this  line.  The 
"National  Shoe"  has  been  a  national  as  well  as  a  trade 
folly  that  has  given  opportunity  for  all  kinds  of  crookedness, 
while  saddling  the  country  with  useless  aggiegatioris  of  foot- 
weai .  The  regulations  shortly  to  be  put  in  force  in  the  United 
States  have  already  produced  a  crop  of  dissatisfaction  and 
mistrust,  and  will,  no  doubt,  provide  the  same  loopholes 
for  deception  and  over-production  that  have  followed  this 
business  meddling  in  England. 

A  week  or  so  ago,  or  shortly  after  the  announcement  was 
made,  the  War  Trades  Board  had  to  issue  a  statement 
correcting  an  impression  created  that  the  provisions  were  to 
come  into  effect  immediately.  Retail  shoe  dealers  deluged 
Washington  with  telegrams  intimating  that  they  were  losing 
trade  through  people  gathering  the  impression  that  it  was 
illegal  and  unpatriotic  to  buy  certain  kinds  of  shoes.  This 
is  but  the  beginning  of  a  topsy-turvy  condition  of  affairs 
that  is  bound  to  be  brought  about  by  such  provisions  as  those 
contained  in  the  American  reulations.  In  the  meantime,  there 
will  be  frantic  efforts  on  the  part  of  wholesalers  and  retailers 
to  clear  up  stocks  at  a  loss,  with  all  that  this  involves  in 
trade  demoralization. 

This  price  chasing  by  government  has,  during  the 
present  war,  been  proven  again  and  again  to  be  worse  than 
futile.  Taking  the  bacon  investigation  as  a  sample,  not- 
withstanding all  the  importance  and  fuss  attached  to  this 
matter  and  the  widespread  publicity  given  to  the  "profiteer- 
ing" of  the  pork  packers,  we  are  to-day  paying  at  least  fifty 
per  cent,  more  for  meat  of  this  class  than  before  the  investi- 
gation took  place.  It  is  the  same  with  price  fixing.  It 
pleases  nobody  but  a  hair-brained  people  or  ambitious 
would-be  "patriots"  and  leaves  in  its  wake  a  record  of  con- 
fusion, dissatisfaction  and  loss. 

If  the  government  could  step  in  and  put  leather  where 
it  was  five  years  ago,  the  shoe  problem  would  solve  itself. 
But  hides,  tanning  materials,  labor  transportation  and  the 
other  considerations  that  make  up  the  tanners'  worries  these 
days  will  not  down  at  a  word  from  a  government  official 
or  vanish  with  the  incantations  of  "dollar  a  year"  magic. 


THE  UNPOPULARITY  OF  A  LUXURY  TAX 

The  great  difficulty  of  determining  just  what  is  a  luxury 
and  what  is  not,  makes  the  framing  of  a  luxury  tax  a  most 
delicate  proposition.  Here  is  a  little  item  from  American 
Shoe  Making,  that  shows  the  feeling  in  the  United  States. 

"The  so-called  luxury  tax  which  is  now  being  con- 
sidered and  has  not  been  entirely  settled  by  Congress, 
does  not  seem  to  be  very  popular  and  several  changes 
have  been  made  which  indicate  this  point.  In  England, 
the  luxury  tax  appears  to  be  extremely  distasteful  to 
everyone. 

"Comment  in  the  English  press  of  England  is  ex- 
ceedingly sarcastic  and  critical.  One  writer  says,  "The 
boots  that  can  now  be  bought  retail  at  30s.  and  42s.  per 
pair  are  in  no  sense  of  the  word  luxuries,  any  more  than 
they  are  anything  of  a  bargain  to  the  buyer.  The  whole 
organized  trade  ought  to  combine  in  the  matter  and  offer 
a  suggestion  as  to  what  constitutes  luxury  in  footwear." 

"Similar  conditions  exist  in  the  United  States  and 
the  whole  question  seems  to  depend  on  who  is  doing  the 
talking.  A  man  in  the  ordinary  walk  of  life  would  con- 
sider $12.00  a  fancy  price  for  shoes,  but  on  the  other 
hand  there  are  quite  a  few  people  who  would  think  that 
this  price  was  low. 

"In  England  the  luxury  tax  on  footwear,  in  fact, 
luxury  taxes  in  general,  were  criticized  be  "ore  they  went 
into  effect  and  are  criticized  more  severely  after  they  have 
been  effected.  We  may  expect  a  similar  result  in  the 
United  States." 


A  TRULY  PATRIOTIC  SHOE  MAKER 

Mr.  J.  S.  Fry  has  been  in  the  shoe  business  in  Toronto 
for  about  fourteen  years  and  irrespective  of  the  fact  that  he 
was  fifty-eight  years  old  when  the  war  broke. out,  he  felt  it 
was  his  duty  to  join  the  colors.  He  looks  fully  fifteen  years 
younger  than  his  real  age,  so  was  accepted,  although  he 
gave  his  correct  age.  But  he  would  not  be  allowed  to  go 
farther  than  England,  on  account  of  his  years,  so  he  refused 
to  go  unless  he  could  go  right  to  the  front  line  trenches.  He 
was  given  the  post  of  Sergeant  Shoemaker  with  the  180th 
Battalion,  stationed  at  Toronto,  with  which  he  remained  until 
about  two  years  ago,  when  he  bought  the  shoe  manufacturing 
business  of  the  late  Wm   Stewart,  on  Seaton  St.,  Toronto. 


SERGT.  J.  S.  FRY 


He  manufactures  a  very  high  grade  of  men's  and  boys'  work 
shoes  and  military  shoes,  all  solid  leather.  Mr.  Fry  is  like 
all  other  manufacturers  at  the  present  time,  greatly  handi- 
capped for  lack  of  help,  but  manages  to  keep  running  and 
supply  his  trade. 

He  has  four  sons  in  service  at  the  present  time  (one  of 
these  is  in  the  navy),  all  of  which  shows  how  patriotic  the 
entire  family  are.  Mr.  Fry  cannot  be  classed  among  the 
big  manufacturers  or  moneyed  men,  but  it  cost  him  over 
one  thousand  dollars  to  give  up  his  business  and  join  the 
army,  to  say  nothing  of  what  the  boys  have  sacrificed, 
which  is  certainly  saying  a  good  deal  and  makes  him  de- 
servedly a  truly  patriotic  shoemaker. 


WAKE  UP  CANADA 

Argentine  shoes  are  obtaining  a  good  reputation  abroad 
and  the  factories  which  have  made  great  progress  during 
the  last  few  years  are  now  looking  out  for  new  markets  in 
different  parts  of  the  world.  Shoes  are  exported  to  the 
neighboring  republics  and  latterly  several  lots  have  been 
sent  to  Europe  both  for  ordinary  wear  and  specially  made  for 
the  use  of  troops,  which  have  been  favorably  received,  and 
brought  larger  orders.  Among  new  markets  are  Japan  and 
South  Africa.  One  factory  in  Buenos  Aires  recently  des- 
patched 53,000  pairs  marked  "Made  in  Argentina"  to  the 
Cape  of  Good  Hope,  Durban,  Delagoa  Bay  and  Yokohama. 


BOSTON  STYLE  SHOW 

The  Boston  Style  Show  will  be  held  in  Boston  on  January 
6th  to  12th.  It  is  purposed  this  year  to  add  a  conservation 
show  to  the  programme  and  show  what  can  be  done  in  the 
way  of'  beautiful  leathers  and  still  stay  within  the  limits  of 
colors  prescribed  by  the  War  Board. 
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FTER  EXHAUSTIVE  RE 
SEARCH  WORK  THE  FOL 
LOWING  PERCENTAGES 
OF  ADVANCE  IN  COST  OF 
SHOEMAKING  IN  TWELVE 
YEARS  HAVE  BEEN  OB- 
TAINED AND  MAY  BE  AC- 
CEPTED AS  CORRECT: 


^^^■^^■l^^^ii^kMn  Labor 


Labor 

jense 

Welt 

Inner  Sole 
Counter 


bindings  _ 

1M  "THT  (uae  err*nwicr" 


18%  Trimmings 
33%  Heel 
33%  Lining 
50%  Top  Lift 
53%  Upper  Stock 
Sole  Leather' 


66% 
78% 
80% 
100% 

10/ 


Slip 

mm 


GUTTA  PERCHA  &,  RUBBER,  LIMITED,  TORONTO 

BRANCHES  AT 

HALIFAX,  MONTREAL,  OTTAWA,  FORT  WILLIAM,  WINNIPEG,  REGINA, 
^ASKATOON,  EDMONTON.  CALGARY,  LETHBRIDGE,  VANCOUVER,  VICTORIA 
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Rubber 

Footwear 

Notes 

What  is  Doing  in  the  Rubber  Realm 
— Business  Waiting  for  Oncoming 
Winter — Manufacturers  Pretty  Well 
Cleaned  Up — Getting  Ready  for  the 
New  Season 

THE  weather,  so  far  this  fall,  has  not  been 
favorable  to  the  rubber  shoe  business,  al- 
though we  have  had  plenty  of  rain.  The 
exceedingly  mild  days  during  the  latter  part  of 
October  have  been  more  like  early  September.  It 
is  expected,  however,  that  November  will  bring  its 
compensating  changes  and  although  some  of  the 
weather  prophets  tell  us  we  are  going  to  have  a 
mild  winter,  we  are  almost  certain  to  have  a 
stirring  of  the  elements  within  the  present  month. 
It  takes  snow  and  slush  to  move  rubber  goods, 
especially,  and  dealers  who  have  invested  rather 
more  liberally  this  season  are  looking  forward 
hopefully  to  more  seasonable  weather. 

Why  the  Reduction. — Retailers  are  glad  to  get 
anything  in  the  shape  of  profits  and  the  windfall 
in  the  way  of  rebates  is  quite  acceptable.  But  the 
majority  are  asking  the  reason  for  the  sudden  fit 
of  generosity  that  has  come  over  the  rubber  trade  in 
handing  them  back  a  bonus,  after  the  season  is 
practically  over.  Like  the  gift  of  the  wooden 
horse  to  the  Trojans,  they  seem  to  fear  that  there 
is  a  string  somewhere.  At  the  same  time  others 
are  taking  it  to  mean  that  the  rubber  people  are  a 
little  afraid  of  the  proposed  investigation  into 
shoe  prices  that  seems  indicated  by  recent  reports 
from  Ottawa.  The  simple  reason  urged  by  those 
responsible  for  the  move,  that  it  is  a  war-time 
measure,  evidencing  the  spirit  of  fairness  and  good- 
will that  should  prevail  at  this  time,  seems  difficult 
for  those  to  accept,  who  have  got  it  into  their  heads 
that  the  rubber  people  are  organized  bandits. 

Money  in  Rubber. — Speaking  of  profits,  an 
item  is  going  the  rounds  of  the  press  which  indicates 
that  in  the  United  States,  at  least,  good  money  has 
been  made  in  the  rubber  business.  The  report 
says:  "President  Colt  of  the  United  States  Rubber 
Company,  in  a  letter  to  the  bankers  in  connection 
with  the  sale  to  them  of  $6,000,000  United  States 
Rubber  notes,  says  the  current  assets  of  the  com- 
pany as  of  June  30th  last,  amounted  to  $136,798, 148, 
while  the  current  indebtedness  totalled  only 
$33,347,719.  On  Oct.  1st,  the  amount  of  cash  on 
hand  exceeded  the  loans  and  notes  payable. 

The  net  earnings  for  the  three  years  ended 
December  30th,  1917,  applicable  to  interest  charges 
averaged  $14,478,433,  equal  to  four  times  such 
interest. 


A  Conservation  of  Labor. — Already  the  reduction 
of  styles  ordered  by  the  war  trades  Board  of  The 
United  States  is  bearing  fruit.  The  elimination  of 
duplicate  styles  has  concentrated  the  product,  so 
that  the  pressure  that  has  followed  the  production 
for  war  purposes  is  much  less  felt.  The  feeling  is, 
that  when  Canada  gets  into  line,  the  outcome  will 
be  a  benefit  to  all  concerned.  The  manufacturer 
as  well  as  the  retailer  will  be  relieved  of  the  necessity 
for  carrying  large  stocks  and  the  public  will  not  be 
affected  adversely.  There  have  been  altogether  too 
many  lines  which  has  meant  too  much  capital 
tied  up.  One  large  manufacturer  claims  that  the 
proposed  conservation  will  mean  a  reduction  of 
rubber  stocks  in  Canada  of  at  least  $5,000,000. 

An  Earlier  Season? — Last  year  the  rubber 
factories  got  into  the  game  much  earlier  than  ever 
before  and  it  is  whispered  that  this  year  may  see 
rubber  shoe  samples  ready  a  month  earlier  than 
last.  In  the  United  States,  the  season  begins  with 
the  first  of  the  year  and  there  seems  to  be  no  good 
reason  why  it  should  not  begin  in  Canada  about  the 
same  time.  With  the  simplifying  of  the  lines,  it 
might  be  possible  to  have  everything  ready  for  a 
start  by  January  15th.  This  would  be  an  undoubt- 
ed advantage  to  manufacturers,  although  dealers, 
no  doubt,  think  that  March  is  early  enough  to 
figure  out  their  requirements  for  the  next  year. 


DEATH  OF  MR.  ARTHUR  L.  BROWN 

The  many  friends  of  Mr.  Arthur  L.  Brown  will 
be  shocked  to  learn  of  his  death,  which  took  place 
at  his  home,  in  Kitchener,   on  Oct.   23rd.  Mr 


Arthur  L.  Brown 

Brown  represented  the  Greb  Shoe  Co.,  in  the 
Maritime  Provinces,  and  was  taken  ill  in  Halifax. 
He  persisted  in  remaining  on  his  trip,  but  when 
he  reached  Moncton,  became  so  ill,  he  decided  to 
come  home.  He  arrived  home  on  Saturday  and 
died  on  the  following  Wednesday. 
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VICTORY  BONDS 

Prosperity  Permits  It 
Patriotism  Urges  It 
Victory  Demands  It 


This  space  donated  by 

AlRD  &  SON  (Registered) 
Montreal 
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Mr.  C.  S.  SUTHERLAND'S  VIEWS  ON  RETAIL 
BUYING 

Mr.  Sutherland,  general  manager  of  the  Amherst  Boot 
and  Shoe  Co.,  of  Amherst,  N.S.,  while  in  Halifax  recently, 
was  interviewed  by  the  "Maritime  Merchant."  When 
asked  what  his  views  were  as  to  the  proper  policy  of  retail 
shoe  merchants,  at  the  present  time,  with  regard  to  pur- 
chases, he  said:  "Well,  the  situation  is  not  an  easy  one 
about  which  to  give  advice.  With  values  as  they  are  to-day, 
it  is  not  a  time  when  a  merchant  should  overload  himself 
with  supplies,  and  yet  if  he  does  not  order  early,  he  is  very 
likely  to  be  left  in  the  lurch.  If  I  were  a  retail  merchant,  I 
think  I  should  follow  the  policy  of  anticipating  my  wants  a 
certain  distance  ahead  all  the  time,  and  by  frequent  assorting 
orders,  keep  it  at  about  the  proper  volume,  which  should 
assure  the  prospect  of  an  adequate  supply  for  ordinary 
trade,  and  at  the  same  time  protect  me  from  the  danger  of 
being  caught  out  by  overloading." 


DEATH  OF  GEORGE  A.  TALBOT 

There  are  many  in  the  shoe  trade  who  will  remember 
Mr.  George  A.  Talbot,  formerly  connected  with  the  Shoe 
and  Leather  Journal.  He  came  to  the  Journal  shortly 
after  leaving  school  and  rilled  various  positions,  latterly 
being  on  the  advertising  staff.  He  was  not  only  very  popu- 
lar both  in  the  office  and  on  the  road,  but  was  a  good  business 
man.  He  contracted  the  influenza  and  made  a  very  brave 
fight  and  was  considered  quite  out  of  danger  wehn  com- 
plications set  in  and  he  died  Monday  morning,  at  his  home 
in  Toronto.  He  was  only  twenty-eight  years  old  and  leaves 
besides  his  widow  and  two  small  children,  a  widowed  mother, 
two  sisters  and  two  brothers  in  France. 


VICTORY  BOND  WINDOW  BACKGROUND 

A  timely  and  attractive  background  that  will  be  appro- 
priate at  the  present  time  can  be  made  by  utilizing  the  posters 
which  are  being  used  to  advertise  Victory  Bonds.  A  window 
of  this  type  will  greatly  assist  in  securing  subscriptions  for 
the  Victory  Loan,  which  is  being  pushed  at  the  present  time. 

This  background  may  look  much  harder  to  build  than 


it  really  is.  The  two  posts  may  be  made  with  stove  pipes 
if  you  do  not  happen  to  have  wooden  pillars,  and  these  may 
be  covered  with  marble  paper,  which  can  be  procured  at 
any  wall-paper  store.  The  beam  across  the  top  of  these 
posts  may  be  made  in  the  shape  of  a  box  and  papered  with 
either  imitation  wood  paper  or  marble,  the  same  as  the  posts. 
The  matter  of  draping  the  flags  is  quite  easy  and  the  places 
we  have  suggested  for  the  posters  will  give  an  idea  of  how 
these  could  be  arranged.  It  will  be  well  to  show  not  more 
than  five  or  six  pairs  of  shoes  in  a  window  of  this'  kind,  unless 
the  window  is  exceptionally  large.  Under  no  circumstances 
crowd  the  window  with  shoes,  for  a  few  pairs  will  show  just 
as  well  and  have  a  better  effect  than  if  it  is  crowded.  This 
design  is  given  merely  as  a  suggestion.  You  can  use  your 
own  ingenuity  to  elaborate  on  it,  according  to  the  size  and 
shape  of  the  window. 


"NEVER  HOLD  THE  BALL!" 

Us  fellers  playin'  baseball 
On  the  ol'  sand  lot, 
Used  to  have  a  sayin' 
That  I've  not  forgot; 
And  when  I  am  uncertain 
'Bout  things  big  or  small 
Still  heed  the  admonition, 
—"Never  hold  the  ball!" 

When  trade  is  kinda  quiet 
I  don't  set  an'  wait, 
While  my  rival  keeps  agoin' 
Till  he  shoots  the  plate; 
I  put  the  ball  in  action, 
As  in  days  of  yore, 
An'  then  I  take  my  chances 
On  the  final  score. 

— And  I  never  hold  the  ball!! 

W.  T.  Baird. 


"Will  Reduction  of  Styles  be  an  Advantage  to  the 
Retail  Shoe  Trade?"  will  be  an  article  in  next  issue  of  the 
"Shoe  and  Leather  Journal." 
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Lend  your  money 
and  your  influence 

The  Victory  Loan  keeps  business  going. 

It  is  through  the  Victory  Loan  that 
money  is  put  back  into  circulation. 

The  Victory  Loan  finances  our  immense 
exports  of  farm  products  and  munitions. 

The  Victory  Loan  pays  wages— sustains 
trade,  commerce  and  agriculture. 

It  is  because  of  the  Victory  Loan  that  your 
customers  have  money  to  buy  the  goods  you 
sell. 

And,  overshadowing  every  business  con- 
sideration, is  the  fact  that  it  is  through  the 
Victory  Loan  our  fighting  forces  are  equipped 
and  maintained. 

The  destiny  of  our  country — the  present 
and  future  welfare  of  our  business — demand 
that  all  our  influence,  all  our  enthusiasm, 
all  our  moral  and  financial  support  be  put 
squarely  behind  the  Victory  Loan  1918. 


Issued  by  Canada's  Victory  Loan  Committee 
in  co-operation  with  the  Minister  of  Finance 
of  the  Dominion  of  Canada. 
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AN  AUTHORITY  ON  LEATHER 
(See  Front  Cover) 

Amongst  the  well  known  figures  of  the  leather  trade  of 
Canada  is  Sydney  M.  Collis,  of  the  Collis  Leather  Co., 
Aurora,  Ont.,  whose  geniality  is  only  exceeded  by  his  thor- 
ough technical  familiarity  with  leather  from  its  Alpha  to 
Omega.  With  an  intimate  knowledge  of  the  craft  in  the  old 
land,  he  came  over  to  America  some  years  ago  and  got  into 
touch  with  some  of  the  most  progressive  ideas  and  methods 
of  the  best  establishments  across  the  border. 

At  the  death  of  his  brother,  three  years  ago,  he  assumed 
charge  of  the  practical  end  of  the  Collis  plant,  since  when  this 
well  known  concern  has  made  remarkable  strides  in  the  char- 
acter and  reputation  of  its  product. 

Mr.  Collis  is  an  enthusiast  with  regard  to  fine  leather 
production  and  devotes  most  of  his  time  to  the  factory. 
Nevertheless,  he  is  a  good  "mixer"  and  has  a  fund  of  stories 
and  repartee  that  make  him  the  centre  of  every  gathering 
of  leather  men. 

He  is  a  "good  head"  in  the  terms  of  the  street  and  has 
the  reputation  of  not  only  being  far-seeing  as  far  as  the  trade  is 
concerned,  but  willing  to  give  the  reason  for  the  faith  that 
is  in  him,  on  topics  of  interest  to  leather  and  shoe  producers. 


DEATH  OF  KENNETH  C.  SAVAGE 

The  many  friends  of  Mr.  R.  L.  Savage,  representing 
Clark  Bros.,  of  St.   Stephen,    N.B.,  will  regret  greatly  to 


Kenneth  C.  Savage 

hear  the  loss  of  his  son,  Kenneth  C.  He  was  an  exception- 
ally bright  boy  and  had  many  of  his  father's  qualities.  To 
meet  him  was  to  like  him,  for  although  a  young  man,  he  had 
a  personality  that  attracted  you.  As  a  business  man,  he 
certainly  was  on  the  road  to  success. 

He  was  born  in  St.  John,  N.B.,  twenty-one  years  ago 
the  27th  of  last  September,  but  lived  most  of  his  life  in 
Westmount  and  Montreal,  where  he  was  educated. 

After  finishing  school,  he  entered  the  employ  of  the 
Walk-Over  Boot  Shop,  at  the  age  of  seventeen.  When  he 
moved  to  Toronto,  three  years  ago  last  September,  he  was 
transferred  from  the^Montrcal  Walk-Over  Boot  Shop  to  the 
Toronto  branch,  where  he  worked  up  until  August,  1917, 
when  he  resigned,  due  to  hip  trouble. 


In  September,  1917,  he  began  working  certain  parts  of 
Northern  and  Western  Ontario  for  Clark  Bros.,  Limited, 
but  in  July,  1918,  he  came  down  to  Montreal  and  enlisted  in 
the  Canadian  Army  Service  Corps  Home  Service,  being  a 
Class  "C"  man.  His  work  consisted  of  driving  staff  cars 
and  ambulances.  He  died  on  October  20th,  of  Spanish 
influenza  and  double  pneumonia,  at  his  home,  in  West- 
mount.  This  certainly  is  a  terrible  blow  to  his  parents  and 
other  members  of  the  family,  for  he  was  a  bright  star  in  the 
family  circle. 


Mr.  PETER  DOIG  AND  Mr.  W.  V.  MATTHEWS 
ELECTED  TO  DIRECTORATE  OF 
TETRAULT  SHOE  CO. 

Mr.  Peter  Doig,  who  a  few  months  ago  took  up  the 
position  of  sales  manager  of  the  Tetrault  Shoe  Manufac- 
turing Co.,  Limited,  Montreal,  has  rendered  the  company 
such  valuable  services  that  he  has  recently  been  honored  by 
an  appointment  to  the  Board  of  Directors,  and  his  efforts 
rewarded  in  a  tangible  way  by  a  substantial  salary  increase. 
That  Mr.  Doig's  work  has  merited  him  such  honor  is  a 
gratifying  triumph  of  his  personality  and  aggressiveness. 

The  Canadian  shoe  and  leather  trade  has  in  Mr.  Doig 
one  of  its  most  popular  men,  and  his  business  capabilities  and 
long  and  wide  experience  have  made  him  one  of  the  leaders 
in  the  shoe  industry.  He  has  been  connected  with  some  of 
the  leading  Canadian  shoe  and  leather  concerns.  He  was 
for  twelve  years  with  A.  R.  Clarke  &  Co.,  Toronto,  and  at 
the  time  of  forming  his  present  association  held  the  position 
of  sales  manager  for  the  Star  Shoe  Co.,  Montreal. 

Besides  his  business  interests,  Mr.  Doig  is  prominent  in 
many  fraternal  societies,  is  an  enthusiastic  supporter  of  the 
Y.M.C.A.,  and  is  interested  in  a  number  of  charitable 
institutions.  He  is  genial  and  kindly  in  manner  and  exerts 
a  personality  in  all  his  associations  that  wins  and  holds  for 
him  an  ever  wider  circle  of  friends  and  acquaintances. 

That  the  Company  has  in  Mr.  W.  V.  Matthews  a  most 
capable  and  efficient  factory-  superintendent  is  evidenced  by 
the  fact  that  he  has  been  given  a  directorship  in  the  company. 
It  speaks  well  for  Mr.  Matthew's  executive  ability  and  faith- 
fulness that  he  should  fill  his  present  responsible  position 
in  a  manner  worthy  of  this  recognition  from  his  employers, 
and  meriting  the  salary  increase  which  he  also  received. 

Special  qualifications  for  factory  management  have 
been  acquired  by  Mr.  Matthews  through  a  wide  experience 
in  leading  American  and  Canadian  factories.  He  has  been 
connected  with  Drew  and  Selby,  of  Portsmouth,  Ohio,  and 
the  Conrad  Shoe  Co.,  of  Louisville  Ky.,  and  since  coming  to 
Canada  several  years  ago  has  held  important  positions  with 
the  Victoria  Shoe  Co.,  Toronto;  J.  Sz  T.  Bell  Limited, 
Montreal,  and  Ames-Holden-McCready,  Limited,  Mon- 
treal. His  technical  knowledge  of  shoes  and  their  produc- 
tion is  most  thorough. 

When  free  from  business,  Mr.  Matthews  likes  to  devote 
much  of  his  spare  time  to  painting,  and  has  produced  some 
works  in  oil  and  water  color  that  are  rated  high  for  their 
artistic  merit. 


GOOD  PROFITS  IN  RUBBER 

Lester  Leladd,  vice-president  of  the  United  States 
Rubber  Company,  states:  "The  United  States  Rubber  Co. 
is  now  in  the  strongest  financial  position,  cash  in  the  banks 
for  the  first  time  largely  exceeding  the  aggregate  floating 
debt."  It  is  understood  that  approval  of  the  Government 
to  the  new  issue  of  $6,000,000  five-year  7  p.c.  notes  to  be 
issued  for  the  partial  refunding  of  the  General  Rubber  Co. 
5s,  maturing  December  1st,  is  expected  shortly  after  the 
close  of  the  Liberty  Loan  campaign.  The  issue  has  been 
underwritten  by  Kuhn,  Loeb  &  Co.  This  leaves  no  further 
Rubber  Co.  financing  at  present  in  sight  until  1946,  when  the 
$2,600,000  Canadian  Rubber  Co.  6s  fall  due. 


60 


THE   SHOE   AND   LEATHER  JOURNAL 


What  is  the  Best  Asset 

in  your  shoe  stock  ?     Isn't  it  a  line  of  reliable  Staples 
— Staples  you  can  depend  upon  for  steady  sales  ? 

THE  ACKERMAN  LINES 

for 

Men,  Boys,  Youths  and  Little  Gents 

completely  fill  this  need.  They're  well-made,  well- 
finished  shoes  that  please  your  customers  and  are 
rapid  sellers. 

Increase  your  assets.    Stock  the  full  line  of 

The  "PETERBORO  SHOE" 

B.  F.  ACKERMAN,  SON  &  CO. 

Limited 

PETERBORO,  ONT.  Western  Branch  REG1NA,  SASK. 


You'll  Be  Convinced 

Men's 

that  these  shoes  will  be  a  real  benefit  to  you,  if  you  will  Women's 

give  them  the  chance. 

Boys' 

And  when  the  customers  confirm  our  statements  as  to  their  Misses' 

Youths' 

quality  and  staying  powers,  you'll  be  glad  you  had  the 

foresight  to  handle  them.  Children's 

Little 

Don't  fail  to  see  our  new  Goodyear  Welts.    They're  splen- 

Gents' 

did  money-makers.  Infants' 

Carried  by  Progressive  Jobbers 

LAGACE  &  LEPINAY 

22  St.  Anselme  St.                                            Quebec,  P.Q. 
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TORONTO 'SHOE  REPAIRERS'  jNEWjPRICE  LIST 

Owing  to  the  ban  on  piiblic  meetings,  the  Toronto 
Shoe  Repairers  did  not  hold  their  last  regular  meeting;  but 
at  their  previous  meeting  they  adopted  the  following  price 
list,  which  is  in  effect  now.  It  is  worthy  of  note  that  the 
prices  are  the  minimum  which  allows  the  members  to  charge 
as  much  more  as  his  discretion  will  permit. 

HALF  SOLES 


"c 

men's 

.  \n 

W 

>>  O 

-C  ™ 

SS  G 

\" 

o 

O  « 

0  — 

>*3 

W  4-1 

12 

Uoo 

Sewn  half  soles,  Good- 

year welts   

$1.50 

$1.25 

$1.25 

t1   1  D 

<ci  nn 

<£n  q  s 

$U.  50 

Nailed  half  soles, Good- 

year welts.  

1.25 

1.00 

1.15 

1  nn 
1  .uu 

8  ? 

.Do 

Turns.  

2.00 

2.00 

1.25 

1.25 

1.25 

1  no 

Fibre  soles  sewn  

1.50 

1.25 

1.25 

1  1  n 

1  nn 

Toe   pieces    sewn  or 

nailed  

.50 

.35 

.40 

.35 

.35 

.35 

Side   pieces   sewn  or 

nailed  

.50 

.35 

.40 

.35 

.35 

.35 

WHOLE  SOLES 

Leather    whole  soles 

and  heels....  

$2.75 

$2.75 

$2.50 

$2.25 

$2.25 

Fibre  whole  soles  and 

rubber  heels    

2.75 

•2.75 

2.50 

2.25 

2.25 

Rubber  whole  soles  and 

spring  heels   

2.75 

2.75 

2.50 

2.25 

2.25 

Whole     soles,  only 

leather  or  fibre.  

2.50 

2.50 

2.25 

2.00 

2.00 

HEELS 

Heels  straightened, 

regular    

$0.50 

$0.35 

$0.30 

$0.25 

$0.25 

$0.2  5 

Heels,  Orthopedic, 

straightened,  regular.. 

.75 

.60 

.30 

.30 

.30 

.30 

Heels  straightened  and 

rev.  rubber  heels  

.80 

.50 

.50 

.50 

.50 

.50 

Heels  straightened  and 

quarter  rubber  tips 

.75 

.50 

.50 

.50 

.50 

.50 

Rubber  heels,  ordinary 

.60 

.50 

.50 

.50 

.50 

.50 

Rubber  heels,  solid 

.75 

.65 

.65 

.65 

.65 

.65 

TOE 

CAPS 

Toe  Cans  

50c.  to 

$1.25 

MISCELLANEOUS 

New  heels  $1.25  to  $3.00 

Patches  sewn  on   $0.20  up 

Patches  cemented  on  :  35up 

New  counters   1.00  up 

Heel  lining  oxford   $0.50 

Heel  lining  boots   0.75 

Triangular  plates  on  each  heel   $0.30  pr. 

New  vamps   2.00 

New  elastics  i  i   $1.00 

New  Welts  all  round   2.00 

Hob  nails,  sole,  heel  and  shank   .75 

Hob  nails,  sole  only  50 

Re-finishing  soles  for  stock  $0.25  up 

Buttons  with  fasteners   15c,  .25 

Buttons  sewn  by  hand  50 


Back  straps.  ,     $0.50  up 

Dyeing  L  ;    50  up 

SKATES 

Skates  put  on  with  screws..     $0.35  up 

Skates  riveted  on     .10  up 

Skates  sharpened   15  up 


HAMILTON  REPAIR  MEN  MEETING 

On  Thursday  evening,  Oct.  17th,  the  Hamilton  Repair 
Men's  Association  held  a  euchre,  at  which  there  was  a 
really  good  attendance.  The  enjoyment  was  good  and 
there  was  heaps  of  it.  The  Hamilton  boys  know  how  to 
have  a  good  time,  for  they  have  musicians  and  singers  and 
other  entertainers,  who  can  make  a  noise  like  a  big  affair; 


StirarSs  z*nto 
<]fr<?  you  huqtn<f 


The  Shoe  and  Leather  Journal's  idea  for  a  Victory  Loan 
Poster,  suggested  by  a  Johny  Bull  in  Uncle  Sam's  Dominion. 

and  this  was  done  to  perfection  at  this  meeting.  Mr. 
Vine,  of  the  Gutta  Percha  and  Rubber,  Limited,  passed  the 
smokes  to  the  boys,  as  did  also  Secretary  Wilton,  of  the  Associ- 
ation. These  were  much  enjoyed.  President  Ross  fur- 
nished a  copious  supply  of  port  wine,  which  was  much 
appreciated.  Oh  no,  the  authorities  didn't  get  after  him 
for  violation  of  the  O.T.A.  When  he  passed  it,  he  said, 
"Gentlemen,  I  want  you  to  drink  some  of  the  pure  native 
wine,  by  eating  the  grapes,"  and  these  were  passed  in  plenty 
and  baskets.  The  next  regular  business  meeting  will  be 
held  on  Nov.  7th,  and  another  euchre  or  entertainment  on 
Nov.  21st.  The  boys  are  looking  for  a  big  night  on  the 
21st,  as  they  promise  some  special  attraction  for  that  evening. 


RUBBER  COMPANY  PURCHASES  BUILDING  SITE 

The  Canadian  Consolidated  Rubber  Company  has 
purchased  some  30  arpents  of  ground  in  the  vicinity  of  the 
Delorimier  Race  Track,  in  the  Northeast  end  of  the  city. 
Upon  this  land,  which  cost  in  the  vicinity  of  33  cents  a  foot, 
it  is  reported  that  the  company  will  immediately  commence 
construction  of  a  new  plant.  The  location  is  easily  accessible 
to  the  C.P.R.  main  line  to  Quebec,  so  that  easy  transporta- 
tion facilities  arc  thus  afforded. 
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BUSY  CANADIAN  REPAIR  MEN 


A  PORT  HOPE  REPAIR  SHOP 

Mr.  C.  George,  of  Port  Hope,  Ontario,  has 
been  in  business  for  thirty-five  years,  eighteen  of 
which  have  been  in  Port  Hope.  He  has  his  son 
associated  with  him  for  the  past  five  years  and  the 


C.  George  &  Son 

business  is  conducted  under  the  name  of  C.  George 
&  Son.  They  do  a  thriving  business  in  their 
town  and  turn  out  good  work.  They  have  a 
Progressive  Machine. 


A  SASKATOON  REPAIRMAN 

Mr.  Tony  Hombroski  and  his  new  Goodyear 
stitcher,  of  which  he  is  very  pioud  and  of  which  he 
is  an  excellent  operator.    Mr.  Hambroski  is  partner 


in  one  of  the  recently  opened  Goodyear  repair  shops 
of  Saskatoon. 


Float  in  the  Windsor,  Ont.,  Fair  parade 
of  the  Square  Deal  Shoe  Repair  Shop 


Mr.  Frank  Gentile  runs  a  real  up-to-the-minute  repair  shop  down  in 
Sydney,  N.S..  and  makes  a  specialty  of  heeling  and  soling  men's  rub- 
ber boots,  and  guarantees  the  work.    His  business  is  known  as  the 
"Sydney  Shoe  Repair  Shop." 


f 


Messrs.  Nikolenko  &  hlombroski.  Twenty-second  Street.  Saskatoon. 
Sask.,  where  they  have  recently  opened  an  up-to-date  shoe  repairing 
shop  with  all  modern  equipment 
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gDWIN  CLAPP 

shoe  quality  has  earned 
the  confidence  of  men  every- 
where. Personal  recommen- 
dation has  been  its  strongest 
asset. 


ESTABLISHED  1853 


Landis  Outfits  are  Money  Makers 

Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the 
prices  are  reasonable  and  the  terms  easy. 

We  have  many  models  of  Stitchers  and  Finishers.  Write  for 
complete  Catalogue  with  price  and  terms. 

Landis  Machine  Co.  & 


Landis  No.  12  Shoe  Stitcher 
Sold  Outright.    No  Royalty 


Landis  No.  12-25  Outfit.    Landis  No.  12  Shoe  Stitcher 
coupled  to  Landis  Model  25  Finisher 


o4 
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"  Quality"— The  National  Demand 

A  shoe  may  look  well,  feel  well  and  be  low  in 
price,  but  unless  you  can  assure  your  customers 
that  it  will  WEAR  well  they  do  not  want  it. 

Yamaska  Brand  Shoes 

are  HONEST  VALUE  clear  through.  You  can  positively  recommend 
that  they  will  give  long  and  faithful  service.  Our  high-class  materials 
and  workmanship  is  your  guarantee.  And  their  neat  appearance  will 
win  favor  at  first  glance. 

La  Compagnie  J.   A.   &  M.  Cote 

St.  Hyacinthe  :  Quebec 


ANOTHER 

SUCCESS 

"Universal  Arch  Adjuster" 

These  "all  leather"  Adjusters  will  positively  relieve 
Fallen  Arches,  Weak  Ankles  or  Instep,  Metatarsalgia, 
Mortons  Toe,  Stone  Bruise  (sore  heel)  or  any  of  the 
various  troubles  for  which  arch  props  are  made. 

C — ^sf^S^^.  25  Styles — A  Support  for  Every 

^«iJ2'<>>>'^"^  Foot  Ailment. 

%  ' 

A  sk  us  about  them.       Made  in  Canada  by  the 

CANADIAN-ARROWSMITH  MFG.  CO.,  LIMITED 

 MANUFACTURERS  OF  ■ 

ARCH  SUPPORTS  AND  SPECIALTIES 

NIAGARA  FALLS  FOR    FOOT    RELIEF  ONTARIO 


ST.  HYACINTHE, 
CANADA. 
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Goodyear  Shoe  Repair  Outfit  A  Size  for  Every  Business 

GOODYEAR 

Shoe  Repairing 

OUTFITS 

Are  regarded  as  the  equipment  of 

Successful  Business 

IF  EVENTUALLY, 
WHY  NOT  NOW? 

United  Shoe  Machinery  Co.  of  Canada,  Limited 

MONTREAL     -     -  QUE. 

90  Adelaide  Street  West  179  Kins  Street  West  28  Demers  Street 

TORONTO  KITCHENER  QUEBEC 
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Shoe  and  Glove  Leathers 


GLOVE  HORSE 

Creemore 
Boulevard 
Smoked 
Alaska 
Pearl  Grey 


i 


SIDE,  NECK  & 
HORSE  SPLITS 

Creemore 

Boulevard 

Black 

Alaska 

Smoked 


PFISTER    <&  VOGEU 

85=87  South  St.  Boston,  Mass. 


QUALITY 


and 


SERVICE 


We  can  be  of  assistance  to  you  in  getting  a  reputation 
for  well  finished  shoes  that  will  bring  you  customers  that 
will  stay. 

We  are  making  goods  of  Quality  and  Value,  maintaining 
the  high  standard  of  quality  that  has  distinguished 
Boston  Blacking  Company's  products. 

We  Guarantee  Full  Weights  and  Measures 

Boston  Blacking  Company 

152  McGill  Street  Montreal,  Canada 
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MARITIME  HAPPENINGS 

With  the  Spanish  influenza  raging  in  New  Brunswick, 
business,  especially  with  boot  and  shoe  merchants,  is  quiet. 
The  grim  reaper  is  busy,  with  pneumonia  and  influenza  as 
instruments,  and  the  ranks  of  the  boot  and  shoe  merchants 
are  beginning  to  thin  out.  Large  numbers  of  clerks  and 
travellers  are  ill,  some  seriously,  while,  others  have  passed 
away.  In  addition  to  its  toll,  the  disease  has  caused  havoc 
with  travellers  on  the  road  with  spring  samples.  Many 
towns  have  practically  debarred  visitors  and  are  more  or 
less  isolated.  As  a  result,  considerable  delay  will  be  oc- 
casioned. 

Among  those  who  have  died  from  pneumonia  or  in- 
fluenza in  the  last  week  and  who  are  well  known  in  boot  and 
shoe  circles  were:  Mathew  Burgess,  secretary-treasurer  of 
James  Burgess  &  Sons  Limited,  of  Grand  Falls;  A.  E.  Mc- 
Laughlin, of  Hillsboro,  N.B.;  Roy  Steeves,  of  A.  Steeves  & 
Company,  of  Hillsboro,  N.B.;  F.  C.  Palmer,  of  Dorchester, 
N.B.,  lost  a  brother  in  Boston;  and  F.  W.  Sutherland,  of 
Lockport,  N.S  ,  lost  two  sons  within  an  hour. 

There  is  a  strong  demand  for  rubber  goods  just  now, 
owing  to  weather  conditions. 

J.  McKenzie,  representing  the  Sisman  Shoe  Company, 
of  Aurora,  Ont.,  was  in  St.  John,  N.B.,  recently  and  reported 
business  very  good. 

George  McDonald,  a  boot  and  shoe  merchant,  of  New 
Glasgow,  N.S.,  was  in  St.  John  recently,  visiting  local 
merchants.  In  addition  to  conducting  a  business  in  New 
Glasgow,  he  makes  a  couple  of  trips  yearly  throughout  the 
Maritime  Provinces  in  the  interests  of  McPhersons,  of  Mon- 
treal. 

Thomas  A.  Bowes,  of  St.  John,  N.B.,  who  conducted 
a  boot  and  shoe  business  in  Brussels  Street,  died  recently 
after  a  brief  illness.  At  an  early  age,  he  took  up  the  trade 
of  shoemaking  and  for  some  time  was  employed  in  Francis  & 
Vaughan's  boot  and  shoe  factory.  About  twenty-nine  years 
ago  he  opened  a  shoe  store  in  Brussels  Street  and  conducted 
it  until  the  time  of  his  death. 


LOAN  HELPS  PROSPERITY 

The  Victory  Loan  is  chiefly  for  the  purpose  of  providing 
money  to  support  the  army,  but  millions  are  required  for 
other  purposes.  Canada  is  experiencing  wonderful  pros- 
perity, due  to  the  immense  war  orders  that  have  been  re- 
ceived; but  it  should  be  borne  in  mind  that  this  is  in  turn 
due  directly  to  the  fact  that  Canadians,  through  the  last 
Victory  Loan,  subscribed  money  enough  to  make  possible 
the  advances  necessary  to  take  care  of  these  orders.  The 
financial  drain  on  Great  Britain  has  been  so  great  that  she 
cannot  pay  cash  for  all  she  buys  from  Canada.  But  she 
needs  our  products  and  will  take  them  on  credit,  which 
means  that  the  Dominion  Government  must  provide  the 
cash. 

Germany  is  whining.  She  would  like  to  quit  fighting, 
knowing  well  the  fate  that  is  bound  to  overtake  her;  but 
she  is  not  yet  beaten  to  her  knees.  She  has  not  yet  been 
brought  to  the  point  where  she  is  willing  to  accept  the  terms 
of  the  Allies,  which  are  the  only  conditions  on  which  she 
can  secure  a  cessation  of  fighting.  Consequently  the  struggle 
must  go  on,  and  the  expense  will  go  piling  up.  So  there  is 
no  alternative  but  to  provide,  through  the  Victory  Loan,  the 
necessary  sinews  of  war. 

The  Duke  of  Devonshire  has  asked  to  be  placed  in  the 
first  list  with  his  subscription  to  the  Victory  Loan.  It  will 
be  remembered  he  did  the  same  -thing  when  the  last  loan 
was  raised. 


"Pigs,  People  and  Publicity"  will  be  an  article  on 
advertising  in  the  next  issue  of  the  "Shoe  and  Leather 
Journal." 


A  Louis  Heel  Breast 
Trimmer 

that  finishes  the  Heel  Breast 

from  edge  to  edge  following  line  of  sole, 
requiring  no  hand  work  or  rough  scouring 

SAFE  and  RAPID 

Every  pair  of  heels  like  template  used 

Manufactured  and  Sold  by 

The  Louis  G.  Freeman  Co. 

Cincinnati,  Ohio,  U.S.A. 

Canadian  Representatives: 
INTERNATIONAL  SUPPLY  CO., 
Kitchener,  Ont.  Montreal,  Que. 

Write  Us  For  List  Of  Our  Machines 
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C.N.Saba  &  Company 

Wish  to  announce  to  the  Retail  Shoe  Men  of 
Canada  that  in  addition  to  our  high-grade 
line  of  Canadian  Indian  Hand-made 

MOCCASINS 

We  have  now  added  to  our  samples  a  complete 
range  of  HIGH-GRADE,  MEDIUM  and  STAPLE 

BOOTS  AND  SHOES 

for  Men,  Women  and  Children. 

Don't  fail  to  see  these  new  samples  before 
placing  your  order  for  Spring. 

THEY  ARE  ALL  MONEY  MAKERS 

Should  our  traveller  fail  to  reach  you,  drop 
a  card  to 

C.N.Saba  &  Company 

Manufacturers  and  Importers 

84-86  Wellington  St.  W.,  Toronto,  Ont. 


WOOD-MILNE  RUBBER  HEELS 

STATIONARY  SHAPES 


FOUR   QUALITIES  OF 

THE  "PERFECT"  COUNTER 
Fit,  Durability,  Appearance 
and  Price 

And  these  qualities  enable  us  to  guarantee  them  to 
OUTWEAR  the  SHOE. 

"Perfect"  Counters  are  the  best  you  can  use.  Put 
them  in  vour  shoes  and  you  will  eliminate  com- 
plaints.   Try  them  and  prove  our  statements. 

FELT  BOX  TOES 

We  are  fully  equipped  with  the  very  latest  machinery 
for  the  manufacture  of  Felt  Box  Toes  of  superior 
quality,  and  can  assure  prompt  delivery  of  all  orders 
placed  with  us. 

A  TRIAL  ORDER  IS  SOLICITED 

Perfection  Counter  Limited 

699  Letourneux  Ave.,     Cor.  Ernest  St. 

Maisonneuve,  Montreal 


WOOD-MILNE,  LIMITED   -   PRESTON,  LONDON  and  PARIS 

Wholesale  Canadian  Agents,  James  Dunn  &  Co.,  Finsbury  St.,  London,  E.C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 
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Mr.  Francis,  representing  Gale  Bros.,  of  Quebec,  was 
a  business  visitor  in  Toronto  recently. 

Mr.  V.  Campagni  has  opened  a  shoe  store  in  Toronto, 
on  Yonge  Street,  just  north  of  Bloor  Street. 

W.  C.  Meyers  is  at  the  Queen's  Hotel,  Toronto,  with 
the  Parisian  line  of  samples. 

Berkman's  Sample  Shoe  Store  is  the  name  of  a  new 
store  opened  on  Queen  St.,  West,  in  Toronto. 

There  is  a  reported  change  in  the  business  of  the  Society 
Shoe  Store,  Winnipeg,  Man. 

Mr.  S.  Stevenson  has  opened  a  new  shoe  store  on  Boon 
Ave.,  Todmorden,  a  suburb  of  Toronto. 

Mr.  H.  Pearson,  manager  of  the  Ames-Holden- 
McCready  Co.,  Toronto  branch,  has  just  returned  to  the 
office  after  a  two  weeks'  spell  of  influenza  at  his  home. 

The  Victoria  Shoe  Co.  has  opened  a  new  store  at  the 
corner  of  Agnes  and  Yonge  Streets,  Toronto. 

Mr.  H.  C.  Wilson,  shoe  merchant,  of  King  St.  W., 
Toronto,  died  recently,  a  victim  of  the  epidemic. 

Two  girls  out  of  eight  were  all  who  were  on  duty  for 
a  time  in  the  Toronto  office  of  the  Ames-Holden-McCready 
Co. 

Mr.  J.  Esper  has  opened  a  new  shoe  store  at  354  Dan- 
forth  Ave.,  Toronto. 

Wm.  Hodgson,  shoe  dealer  of  Mount  Dennis,  after  a 
short  illness  with  influenza,  succumbed  to  the  disease. 

Mr.  McGee,  representing  the  Perth  Shoe  Co.,  landed  in 
Toronto  Saturday,  the  26th,  full  of  life  and  vim  and  says  he 
had  a  big  selling  trip  out  on  the  road  the  last  two  weeks. 

Mr.  H.  Carter,  for  twenty-five  years  a  shoe  merchant  of 
Deseronto,  Ont.,  was  a  victim  of  the  present  epidemic  and 
died  recently  at  his  home  in  that  town. 

Messrs  E.  R.  Tabrum  and  Geo.  Hill  have  opened  a  new 
shoe  store  in  Prince  Rupert,  B.C.,  to  be  known  as  the  Family 
Shoe  Store.  Both  gentlemen  are  experienced  shoe  men  and 
should  do  well  in  the  Western  city. 

Mr.  Harry  Jordan,  shoe  merchant  of  Port  Hope,  Ont., 
died  quite  suddenly  in  the  hospital  in  that  town  on  Oct. 
23rd.  Mr.  Jordan  was  in  his  store  on  Saturday  and  was 
taken  ill  Sunday.    Pneumonia  was  the  cause  of  his  death. 

Mr.  Ben  Martin,  that  ever  smiling  representative 
of  the  John  Ritchie  Co.,  was  in  Toronto  a  week  or  so  merely 
showing  Richie  samples.  Ben  says  they  are  self  sellers,  he 
just  writes  down  the  orders. 

Mr.  J.  A.  McLaren  usually  stops  having  hay  fever  in 
October,  but  this  year  he  added  a  case  of  grip  to  the  list 
,and  stayed  away  from  the  office  for  about  a  week  to  get  all 
healed  up. 

Mrs.  Davies,  wife  of  Mr.  Davies,  of  Blachford  and 
Davies,  Toronto,  met  with  a  painful  accident  recently, 
when  she  broke  her  ankle.  She  was  stepping  off  the  side- 
walk where  the  curb  was  higher  then  she  realized,  resulting 
in  the  accident. 

Mr.  Chas  McKim,  who  once  had  a  business  in  Brock- 
ville,  but  late  of  the  Stanley  Mills  Co.,  Hamilton,  Ont. 
has  opened  a  new  shoe  store  on  Bloor  St.,  West,  Toronto. 

Mr.  W.  Smith,  the  Northern  Ontario  traveller  for  the 
Ames-Holden-McCready  Co.,  Toronto,  has  been  laid  up 
with  grip  for  a  time. 

The  influenza  epidemic  hit  the  Tannery  of  A.  Davis  & 
Sons,  Kingston,  pretty  hard,  as  for  some  time  practically 
50  per  cent  of  their  help  were  away  from  work.  However, 


the  worst  is  now  over  and  conditions  in  the  Tannery  are 
improving  every  day. 

Mr.  Elmer  Davis,  of  Kingston,  has  gone  north  for  a 
ten  days'  hunting. 

J.  A.  Stewart,  president  of  Perth  Shoe  Co.,  is  enjoying 
a  few  weeks'  rest  and  vacation  at  the  Lake  Placid  Club, 
Lake  Placid,  NY. 

Chas.  Albee,  of  Perth  Shoe  Co.,  spent  last  week-end  in 
Montreal. 

R.  L.  Stiles,  manager  of  the  Montreal  store  of  Jno.  L. 
Evans  Leather  Co.,  has  returned  to  Montreal,  after  having 
spent  a  week  in  Philadelphia. 

W.  F.  Martin,  of  Kingsbury  Footwear  Co.,  is  busy 
working  on  Victory  Loan,  in  Montreal. 

A.  E.  Perry,  of  the  Rochester  branch  store  of  Jno.  R. 
Evans  Leather  Co.,  spent  a  week  in  Montreal  store  recently. 

Jno.  McEntyre,  of  Jno.  McEntyre  Limited,  has  been 
seen  in  and  about  Montreal  recently,  in  a  very  new  looking 


John  McEntyre  and  his  new  gas  buggy 

Ford.  It  has  been  whispered  to  the  Shoe  and  Leather 
Journal  that  "John  has  driven  another  Scotch  bargain." 

Our  old  friend,  Bill  Pettes,  Eastern  representative  of 
Perth  Shoe  Co.,  Limited,  has  started  on  a  trip  through  the 
Maritimes. 

Mr.  Philip  Pocock,  of  London,  has  gone  on  a  trip  to  the 
Pacific  coast,  taking  Mrs.  Pocock  with  him.  The  trip  was 
taken  to  benefit  Mrs.  Pocock,  whose  health  has  not  been 
good  of  late. 

Hon.  E.  J.  Davis,  of  Newmarket,  who  last  month 
celebrated  the  50th  anniversary  of  his  start  in  the  leather 
business,  is  up  in  Northern  Ontario  at  present,  on  the 
" watch"  for  deer. 

Mr.  Geo.  A.  Blachford,  president  of  the  Blachford 
Shoe  Manufacturing  Co.,  Limited,  Toronto,  has  returned  to 
business  after  a  very  severe  attack  of  influenza.  He  has 
completely  recovered  and  his  many  friends  will  be  glad  to 
know  he  is  once  more  "his  old  self." 

John  D.  Palmer,  president  of  the  Hartt  Boot  &  Shoe 
Co.,  Fredericton,  is  at  present,  one  of  the  busiest  men  in  the 
East.  He  is  Treasurer  of  the  Victory  Loan  Campaign 
( 'mnmittee  for  Fredericton  city  and  County  of  York,  N.B. 
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FIBRE  COUNTERS 

with  an  excellent 

REPUTATION 

backed  by  a  rigid 

GUARANTEE 


Our  Counters  outwear  the  shoe.  That  is  thrir  guarantee 
and  that  is  their  record.  When  you  use  them  you  know 
your  shoes  £re  fitted  with  the  most  durable  counter  the 
market  affords. 

Representatives: — 

For  Ontario,  E.  R.  Lewis,  45  Front  St.  East,  Toronto. 
For  Quebec  City,  Richard  Frere,  St.  Valier  St.,  Que. 

DUCLOS  &  PAYAN 


ESTABLISHED  1873 


Tannery  and  Factory 

ST.  HYACINTHE 


Sales  Office  and  Warehouse 

MONTREAL 


Black 

or 
Colors 

White  and  Fancy  Colors 

Excellent  Wearing  Quality, 
Superior  Finish  and,  Con- 
sidering High  Grade, 
Moderate  Prices 

CANADIAN  AGENTS 

for  American  Tanners  of  Calf,  Splits,  Indias,  Heavy 
Leathers,  Skivers,  Cabrettas,  as  well  as 
for  Cotton  and  Cloths. 

WRITE  OP    WIRE  FOR  SAMPLES 

NEW  CASTLE  LEATHER  CO. 
NEW  YORK 

Canadian  Branch— 335  Craig  St.  W.,  Montreal 
Factory — Wilmington,  Del.,  U.S.A. 


Edwards  &  Edwards 


TANNERS  OF 

SHEEPSKINS 

FOR 

SHOES  GLOVES 
SADDLERY 
UPHOLSTERING 
BAGS  AND  SUIT  CASES 
BOOKBINDING 
FANCY  AND 
NOVELTY  GOODS 
SKIVERS 
EMBOSSED  LEATHERS 
ETC.,  ETC. 


Edwards  &  Edwards 


Head  Office 

27  Front  Street  East 
Toronto 


Tanneries 

Woodbridge  Ont. 


Quebec  and  Maritime  Provinces 

Represented  by 

John  McEntyre,  Limited  -  Montreal,  Que. 


FELT 


Some  of 
Our  Lines 

"Waxol" 
Shoe  Felts 

Polishing  Wax 
Sewing  Wax 
Fish  Glue 
Dry  Paste 
Blackings 
Dressings 
Box  Gums 

Patent  Leather 
Repairer 
"Carbicon" 

Felt  Box  Toes 

and  a  complete  line 
of  Shoe  Finding* 


No  Shortage  With  Us 

We  have  an  abundant  supply 
of  felt  on  hand  from  which 
we  make 

PARKER'S 

Guaranteed  Felt  Box 
Toes 

the  Box  Toe  that  is  not  af- 
fected by  heat  or  perspiration 
of  the  feet. 


TRY  THEM  AND  PUT  AN  END 
TO  YOUR  BOX  TOE  TROUBLES 


Parker,  Irwin  Limited 

Leading  Shoe  Manufacturers'  Supply  House  in  Cana  'a 

MONTREAL 
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Surface 


Glazed  Kid 
Sheepskin 
Cabrettas 

Quebec  Office:  491  ST.  VALIER  ST. 


BUTTS 
Waterproof 
Gun  Metal 
Dull  or  Glazed 

also 
Butts  in  Colors 


SURFACE  KID 

Real  Quality  at  Less  Cost 

Surface  Kid  rivals  genuine  kid  in  quality — in  smoothness, 
softness  and  flexibility.  It  wears  exceptionally  well,  and  is 
more  economical.  It  makes  up  into  attractive  well-finished 
goods.    Made  in  Black  and  colors. 

 Try  this  ideal  thrift  material  

JUUGIEIN     BORNE  Montreal  Office:  225  LEMOINE  ST. 


Mr.  Palmer  says  they  have  been  allotted  a  pretty  large 
amount  in  their  district,  but  they  are  well  organized  and  have 
no  doubt  but  that  they  will  exceed  their  allotment. 

The  National  Association  of  Shoe  Retailers  will  hold 
its  next  convention  at  St.  Louis,  Mo.,  no  January  6th  to  9th. 

Walter  Brown,  business  agent  of  the  Boot  and  Shoe 
Workers'  Union,  is  recovering  slowly  from  an  attack  of  grip. 

Private  Allan  Hicks  has  been  admitted  to  hospital  in 
France,  suffering  with  gunshot  wounds  in  his  chest.  He 
formerly  worked  in  Johnston's  Shoe  Store  in  Vancouver. 

It  is  reported  that  a  $30,000  addition  will  be  built  to  the 
factory  of  the  Elmira  Rubber  Co.,  of  Elmira,  Ont. 

The  White  Shoe  Co.,  of  Toronto,  will  put  a  new  brick 
front  on  their  new  premises  on  Wellington  Street.  We  suggest 
that  "White"  brick  would  be  very  appropriate. 

B.  F.  Petch,  chief  of  the  Claims  adjustment  Depart- 
ment of  the  Canadian  Consolidated  Rubber  Company  at  the 
factories  in  Kitchener,  Ont.,  died  in  the  epidemic  hospital 
in  St.  John,  N.  B.,  recently,  of  Spanish  influenza.  He  was 
in  the  city  on  a  business  trip  when  he  took  ill  and  died  in 
a  few  days. 


MONTREAL  MANUFACTURERS'  BOWLING  CLUB 

The  Montreal  Shoe  Manufacturers'  Bowling  League 
held  an  election  of  officers  recently,  at  which  the  following 
firms  who  are  in  the  League  were  represented :  The  Tetrault 
Shoe  Mfg.  Co.,  Limited,  teams  No.  1  and  2;  Canadian 
Footwear  Co.,  Limited;  Star  Shoe  Co.;  Wayland  Shoe  Co.; 
United  Shoe  Machinery  Co. ;  United  Last  Co. ;  Ames-Holden- 
McCready  Co.;  Macfarlane  Shoe  Co.;  Gagnon,  Lachapelle 
&  Hebert;  Corbeil  Limited;  La  Parisienne  Shoe  Co. ;  James 
Muir  Co.,  Limited. 

The  following  men  were  elected  to  office:  Hon.  Presi- 
dent, Mr.  Emile  Larose,  sales  manager  of  Canadian  Footwear 
Co.,  Limited;  President,  Mr.  Jos.  Harris,  of  Wayland  Shoe 
Co.;  Vice-President,  P.  A.  Lelieve,  of  Star  Shoe  Co.;  Secre- 
tary, Mr.  Irenee  Bourgeois,  of  La  Parisienne  Shoe  Co.; 
Treasurer,  Mr.  Paul  Cartier,  of  Canadian  Footwear  Co., 
Limited. 

They  expect  to  play  their  first  match  very  shortly. 


DEATH  OF  MR.  J.  ARTHUR  LEFEBVRE 

Mr.  J.  Arthur  Lefebvre,  late  representative  of  L.  H. 
Packard  &  Co.,  died  of  pneumonia,  in  Montreal  on  Oct. 
26th.  Mr.  Lefebvre  had  been  connected  with  L.  H.  Packard 
&  Co.,  for  about  eleven  years.  He  was  first  employed  in 
the  warehouse  and  sample  room  and  later  became  city 
representative.  At  the  time  of  his  death,  he  covered  the 
territory  between  Toronto  and  Montreal.  He  was  twenty- 
nine  years  of  age,  and  leaves  a  widow  and  two  boys  to  mourn 
his  death. 


A  VICTORY  BOND  HUSTLER 

Mr.  G.  H.  Ansley,  general  manager  of  Perth  Shoe  Co., 
sp  en  t  a  very  busy  week-end  in  Perth,  in  connection  with  his 
duties  as  Chairman  of  the  Publicity  Committee  of  the 
Victory  Loan  Campaign  in  Lanark  County.    He  was  seen 


G.  H.  ANSLEY 


by  a  representative  of  the  Shoe  and  Leather  Journal 
climbing  trees  and  telegraph  poles,  hanging  banners,  etc., 
although  it  has  been  said  Bert  has  never  been  "caught  up 
a  tree"  yet. 


BRIEFS  FROM  WINNIPEG 

John  Affleck,  President  of  Yale  Shoe  Limited,  and 
J.  R.  C.  Struthers,  of  J.  R.  C.  Struthers  Co.,  spent  this  week 
in  the  shooting  market  west  of  Portage  la  Prairie. 

J.  P.  Kilgour,  vice-president,  and  F.  J.  Kilgour,  director 
of  Kilgour,  Rimer  Co.,  spent  last  week  at  Lodge  Kilgour, 
watching  the  ducks. 

Bernard  Cosgrove  has  been  exempted  from  army  until 
Class  B2  is  called  and  his  many  friends  are  pleased  to  meet 
him  at  his  old  position  in  ladies'  shoe  department  of  The 
Yale  Shoe  Store,  Limited. 

Letters  from  Harold  Fitzgerald,  from  France,  formerly 
of  "Pocock's  Quality  Store  Shop,"  says  it's  rightly  named 
"Sunny  France."  He  is  very  well  and  wishes  to  be  remem- 
bered to  all  his  friends.  Harold  states  he  never  thought 
a  bunch  of  lively  young  fellows,  such  as  arc  with  Lord 
Strathcona  Horse,  could  be  so  quiet  and  honest.    As  they 
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The 

VULCO-UNIT  BOX  TOE 


Patented 
Dec.  30th,  1913 


Patented 
Oct.  26th,  1915 


THE  VULCO-UNIT  PROCESS 

Adds  to  the  life  of  the  shoe 
because  of  its  ability  to 
withstand  hard  service. 

Unaffected  by  water 
or  perspiration. 

Beckwith  Box  Toe  Ltd, 

SHERBROOKE,  QUEBEC,  CANADA 


Pan  American 
Grey  KID  Seal 

Brown  ^  Black 
Perkins  &  McNeely 

Philadelphia 


Ed.  R.  Lewis,  Toronto 


GOODYEAR  WELTS 


TURNS 


TOURIGNY  &  MAROIS 

(Reg.) 

Makers  of  Shoes  for 

MEN  BOYS  YOUTHS 

WOMEN        MISSES  CHILDREN 
To  Jobbers  Only 

Capacity  5000  pair*  a  day,  enabling  us  to 
make  10  Days  Delivery  on  Rush  Orders 


McKAYS 


S.S. 


CLARKE  £  CLARKE  Limited 

Established  1852 


Manufacturers  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years 

Clarke  &  Clarke  Limited 

General  Offices  &  Works 

Christie  Street,  Toronto 

City  Office  &  Warehouse 

63  Bay  Street,  Toronto 

BRANCH  WAREROOMS 
252  Notre  Dame  St.  W.,  Montreal 
553  St.  Valier  Street,  Quebec 
RICHARD  FRERES,  Agent 


LUC  ROUTIER 

Manufacturer  of 

Men's,  Boys',  Youths', 
Little  Gents'  Shoes  in 

McKays  and  S.S. 

Enquiries  Solicited 


JOSEPH   S.  FRY 

SHOE  AND  UPPER  MANUFACTURER 

168  Seat  on  St.,  Toronto 

Men's  Strong  Working  Shoes,  Blu.  Double  Soles 

Goodyear  Stitched         -      -       -       -       -  $4.50 

Boys',    Goodyear  Stitched  -      -      -      -      -  3.75 

Youths'       "  «____-  3.00 

Lads'     -      --      --      --      --  2.50 

Box  Calf,  50c.  Extra 
Men's  Strong  Uppers   ------  2.50 

Boys'         "  «____--  2.25 

Youths'     "  2.00 
Lads'        "         »------  1.75 

We  Make  All  Kinds  Terms  Net  Cash 
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camp  by  large  orchards  in  France  and  the  large  rosy  apples 
glittering,  not  a  single  trooper  even  attempts  to  molest  an 
apple,  no  matter  how  hungry  he  might  be.  Harold's  home 
is  in  Chatham,  Ont. 

Roy  Graham,  formerly  second  assistant  in  T.  Eaton 
Shoe  Dept.,  Winnipeg,  is  in  France,  very  well  and  still  safe. 


QUEBEC  ITEMS 

The  influenza  epidemic  has  been  playing  havoc  with  the 
shoe  manufacturers  of  late.  Among  those  affected  are  Mr. 
J.  B.  Drolet,  president  of  J.  B.  Drolet  Limited,  who  has  been 
sick  for  two  weeks.  Mr.  Jules  Drolet,  foreman,  is  still 
sick.  Mr.  Jos.  Chouinard,  superintendent,  has  also  been 
sick,  but  refused  to  leave  his  work.  One  of  the  hands  has 
died  from  the  effects  of  his  illness. 

Forty  of  the  Elie  Jobin  employees  have  been  sick  and 
one  has  died.  They  have  been  closed  for  three  or  four  days 
on  account  of  no  power,  which  was  furnished  by  the  Stobo 
Company  and  was  discontinued  on  account  of  this  company's 
fire. 

Mr.  Lepinay,  of  Lagace  &  Lepinay,  was  laid  up  three 
weeks.    Twenty  others  have  been  sick  and  two  have  died. 

Fifty-five  of  the  J.  E.  Samson  firm  were  ill  and  three 
have  died. 

Forty  of  0.  Goulets  help  were  off  with  sickness. 

Thirty  of  Gale  Bros.'  hands  were  off  and  seventy-five 
of  Tourigny  &  Marois'  help  were  away. 

Duchaine  &  Perkins  had  thirty-away  and  so  many  of  the 
Children's  Shoe  Co.  were  ill,  including  Mr.  Blondeau,  one  of 
the  firm,  and  Mr.  Morecout,  the  foreman,  that  they  were 
closed  for  two  days. 

Six  have  been  sick  at  Luc  Routiers'  factory. 

Twenty  of  the  help  at  Lachance  and  Tanguay  have  been 
ill,  and  Mr.  Lachance  himself  has  been  among  the  number. 
Two  have  died. 

At  Bertrand  and  Thibault,  ten  men  have  been  away 

sick. 

Only  four  employees  were  off  for  a  few  days  at  Ludger 
Duchaines. 

Possibly  the  John  Ritchie  Co.  suffered  most.  There 
were  one  hundred  and  thirty-three  ill  and  four  deaths. 

Fifteen  were  sick  at  Jas.  Beaubien  &  Co.,  and  one  death. 
Mr.  Beaubien  and  two  foremen  were  sick  at  one  time. 

At  Marier  &  Trudel's,  fourteen  were  ill,  including  Mr. 
Couture,  a  partner  and  foreman  of  cutting  room,  who  also 
had  the  misfortune  to  lose  his  wife. 

Alphonse  Jacques,  of  J.  H.  Jacques,  Limited,  of  Quebec, 
took  sick  while  on  a  business  trip  to  Montreal. 

Mr.  Alf.  Dupere,  of  Dupere  &  Garaut,  has  been  "home 
sick  for  three  weeks,  but  is  now  able  to  be  back  at  the  office. 
He  says  he  feels  a  little  unsteady  yet,  when  it  comes  to 
walking. 


THIS  SHOWS  THE  RELATIVE  IMPORTANCE  OF 
HIDES  AND  SKINS  IN  THE  U.  S. 

The  general  restriction  upon  the  importation  of  hides 
and  skins  has  been  modified  by  the  War  Trade  Board  in  a 
new  ruling  (W.  T.  B.  R.  278)  to  permit  the  importation  of 
hides  and  skins  from  Nicaragua,  under  certain  conditions, 
enumerated  below. 

Before  hides  and  skins  so  licensed  may  be  shipped, 


priority  must  be  given  to  duly  licensed  shipments  of  the 
following  commodities  in  the  order  named : 

1.  Cocoanut  shells.  2.  Cocoanuts.  3.  Cohune  nuts. 
4.  Rubber.  5.  Mahogany.  6.  Cedar.  7.  Coffee.  8.  Cacao. 
9.  Dyewoods.    10.  Copra.    11.  Bananas. 

Licensed  shipments  of  hides  and  skins  from  Nicaragua 
may,  therefore,  be  moved  only  after  available  licensed 
shipments  of  the  above  commodities  have  received  cargo 
space. 

Hides  and  skins  so  licensed  will  be  subject  to  allocation 
by  the  Bureau  of  Imports  of  the  War  Trade  Board  in  con- 
sultation with  the  hide,  leather  and  leather  goods  division 
of  the  War  Industries  Board. 


SUBSCRIPTION  FRAUDS 

Not  often  do  we  have  to  notify  our  subscribers  of  frauds 
perpetrated  on  them  by  susbscription  solicitors,  but  one  has 

Address  AH  Correspondence 
TO 

American  and  Canadian  Circulation  Bureau 


973  Cadillac  Ave. 

DETROIT,  Michigan 


206  George  Street 

TORONTO,  Ontario 


For  a  limited  rime  before  the  close  of  the  GREAT 
EUROPEAN  WAR,  we  hope  to  increase  our  circulation 
among  business  and  professional  men  TWO  MILLION, 
in  so  doing,  our  advertising  rates  will  naturally  increase 
themselves,  hence  we  are  in  a  position  to  make  this  most 
liberal  offer  for  a  limited  time  only,  before  the  close  of  the 
war. 

Received  of  

Post  Office...,  

State  

Box  Street  

cents  for  full  subscription  to  club  offer 
for  Months.    Only  from  date 

Allow  rru^^rrv^day^^e^r^ompl  ainuig  of  failure  to 
receive  our  magazines,'  if  you  have  cause  for  complaint,  send 
us  the  agents  name  together  with  the  club  number  offer, 
and  your  correct  address,  and  we  will  make  proper  adjust- 
ment. 

REMEMBER,  you  will  be  under  no  obligation  to  us 
after  the  expiration  of  your  subscription,  then  your  magaz- 
ines will  stop  going  to  your  address  unless  you  order  them 
conti^^Dec, 


Social  Representative 
Remember  that  all  Magazines  will  come  prepaid. 

come  to  light  of  late,  although  a  year  old.  We  reproduce  the 
receipt  given,  which  explains  itself,  but  the  addresses  are 
false  and  everything  about  it  appears  to  defraud.  Our 
subscription  price  is  $1.50  and  no  club  rates.  Our  subscrip- 
tion agent  is  Mr.  H.  D.  Goode,  and  we  advise  against  any 
representations  of  the  character  shown  in  this  supposed 
receipt. 


"Teaching  Salesmen  to  Sell  Shoes"  will  be  a  timely 
article  in  next  issue  of  this  Journal. 


W.H.Staynes&  Smith, 

Leicester,  Eng. 


CASH  ADVANCED 

ON  CONSIGNMENTS 


Cable  "HIDES"  Leicester. 


HIDE  and  LEATHER. 
FACTORS 

and  at  Kettering,  Northampton 
Bristol,  and  Norwich. 
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'ALL    ABOARD!"    Direct  Through  Connections  from      'HOOF  TO   BE  AMHOUSE." 

Only  stops  to  improve  quality  and  selection.   Depots  at  all  principal  Hide  Centres,  including 
CHINA,  INDIA,  JAVA,  BRAZIL,  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  &  CO. 

International  Hide  Merchants 


PARIS 


HAVANA 


BASLE 


NEW  YORK 


CHICAGO 


We  deliver  what  you  buy" 


INDEX  TO  ADVERTISEMENTS 
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Borne,  Lucien   71 

Brandon  Shoe  Co.,  Limited   8 

Brown  Shoe  Co.,  Limited   10 

Canadian  Arrowsmith  Co   64 

Canadian  Consolidated  Rubber  Co...  34 

Cote,  J.  A.  &  M   64 

Cobourg  Felt  Co   33 
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Freeman,  Louis  G.,  &  Son   67 

Fry,  Jos.  S   72 

Getty  &  Scott,  Limited   25 

Gutta  Percha  &  Rubber,  Limited   54 

Gait  Shoe  Co   32 

Independent  Rubber  Co   27 

Lagace  &  Lcpinay,  Reg   60 

I.andis  Machine  Co   63 

Marsh,  Wm.  A.  &  Co   52 

Muir,  Jas  I.  F.  C. 

Midland  Shoe  Co   26 

National  Cash  Register  Co   19 

Newcastle  Leather  Co   70 


Regal  Shoe  Co   13 

Robinson,  James   15 

Routier,  Luc.  ,-.  ..  72 

Slater,  Chas.  E   24 

Saba,  C.  N  -  -  1   68 

Schmoll,  Fils  &  Co   74 

Staynes,  W.  H.,  &  Smith   73 

Slater  Shoe  Co   18 

Scott,  J.  A  28,  29 

Tetrault  Shoe  Manufacturing  Co   1 1 

Tourigny  &  Marios,  Reg-   72 
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They  Have 
Gone  Across 

You  Should 
Come  Across 

BUY 

VICTORY  BONDS 

NOW 

United  Shoe  Machinery  Co.  of  Canada,  Limited 

MONTREAL 


90  Adelaide  Street  West 
TORONTO 


179  Kins  Street  West 
KITCHENER 


28  Demers  Street 
QUEBEC 


Supreme  Lady  Shoe 

For  the  Canadian  Lady 

McKay  Shoes  made  in  absolutely  newest  styles 
from  finest  materials  and  skilled  workmanship. 


All  Patent  Oxford      -  $4.10 

Black  Kid  or  G.M.  Calf  -  4  35 
Colored  Calf  -  -  4.60 
Brown  Kid      -  4.80 


Patent  Pump     -       -       $3.75  Patent  Pump     -       -  $4.00 

Black  Kid  or  G.M.  Calf  -    4  00  Black  Kid  or  G.M.  Calf  -  4.25 

Colored  Calf      -      -        4.25  Colored  Calf      -      -  4.50 

Brown  Kid      -      -  -   4.35  Brown  Kid     -  4.60 


Same  lines  made  with  13-8  Cuban  Heel. 

Clark  Bros.  Limited 

Specialists  in  Women's  Fine  McKays 
ST.  STEPHEN  -:-  NEW  BRUNSWICK 


THE  THIRTY-FIRST  YEAR 


TORONTO,  NOVEMBER  15,  1918 


CANADIAN  SHOE  CAPTAINS 


MR.  L  E.  GAUTHIER 
(See  page  61) 


Features  in 
this  Issue 

Why  Some  Retail 
Shoemen  Succeed 

Selling  Larrigans 

Larrigan  Windows 
Selling  for  Christmas 


Special  Article:  "The  Folly  of  Sentiment,"  deals  with 
the  future  Shoe  and  Leather  conditions. 


ACM 
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Our  Counter  Factory  at  St.  Hyacinthe,  Que. 


Large  Volume  of  Business 

AND 

Long  Years  of  Success 

SIGNIFY 

Superiority  of  Product 


Proved  Service  brings  Big  Business.    The  fact  that  we  are 
the  largest  and  oldest  concern  in  Canada  manufacturing 

FIBRE  COUNTERS 

exclusively  is  unmistakable  evidence  of  the  preference  our  counters  have  with  the 
Canadian  manufacturer.  This  preference  is  won  by  genuine  merit  in  the  Counters,  their  fit- 
ting qualities  and  durability.    We  guarantee  them  to  outlast  the  shoe. 


You  will  have  no  counter  troubles  when 
you  use  these  Counters. 


We  make  special  counters  for  Felt  Shoes 
and  Rubber  Footwear. 


DUCLOS  &  PAYAN 


Tanneries  and  Faetory: 

St.  Hyacinthe 


Sales  Office  and  Warehouse: 
224  Lemoine  Street 

Montreal 


tf  eprcdentative*: — 

For  Ontario:  — E.  R.  Lewis,  45  Front  St.  East,  Toronto. 

For  Quebec  City: — Richard  Frere,  St.  Valier  Street,  Quebec. 
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Why  The  Welt  Leads 


The  reason  for  the  superiority  of 
the  Welt  Shoe  over  all  others  is 
because  it  is  the  only  shoe  that  is 
absolutely  built. 


//  Is  Built 

To  the  form  of  the  foot  from  the 
Insole  to  the  final  Outersole,  thus 
insuring  longest  of  wear,  best  of 
comfort,  simplest  to  repair. 


Perth  Shoe  Company,  Limited 

Largest  Manufacturers  Exclusively  of 
Women  s  Welts  in  Canada 


Perth 


Ontario 
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Now  a  Battle  of  Trade 


Whether  designed  for  the 
home  or  foreign  market,  and 
whatever  the  style  of  the  shoe, 
Breithaupt  Leathers  will  help 
win  for  your  product  success 
in  the  approaching  commercial 
contest  in  which  points  of 
quality  will  count  as  never 
before. 


BP/ 


The  Breithaupt  Leather  Co.  Limited 

Tanners  of  Hemlock,  Union  and  Oak  Sole  Leathers. 
Manufacturers  of  Tap  Soles  and  Jumbo  Blocks  for  the  Repair  Trade. 

Head  Office,  Kitchener,  Ontario 

Tanneries  at  Kitchener,  Penetang,  Hastings  and  Woodstock,  Ont. 
Representatives:  Montreal,  R.  M.  Fraser  and  John  McEntyre;  Quebec,  Lucien  Borne 

Established  1857 
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/ 

A 

Great 
Hand 


With  Davis  Leathers  you  can  be  sure  of 
pleasing  the  most  fastidious  tastes. 


Duchess  Russia 
Royal  Purple  Russia 
Brown  Russia  No.  33 
Briar  Boarded  Calf 
Cherry  Willow  No.  84 


-DAVIS 


These  shades  are  the  newest  in  shoe 
fashions  and  the  last  word  in  leather 
production. 


DAVIS  CALF  LEATHERS 


MATT  CALF 

The  Trade's  favorite  in  Matt 
Calf  is  Davis'.  The  highest 
value  in  quality  and  quantity  in 
every  skin. 


NIGRO  CALF 

The  use  of  Nigro  Calf  puts 
superiority  into  your  shoes.  It 
will  repay  you. 


ABSOLUTELY  DEPENDABLE  IN  TONE  AND  DURABILITY 


Send  for  our  Sample  Book. 

DAVIS  LEATHER  OO 

LIMITED 

NEWMARKET,  ONT. 


PANY 
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AIRD 


SHOES 


Their  Large  Output 
Bespeaks  Their  Popularity 


It  not  only  bespeaks  their  popularity,  but  it  is 
responsible  for  their  popularity. 

For  by  enormous  output  we  are  able  to  produce 
a  line  of  footwear  perfect  in  all  shoemaking 
details,  embodying  the  Style  and  Quality  that 
practical  people  admire,  but  which  are  usually 
obtainable  only  at  higher  prices. 

An  Extensive  Range 
Soundly  Based  on  Value 

Such  is  the  AIRD  LINE  —  Value  for  the 
Wearer  in  Satisfactory  Service;  Value  for  the 
Dealer  in  Profitable  Sales  and  Prestige. 


Sold  Only  to  Jobbers 


AIRD    &    SON  (Registered) 

MONTREAL 
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The  Cascade 

One  of  the  finest  -  creations 
in  our  Spring  range  is  this 
new  Oxford.  It  is  Fashion's 
latest  in  Style  and  Finish, 
besides  being  exceptionally 
well  made. 


The  Parade 

Our  Parade  Last  wins  the 
approval  of  women  who 
demand  a  dressy  shoe  yet 
desire  something  comfort- 
able. It  is  a  shoe  particu- 
larly suitable  for  all-occasion 
wear. 

Your  patrons  whose  trade 
is  most  profitable  are  satis- 
fied only  with  footwear  of 
Bell  Quality. 


/.  &  T.  BELL 

LIMITED 

MONTREAL 

SHOEMAKERS  FOR  OVER  A  CENTURY  TO 
PARTICULAR  MEN  JNT>  WOMEN 
OF  CANADA 

ALSO 

Manufacturers  for  Canada  of  Dr.  A.  Reed  Cushion  Sole  Shoes 


s 
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CALF  AND  KIP  SIDES 
STORM  CALF 

ALL  COLORS 

H.  B.  JOHNSTON  &  CO. 

TORONTO,  CANADA 


THE  SHOE  AND  LEATHER  JOURNAL 


THE  stock  of  men's  lines  in  the  hands  of  the  trade  is 
light  at  the  moment,  and  the  demand  will  be  heavier 
than  anticipated  for  the  reason  that  thousands  of  men 
will  remain  in  this  country  whom  it  was  expected  would 
be  drawn  for  service  abroad. 

Each  Just- Wright  Shoe  is  perfectly  adjusted  to  a  special 
sorting  requirement,  with  the  prestige  of  success  behind  it. 


-4^ 


E.  T.  WRIGHT  &  CO.,  Inc. 

St.  Thomas,  Ont.  Rockland,  Mass. 
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Tetrault  Factory  No.  1.    Output  3000  Pairs  of  Shoes  per  day 

Large  Volume  of  Production 

results  in  a  High  Grade  and  Popular  Product 

The  Tetrault  Policy  of  specializing  and  manufacturing  on  a  large  scale 
established 

THE  ORIGINAL  TETRAULT 

FACTORY 

The  Largest  in  Size 
The  Finest  in  Equipment 
The  Greatest  in  Output 

of  any  Canadian  shoe  factory  making  men's  Goodyear  Welt  shoes.  The  ex- 
cellence of  the  organization  is  admirably  reflected  in  the  Tetrault  shoe.  The 
excellence  of  the  shoe  is  evidenced  by  the  number  of  keen  merchants  profitably 
handling 

TETRAULT  WELTS 


Tetrault  Shoe  Manufacturing  Co.,  Limited 

Largest  Manufacturers  of  Goodyear  Welts  in  Canada 


Office  and  Warchoune 

!*  Rue  De  Marseille*, 

Paris,  France 


Montreal 


Sold  by  all  First-CIass  Jobbers 
in  Canada 
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Shoemaking  Success 

is  measured  by  the  Merchandising  Success  of  the  Shoes 

The  natural  expansion  that  necessitated  the  acquiring  of 

AN  ADDITIONAL  TETRAULT 

FACTORY 

resulted  in  our  purchasing  the  plant  formerly  operated  by  The  James  Muir  Co. 
And  this  signifies  a  proportionate  expansion  in  the  demand  for  and  the  sale 
of  Tetrault  Shoes . 

It  also  means  that  back  of  the  goods  there  are  resources  and  an  organization 
that  permit  the  securing  of  materials  and  the  making  of  tbehrup  on  a  scale  that 
produces  a  high  grade  shoe  at  the  lowest  possible  price. 

Our  achievements  are  convincing  proof  of  the  exceptional  value  embodied  in 
our  shoes 

A  wider  extension  of  operation  means  a  greater  concentration  of  Value  in  our 
product — more  sales  and  larger  profit  for  YOU  in  selling 

TETRAULT  WELTS 


Tetrault  Shoe  Manufacturing  Co.,  Limited 

Largest  Manufacturers  of  Goodyear  Welts  in  Canada 


Office  and  Warehouse — 
Vlarseill 

Pari",  France  IVlUIlLICitl  in  Canada 


9  Rue  De  Marseilles,  JyJ  Oil  t  FCfll  ^  ^  ^-^^^  JobberS 
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Special  Announcement 


ON  OUR 


Semi -Ready  Style  Service 


1 00  Cases  for 
Delivery 
Dec.  1st 


6,000  Pairs 


1 00  Cases  for 
Spring 
Delivery 


200  Cases 

$4.50 

A  Pair 


Novelty  Footwear  Case 
Lots  Only  at  Factory 
Prices. 


i 


200  Cases 

$4.50 
A  Pair 


Terms  Net 
30  Days. 


SlyU  2500 


Woman's  Mahogany  8-inch  Walking  Bal.,  Goodyear  Welt,  Neolin  Sole  and  Rubber  Heel,  Beaded  Vamp, 

Perforated  Facings,  D  Width.    Exactly  as  illustrated. 

30  PAIRS  TO  THE  CASE 

Assortments  as  follows:    2  to  5s,    iy2  to  6s,    iy2  to  7s    and    3>£  to  7s    as  per  schedule  of  sizes  below. 

The  season's  most  popular  boot.    Send  for  Semi-Ready  Advance  Style  Service  Folder  explaining  our  plan 
of  selling  in  case  lots  at  factory  prices.    30  pairs  to  the  case. 


2 

2M 

3 

3^ 

4 

4K 

5 

5y2 

6 

6^ 

2  to  5 

2 

4 

6 

6 

6 

1  4 

2 

2  ' ,  to  6 

2 

2 

4 

6 

6 

6 

2 

2 

3>,  to  7 

2 

6 

6 

6 

4 

2 

2 

2 

2<A  to  7 

2 

2 

4 

4 

4 

4 

4 

2 

2 

2 

CHAS.  E.  SLATER 

491  St.  V alter  St.,  Quebec.  10  High  St.,  Boston. 
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Snap  judgment  wins  more  often  than  it  loses. 

For  one  who  fails  through  being  precipitate,  ten  thou- 
sand lose  because  they  hesitate. 

Then  order  now  while  the  ordering  is  good. 

In-Stock  December  1st. 

McKay  Welt,  Gun  Metal  Calf,  Solid  Leather  Insole,  Counter  and 
Mid. -Sole,  Leather  or  Neolin  Sole. 

Sizes  11-2  -  $3.45 
Sizes    8-10^  $3.05 


The   Adams   Shoe   Co.,  Limited 

TORONTO 
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It  used  to  be:- 

Is  he  a  Prince,  or  a  Duke's  Son  ? 

Is  he  the  son  of  a  Millionaire  ? 

Is  he  accustomed  to  fashionable  society? 

Can  he  claim  relationship  to  Royalty  ? 

NOW  IT  IS  :- 


What  has  he  done  ? 
What  is  his  character  ? 
Will  he  MAKE  GOOD  ? 

These  are  the  questions  now  asked  of  all  who  would  occupy  the 
world's  positions  of  responsibility  and  honor. 

So  does  the  wearer  of  heavy  footwear  ask  his  supplier :  Will 
your  shoes  stand  hard  usage?  What  is  their  reputation ?  Will 
they  be  disappointing  or  will  they  MAKE  GOOD  ?    If  you  are 

able  to  say 

It's  Amherst  Make 

he  knows  the  rest ;  the  sale  is  made  ;  you  have  a  permanent  friend 
and  a  reasonable  profit,  and  remember,  a  satisfied  customer  is  a 

Business  Asset 


Stock  the  Amherst  line  and 
watch  your  shoe  sales  grow. 

Amherst  Boot  &  Shoe  Co.,  Limited 

AMHERST      :      HALIFAX      :  REGINA 


in  iiiimiimiiiiiiiiiiiimiiimimiiiiiiiiiiiiiiiiiiiiiimiiiiiiiiiimimimin^ 
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The  "Classic"  line 
of  Pumps  and  Ox- 
fords meets  the 
needs  of  the 
women  who  want 
something  un- 
usual  in  shoes 
without  paying  an 
unusual  price. 


n  Getty  &  Scott,  Limited  n 

n  MAKERS  OF  THE  CLASSIC  SHOE  FOR  WOMEN  U 

0  Gait,  Ontario  H 

d  n 
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ROBSON'S 


Colored  Sides 


TAN 


MAHOGANY 


ROYAL  PURPLE 


This  leather  is  up  to  Robson's 
Standard  in  fine  appearance 
and  durability. 

Specify  Robson's  Colored  Sides 


m 


The  Robson  Leather  Company,  Limited 


Montreal 


Oshawa,  Ont. 


Quebec 


m 
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For  that  Bigger  Trade  in  Prospect 

Canadian  Manufacturers  are  getting  a  wider  vision  of  the  possi- 
bilities which  the  future  offers. 

They  are  contemplating  export  business  with  many  foreign 
countries. 

Canadian  products  hold  a  good  place  in  the  esteem  of  other  na- 
tions, and  it  is  of  vital  importance  that  the  reputation  for  quality 
now  enjoyed  should  be  maintained. 

If  it  be  shoes,  you  are  secure  in  the  use  of  Star  Brand  Soling, 
which  for  many  years  has  been  regarded  with  highest  favor 
throughout  the  world. 


&ccrcunor€>  company, 

^oron/o  —  jMoniroal 

TANNERS 
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CHROMOIL- 

The  Perfect  Tannage 


Put  an  ordinary  Larrigan  near  a  fire  to  dry, 
what  is  the  result?    It  shrivels  up,  cracks, 
and  becomes  practically  useless.    But  do 
this  with  a  Chromoil  tanned  one,  and  it  will 
be  unharmed.    You  can  Boil  it  without  fear 
of  injury.    Herein  lies  the  great  difference 
between  Chromoil  and  ordin- 
ary oil  tanning.   Chromoil  does 
not  merely  tan  the  surface  of 
leather,    it    penetrates  clear 
through. 


Our  Farm  Shoes  and 
Trench  Boots 

have  the  toughness  and  pliability 
that  give  them  such  WEAR  and 
WEATHER  RESISTING 
QUALITIES,  combining  the  com- 
fort of  a  moccasin  with  the  wear 
of  a  heavy  boot. 


Farm  Shoe 


Palmer-McLellanShoepack  Co. 

Fredericton,  N.B. 
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SHOEPACKS 


AND 


TRENCH  BOOTS 


RESISTANCE 

To  Wear  and  Water 


The  man  who  does  rough  work  knows  the 
value  to  him  of  BEAL  SHOEPACKS. 

Experience  has  taught  him  that  they  are 
built  to  stand  up  to  the  work. 


Beal  Footwear  has  proven  up  under 
the  strenuous  labor  alike  of  peace 
and  war. 


The  R.  M.  Beal  Leather  Co. 


LINDSAY,  ONTARIO 


LIMITED 
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The  Merit  of 

Oil  Tanned  Footwear 

Has  forced  Recognition  by 

The  Moose  Head  Route 

The  constant  cry  is  for  Moose  Head  Brand, 

Larrigans,  Shoepacks  and  Moccasins 

Heavy  Service  Footwear  for  the  outdoor 
Workman,  Woodman  and  Sportsman,  built 
to  the  Standard  of  a  fifty-year-old  Brand. 


Over  fifty  styles  for 
Men,  Women,  Boys  and  Girls 


John  Palmer  &  Co.,  Limited 

Fredericton,  N.B. 


22 


THE   SHOE   AND   LEATHER  JOURNAL 


MFD /  j^BY 
MACKENZIE  , 

CROWE  &C0. 
C^,  LIMITED 


Shoe  Packs, 
Larrigans, 
Sporting 
Goods 


LUMBER  KING  BRANDS 


The  oil  tanning  of  a  Shoe  Pack  or  Larrigan  determines 
its  waterproof  qualities.  Our  years  of  experience  have 
taught  us  how  to  do  this  in  the  manner  best  suited  to 
withstand  our  severe  weather  conditions. 

Each  pair  is  constructed  with  such  particular  attention  to 
serviceability  that  Lumber  Kings  are  recognized  as  the 
most  satisfactory  for  Canadian  winters.  Their  wear-re- 
sisting and  waterproof  qualities  are  the  standard  for  all. 


MADE  ON  RIGHT  AND  LEFT  LASTS. 


McKenzie,  Crowe  &  Company 

BRIDGETOWN,  N.  S. 
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Outwore  the  War 


NUMEROUS  letters  from  France 
testify  to  the  manner  in  which 
our  Trench  Boots  withstood  wear 
and  strain  unparalleled  in  footwear 
history. 

It  is  characteristic  of  Gendron  pro- 
ducts to  give  satisfactory  service 
under  the  severest  trial. 

Trench  Packs,  Shoe  Packs,  Special 
Boots  for  Prospectors,  Miners  and 
River  Drivers. 


'G  . 


m 

'•<*  iff. 


mm 


See  that  this  Trade 
Mark  is  on  Every 
Pair. 


Gendron  Penetang  Shoepack  Mfg.  Co. 

Successors  to    Q     Q  GENDRON 

PENETANGUISHENE,  ONTARIO 
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6 
10 


inch 
inch 


$4.50 
6.00 


CPPELANP 

SHOEPACKS 


12  inch  ....  $6.50 
15  inch    .    .    ...  7.50 


Mail  Orders  Promptly  Filled 


Every  Copeland  Product  is 
guaranteed  and  if  proven 
faulty  in  any  respect  will 
be  replaced. 

Our  range  includes  plain 
Draw  String  Shoepacks, 

Sporting  Shoepacks, 
Sporting   Welted  Sole 
Draw  String,  Trench 
Boots,    Artillery  Boots, 
Soled  Draw  String, 
Prospectors'  Boots, 
Miners'  Boots  and 
River  Drivers'  Boots. 

THE  COPELAND 
SHOEPACK  CO. 

MIDLAND  ONTARIO 


They're  Using  Our  Plow  Boots 

Thousands  of  stalwart  men  who  give  their  brains 
and  brawn  to  making  Canada's  great  agricultural 
lands  yield  food  for  a  hungry  world. 

And  the  Lumberjacks,  who  ply  the  axe,  use  our 
SHOEPACKS. 

These  lines  have  the  characteristic  sturdiness  of 
our  TRENCH  BOOTS,  which  won  full  meed 
of  praise  on  Flanders'  Fields  and  elsewhere. 

We  are  now  in  a  position  to  fill  your  orders  on 
short  notice.    Write  for  samples  and  prices. 

BEAL  BROS.  LIMITED 

52  Wellington  St.  East  Toronto,  Ont. 
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What  Do  You  See  In  A  Shoe  ? 

Your  practised  eye  takes  in  the  details  at  a  glance.  It  is  your  business  to  judge  shoe  values.  And 
you  certainly  know  a  good  piece  of  merchandise  when  you  see  it. 

But  back  of  the  merchandise  there  is  something  else  to  look  for.  Something  which  is  not  to  be 
found  in  material  or  workmanship,  but  in  the  minds  of  the  public  whom  you  serve.  Something 
without  which  the  best  merchandise  in  the  world  is  slow  to  sell. 

See  that  the  shoes  you  buy  bear  a  favorable  reputation  in  the  minds  of  your  customers  and  pos- 
sible customers.  Stop  putting  your  sales  effort  behind  goods  that  are  unknown.  Stop  doing  all 
the  work  of  selling,  when  you  can  get  the  same  results  from  only  a  part  of  it. 

A.H.M.  shoes  are  favorably  known  to  the  Canadian  public.  A  shoe  which  bears  the  A.H.M.  trade 
mark  is  instantly  recognized  and  accepted  as  standard  value.  And  this  reputation  is  growing 
stronger  every  day,  through  our  nation-wide  consumer  advertising  backed  to  the  limit  with  sound 
values. 

In  selling  A.H.M.  shoes  you  start  where  our  reputation  leaves  off.  In  selling  unknown  shoes  you 
must  start  back  at  the  beginning.  And  you  can  figure  out  for  yourself  what  the  difference  will 
mean  to  your  annual  turnover. 


AMES  HOLDEN  McCREADY 

LIMITED 

"Shoemakers  to  the  Nation" 
ST.  JOHN  MONTREAL  TORONTO  WINNIPEG  EDMONTON  VANCOUVER 
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It's  Over,  "Over  There" 


And  we  are  restored  to  a  frame  of  mind  that 
enables  us  to  concentrate  upon  the  business  in 
which  the  readers  of  this  Journal  are  engaged- — 
shoe  merchandising. 

No  branch  of  retailing  requires  greater  buying 
judgment  than  that  of  shoes,  for  the  public  are 
very  finicky  about  their  footwear. 

Two  rules  are  laid  down  by  experienced  buyers. 
First,  to  choose  goods  of  definite  high  character. 
Second,  to  select  from  among  these  lines  those 
that  are  already  in  demand  and  for  which  wider 
demand  is  being  created. 

Such  are  Monarch  and  Brandon  Shoes.  These 
goods  are  known,  and  a  smooth -working  and 
efficient  advertising  campaign  is  active  con- 
stantly and  industriously  to  make  them  still 
better  known  and  more  frequently  asked  for. 


Brandon  Shoe  Company,  Limited 

Brantford,  Ontario 
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Ordering  your  stock  in  QUANTITIES 
to  exactly  meet  your  requirements  and 
from  LINES  that  will  best  suit  your  trade 
is  one  of  the  chief  secrets  of  shoe  retailing 
success— more  important  now  than  ever 
when  stocks  are  more  valuable  and  people 
are  buying  more  carefully. 


actually  "takes  the  measure"  of  the  trade 
it  serves,  offering  the  lines  that  sell  and 
give  satisfaction,  and  always  maintaining  an 
immense  supply.  The  SHOES  you  want 
are  here  and  prompt  shipment  is  made 
of  just  the  QUANTITIES  you  require. 
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Our  New  Factory 

Capacity  2000  Pairs  a  Day 

STAR  SHOES 

Salable  because  they  are  Dependable 

The  mark  of  VALUE  is  so  clearly  defined  in 
STAR  SHOES — exceptional  quality  at  mod- 
erate price — that  they  are  firmly  established 
as  leaders  in 

Growing  Girls',  Misses'  and  Children's 

McKAYS  and  TURNS 

We  have  never  offered  a  more  complete  or 
higher  grade  range  than  we  are  showing  now 
for  1919.  It  is  important  that  you  should 
see  them. 

One  of  our  new  specialties  that  is  creating 
more  than  ordinary  interest  is 

A  Reparable  Stitchdown 

It  is  bound  to  be  popular  and  a 
sales  producer.    Ask  about  it. 

STAR  SHOE  CO.,  LIMITED 

Aird  Avenue         -         MONTREAL,  P.O. 


THE  SHOE  AND  LEATHER  JOURNAL  29 


"There  are 

None  Better" 

Such  is  the  way  those  who  wear  our  brands 
describe  them.  They  have  found  no  others 
that  will  equal  them  for  wear  and  weather- 
proof qualities. 

The  dealer  who  handles   them   repeats  the 
statement.    He  has  found  that 

A.  E.  Wry- 
Standard      Larrigans  and  Shoe  Packs 

is  his  best  line  from  every  standpoint.  He 
doesn't  experiment  with  different  makes  at  this 
period.  He  carries  the  line  his  customers 
KNOW — hence  the  line  they  buy. 


Our  Solid  Leather  Footwear 

for  MEN,  WOMEN,  MISSES,  YOUTHS, 
BOYS  and  CHILDREN,  comprises  profitable 
every-day  Staples  that  sell  throughout  the  year. 
Their  appearance  attracts  — ■  their  wearing 
qualities  hold  the  customer. 

Let  us  know  your  sorting  requirements.  We'll 
fill  them  promptly. 


A.  E.  WRY- STANDARD,  LIMITED 

SACKVILLE,  N.  B. 
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EVANS 


t, — — 


"Ruby"  j  1  "Peerless" 

Glazed  Kid 


Glazed  Kid 


— * 


I 

— 


Every  essential  quality  neces- 
sary to  Glazed  Kid  Perfection 
is  embodied  in  each  of  these 
two  well  known  lines.  Their 
fine  texture,  uniformity  of 
color  and  dependable  wearing 
qualities  are  features  that 
cannot  be  surpassed.  And  the 
economy  afforded  in  their  cut- 
ting gives  you  extra  value. 


JOHN  R.  EVANS  LEATHER  CO. 

of  Canada,  Limited 

SPECIALISTS  IN  GLAZED  KID 
—  and  UPPER  LEA  THERS^= 


214  Lemoine  Street 


MONTREAL 
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Forty  Years  of 
Servcie 


IN  THE  VERY 


Heart  of  the  Maritime  Trade 

has  made  Higgins'  business  what  it  is  to-day — the  safest,  most 
economical  and  profitable  centre  for  the  Maritime  Dealer. 
We  have  the  Maritime  Footwear  needs  at  our  finger  tips,  and 
offer  you  lively  sellers  in  Men's  and  Women's  Fall  and 
Winter  lines. 

For  Quick  Sorting 

We  easily  surpass  any  other  jobbing  house  both  in  the  wide 
variety  of  selection  and  promptness  in  filling  orders. 


We  are  agents  for  the  famous 

Merchants'  Rubbers  and  Sea  Boots 


L.  Higgins  &  Co. 

Moncton,  N.B. 
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"UNDERFOOT" 


"Overhead,"  as  nearly  everybody  knows,  is  a  word 
that,  through  repeated  usage,  has  come  to  mean  the  gen- 
eral cost  of  doing  business,  as 
apart  from  the  particular  cost  of 
making  a  given  article. 

Why  shouldn't  the  word  "Un- 
derfoot" stand  for  the  general  cost 
—to  the  human  system — of  wear- 
ing boots  or  shoes  as  against  the 
particular  cost  of  buying  them  ? 

As  the  object  in  a  big  business 
is  to  cut  down  "Overhead,"  so  the 
object  in  individual  business, 
like  shoe -buying,  is  to  cut 
down  the  cost  of  "Underfoot." 

The  way  to  cut  it  down, 
without  losing  an  atom  of  ser- 
vice, or  general  efficiency,  is 
to  get  "Acme"  Soles  on  your 
boots  or  shoes. 


Dunlop  Tire  &  Rubber  Goods  Co., 

Limited 

Head  Office  &  Factories  :  TORONTO 

Branches  in  the  Leading  Cities.   F.  15 


"The 

Sole  of 


Perfection 
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GOODYEAR  MACHINERY 
IS  MADE  TO  OPERATE 
S  ATI  SFACT  O  R  I  LY 


NOT  made  just  to  sell  or  meet  some  particularly  low  selling  price.  And 
after  GOODYEAR  MACHINERY  is  installed  it  is  KEPT  in  good  running 
order  by  a  highly  trained  staff  of  travelling  mechanics. 


QUALITY 


EFFICIENCY 


SHOE  REPAIR  OUTFITS 
IN  ALL  SIZES 
MADE  IN  CANADA 


CONVENIENCE  IN  OPERATION 


EVERYTHING  FOR  THE 
UP-TO-DATE 
REPAIR  SHOP 


SMALL  FIRST  COST 


LOW  UPKEEP 


LET  US  SEND  YOU  OUR  LATEST  CATALOGUE 


United  Shoe  Machinery  Co.  of  Canada,  Limited 

MONTREAL      -      -  QUE. 


TORONTO 
90  Adelaide  Street  West 


KITCHENER 
179  Kins  Street  West 


QUEBEC 
28  Demers  Street 
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The  Universal  Sole 

Rinex  is  the  every-purpose  sole,  for  all  the  people,  at 
all  times.  Its  toughness,  resiliency  and  waterproof- 
ness  adapt  it  to  every  use. 

It  is  the  practical  sole  for  all  who  seek  long  service 
and  economy  in  footwear. 

Rinex 

Is  the  Logical  Sole  for  Winter  Wear 

Rinex  means  waterproof  soles  for  "rainy  day"  shoes. 
It  lightens  the  housewife's  steps. 

Rinex  meets  every  requirement  of  the  farmer. 

It  is  the  mechanic's  comfort  sole. 

Rinex  makes  walking  easier  for  the  man  who  tramps 
the  pavements. 

Shoe  dealers  should  insist  on  having  shoes  with  Rinex 
soles.    The  best  shoe  manufacturers  use  Rinex  soles. 

Rinex  soles  are  made  and  guaranteed  by 

Canadian  Consolidated  Rubber  Co. 

Limited 

Head  Office     -  Montreal, 

Service  Branches  at  Halifax,    St.  John,   Quebec,   Ottawa,  Toronto 
Hamilton,  Brantford,  Kitchener,  London,  North  Bay,  Fort  William, 
Winnipeg,  Brandon,  Regina,  Saskatoon,  Calgary,  Lethbridge, 
Edmonton,  Vancouver  and  Victoria 
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PREPARING  FOR  PEACE 


FEAR  is  the  foe  to  be  feared  in  business  at  a  time  like  the  present.  It  buttons  the  pocket-book, 
sits  on  the  strong-box  and  lets  the  wheels  of  commerce  slow  down,  while  it  figures  out  which 
way  the  cat  is  going  to  jump. 

Foolish  fear  says  the  demand  for  goods  is  going  to  drop,  prices  will  fall,  there  will  be  a  slump 
in  business  and  it  proceeds  at  once  to  create  the  very  conditions  it  dreads  and  deplores. 

But,  why  should  the  dem.and  for  goods  slacken?  The  factories  have  only  been  running 
on  half-time,  stocks  of  merchandise  are  smaller  than  they  ever  were  at  this  period  and  the  chances 
are  that  as  soon  as  ships  can  be  had,  there  will  be  a  demand  abroad  for  produce,  apparel,  building 
materials  and  metals  far  beyond  that  which  is  represented  by  war  requirements  to-day.  War's 
destruction  m.ust  be  made  good. 

It  will  take  all  of  two  years  to  demobilize  the  armies  in  Europe  and  get  the  men  back  to 
useful  em.ploym.ent.  The  methodic  planning  with  which  the  arrangements  are  to  be  carried  out 
will  preclude  the  dumping  of  this  extra  labor  upon  the  m.arket. 

There  will  be  abundant  work  for  those  in  employment  as  well  as  those  who  are  to  return 
in  the  occupations  that  have  everywhere  been,  more  or  less,  in  abeyance  during  the  war.  Public 
works  will  again  be  prosecuted  and  as  soon  as  m.aterials  are  available,  there  will  be  activity  once 
more  in  building  enterprises. 

Wages  may  settle  somewhat,  for  it  must  be  admitted  that  extraordinary  war  demands 
have  created  fictitious  values  that  cannot  continue.  But  labor  will  never  return  to  its  old  status 
or  te  content  to  move  back  to  old  conditions. 

As  soon  as  the  abnormal  dem.and  for  food  products  for  war  purposes  ceases,  there  will  be.  a 
readjustment  of  prices  that  will  equalize  any  settling  of  the  labor  market  and  this  will  be  helped 
further  by  the  enforced  habits  of  economy  that  have  been  brought  about  by  food  regulations. 

Improved  conditions  all  around  will  be  one  of  the  great  results  of  the  war.  The  vocational 
training  of  soldiers  alone  is  an  indication  that  the  war  is  not  going  to  leave  in  its  wake  the  de- 
struction and  misery  that  once  was  associated  with  it.  At  the  close  of  almost  every  previous  war 
the  poor  houses  and  asylum.s  were  crammed  with  the  waifs  and  strays  of  the  conflict.  To-day, 
the  various  governments  are  determined  upon  rehabilitating  their  soldiers  and  the  results  which 
in  many  cases  are  little  short  of  miraculous,  are  but  an  indication  of  what  is  going  to  be  done  to 
make  all  labor  m.en  effective. 

Business  has  been  learning  to  take  care  of  itself  in  war  time  better  than  in  past  years.  Scarcity 
of  materials  and  labor  have  brought  about  economies  in  production  and  distribution  that  have 
placed  it  in  much  better  shape  than  at  the  beginning  of  the  war.  The  business  man  who  has  not 
profited  by  the  experiences  of  the  past  two  years  deserves  what  may  com.e  to  him.  for  his  neglect 
of  his  opportunities. 

Business  m.en  are  everywhere  developing  a  broader  spirit  and  larger  outlook,  both  as  to 
methods  and  aims.    The  stupendousness  of  the  war  and  its  effects  have  not  been  lost  on  business. 

Within  the  next  few  years  we  m.ay  expect  to  see  such  growth  at  home  and  abroad  as  will 
dwarf  the  experiences  of  the  past  two  or  three  decades. 

In  the  rneantim.e  it  .should  be  "Business  as  Usual"  with  the  man  in  the  shop  and  the  store. 
While  keeping  the  weather  eye  on  the  business  horizon,  the  m.an  at  the  wheel  ought  not  to  let 
nervousness  jolt  him  out  of  an  even  course.  -5 
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The  Folly  of 
Sentiment 

The  Coming  of  Peace  Will  Not  Cause  'any 
Great  Commercial  Upheaval — Keep  Cool 
and  Don't  Become  Frightened 

*  .  . — .  

| 

Note.- — This  article  has  for  its  foundation 
j  consultation  with  leading  business  men  of 
j  the  country,  men  who  have  an  oversight  into 
■  causes  and  ejfects  of  commercial  disturbances, 
!      etc.;  men  who  know.- — James  Acton.  ! 

i  I 
p  . — i  .  ,  ^ 

AT  this  moment,  when  all  the  world  has  sud- 
denly aroused  to  the  fact  that  Peace  is  not 
far  away,  many  begin  to  wonder,  and  some  to 
worry,  as  to  what  will  be  the  outcome  of  its  intro- 
duction.   There  is  absolutely  no  need  for  fear. 

Sentiment  is  one  of  the  unseen  forces  that  is 
most  p'jwerf i:1  in  it.-  results.  It  is  said  that  the  power 
to  love  includes  the  power  to  hate  and  the  elements 
of  construction  may  operate  in  destruction.  Also 
that  fire  is  a  good  friend  but  a  bad  enemy. 

And  so  with  sentiment,  its  unseen  potentialities 
may  operate  for  good  or  may  spend  themselves  for 
the  reverse  results. 

Whenever  sudden  changes  come — no  matter  in 
what  connection — it  means  a  more  or  less  disorgan- 
izing of  conditions  affected  by  those  changes.  And 
so.  when  in  1914  the  world  was  suddenly  plunged 
into  a  big  war,  a  disorganizing  of  things  generally 
created  almost  an  upheaval  in  the  business  world. 
Housewives  rushed  to  lay  in  a  stock  of  sugar  or 
flour,  or  clothing  or  shoes,  resulting  in  an  abnorma! 
draifl  upon  regular  stocks  that  disturbed  the  normal 
conditions  of  ordinary  peace  times. 

And  why  was  this  rush?  The  answer  is  because 
everybody  thought  prices  would  advance.  That  was 
one  phase  of  sentiment.  Why  would  prices  advance? 
Who  told  th?  people  they  would  advance?  Why 
should  they  advance?  These  are  questions  worthy 
of  consideration. 

And  they  did  advance.  And  what  can  you  ex- 
pect but  they  would  when  everybody  thought  they 
would,  said  they  would  and  overbought  everything 
until  the  demand  crowded  the  supply  and  they 
forced  them  to  advance.  Sellers  of  merchandise  of 
any  kind,  whether  manufacturer,  wholesaler  or 
retailer,  unconsciously  said,  "If  everybody  is  so 
anxious  to  buy  let  us  shove  up  the  price;  we  can 
get  it."    And  so  prices  attained  high  marks. 

With  the  sudden  cessation  of  hostilities  the 
pendulum  is  liable  to  swing  too  far  in  the  other 
direction.  The  people  now  think  they  can  see  a 
slump  in  prices.  There  will  be  a  tendency  to  slacken 
up  on  buying  which,  if  persisted  in,  will  temporarily 
force  down  prices  and  create  another  commercial 
disturbance. 

There  is  absolutely  no  reason  why  business 


shoidd  not  go  along  just  as  briskly  and  successfully 
as  it  has  been  during  the  war  period.  The  slogan  of 
"Business  as  Usual,"  which  was  originated  in  Eng- 
land at  the  beginning  of  the  wai ,  did  much  to  steady 
trade  at  that  time.  To-day  it  is  needed  even  more 
than  at  that  time.  It  should  be  posted  everywhere, 
for  business  will  go  along  as  usual  unless  the  folly 
of  sentiment  runs  away  with  our  judgment  and  we 
create  a  depression,  as  is  often  done  in  peace  times. 

Stop  and  consider  the  conditions  of  to-day  and 
it  will  be  seen  that  any  great  upheaval  or  period  of 
hard  times  will  be  almost  impossible  to  bring  about. 

This  war  never  had  an  approach  to  a  parallel. 
All  the  world — commercial,  social  and  industrial — is 
alive  to  the  situation.  Everyone  is  interested.  '  The 
spirit  of  give-and-take  is  broadened  as  never  before. 
All  men  have  learned  their  dependence  upon  all 
others.  That  one  despot  in  Europe,  by  his  idiotic 
idea  of  world  rule  and  a  slaughtering  of  millions  to 
atain  it,  should  dictate  to  millions  on  this  continent 
how  much  sugar  we  should  put  in  our  tea  would 
have  seemed  preposterous  four  years  ago.  It  is 
one  way  to  show  the  people  their  dependence  on 
others. 

The  men  who  have  been  running  this  war — the 
executive  brains  of  it — have  learned  much.  They 
know  it  would  be  folly  to  immediately  turn  lose 
millions  of  men  without  making  provision  for  their 
welfare.  In  fact  there  is  every  reason  to  believe 
there  will  be  no  shock  felt  from  the  cessation  of 
hostilities  and  the  coming  of  peace,  so  gradually  will 
the  transition  period  be  conducted.  Chairman 
Baruch  of,  the  U.  S.  War  Industries  Board,  says  the 
change  of  industries  from  a  war  to  a  peace  basis 
will  be  a  gradual  process.  It  is  also  stated  it  will 
take  the  United  States  eighteen  months  to  return 
her  troops.  Think  what  all  this  gradual  working 
means,  and  government  contracts  in  the  U.  S.  are 
to  continue  on  a  wide  scale. 

Another  important  feature  is  the  present  Cana- 
dian Victory  Loan  and  the  Liberty  Loan  of  the 
U.  S.,  which  have  just  been  raised.  These  were 
for  the  purpose  of  prosecuting  the  war.  Now  they 
will  be  used  for  the  pursuits  of  the  arts  of  peace. 
What  previous  war  ever  closed  and  the  people  had 
a  working  capital  of  millions  with  which  to  begin 
constructive  measures  of  peaceful  occupations? 

Nothing  but  the  folly  of  foolish  sentiment  can 
precipitate  a  calamitous  commercial  condition  on 
this  continent  to-day.  All  that's  needed  is  the 
sentiment  of  boosting  and  the  words  "hard  times" 
will  never  be  known. 

The  shoe  and  leather  trades  must  do  their  part 
in  this  hour  of  transition  of  our  Dominion.  Re- 
tailers in  particular  should  not  lose  their  heads. 
To  cancel  orders  may  be  a  serious  mistake.  There 
is  nothing  to  hold  out  that  prices  are  going  to  come 
down  for  considerable  time,  as  embargoes  are  to  be 
lifted  very  gradually,  and  even  if  abolished  at  once 
there  is  a  great  dearth  of  raw  materials  of  all  kinds. 
The  proper  attitude  is  to  go  along  just  as  if  the  war 
was  proceeding  as  it  was  three  months  ago.  Push 
with  the  same  objects  in  view.  Remember  there  is 
no  peace  yet — only  an  armistice — and  it  will  be 
many  months  before  there  will  be  peace.  The 
{Continued  on  page  65) 
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Why  Some  Shoe 

Retailers 

Succeed 

Being  the  Observations  of  a  Shoe 
Traveller  Who  Keeps  His  Eyes  Open 
When  on  the  Road 

I HAVE  occasion  to  call  upon  two  shoe  men  on 
my  route  very  of  ten,  andl  refer  to  these  two 
because  there  is  such  a  contrast  between  them, 
and  because  they  both  seem  to  succeed  fairly  well, 
but  one  much  beyond  the  other.  The  one  we  shall 
call  Mr.  Moss,  the  other  Mr.  Cameron,  though  to 
my  knowledge  these  two  names  are  not  connected 
with  any  shoe  businesses  in  my  territory. 

Mr.  Moss's  store  is  attractive  and  tidy  in  the 
extreme,  while  Mr.  Cameron's  is  nearly  always  up- 
set and  rather  unattractive.  The  store  nearly 
always  has  empty  packing  cases  and  cartons  lying 
upon  the  floor  and  seats.  Now,  to  people  with  some 
taste  (and  all  classes  are  becoming  tastier  every 
day)  this  condition  is  repellant  and  not  conducive 
to  good  business. 

In  Mr.  Moss's  store  I  never  see  a  thing  out  of 
order.  He  has  two  and  three  lady  clerks  all  the 
time.  He  uses  good  judgment  in  his  selection  and 
how  he  manages  to  secure  the  ones  he  does  is  a 
puzzle  to  me.  You  never  see  a  frown  on  any  of 
them.  There  is  always  an  air  of  comfort  and  wel- 
come about  the  place.  They  seem  to  make  custom- 
ers feel  glad  they  called,  whether  they  buy  or  not, 
and  if  you  succeed  in  doing  this  your  success  is 
assured,  for  they  will  come  again,  and  buy.  Nine 
times  out  of  ten  they  will  prefer  the  store  of  this 
type  and  will  patronize  it  when  they  need  shoes. 

He  is  always  selling  shoes  whether  he  has  cus- 
tomers in  the  store  or  not  and  doubtless  you  will 
wonder  how  this  can  be  true.  Well,  it  easily  can. 
They  are  never  idle.  They  are  always  hustling; 
never  sitting  idly  watching  the  door  for  someone 
to  enter.  Every  style  they  carry  is  carefully 
watched  and  sizes  kept  well  in  order.  The  rush 
spells  will  come,  and  I  have  seen  them  quite  so  very 
often,  and  from  their  constant  opening,  seeing, 
dusting,  arranging,  etc.,  they  always  know  exactly 
where  a  certain  style  and  size  can  be  found.  They 
could  almost  go  in  the  dark  and  get  what  is  wanted. 

Now,  when  these  details  are  watched  all  so  care- 
fully in  the  quieter  time,  you  can  see  at  a  glance 
that  it  assists  wonderfully  in  making  more  sales  in 
a  very  limited  time  when  busy. 

On  the  other  hand,  I  have  seen  Mr.  Cameron 
breathing  quite  contentedly  when  there  was  a  lull 
in  business  and  considerable  disorder  staring  him 
from  every  corner  of  the  store.  I  have  seen  this 
disorder  there  when  Saturday  night  came,  and  I 
have  seen  him  tossing  boxes  and  bundles  aside 
himself,  hurriedly  trying  to  find  what  he  knew  he 
had;  but — Where?    Often    the    prospective  pur- 


chaser is  in  a  hurry,  must  go,  promising  to  call 
again.  She  may,  but  if  he  could  only  have  attended 
to  her  when  she  was  there,  he  would  have  been 
quite  sure  of  the  sale.  Everyone  knows  they  don't 
always  come  back. 

These  are  not  the  only  two  stores  that  impress 
me  in  the  manner  described.  I  can  find  quite  a  few 
like  Mr.  Moss's  in  many  ways;  but  I  believe  if  I 
were  asked  in  what  one  particular  he  excels,  I 
should  say,  "In  the  judgment  he  uses  in  selecting 
his  help." 

I  can  find  more  like  Mr.  Cameron  all  over  the 
Dominion,  for  go  where  you  will,  into  any  of  the 
outlying  villages,  or  into  any  of  the  larger  cities, 
and  you  will  see  either  a  Mr.  Moss  or  a  Mr.  Cameron, 
and  I  state  here  that  where  there  are  more  of  the 
Mr.  Moss  stamp  you  will  see  a  brisker  village  or 
town. 

I  often  go  into  a  place,  and  the  first  thing  I  am 
told  is  that  the  town  is  dead.    Everyone  now  goes 

to  B  ,  or  to  S  ,  to  trade.    Business  is  not 

what  it  used  to  be.  They  will  tell  you  that  when 
Mr.  King  was  here  years  ago,  there  was  something 
doing.  Business  was  good  then,  and  a  person  had 
some  encouragement  to  buy. 

Personally,  I  don't  think  any  town  or  village  in 
a  prosperous  agricultural  and  manufacturing  coun- 
try like  Canada  is  dead  till  the  people  themselves 
kill  it,  and  if  you  will  only  make  the  necessary 
move  you  will  get  your  share.  Get  them  coming. 
They  will  come  if  you  only  attract  them,  for  I  have 
seen  a  man  open  a  store  in  some  little  out-of-the- 
way  place,  start  a  little  flame  of  some  kind  and  soon 
have  the  whole  immediate  vicinity  fired  up,  and 
bring  business  that  might  be  said  to  never  have 
existed  before. 

Just  now  I  have  in  mind  a  town  in  Ontario.  I 
used  to  call  there.  There  were  no  exclusive  shoe 
stores  there.  Everyone  there  said  that  this  par- 
ticular town  would  not  support  a  shoe  store.  All 
the  shoe  business  was  done  at  the  general  stores,  as 
the  particular  people  in  and  around  there  were 
different  from  other  towns  near  by.  But  this  was 
soon  proven  to  be  a  misconception  of  facts,  for  in 
the  face  of  this  impression,  a  man  started  a  store  a 
few  years  later  (but  several  years  ago  now)  and 
created  a  shoe  selling  sensation.  He  went  at  it 
as  it  should  be  done.  He  made  his  place  attractive 
in  some  way  or  other,  and  the  people  came,  and  if 
you  are  in  the  Cameron  class,  think  a  little  and  you 
may  see  why  they  are  not  coming  to  you,  and  how 
you  can  bring  about  the  desired  change. 

Go  away  for  a  little  trip,  visit  successful  mer- 
chants as  well  as  those  not  so  successful  and  learn 
why  the  great  difference  exists.  The  methods  of  the 
successful  ones  will  be  worthy  of  emulation  either 
in  total  or  in  part,  while  it  may  be  wise  to  shun  the 
others  or  drop  them  if  you  have  already  adopted 
them.  By  going  to  other  towns  for  a  little  trip, 
you  get  out  of  the  ruts  into  which  you  are  bound  to 
get  by  always  sticking  around  home. 


"What  About  Taking  Stock?"  will 
be  a  practical  article  in  the  next  issue 
of  The  Shoe  and  Leather  Journal 
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Selling 
Larrigans 
and  Shoepacks 

A  Line  that  is  Among  the  "Self- 
Sellers"— The  City  Trade  for  Boys 
Needs  a  Little  Cultivating 

THE  great  bulk  of  the  larrigan  trade  is  done 
with  lumbermen,  woodsmen  and  miners. 
The  great  centres  for  these  are  in  the  Mari- 
time Provinces,  Quebec,  Northern  Ontario  and 
British  Columbia.  Larrigans  are  an  outgrowth  or 
evolution  of  the  old-time  Indian  moccasin,  and  a 
great  advance  on  that  article,  as  they  hold  the  foot 
more  firmly,  at  the  same  time  imparting  as  much 
comfort  and  ease. 

From  a  selling  standpoint  they  do  not  require 
the  effort  that  usually  has  to  be  expended  in  the 
selling  of  finer  lines  of  shoes.  With  the  latter  there 
are  endless  styles,  sizes  and  varieties  from  which 
purchasers  must  choose  and  the  advertising,  dis- 
playing and  selling  of  this  endless  variety  is  no  small 
task,  and  the  women's  and  children's  trade  com- 
plicates the  selling  situation  all  the  more. 

But  with  larrigans  it  is  quite  different.  Even 
the  sizes  do  not  require  to  be  kept  in  so  great  a 
range,  and  the  trade  is  almost  exclusively  confined 


to  men.  The  boys'  trade,  of  course,  is  growing  but 
is  largely  confined  to  town  and  city  centres. 

In  the  purchasing  of  a  pair  of  larrigans  for 
lumber  camps  or  mining  use  the  customer  knows 
almost  exactly  what  he  wants.  He  wants  a  pair  of 
larrigans.  There  is  no  hesitation  over  styles  and 
little  over  fits,  for  he  usually  wants  them  sufficiently 
large  to  easily  accommodate  his  feet  and  one  pair, 
if  not  two,  of  heavy  woollen  sox. 

The  main  thing  then  is  display,  after  advertis- 
ing to  the  wearers  of  these  goods  through  the  best 
advertising  medium  at  hand.  And  display  means 
just  what  it  says — Display.  Many  of  us  can  remem- 
ber the  time  when  high  or  top  boots  were  worn 
extensively.  In  those  days,  when  we  went  into  the 
country  shoe  store,  the  walls  and  even  the  ceiling 
of  the  place  were  literally  "hung  with  boots."  Across 
the  ceiling  were  strips  into  which  were  driven  nails 


f  ull  Cbellows  tongue  larrigan.  fif  teen-inch  Mcnonite 
leg.  By  Copeland  ShoepacK  (company,  Midland  Ont. 


The  Hudson — Soft  grain  leg,  oil-tan  bottom,  nailed 
sole  running  through  to  heel.    By  Gendron  Shoe- 
pack  Manufacturing  Company,  Penetang,  Ont. 

and  from  these  boots  were  suspended.  Everywhere 
there  were  bootr,  boots,  boots,  like  the  line  in 
Kipling's  poem. 

In  stores  where  this  is  possible  an  extensive  dis- 
play of  this  character  or  approaching  it  is  what  is 
needed.  Remember,  little  effort  is  needed  to  sell 
these  lines  once  a  customer  is  in  your  store,  and 
whether  he  be  riverman,  logger,  lumberman  or 
miner,  he  knows  he  wants  a  pair  of  larrigans  and 
the  matter  of  fitting  him  is  an  easy  task. 

Now  don't  run  away  with  the  idea  that  this 
advocates  that  advertising  is  unnecessary.  You 
will  have  to  do  your  usual  amount  of  advertising 
and  displaying  to  acquaint  the  buyers  of  your 
ability  to  serve  them.  And  should  you  have 
strong  opposition  you  will  necessarily  need  to  con- 
vince the  buyers  of  these  goods  why  it  will  be  to 
their  advantage  to  purchase  from  you. 
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As  an  outgrowth  of  the  larrigan  the  "farm  shoe" 
came  into  existence,  which  has  a  wider  field  of  sale 
than  the  larrigan  proper.    This  shoe  is  in  reality  a 


An  oil-tanned  half-height  larrigan.  By  Palmer- 
McLellanj  Shoepack<  Company,  r-redericton,  N.B. 


larrigan  with  a  few  modifications  and  a  change  of 
name  more  particularly  to  designate  its  use.  So 
wherever  there  are  farmers  this  shoe  should  be 


Farm  shoe,  an  evolution  of  the  larrigan.  By  Palmer- 
Mcl.ellan    Shoepack   Company,   Fredericton,  N.B. 

salable.  It  is  particularly  adaptable  to  farm  use 
because  of  the  oil-tanned  waterproof  leather  enter- 
ing into  its  make-up  the  same  as  into  the  larrigan. 


One  good  way  to  emphasize  and  display  the 
farm  shoe — for  the  trade  extends  to  town  and 
city  stores  situated  away  from  the  lumbering  and 
larrigan  using  districts — is  to  set  a  pan,  or  other 
dish,  of  water  in  the  centre  of  your  window  and 
place  a  pair  of  shoes  in  it  to  prove  how  effectively 
waterproof  they  are.  Where  advisable  this  may  be 
done  with  larrigans  also.  A  card  should  be  placed 
in  the  pan  announcing  what  it  is.  The  balance 
of  the  window  may  then  be  given  over  to  the  dis- 
play of  the  shoes. 

There  is  of  course  a  small  demand  for  larrigans 
from  those  who  go  a-hunting  every  fall,  for  they 
are  in  every  way  particularly  adapted  to  hunts- 
men's use.  They  could  be  displayed  similarly  to  the 
farm  shoes,  but  possibly  a  more  extensive  display 
as  described  on  another  page  will  become  effective, 
or  it  could  be  combined  with  the  larger  display. 

Larrigans  for  town  and  city  boys  have  practically 
displaced  the  old  style  moccasins.   Some  large  stores 


A  seventeen-inch  leg.  full  leather  sole,  sewed  or  nailed 
on,  also  hobnailed.    By  R.  M.  Beal,  Lindsay  Ont. 


do  not  now  stock  the  latter  so  much  has  the  demand 
grown  for  larrigans.  Boys  use  them  for  sledding, 
ski-ing,  tobogganing  and  other  winter  sports  and 
they  are  exceedingly  popular  with  these  youngsters. 
The  bulk  of  their  sale  is  at  Christmas  time  for 
presents,  and  a  table  with  a  display  of  them  and  a 
card  with  the  various  sizes  and  prices  for  those  sizes 
will  do  the  selling  and  about  all  the  clerk  will  require 
to  do  will  be  to  make  out  the  check  and  wrap  them 
up.  But  it  will  be  necessary  to  advertise  them, 
for  not  every  boy  has  come  to  adopt  them  yet, 
although  the  demand  is  growing  all  the  time. 

It  will  be  seen  that  the  selling  of  larrigans  is 
a  much  easier  proposition  than  is  that  of  other 
lines  and  with  a  little  attention  given  to  how  best 
displays  may  be  effected  good  selling  results  should 
be  obtained. 
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Stray 
Shots 
From 

Solomon 


Wisdom  crieth  without; 

she  uttereth  her  voice  in  the  street. 

When  a  man's  judgment  is  sc  jaundiced  that  he 
can't  see  good  in  anything  he  is  in  a  bad  way.  Some 

men  have  so  persisted  in  fault- 
WITH-  finding  that  the  disposition  be- 

HOLDIXG  comes  chronic.    When  the  light 

GOOD  of  judgment  that  is  in  a  man  is 

darkness,  how  great  is  that  dark- 
ness. Beware  of  that  moral  and  mental  darkness 
that  is  worse  than  the  thick  shades  of  Egypt. 
"Withhold  not  good  from  them  to  whom  it  is  due, 
when  it  is  in  the  power  of  thine  hand  to  do  it." 
Give  people  and  things  credit  for  the  good  that  is  in 
them.  Withhold  not  thy  tongue  from  speaking 
good:  withhold  not  thine  hand  from  doing  good. 
There  is  a  wholesomeness  about  charity  that,  like 
sunshine,  is  death  to  moral  as  well  as  physical 
disease  germs.  Try  a  smile  instead  of  a  scowl, 
commendation  instead  of  fault-finding,  blessing 
instead  of  cursing,  and  life  will  yield  you  a  dividend 
of  satisfaction  and  happiness  such  as  you  can 
scarcely  now  believe.  Are  you  down  on  the  com- 
mercial register  as  a" kicker?"  Wipe  the  blot  from 
your  escutcheon  by  giving  honor  to  whom  honor 
is  due.  custom  to  whom  custom  and  tribute  to 
whom  tribute. 

*    *  * 

Deck  a  pig  in  satin  and  he  will  run  his  nose  into 
the  first  swill  trough  he  sees;  put  an  ass  into  the 

finest  trappings  money  will  pur- 
IT  WILL  chase  and  he  will  wag  his  ears 

COME  OUT        and  bray  when  he  smells  the 

corn  crib.  Money  may  buy  good 
clothes,  and  good  clothes  may  afford  an  entree  into 
decent  society,  but  the  human  porker  in  a  dress  suit 
is  no  different  from  his  brother  in  bristles,  he  will 
grunt  when  you  touch  him  at  the  right  spot.  You 
may  wash,  regenerate  and  sanctify  a  mean  skunk 
until  you  can  hardly  tell  him  from  a  consistent 
Christian,  but  when  the  chance  comes  for  him  to 
air  his  true  nature  you  will  find  him  all  there.  He 
may  sing 

"Were  the  whole  realm  of  nature  mine, 
That  were  a  present  far  too  small," 
but  you  just  watch  him  when  thex-ollection  is  taken  up 
and  you  will  sec  him  drop  his  five-cent  piece  on  the 
plate  with  an  expression  of  sad  resignation  on  his 
face  that  suggests  the  other  hymn, 

"When  we  asunder  part 
It  gives  us  inward  pain." 

The  gospel  should  not  be  judged  by  some  of  its 
uppo  ed  products.  The  largest,  broadest,  biggest 
man  that  ever  trod  this  earth  was  Jesus  of  Nazareth, 
and  he  had  the  meanest  skunk  of  a  disciple  that  ever 
polluted  the  pure  atmosphere  of  godliness.  There 


was  only  one  amongst  twelve,  and,  thank  God,  the 
proportion  is  not  any  larger  to-day,  but  that  one 
was  enough  to  break  the  heart  of  the  Son  of  Man. 
Nothing  under  heaven  so  retards  the  growth  of  the 
Kingdom  of  Righteousness  as  the  mosquito-souled, 
bilious-livered,  sneak-thief  Iscariots  that  seek  the 
uppermost  seats  in  the  synagogues  and  the  chief 
seats  at  the  gospel  feast.  Meanness  is  the  toughest 
proposition  with  which  God  Almighty  has  to  deal. 
He  could  make  a  thousand  worlds  while  he  is  trying 
to  work  meanness  out  of  the  hide  of  a  sanctimonious 
hypocrite  that  rolls  his  eyes  and  sniffles  while  he 
contemplates  a  steal  on  his  brother. 

The  man  you  have  most  to  fear  is  yourself.  We 
might  all  devoutly  pray  for  deliverance  from  our- 
selves. There  is  a  man  living  in 
LOOK  OUT  your  house  who  is  lazy,  thought- 
less, breachy,  tricky,  and  gener- 
ally crooked,  whom  it  will  take  all  your  time  to 
watch.  You  may  try  to  make  yourself  believe 
that  these  traits  are  not  present,  but  just  give  your- 
self half  a  chance  and  see  if  you  will  not  develop 
a  crop  that  will  put  to  shame  a  ten  acre  field  of 
Canada  thistles.  "The  heart  of  man  is  deceitful 
above  all  things  and  desperately  wicked,  who  can 
know  it."  "He  that  trusteth  in  his  own  heart  is 
a  fool."  It  is  so  whether  you  think  it  or  not.  You 
may  imagine  you  are  not  lazy,  but  just  indulge 
yourself  in  the  luxury  of  warming  a  seat  for  a  little 
and  you  will  soon  find  out  what  a  hold  the  chair  will 
take  on  your  anatomy.  You  may  grow  indignant 
at  the  thought  that  you  should  swerve  from  the 
straight  line,  but  before  the  month  is  out,  the  old 
fellow  will  have  you  trying  to  argue  light  into  a 
proposition  from  the  pit.  Keep  your  eye  on  the 
"old  man."    Keep  him  where  he  belongs. 


How 
"roasted. 

GORED 
OXEN 


some  people  do  enjoy  seeing  others 
'  Hardly  a  month  passes  that  we  are  not 
i  asked  if  a  certain  shot  was  not 
sntended  for  some  particular  per- 
qon,  and  sometimes  we  are  re- 
ruested  to  rub  salt  in  the  wound 
by  forwarding  a  maeked  copy  to  a  particular  address. 
We  have  known  m  n  go  into  ecstacies  over  a  home 
thrust  that  they  thought  reached  a  neighbour,  who 
are  far  from  pleased  when  the  bullet  finds  its  billet 
in  their  particular  locality.  We  were  told  recently 
by  a  retailer  who  took  umbrage  at  one  of  our  shots 
that  we  had  been  "loaded  up"  by  a  wholesale 
house  on  his  failings,  and  he  wished  his  paper 
stopped.  This  man  is  one  of  the  greatest  kickers 
and  most  merciless  critics  of  other  people  to  be 
found  in  the  whole  province.  Just  as  soon  as  his 
ox  was  gored  there  was  blood  on  the  moon.  He  has 
dropped  The  Journal,  but  it  is  safe  to  say  that 
he  will  not  be  able  to  sleep  until  he  knows  what  his 
neighbours  are  getting 
in  this  column  as  well 
as  himself.  Such  is 
life;  the  man  with  the 
thinnest  skin  is  usually 
the  fellow  with  the 
thickest  head. 
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A  LARRIGAN  WINDOW 

This  is  the  season  when  an  unique  and  attractive  window 
can  be  arranged  that  will  sell  larrigans  and  hunting  boots. 
It  will  also  furnish  a  pleasing  change  from  the  ordinary 
window  display  that  must  be  put  in  from  time  to  time. 

The  illustration  will  give  you  a  very  good  idea  of  how 
the  window  can  be  made,  but  a  few  suggestions  may  not  be 


A  nice  arrangement  fcr  a  hunting  window.    From  the  Shce  Retailer. 


out  of  place.  The  hunting  hut  may  be  made  of  bark  nailed 
on  to  a  frame  work  and  an  old  door  and  window  may  be 
obtainable  to  use.  A  board  for  the  cornice  and  a  round 
stick  cut  in  two  for  the  two  cross  pieces.  The  trees  are  the 
real  thing  and  may  be  stuck  into  large  pails  filled  with  gravel 
and  may  have  crosspieces  made  and  nailed  on  to  the 
bottoms,  in  which  case  they  will  requne  to  be  braced  to 
prevent  them  from  falling  over.  The  branches  should  be 
cut  away  close  to  the  trunk  on  one  side  so  they  can  set  close 
to  back  of  window.  If  you  do  not  happen  to  have  grass 
mats,  a  sod  or  gravel  bottom  may  be  put  into  the  window 
and  leaves  scattered  over  it  to  give  it  a  woods  effect. 

In  the  window  illustrated  a  deer  is  used,  which  is  a  figure 
of  paper  mache,  or  some  other  material.  A  full-sized  deer 
will  be  difficult  to  obtain  in  the  average  small  town,  but  there 
is  always  the  possibility  of  obtaining  a  stuffed  head  of  a  deer 


in  almost  every  place.  These  heads  are  usually  mounted 
upon  boards  in  the  shape  of  a  shield.  The  head  can  be  laid 
in  the  bottom  of  the  window  protruding  from  the  evergreen 
shrubbery  and  the  branches  can  hide  the  mounting  board  or 
shield.  This  will  give  the  effect  of  the  deer  having  fallen  in 
the  position  in  which  you  lay  the  head. 

The  figure  of  the  man  may  be  borrowed  from  your  cloth- 
ing merchant  friend  and  dressed  in  a  hunting  costume.  In 
the  event  of  not  being  able  to  obtain  a  figure  you  can  •'stuff" 
a  hunting  suit,  and  by  turning  the  back  well  to  the  front  of 
the  window  the  face  will  not  show  and  with  a  cap  well  down 
over  the  ears  the  effect  will  be  realistic. 

Do  not  put  many  pairs  of  shoes  or  larrigans  in  the 
window.  One  of  each  type  with  the  price  will  serve 
nicely. 

If  your  window  is  too  small  to  admit  of  a  trim  as  de- 
scribed above  you  may  adapt  it  to  a  small  window  by  using 
smaller  trees  and  carrying  out  the  idea  with  smaller 
figures. 

A  very  attractive  feature  may  be  used  if  you  have  a 
closed  window  by  putting  a  couple  of  live  rabbits  in  and 
having  shrubbery  for  them  to  go  into.  A  gitn  or  two  in  this 
window 'will  suggest  hunting  and  a  few  larrigans  and  hunting 
boots  will  complete  the  display,  except  for  a  window  card 
calling  attention  to  the  fact  that  larrigans  are  in  keeping 
with  the  hunting  season. 


BUY  VICTORY  BONDS 

'Mr.  W.  C.  Turner,  a  shoe  traveller,  of  Charlottetown, 
P.E.I.,  sent  us  the  following  verse  before  the  Kaiser  skipped 
out,  which  shows  Mr.  Turner  is  a  pretty  good  prophet. 

A  Victory  Bond!    A  Victory  Bond! 

It  makes  the  Kaiser  fly. 
He  can't  get  over  a  Victory  Bond, 

No  matter  how  he'll  try. 
So  buy  a  Victory  Bond  to-day, 

And  help  defeat  the  Hun; 
It's  worth  the  price  of  a  Victory  Bond 

To  see  the  Kaiser  run. 
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Origin  of 
the  Word 
"Larrigan" 

The  Word  Was  Born  in  a  Maine 
Lumber  Camp  and  Has  Lived  and 
Thrived  Ever  Since 

LIKE  many  other  words  that  owe  their  creation 
and  existence  to  circumstances  or  conditions 
the  word  larrigan  owes  its  birth  to  a  circum- 
stance or  occurrence  in  a  Maine  wood.  The  cir- 
cumstances which  cause  the  creation  of  words  are 
of  the  most  ordinary  character  or  every  day  occur- 
rence, but  when  once  a  word  has  been  created  it  is 
very  liable  to  stick. 

Larrigans  are  of  quite  modern  introduction, 
possibly  within  thirty  or  thirty-five  years.  The  old 
Indian  moccasin  was  for  years  used  by  the  Indians 
and  lumber  men.  As  they  were  of  soft  leather  they 
were  only  suitable  for  frosty  weather.  The  necessity 
for  a  waterproof  leather  resulted  in  much  experiment- 
ing before  the  present  very  efficient  oil-tan  leather 
became  a_  fact.  Possibly  the  first  approach  to  a 
waterproof  product  was  called  "beef  skin"  leather, 
which  was  simply  a  cowhide  tanned  about  one-third 
through  on  each  side  and  the  centre  left  raw.  When 
soaked  it  was  very  pliable  to  work  but  became  very 
hard  when  dry.  This  was  used  for  a  time  in  the 
making  of  what  was  called  beef  skin  larrigans. 

Then  came  an  idea,  possibly  originated  by  Beal 
Bros.,  and  worked  out  at  their  Uxbridge  tannery, 
in  which  hides  were  tanned  with  the  hair  on  and 
made  into  larrigans,  with  the  hair  on  the  inner  side. 
This  had  a  double  purpose,  one  being  warmth  and 
the  other  to  save  the  use  of  a  pair  of  heavy  socks 
that  were  used  with  this  type  of  footwear.  Thou- 
sands of  pairs  were  made  but  they  did  not  live  up 
to  the  expectations  of  the  originators  of  the  idea. 
It  was  not  always  possible  to  cut  them  so  the  hair 
would  lie  in  one  direction  so  if  the  foot  was  put  in 
against  the  hair  it  was  not  comfortable.  Or  should 
the  hair  lie  all  right  for  the  insertion  of  the  foot 
it  would  cause  trouble  when  it  was  extricated.  So 
this  process  fell  into  disfavor  and  was  abandoned. 

When  the  oil-tan  process  got  beyond  the  experi- 
mental stage  it  immediately  became  a  fixture,  a 
standard,  with  the  result  that  millions  of  pairs  of 
larrigans  have  been  made  of  this  material,  which  is 
now  recognized  as  the  one  and  only  leather  for 
these  goods.  Their  tremendous  popularity  has  re- 
sulted in  most  extensive  businesses  being  built  up 
in  the  Maritime  Provinces,  Quebec,  Ontario  and 
British  Columbia,  in  which  these  lines  are  made 
exclusively. 

Some  idea  of  the  extent  to  which  the  popularity 
and  excellence  of  the  oil-tanned  larrigan  has  attained 
may  be  gained  from  the  fact  that  they  have  been 
specified  by  the  United  States  Government  for  their 
expeditionary  forces  into  Siberia.    It  is  claimed  that 


their  construction  permits  of  their  being  made  more 
waterproof  than  the  regular  trench  boots. 
The  Origin  of  the  Name 

The  way  the  name  "larrigan"  came  into  exist- 
ence is  certainly  interesting  and  the  circumstance 
so  ordinary  that  the  interest  is  greatly  heightened. 
It  is  scarcely  more  than  should  be  expected  that  the 
word  should  have  been  born  in  a  lumber  camp. 
It  was  back  when  the  larrigan  was  just  coming  into 
vise  and  was  beginning  to  supplant  the  moccasin. 
A  young  Irishman  went  down  from  New  Brunswick 
into  the  Maine  woods  to  work  in  one  of  the  extensive 
lumber  camps  for  which  that  State  has  long  been 
noted.  His  first  name  was  Lawrence,  for  which 
Larry  is  the  nickname  usually  given  wherever  there 
may  be  any  Irishmen  associated  with  it.  He  was 
very  popular  in  the  camp,  witty  and  full  of  fun.  He 
brought  with  him  a  pair  of  these  oil-tanned  moccasins 
and  was  the  sole  possessor  of  this  type  of  lumber 
shoe  in  the  camp,  and  the  rest  of  the  boys  were 
quite  envious  of  his  possession.  One  morning  in 
the  sleeping  bunk  to  which  Larry  was  assigned  one 
of  the  boys  in  the  early  hours'  darkness  was  unable 
to  find  one  of  his  moccasins  while  dressing.  The 
matter,  as  was  usual  in  such  a  case,  was  taken 
good  naturedly  by  all  the  boys.  Finally  one  of  the 
gang  got  hold  of  a  moccasin,  which  proved  to  be  one 
of  Larry's,  and  threw  it  to  him  with  the  remark, 
"here's  a  moccasin." 

The  fellow  took  it  and  instantly  discovered  it  was 
not  his  and  that  it  belonged  to  Larry.  He  threw 
it  back  with  the  jocular  remark,  "That's  not  a 
moccasin,  that's  a  Larrysin." 

The  joke  took  and  from  that  time  on  Larry's 
moccasins  were  called  Larrysins  to  distinguish 
them  from  the  others,  and  it  was  only  a  short  time 
till  the  name,  possibly  for  euphony's  sake,  or  it 
maybe  because  of  the  Irish  name  Larrigan,  the  word 
was  changed  to  Larrigan  and  has  remained  so  ever 
since.  So  we  must  thank  the  men  of  that  lumber 
camp  down  in  the  State  of  Maine  for  christening 
this  splendid  piece  of  footwear  with  the  name  that 
bids  fair  to  be  a  classic. 

A  GOOD  MOTTO 
One  of  the  largest  and  most  successful  shoe 
buyers  in  the  United  States  has  the  following 
motto  framed  on  his  desk.    He  says  he  owes  most 
of  his  success  to  its  influence  upon  his  life: 

"Let  me  be  a  little  kinder,  let  me  be  a  little 
blinder, 

To  the  faults  of  those  about  me;  let  me  praise 

a  little  more, 
Let  me  be,  when  I  am  weary,  just  a  little  bit 

more  cheery; 
Let  me  serve  a  little  better  those  that  I  am 

striving  for, 

Let  me  be  a  little  braver,  when  temptation  bids 
me  waver; 

Let  me  strive  a  little  harder  to  be  all  that  I 
should  be. 

Let  me  be  a  little  meeker  with  the  brother 

that  is  weaker; 
Let  me  think  more  of  my  neighbor  and  a  little 

less  of  me." 
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Do  Your 
Part 


Carry  Your  Load — Show  Faith  in 
the  Country — Keep  Faith  With  Your 
Creditors  —  Have  Faith  in  Your 
Customers 

THEY  say  that  three-fourths  of  the  cases  in 
the  recent  epidemic  were  the  result  of  fright. 
It  is  at  least  admitted  by  medical  men  that 
mental  attitude  has  much  to  do  with  disease. 

That  business  depression  and  disaster  are  brought 
about  by  fear  has  been  amply  demonstrated.  All 
that  is  needed  to  produce  financial  panic  is  what  is 
commonly  called  "cold  feet,"  and  these  symptoms 
ought  to  be  carefully  watched  just  now  in  Canada. 
That  a  decline  of  prices  in  certain  lines  will  come 
is  to  be  taken  for  granted,  but  the  speed  with  which 
it  will  come  and  its  extent  and  seriousness  depend 
largely  upon  the  action  of  merchants  themselves. 
The  latter  should  remember  that  they  have  enjoyed 
two  or  three  years  of  unusual  prosperity  and  profit 
and  that  the  goods  at  present  in  stock  have  been 
bought  at  gradually  advancing  prices,  so  that 
some  of  these  can  well  be  sold  at  a  reduction  if 
necessary. 

But  just  now  merchants  should  endeavor  to 
avoid  such  action  as  will  create  the  impression  that 
the  bottom  has  dropped  out  of  values.  Already  a 
good  deal  of  damage  has  been  and  is  being  done  by 
the  announcement  of  "Peace  Sales,"  and  the  like, 
which  create  an  impression  that  prices  hitherto  have 
been  exorbitant  and  must  come  down. 

But  the  worst  result  of  this  epidemic  of  cold  feet 
is  the  di  position  to  cast  the  burden  on  the  other 
fellow.  Already  there  are  reports  of  cancellations 
and  returns  that  show  a  strange  conception  of  busi- 
ness probity,  not  to  speak  of  ordinary  courage.  A 
little  less  than  two  years  ago,  when  leather  prices 
were  going  up  over  night,  some  of  those  who  seem 
ready  to  repudiate  their  contracts  to-day  sought 
to  force  manufacturers  to  fill  repeat  orders  at  old 
prices.  Every  honest  man  worth  the  name  ought  to 
stand  by  the  risks  he  takes  in  business. 

Manufacturers  and  wholesalers  have  to  meet  the 
same  changes  in  prospects  and  conditions  and  are 
in  much  the  same  dilemma  as  the  dealer.  They  have 
to  contend  with  the  continued  high  cost  of  their 
materials  and  labor,  and  if  they  are  to  have  goods 
thrown  back  upon  them  and  orders  for  future  deliv- 
ery repudiated  it  will  not  take  long  to  bring  about  a 
state  of  chaos  that  will  react  upon  distributor  as 
well  as  manufacturer. 

As  things  stand  the  policy  of  both  dealer  and 
wholesaler  should  be  to  look  upon  the  whole  situ- 


ation in  the  broadest  possible  way.  Keep  your  head.. 
The  man  who  refuses  to  look  beyond  his  nose  and 
who  insists  upon  what  he  regards  as  his  own  immedi- 
ate interests  is  going  to  pull  the  house  down  over 
his  ears. 

From  the  present  outlook  there  is  going  to  be 
plenty  of  business  for  everybody  for  the  next  four 
or  five  months,  which  are  bound  to  be  more  or  less 
critical.  At  the  end  of  that  period  the  country  will 
have  a  fairly  satisfactory  idea  of  where  things  are 
and  will  be  ready  to  go  on  with  "business  as 
usual." 


WATCH  THE  FAKE  SALE 

The  shoe  merchants  of  Ottawa  have  determined 
to  make  operative  the  law  against  false  advertising 
and  their  example  should  be  followed  by  those  of 
other  localities,  particularly  at  a  time  when  the  most 
is  likely  to  be  made  of  the  feeling  that  shoe  prices 
haye  been  abnormal.  The  opportunity  of  the  fakir 
should  be  cut  as  short  as  possible  in  the  interest  of 
the  public  as  well  as  the  business  community. 

The  action  was  commenced  by  the  Ottawa  Retail 
Merchants'  Association  against  a  concern  that 
owns  and  operates  several  stores  of  the  kind,  it 
seems,  throughout  the  country. 

The  advertisement  complained  of  read:  "By  a 
master  stroke  on  the  part  of  our  buyer  in  purchas- 
ing entire  output  of  four  of  the  largest  boot  manu- 
facturers, we  are  able  to  save  you  50  per  cent." — 
"Men,  attention,  boots  never  sold  in  Ottawa  at  this 
price  before,  strong  calfskin  boots  for  $2.50." 

Evidence  was  produced  to  show  that  the  concern 
had  purchased  job  lots  of  shoes  from  several  eastern 
manufacturers,  amounting  to  thirty  or  forty 
thousand  dollars.  When  asked  whether  he  thought 
that  representing  this  amount  as  the  entire  product 
of  four  of  the  largest  shoe  factories  in  Canada  as  a 
fair  statement,  the  head  of  the  concern  said  he 
thought  it  was.  He  thought  the  "output"  was 
what  the  concern  had  to  sell. 

A  witness  was  produced  who  showed  that  he 
had  purchased  as  a  calf  boot  for  $2.95,  and  valued 
at  $5.90,  an  ordinary  kip  and  split  boot  that  cost 
the  dealer  about  $2.15. 

Summing  up  the  case  for  the  prosecution  Mr. 
Code  stated  that  the  only  object  which  the  Retail 
Merchants'  Association  had  in  view  when  they  laid 
the  charge  was  the  safeguarding  of  the  public  from 
misleading  advertisements. 

He  maintained  that  in  this  case  there  was  a  false 
advertisement  which  tended  to  promote  the  sale 
of  goods,  and  that  it  was  knowingly  inserted. 

They  were  fined  $50.00. 


In  the  last  analysis  the  war  must  be  paid  for  by 
labor.  Let  us  do  nothing  directly  or  indirectly  to 
prevent  wage  workers  obtaining  full  remuneration 
for  their  hire.  To  stop  our  factories  just  now  will 
mean  immediate  stagnation  of  business  and  serious 
interference  with  the  country's  ability  to  pay 
its  debts. 
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Another  View  of 
Turn  Soled  Shoes 

The  Recent  Contribution  of  a  "Shoe  and 
Leather"  Subscriber,  on  Turned  Shoes  and 
the  Difficulty  of  Repairing  Them,  has  Stirred 
up  Considerable  Interest — We  present 
Here  an  Article  Taken  From  "American 
Shoemaking,"  that  Gives  Another  View  of 
the  Subject 

THE  turn  shoe  is  the  most  flexible,  most  comfortable 
and  lightest  in  weight  of  all  shoes  There  are  several 
advantages  worth  quoting  and  the  writer,  who  has 
worked  at  turn  shoemaking  for  many  years  and  who  once 
manufactured  turn  shoes,  does  not  hesitate  to  say  that  it  is 
the  best  shoe  for  women  when  properly  made.  The  turn 
has  only  one  sole  and  is  therefore  an  economical  shoe,  and 
when  that  sole  is  of  reasonable  quality,  which  does  not  mean 
that  it  must  be  a  heavy  sole,  the  results  are  most  appreciable. 
A  single  sole  of  a  given  tb'ckness  will  wear  longer  than  two 
soles  of  the  same  thicknt  s,  and  that  is  a  well-known  fact 
by  manufacturers  of  turn  shoes.  Turn  shoes  call  for  the 
best  linen  thread  and  the  best  wax  available,  and  when  a 
substantial  filler  is  used  it  may  properly  compete  with  welt 
shoes  as  to  wearing  qualities,  but  is  not  so  waterproof, 
of  course,  as  a  welt  shoe. 

Flexibility  Wanted 

It  is  well  known  that  women  to-day  desire  flexible  and 
light  weight  shoes,  and  in  order  to  compete  on  those  points 
some  welt  shoe  manufacturers  go  to  the  extreme  of  slashing 
the  insole  and  of  combining  paper  lifts  in  heels  of  welt  shoes. 
The  turn  shoe  requires  but  a  few  operations  as  compared 
to  welt  shoes  and  because  of  its  simple  bottom  construction 
it  can,  therefore,  be  sold  at  a  much  lower  figure  than  other 
kinds  of  shoes.  It  is  usually  made  in  low  cut  styles,  and 
there  again  much  economy  in  upper  stock  is  thereby  brought 
about.  In  these  days  of  stress  the  low  shoe  should  be  given 
the  preference. 

Easily  Repaired 

The  turn  shoe  can  be  easily  repaired,  same  as  a  welt, 
provided  the  wearer  does  not  wait  too  long.  As  a  matter 
of  fact,  the  writer  has  seen  turn  shoes  made  with  an  outsole 
attached  to  the  edge  of  the  regular  turn  sole  in  exactly  the 
same  way  as  the  outsole  is  attached  to  the  welt  strip  of  a 
regular  welt  shoe. 

A  Bad  Feature 

There  is  a  bad  feature  complained  of  by  wearers  of 
turn  shoes  and  the  writer  does  not  believe  that  it  ever  has 
been  brought  up  to  the  turn  shoe  manufacturers'  attention 
before,  and  that  is  the  moist  nature  of  the  inside  bottom  of 
the  turn  after  it  has  been  worn  a  short  while.  It  is  believed 
that  the  paste  put  in  with  the  filler  contributes  to  a  large 
extent  towards  this  objectionable  feature,  and  it  is  suggested 
that  as  little  paste  as  possible  be  applied,  and  not  only  for 
this  reason,  but  also  for  another  serious  reason,  as  this  paste 
is  bound  to  be  forced  out  on  the  surface  of  the  sole  through 
the  tack  perforations  incident  to  the  tacking  on  of  the  sole 
to  the  last.  This  paste  on  the  bottom  renders  the  bottom 
sanding  operation  defective,  inasmuch  that  the  sole  glosses 
up  under  the  action  of  the  sanding  roll  and  cannot  be  sanded 
and  finished  properly. 

The  turn  shoe  is  now  provided  with  a  riveted  shank, 
3ild  the  old  complaint  of  the  shank  breaking  down  is  now  a 


thing  of  the  past.  In  the  writer's  opinion  the  best  shank 
piece  to  use  in  a  tur.i  shoe  is  the  kind  that  extends  over  the 
heel  seat  of  the  shoe,  so  that  the  weight  of  the  wearer  con- 
tributes in  upholding  the  shank  properly.  It  should  be 
made  an  integral  part  of  the  sole  by  means  of  rivets  or  simply 
by  large  tacks,  resembling  carpet  tacks,  the  points  of  which 
are  riveted  at  the  outward  surface  of  the  sole  and  being  of 
proper  length  cannot  be  discerned  once  the  bottom  is  finished. 
When  this  kind  of  shank  piece  is  used  only  a  short  filler  is 
needed  for  the  forepart  of  the  shoe  and  greater  flexibility  of 
the  shoe  bottom  results  from  the  use  of  two  independent 
parts,  leaving  a  hinge-like  effect  at  the  ball  line  where  the 
end  of  the  shank  piece  and  the  end  of  the  filler  both  meet. 

Nothing  will  render  the  bottom  of  a  turn  shoe  more 
rigid  than  the  leather  board  filler  commonly  used  in  cheap 
makes  of  turn  shoes.  True  enough  that  such  a  filler  is 
first  broken  at  several  points  before  insertion,  but  even  then 
the  bottom  of  the  shoe  is  bound  to  be  rigid.  '  The  filler 
should  be  chosen  with  care,  as  it  is,  so  to  speak,  the  insole 
of  the  turn  shoe. 


VALERIE  IN  "SATURDAY  NIGHT" 

Among  other  things  Valerie  says  about  shoes,  in  an 
article  in  Toronto  Saturday  Night,  is  the  following: 

"It  is  easier  to  fall  into  a  fashion  than  to  be  a  reformer 
and  follow  the  line  of  greater  resistance,  and  that  is  probably 
the  reason  so  many  people  simply  accept  the  style  that  is 
suggested  by  the  clerk  from  whom  they  buy  their  shoes 
without  questioning  whether  it  is  the  best  shoe  they  could 
adopt  or  the  worst.  Only  a  few  manufacturers  are  friends 
of  humanity;  most  of  them  seem  to  think  that  their  duty  is 
more  to  produce  something  that  is  novel  than  something 
that  is  sensible.  Lord  Palmerston  once  made  a  sweeping 
charge  against  them;  he  said:  "Shoemakers  should  be  all 
treated  like  pirates.  Put  to  death  without  trial  or  mercy, 
as  they  had  inflicted  more  suffering  on  mankind  than  any 
other  class  he  knew."  That,  however,  would  be  a  little 
drastic,  and  besides,  we  are  largely  to  blame  ourselves;  if 
we  refused  to  buy  freak  shoes  there  would  soon  be  a  revolu- 
tion in  the  shoe  business  and  we  would  find  plenty  of  sane 
shoes  to  choose  from.  It's  all  a  matter  of  our  having  the 
strength  of  mind  to  prefer  plain  ice  cream  to  a  peach  split!" 

A  BULLETIN  BOARD 

There  is  no  store  or  factory  too  small  for  a  house  bulletin 
board.  Nearly  all  factories  have  these,  but  there  is  no  reason 
why  retail  stores  should  not  make  use  of  them.  On  these 
boards  can  be  posted  all  manner  of  notices  for  the  employees, 
which  frequently  can  be  given  better  than  verbally. 

Suggestions  and  clippings  from  papers,  magazines,  trade 
papers  and  other  sources  that  may  be  of  interest  and  benefit 
to  the  employees  may  also  be  posted  there  and  seeds  of  bet- 
terment be  sown  that  may  produce  excellent  results.  Put  up 
a  bulletin  board. 

ENJOYABLE  MOTOR  TRIP 

Mr.  Collis,  of  the  Collis  Leather  Co.,  Aurora,  has  very 
pleasant  recollections  of  a  recent  motor  trip  to  Quebec  and 
return.  The  route  chosen  was  by  Brockville,  Prescott,  then 
across  the  St.  Lawrence,  by  ferry,  to  Ogdensburg;  from 
there  to  Mai  one,  N.Y.,andupto  Rouse's  Point;  thence  by 
the  King's  Highway  to  Montreal.  The  trip  from  Montreal 
to  Quebec,  192  miles,  was  made  in  the  splendid  time  of  lyi. 
hours. 

The  return  was  made  over  the  same  route,  with  a  very 
enjoyable  stop-over  at  the  Provincial  Hotel  at  Gananoque. 
Mr.  Kennedy  accompanied  Mr.  Collis  to  Toronto. 

No  untoward  incident  marred  the  entire  journey  and 
visit,  which  consumed,  in  all,  ten  days,  the  actual  time  on 
the  road  being  less  than  five  days. 
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Selling 

for  Christmas 

Keep  Emphasizing  the  Need  of  Early  Shop- 
ping for  Christmas — Save  Time,  Work  and 
Worry  by  Making  Christmas  Sales  Early 

WHETHER  peace  is  signed  to-day  or  three  months 
from  to-day,  there  is  just  that  same  need  of  per- 
sistent sticking  to  business  as  heretofore,  with  no 
relaxing  of  the  war-time  measures  and  methods  of  conducting 
it  in  order  that  there  may  be  a  general  conservation  of  time, 
labor,  money  and  materials.  For  several  issues  of  the 
Shoe  and  Leather  Journal  we  have  been  urging  the  early 
purchasing  of  Christmas  gifts.  It  will  greatly  assist  every- 
body concerned  if  the  retail  shoe  merchants  will  do  all  in 
their  power  to  encourage  buying  of  presents  at  the  very 
earliest  moment. 

There  is  possibly  no  better  way  to  bring  this  to  the  pub- 
lic mind  than  by  placing  a  card  in  your  window  calling 
attention  to  the  number  of  days  till  Christmas.  The  card 
should  read,  "Only  30  more  shopping  days  till  Christmas — 
Have  you  purchased  your  gifts  yet?  Do  it  now."  Or, 
"Only  30  more  shopping  days  till  Christmas.  Shoes  make 
admirable  gifts.  Buy  now  and  we  will  lay  them  away  for 
you."  Then  each  morning  lesson  the  number  of  days  by 
one  on  the  card. 

Despite  the  fact  that  the  war  is  practically  over  there 
will  still  be  a  necessity  for  retrenchment  and  conservation 
for  some  time  to  come.  The  matter  of  practising  economy  in 
the  purchasing  of  Christmas  gifts  is  being  advocated  exten- 
sively by  those  who  know  the  true  economic  condition 
of  the  country.  It  is  a  well-known  fact  that  in  normal  times 
much  money  is  literally  squandered  on  frivolous  things  and 
articles  that  are  practically  useless.  This  year,  more  than 
ever,  it  is  urged  that  useful  gifts  be  purchased,  and  surely 
shoes  may  be  classed  in  the  category  of  useful  gifts  more 
than  anything  else,  because  their  prices  bring  them  within 
the  reach  of  almost  every  purse. 

As  the  Christmas  season  advances  it  will  afford  you  a 
splendid  opportunity  to  close  out  your  novelty  lines,  fancy 
pumps  and  slippers.   These  should  be  displayed  prominently 


in  windows  and  cases  and  neat  cards  used  to  suggest  that  they 
will  make  very  acceptable  gifts  for  Christmas,  and  as  men- 
tioned above  be  sure  to  emphasize  the  fact  that  you  will  lay 
the  purchase  aside  to  be  called  for  just  before  Christmas. 

Use  your  newspaper  space  to  emphasize  the  advantage 
and  advisability  of  purchasing  shoes  for  Christmas  presents 
and  advertise  something  new  every  issue  of  the  paper. 
Be  sure  not  to  allow  one  ad  to  appear  a  second  time.  Have 
something  new  each  issue.  If  you  advertise  any  one  line  a 
second  time  you  can  change  its  description  and  position  in 
the  ad  to  give  it  a  new  aspect.  And  in  every  newspaper  ad 
call  attention  to  the  number  of  shopping  days  till  Christmas 
as  it  is  a  most  forceful  way  of  suggesting  early  purchasing. 

Of  course  the  staple  lines  may  be  suggested  for  Christ- 
mas too,  for  there  are  many  people  whose  purse  almost  de- 
mands that  nothing  outside  the  necessary  can  be  indulged 


Peter  and  W.  V.  in  their  new  flivver.    How'd  you  like  'em? 

in,  and  as  shoes  are  always  needed  and  always  useful  they 
will  make  acceptable  gifts,  and  especially  is  this  true  for 
children's  wear.   

MUST  BE  NO  SLOWING  DOWN 

"Only  a  reasonable  reserve  has  been  accumulated.  The 
opinion  of  the  men  who  know  most  and  who  are  responsible 
is  that  there  should  be  no  slowing  down  of  the  efforts  to 
save  and  to  produce." — Dr.  James  W.  Robertson,  a  special 
representative  of  the  Department  of  Agriculture  and  Canada 
Food  Board  on  a  mission  to  the  Allied  countries  of  Europe. 
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MAJ.  KENNETH  MARLATT  OF  THE  CANADIAN  ARMY 

The  noon-day  speaker  at  the  Boston  Shoe  Trades  Club 
recently  was  Major  Kenneth  Dean  Marlatt,  who  is  now  leaving 
Boston  after  finishing  up  a  successful  recruiting  mission  for 
the  British  and  Canadian  armies.  Major  Marlatt  was  born 
in  OakviMe.  Ont.,  November  20,  1888.  He  is,  by  occupation, 
a  leather  manufacturer,  being  a  member  of  Marlatt  & 
Armstrong  Co.,  Oakville,  Ont.,  and  an  official  of  the  Mag- 
netawan  Tanning  &  Electric  Co.,  Limited,  of  Burke's  Falls, 
Ont.  Prior  to  the  war  he  was  serving  as  lieutenant  in  the 
Ninth  Mississauga  Horse  Canadian  Militia.  At  the  outbreak 
of  war,  as  lieutenant,  he  joined  the  Fourth  Canadian  Mounted 
Rifles  and  sailed  for  England.  From  England  he  went  to 
France  and  took  an  active  part  in  the  battles  along  the 
Somme  Front  and  at  Arras.  Returning  to  Canada,  with  the 
rank'of  captain,  on  three  months'  leave  in  March,  1917,  he 
was  attached  to  the  British  and  Canadian  Recruiting  Mission, 
under  Colonel  Dennis,  in  June  of  that  year,  and  in  October 
was  placed  in  charge  of  the  Boston  depot  of  the  mission. 

In  his  talk  Major  Marlatt  made  it  very  clear  that  before 


one  thinks  of  peace  or  talks  peace,  or  countenances  peace 
that  he  should  keep  constantly  in  mind  the  things  that  have 
gone  on  before;  should  remember  that  Germany  was  intent 
upon  world  domination  in  all  that  it  implies  to  social,  political 
and  business  interests. — Boot  and  Shoe  Reporter. 


BEARDMORE  HONOR  FLAGS 

The  factories  of  Messrs.  Beardmore  &  Co.,  and  the 
Acton  Tanning  Company,  at  Acton,  Ont.,  won  honor  flags 
the  first  day  and  these  are  now  proudly  flying  before  the 
offices  of  these  institutions.  More  than  75  per  cent,  of  the 
employees  subscribed  for  Victory  Bonds  and  the  aggregate 
amount  reached  over  ten  per  cent,  of  the  annual  pay  roll. 
It  is  interesting  to  note  that  of  these  subscriptions  the  for- 
eigners employed  subscribed  for  between  $3,000  and  $4,000. 


"Christmas  Advertising"  will  be  an  article  of  interest 
in  the  next  issue  cf  Shoe  and  Leather  Journal. 
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Some  Sound 

Advertising 

Advice 

The  Danger  of  Discontinuing  Advertising 
Just  Because  You  May  be  Busy  and  Have 
Plenty  of  Orders 

WHEN  retrenchment  and  conservation  have  been  the 
watchword  almost  since  the  war  began,  it  is  quite 
nice  to  find  a  man  like  Wm.  B.  Colver,  Chairman 
of  the  Federal  Trade  Commission  at  Washington,  urging  the 
importance  of  persistent  advertising  in  war  time.  And  he 
does  not  talk  from  an  ad  solicitor's  point  of  view;  he  talks 
from  the  point  of  sustaining  trade.  All  that  he  says  in  his 
cited  examples  may  be  turned  to  the  advertising  of  shoes. 
If  a  manufacturer  becomes  busy  for  a  season,  his  inclination 
may  be  to  slacken  his  advertising.  Such  a  man  thinks  only 
of  advertising  his  shoes.  If  he  thinks  of  his  good-will  and 
that  this  is  important  it  must  be  kept  up  by  advertising. 
Good-will  is  an  insurance  against  slack  times,  when  orders 
do  not  come  so  fast. 

Extracts  from  Mr.  Colver's  article  follow  and  is  re- 
printed from  the  "Editor-Publisher": 

"Discontinuance  or  even  sharp  curtailment  of  adver- 
tising because  of  temporary  war  conditions  would  seem  to 
imperil  the  most  valuable  asset  that  any  business  has — 
namely,  its  good-will.  No  more  faulty  logic  can  be  found 
than  that  which  would  impel  a  manufacturer  to  cease  build- 
ing for  the  future  by  means  of  advertising  simply  because 
the  output  of  his  factory  is,  for  the  time  being,  restricted; 
or  because  diversion  of  his  facilities  to  war  work  has  operated 
to  withhold  his  goods  from  accustomed  markets.  In  modern 
business  there  can  be  no  sufficient-unto-the-day  policy. 

In  advertising  the  business  man  has  built  up  the  in- 
tangible or  spiritual  side  of  his  business,  if  such  it  may  be 
designated,  as  distinct  from  the  material  side.  It  is  the 
spiritual  side,  as  represented  by  good-will,  that  is  slower  of 
growth  and  that  is  the  more  seriously  jeopardized  by  neglect 
— neglect  which  could  take  no  more  disastrous  form  than  an 
interruption  to  advertising. 

Eor  example,  if  I  have  the  requisite  capital  I  can  build 
alongside  the  plant  of  the  Columbia  Graphaphone  Company, 
a  factory  equal  in  all  respects  to  the  Columbia  manufactory. 
Assume  that  I  can  turn  out  an  instrument  comparable  in 
every  way  to  the  Columbia  product  and  in  equal  numbers. 
Yet  I  am  not  even  a  going  concern.  I  cannot  sell  that  in- 
strument to  the  public- in  profitable  quantities  until  I  build 
up  the  good-will  that  the  Columbia  Company  has  acquired 
by  years  of  advertising. 

Good-will,  in  my  estimation,  is  far  more  valuable  than 
the  physical  property  with  which  it  is  linked.  The  physical 
property  is,  in  a  measure,  useless  without  the  vitalizing 
spark  of  good-will.  The  Procter  &  Gamble  plant  might  be 
completely  destroyed  by  fire,  and  yet  the  havoc  would  not 
extend  to  the  commercial  identity  represented  by  the  game 
•Ivory  Soap.  Far  from  sustaining  loss,  the  good-will  in- 
herent in  the  word  "Ivory"  would,  if  anything,  be  enhanced 
by  reason  of  that  trait  of  human  nature  which  makes  the 
public  the  more  eager  to  obtain  that  which  is  denied  to  it  or 
which  is  obtainable  only  over  difficulty. 

That,  at  times  such  as  the  present,  there  should  be 
some  hesitancy  regarding  advertising  policy  may  be  because 
it  has  never  been  scientifically  determined  what  proportion  oj 
advertising  expense  is  an  operating  charge  and  what  pro- 
portion a  capital  charge.    In.  my  estimation,  only  a  small 


Hon.  W.  B.  Colver,  Chairman,  of  United 
States  Federal  Trade  Commission 


part,  if  any,  of  advertising  expenditure  is  properly  chargeable 
as  a  current  item  of  sales  expense;  but  is,  rather,  when 
translated  into  terms  of  good-will,  a  permanent  investment 
and  hence  a  capital  charge.  Given  this  conviction,  it  must 
appear  quite  as  short-sighted  to  discontinue  advertising 
merely  because  the  war  has  momentarily  interrupted  dis- 
tribution as  it  would  be  deemed  unwise  of  a  manufacturer 
to  junk  a  portion  of  his  factory  equipemnt  because  there  had 
been  interruption  to  its  use. 

The  manufacturer  who  has  converted  his  factory  to 
war  work  and  has  therefore  interrupted  the  production  of 
his  original  line,  does  not  tear  down  and  discard  his  expensive 
machinery  to  save  the  insurance  premiums  or  other  similar 
expenses.  It  would  be  just  as  sensible  for  a  manufacturer, 
whose  commercial  integrity  is  founded  upon  advertising, 
to  abandon  his  advertising  campaign  in  order  to  save  the 
carrying  charge  on  his  greatest  asset — good-will. 

Persistent  Advertising  is  Insurance 

'  There  is  scant  justification,  it  would  seem,  for  the 
misgivings  of  the  advertiser  who  is  prone  to  allow  his  invest- 
ment in  good-will  to  go  by  default  merely  because  he  sus- 
pects that  popular  demand  or  the  conditions  of  distribution 
may  undergo  some  radical  change  after  the  war.  If  a 
business  man  is  basing  his  expectations  upon  an  unworthy 
product  he  might  as  well  abandon  it  once  and  for  all.  For 
the  manufacturer,  however,  who  has  faith  in  his  products 
there  is  every  reason  to  have  faith  in  the  future  and 
every  incentive  to  take  out  insurance  in  the  form  of  per- 
sistent advertising. 

The  form  that  this  war-time  advertising  can  take 
to  best  advantage  is  a  question  for  the  judgment  of  the 
experienced  advertising  men,  who  are  familiar  with  the 
business  interests  whose  good-will  is  to  be  safeguarded. 
The  copy  may  take  the  form  of  good-will  advertising,  so- 
called.  It  may  be  explanatory  of  the  Government  demand, 
which,  as  in  the  case  of  "Bull  Durham,"  curtails  civilian 
supply.  Or  again,  it  might  specifically  aim  at  creation  of 
aftcr-the-war  demand.  If  the  responsibility  were  mine  I 
believe  that  I  would  be  tempted  to  try,  in  the  present  pre- 
dicament, what  might  be  termed  tantalizing  copy — messages 
thai,  would  provoke  the  Damn-the-Kaiser  sentiment  on  the 
part  of  Americans  temporarily  deprived  of  articles  on  which 
they  are,  if  anything,  more  solidly  sold  than  ever  before. 

Dominating   the   minor   considerations   of   ways  an 
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means  is  the  big  idea  that  an  advertiser  is  justified,  in  the 
face  of  suspended  animation,  commercially  speaking,  in 
doing  ever)  thing  within  his  power  to  sustain  his  commercial 
integrity  and  preserve  his  commercial  identity.  Let  the 
corporation  with  such  asset  use  its  surplus,  employ  its  un- 
divided profits,  or  even  borrow  money  to  protect,  by  means  of 
consistent  and  insistent  advertising,  that  invaluable,  in- 
tangible asset — good-will,  which  is  the  one  thing  that  cannot 
be  bought  out  of  hand  after  the  war. 

They  told  me  when  I  was  a  youngster  that  "even  the 
Lord  can't  make  a  two-year-old  calf  in  a  minute."  Big 
advertising  spreads  after  the  war  will  meet  equally  big 
spreads.  Business  will  bid  for  public  attention  and  interest 
on  a  bull  market.  The  purpose  will  be  to  put  a  punch  into 
the  good-will  that  has  gone  flabby.  The  man  who  goes  into 
that  contest  with  a  public  attention  and  interest  which  he 
has  never  allowed  to  relax  will  go  in  with  his  good-will 
trained  to  the  minute.    He  will  win. 


CAPT.  SUTHERLAND 


A  LETTER  FROM  FRANCE 

Capt.  James  T.  Sutherland  sends  us  a  letter  and  takes 
advantage  of  the  Shoe  and  Leather  Journal  to  thank 
his  many  friends  for  courtesies  shown 
him  while  away  in  Europe.    We  are 
w  glad  to  publish  this  letter.  Captain 

J  ^  4^M.  Sutherland  is  well  known  to  the  shoe 

trade.    He  comes  from  a  shoe  family 
that  can  well  be  called  the  "Shoe- 
Sutherlands"  of  Kingston,  Ont.,  for 
they  have  been  in  the  shoe  trade 
in  that  city  for  several  generations. 
He  was  a  great  sport  and  was  pre- 
sident of  the  Ontario  Hockey  Associ- 
ation before  going  overseas.    He  was 
travelling  salesman  for  Scott-Chamberlain  Co.,  London,  before 
the  war  broke  out  and  we  all  look  for  his  speedy  return. 
The  letter  follows: 

Somewhere  in  France, 

„        0  Oct.  17th,  1918. 

Dear  Sir: 

May  I  take  the  opportunity  through  your  Journal  of 
thanking  my  many  friends  in  the  shoe  trade  for  the  kind 
expressions  of  regard  which  I  have  received  from  them,  from 
time  to  time,  during  my  7>]/z  years  absence  on  active  duty. 

The  work  we  have  been  engaged  in  has  been  of  such 
an  exacting  nature  that  very  little  time  has  been  afforded 
one  for  writing  to  all  of  one's  friends  individually.  I  will, 
therefore,  be  most  grateful  if  you  will  say  to  one  and  all 
how  much  we  men  of  the  Canadian  shoe  trade,  temporarily 
absent  from  Canada,  appreciate  the  kindly  sentiment  of  our 
friends  which  has  reached  us  at  various  times 

Now  that  the  clouds  are  breaking  and  peace  appears  to 
be  inclined  to  appear  above  the  dark  horizon  of  the  great 
struggle,  we  are  all  looking  forward  to  the  time  when  we 
can  once  more  greet  our  friends  at  home  and  offer  our  thanks 
personally. 

With  kindest  regards  to  all,  I  remain.  Sir, 
Sincerely  yours, 

jAMEis  T.  Sutherland,  Capt. 
Inspector,  Quarter  Master  Gen's.  Dept., 
Overseas  Military  Forces  of  Canada. 

A  GOOD  VICTORY  LOAN  RECORD 

The  Dunlop  Rubber  Company  were  one  of  the  first  to 
announce  a  subscription  to  the  Victory  Loan.  The  directors 
decided,  after  a  brief  discussion,  to  subscribe  for  one  million 
dollars*  worth  of  the  bonds.  This  subscription  did  not  repre- 
sent conversion  of  previous  loans,  nor  did  it  include  personal 
su Inscriptions  by  either  directors  or  employees  of  the  com- 
pany.   The  Dunlop  factory  and  office  staff  also  got  their 


honor  flag  for  obtaining  the  subscription  percentages  set 
by  the  Victory  Loan  Committee. 

A  very  touching  incident  in  connection  with  the  first 
subscription  came  from  Pte.  W.  C.  Dies,  formerly  head  of 
Dunlop  shipping  department,  who  is  probably  the  worst 
wounded  man  that  ever  returned  to  Canada.  Private  Dies 
lost  both  eyes  and  his  right  hand  at  Vimy  Ridge  and  was 
awarded  the  Military  Cross.  When  he  heard  that  the  em- 
ployees' subscription  list  was  open  he  phoned  the  company 
and  asked  to  have  his  name  put  down  for  $200. 


A  BUSINESS  MAN'S  PRAYER 

Teach  me  that  sixty  minutes  make  one  hour, 
sixteen  ounces  one  pound,  and  one  hundred  cents 
one  dollar.  Help  me  to  live  so  that  I  can  .lie  down 
at  night  with  a  clear  conscience,  without  a  gun  under 
my  pillow,  and  unhaunted  by  the  faces  of  those  to 
whom  I  have  brought  pain. 

Grant  that  I  may  earn  my  meal  ticket  on  the 
square,  and  that,  in  earning  it,  I  may  not  stick  the 
gaff  in  where  it  does  not  belong. 

Deafen  me  to  the  jingle  of  tainted  money  and 
the  rustle  of  unholy  skirts.  Blind  me  to  the  faults 
of  the  other  fellows,  but  reveal  to  me  mine  own. 

Guide  me  so  that  each  night  when  I  look  across 
the  dinner  at  my  wife,  who  has  been  a  blessing  to 
me,  I  shall  have  nothing  to  conceal. 

And  when  comes  the  smell  of  flowers  and  the 
tread  of  soft  steps,  and  the  crushing  of  wheels  out 
in  front,  make  the  ceremony  short  and  the  epitaph 
simple— HERE  LIES  A  MAN— Novelty  News. 


LEADING  EASTERN  SHOE  MERCHANT  "FLU"  VICTIM 

In  the  passing  of  Mr.  N.  D.  Carter,  leading  shoe  dealer, 
of  Deseronto,  on  October  16th,  the  Bay  of  Quinte  district 
lost  a  well-known  citizen  and  The  Shoe 
and  Leather  Journal  one  of  its  best 
boosters.  Always  alert  with  the  times, 
Mr.  Carter  had  a  big  welcome  for  the 
Shoe  Journal  and  its  representatives. 
Mr.  Carter  was  only  ill  three  days  with 
the  dreaded  disease  Influenza,  which 
has  taken  away  so  many  throughout  the 
Dominion.  He  was  only  thirty-nine 
years  of  age  at  the  time  of  his  death. 

He  was  born  in  Midland,  a  son  of 
Trenton.  Among  those  he  leaves  to  mourn  his  loss  are  his 
wife  and  four  small  children  at  Deseronto,  Mrs.  J.  I.  Hartt, 
Orillia,  sister,  Mr.  R.  E.  Carter,  Toronto,  and  Mr.  Stanley 
Carter,  Trenton,  brothers.  Mr.  Carter  has  conducted  the 
leading  shoe  store  in  Deseronto  for  the  past  twenty  years. 
He  will  not  only  be  missed  by  the  shoe  trade  but  also  in  the 
local  community,  as  he  was  for  a  number  of  years  a  member 
of  the  town  council  and  always  took  an  active  interest  in  any 
local  affairs  that  were  of  benefit  to  the  town  generally.  At 
the  time  of  his  death  he  was  a  member  of  the  High  School 
Board,  the  I.O.O.F.,  C.O.F.,  L.O.L.,  secretary  of  Deseronto 
Bowling  Club  and  president  of  the  Liberal  Association. 

Mr.  Carter  was  very  fond  of  outdoor  life,  being  an 
enthusiastic  motor  boat  man  and  an  adept  motor  car  tourist. 
His  funeral  took  place  Friday,  October  18th,  to  the  family 
burying  ground  at  Deseronto.  Mrs.  Carter  is  continuing  the 
business. 


Mr.  N.  D.  CARTER 

T.  N.  Carter, 


Mr. 


"Preparing  for  Stock-Taking" 'will  appear  in  next  issue. 
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"What  Would 
You  Do?" 


This  Prize  Contest  Created  Considerable 
Inte/est — Winner  Announced 

In  a  recent  issue  of  The  Shoe  and  Leather  Journal, 
we  published  the  following : 

OUR  "WHAT  WOULD  YOU  DO?"  PRIZE 
Open  to  Shoe  Clerks  Only 

"We  will  give  a  brand  new  crisp  one  dollar  bill  to  each 
of  the  two  shoe  clerks  who  will  give  us  the  best  solution 
for  the  following  problem. 

"A  woman  customer  comes  into  your  store  to~~pur- 
chase  a  pair  of  shoes.  She  has  a  friend  with  her.  The 
friend  has  more  to  say  and  more  objections  to  raise  than 
has  the  customer.  Tn  other  words,  you  are  positive  you 
could  satisfy  and  sell  to  the  customer  if  her  friend  would 
let  her  alone." 

What  is  your  best  solution  of  this? 

Hurry  your  answer,  you  may  win  one  of  the  dollars. 

From  the  number  of  answers  sent  in  we  learn  that  shoe 
clerks  are  certainly  interested  in  this  subject.  After  giving 
the  entire  number  a  most  careful  consideration  we  have 
decided  the  first  prize  shall  go  to  Mr.  Frank  Wilson,  266 
Roxton  Road,  Toronto,  and  the  second  to  Mr.  B.  Cross, 
of  the  Clapp  Shoe  Store,  Vancouver,  B.C.  The  solutions 
follow: 

Mr.  Wilson's  Solutio.1 

I  would  endeavour  to  gain  the  confidence  of  the  pros- 
pective purchaser  and  her  friend. 

Then  in  place  of  the  friend  hindering  the  sale  with  her 
objections,  I  would  have  her  helping  me  by  her  approval 
of  the  goods  I  had  for  sale. 

This  might  be  done  in  several  ways,  according  to 
the  personality  of  both  ladies.  To  illustrate — If  they 
were  very  stylish  dressers,  and  the  objecting  one  was 
hindering  my  sale  by  remarks  about  the  style  of  the  shoes 
in  question,  I  would  endeavour  to  show  her  that  I 
appreciated  the  fact  that  she  was  a  connoisseur  in  shoes, 
i  would  admire  her  taste,  produce  "a  shoe  that  had  just 
been  put  in  stock,"  and  which  "is  having  a  phenomenal 
sale  in  all  the  large  fashion  centres."  I  would  illustrate 
to  her  and  the  prospective  purchaser  by  a  practical  demon- 
stration that  it  was  the  type  of  shoe  that  was  particularly 
adapted  to  the  lady's  foot.  I  would  make  it  appear  to  the 
objecting  party  that  she  was  selecting  the  shoe  for  her 
friend.  I  would  try  to  impress  the  purchaser  with  the 
fact  that  we  were  both  taking  pains  to  see  that  she  got 
the  right  thing  and  I  would  fit  her  perfectly  in  the  kind 
of  shoe  she  wanted,  at  the  price  she  wished  to  pay. 

If  the  durability  of  the  shoes  were  in  question,  the 
ladies,  being  of  a  practical  turn  of  mind,  the  friend  making 
objections  along  that  line,  I  would  defer  to  the  objecting 
one  by  trying  to  lead  her  to  believe  that  I  thought  she 
had  a  wonderful  knowledge  of  shoes  and  leather.  I 
would  agree  with  her  as  far  as  possible  and  where  she 
was  wrong,  I  would,  in  as  tactful  a  way  as  I  knew  how, 
endeavour  to  win  her  over  to  my  way  of  thinking. 

My  reasons  for  the  above  methods  are  these: 
(1)  Evidently  the  lady  who  is  hindering  the  sale 
by  her  objections,  has  considerable  influence  with  the 
prospective  purchaser.  If  not,  the  lady  would  buy  what 
she  wan  ed  in  spite  of  her  friend,  and  I  would  have  no 
cause  to  grieve  over  the  loss  of  a  sale. 


Therefore  I  need  her  influence  on  my  side. 

(2)  The  objecting  person  will  herself,  be  a  prospec- 
tive purchaser  of  shoes  some  day.  She  will  remember  the 
incident  and  will  retu  n  to  me  to  get  "a  pair  of  shoes  like 

Miss  B  got."    She  will  also  bring  he  ■  friends  and  help 

me  to  fit  them  with  shoes. 

The  above  are  two  of  very  many  ways  that  a  second 
party  might  be  hindering  a  sa"e.  My  illustrations  are 
only  to  bring  out  more  clearly  that  my  method  would  he 
to  get  the  influence  that  is  against  me  to  be  for  me. 


Yours  Respectfully, 

Frank  WiLSON 


Mr.  Cross's  Solution 


Dear  Sir: — 

In  reply  to  "What  would  you  do?"  Prize  Contest 
I  would  side  in  with  my  prospective  buyer's  friend, 
and  in  ninety-nine  cases  out  of  a  hundred,  from  experience 
towards  catering  to  the  public,  the  sale  would  be  made. 

Yours  truly, 

B.  Cross. 

There  is  even  a  crispness  about  Mr.  Cross's  answer  that 
is  refreshing.  Mr.  Cross  ev  dently  assumes  that  to  make 
the  sale  is  the  pr  blem,  irres  ~ective  of  whether  the  t-hoe  is  the 
most  suitable  o  ■  '  etter  one  for  the  c  sto  ner  or  whether  it  is 
what  the  ustomer  really  desires.  Quite  poss'bly,  Mr. 
Cross  is  right  in  takin  ■  this  position.  Assuming  that  the 
customer  has  purchased  against  her  own  wishes  or  judgment, 
it  is  her  own  fault  for  having  the  friend  with  her  to  offer 
advice.  If  there  should  be  any  "come  back"  on  the  part  of 
the  customer,  the  salesman  can  call  attention  to  the  fact 
that  she  had  taken  and  followed  her  firend's  advice  and 
purchased  accordingly.  It  must  also  be  remembered  that 
the  problem  includes  an  opposition,  or  possibly  obstacle  is 
a  better  word,  to  making  a  sale,  and  it  is  to  overcome  this 
that  ways  and  means  are  sought.  So  Mr.  Cross  deals  with 
this  part  of  the  problem  with  not  much  consideration,  for 
a  number  of  other  phases  that  may  enter  into  the  matter,  and 
possibly  he  is  quite  right. 
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GREB  SHOE  TEN  TIMES  BIG  ON  THE  LOAN 

Here's  the  way  they  did  it.  At  1.30  a  meeting  was  called. 
The  president,  Mr.  E.  C.  Greb,  and  others  outlined  what 
was  wanted.  Then  they  dug  in  with  the  canvass  and  by 
4.30  (just  three  hours)  every  man,  woman,  boy  and  girl, 
officers,  travellers — sixty-three  in  all — had  subscribed  for  a 
total  ten  times  the  amount  of  the  objective  allotted  by  the 
local  committee.  This  was  a  record  for  the  district,  if  not 
the  Dominion.  Of  course  they  won  the  flag,  and  why 
shouldn't  they? 
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Larrigan 
Larry 

A  Story  of  a  Little  Love  in  a  Logging  Camp 
in  the  North  Country— By  VIRGINIA  PARR 

JUST  why  the  name  Larrigan  Larry  was  given  him  by 
old  man  Walters  is  hard  to  determine,  unless  the  alliter- 
ation which  furnished  the  euphony  made  it  easy  to  pro- 
nounce. He  was  a  young  Scotchman  whose  right  name  was 
Lawrence  McVeigh.  Having  received  his  degree  in  forestry 
and  civil  engineering  at  the  Edinborough  University,  he 
decided  to  emigrate  to  Canada  to  lay  his  fortunes  in  that 
newer  country. 

It  was  somewhere  about  the  year  1889  or  1890  that 
he  stepped  off  the  steamer  at  Montreal  and  immediately 
began  a  canvass  for  work  among  the  various  civil  engineers' 
offices  of  the  city.  When  he  called  at  Ross  &  McQueen's 
John  Ross  was  reading  a  letter  just  received  from  old  man 
Walters,  who  was  up  in  the  north  country  looking  after  the 
work  of  logging  on  his  extensive  timber  limits.  As  is  often 
the  case,  there  had  been  some  encroaching  and  many  charges 
and  counter  charges  made  by  the  gangs  on  his  limits  and 
those  adjoining,  so  he  decided  to  send  to  Montreal  for  a 
surveyor  to  come  and  re-stake  the  property  so  there  would 
be  no  disputing  the  line.  At  least  that  was  his  claim.  It 
was  this  letter  Ross  was  reading  when  young  McVeigh 
called. 

Ross  had  just  looked  up  as  the  young  man  entered  his 
private  office,  and  when  he  asked  for  a  position,  replied  very 
quickly:  "Yes,  sir.  I  can  give  you  a  job  right  now  if  you  want 
it  and  don't  mind  roughing  it,  and  going  up  into  the  north 
country,  almost  the  other  side  of  nowhere,  right  into  the 
woods.  Old  man  Walters  is  in  trouble  again  with  his  timber 
limit  line  and  writes  me  to  send  him  a  man  to  make  a  new 
survey  of  the  place  and  I  have  no  man  to  send.  I'll  bet  the 
old  geezer  and  that  no-good  son  of  his  have  been  hinching 
over  on  the  other  fellow  as  usual,  and  he'll  likely  want  you 
to  squeeze  the  other  fellow  back.  But  you  look  like  a  pretty 
fearless  chap,  so  if  you  want  the  job  you  can  have  it.  It's 
a  log  and  lumber  camp  and  colder  than  all  get  out,  but  it'll 
be  an  experience  for  you.  What's  your  name?  How  old 
are  you?  Where  do  you  come  frormJ"  Ross  shot  at  the 
young  fellow  without  waiting  for  an  answer. 

"My  name's  McVeigh,  Lawrence  McVeigh;  I'm  twenty- 
eight  and  I  just  came  from  Scotland,"  was  his  prompt  reply. 

"Scotland!"  almost  yelled  John  Ross.  "Great  Caesar, 
man,  I  came  from  there  myself,  once  upon  a  time.  Oh  well, 
we'll  more  of  that  later.  If  you  came  from  Scotland  you'll 
do.  Will  you  go  up  into  that  wilderness  and  try  and  fix  up 
old  Walters?" 

Lawrence  decided  and  answered  immediately:  "Yes  sir, 
when  do  I  start?" 

"To-morrow  morning,"  Ross  explained,  and  after  turn- 
ing him  over  to  Alex.  McQueen,  his  partner,  who  gave  him 
the  necessary  instructions  for  the  trip,  young  McVeigh  left 
the  office  quite  happy. 

As  he  walked  down  street  the  surroundings  of  a  new  city, 
so  different  from  the  home  he  had  left  in  old  Scotland, 
greatly  interested  him.  While  passing  an  auction  room  and 
having  a  little  time  on  his  hands  he  dropped  in  to  see  what 
was  doing.  The  auctioneer  was  selling  a  bankrupt  stock  of 
larrigans.  With  characteristic  Scotch  shrewdness  McVeigh 
saw  an  opportunity  to  make  a  few  dollars  if  he  bought  a 
portion  of  the  stock  and  took  it  with  him  into  that  north 
country.  So  he  bid  in  a  hundred  and  twenty  pairs  at  a  price 
that  he  was  sure  would  add  a  little  extra  money  to  his  work 
as  surveyor. 


It  was  two  days  later  that  he  landed  at  the  nearest 
station,  to  old  man  Walters'  limit.  As  he  had  taken  the 
first  train  out  after  Ross  and  McQueen  received  Walters' 
letter,  no  word  had  reached  the  camp  in  advance  of  his 
arrival.  It  was  two  o'clock  in  the  afternoon  when  he  arrived, 
and  as  there  was  ample  time  to  make  the  ten  miles  on  foot 
before  dark,  providing  he  did  not  get  lost  and  no  snowstorm 
came  to  darken  the  path,  he  set  out  afoot. 

Tramping  through  an  almost  trackless  forest  was  a 
new  experience  for  young  McVeigh,  but  he  was  young, 
vigorous  and  hopeful  and  really  enjoyed  the  new  situation. 
In  fact,  so  much  did  he  become  engrossed  with  the  surround- 
ings that  it  was  not  till  a  shanty  came  into  view  that  he 
realized  he  had  gotten  off  the  track  and  away  from  the 
directions  given  him  by  the  station  master,  for  this  shanty 
had  been  mentioned  as  one  on  the  limits  adjoining  that  of 
old  Walters'. 

He  decided  to  go  in  and  inquire  the  direction.  As  he 
approached  the  door  he  heard  a  noise  of  scuffling  and  a 
woman's  voice  of  reproach.  He  opened  the  door  without 
waiting  to  rap,  and  saw  a  young  woman  frantically  fighting 
to  prevent  a  young  man  from  kissing  her.  Not  waiting  for 
any  explanation  and  before  the  man  took  time  to  desist, 
McVeigh  dealt  him  a  blow  that  sent  him  sprawling  to  the 
floor. 

Then  there  stood  before  him  a  young  woman  of  the 
north  country.  It  was  all  so  strange  to  him.  Only  three 
days  in  a  new  land — everything  so  wild  and  rugged  and 
different  from  the  home  in  Scotland  he  had  left  two  weeks 
before.  The  young  woman  was  plainly  dressed,  but  there 
was  an  air  of  neatness  about  her,  and  an  air  of  cleanliness 
and  rugged,  artistic  charm  about  the  room  that  stamped 
her  as  not  being  of  the  type  he  had  imagined  would  be  in  a 
lumber  camp. 

As  she  stood  before  him  her  black  eyes  sparkled  with 
anger  and  her  disheveled  hair  added  a  dramatic  touch  to  her 
expression,  but  beneath  it  all  McVeigh  thought  he  could 
detect  traces  of  refinement  that  showed  through  or  above 
the  environment  of  the  logging  shanty  and  its  rough  interior 
settings.  He  was  also  immediately  struck  with  her  beauty, 
which,  despite  her  justified  expression  of  anger,  impressed 
him  greatly. 

McVeigh  was  the  first  one  to  speak  and  addressed  him- 
self to  the  young  woman.  "I  beg  your  pardon,"  he  began, 
"but  I  hope  I  have  not  intruded.  I  thought  you  needed 
assistance  and  took  the  quickest  way  to  render  it." 

"I  am  indeed  grateful,"  she  replied  in  a  pleasing  tone, 
despite  her  excitement.  "This  man's  unwelcome  attentions 
become  almost  unbearable  at  times,  and  this  was  one  of  the 
occasions.  Your  arrival  was  most  timely  and  I  am  thankful 
for  your  interference." 

While  they  were  talking  the  young  man  had  risen  from 
the  floor  and  without  offering  any  retaliation  walked .  out 
without  looking  or  speaking  to  either  McVeigh  or  the  young 
woman. 

It  may  seem  strange  that  young  McVeigh  asked  no- 
questions  about  this  intruder,  but  it  must  not  be  forgotten 
that  he  was  a  new  man  in  a  new  country  and  unacquainted 
with  its  mannerisms,  so  refrained  from  asking  lest  he  should 
unwillingly  violate  some  rule  or  custom.  After  receiving 
the  directions  from  the  young  woman,  he  proceeded  to  old 
man  Walters'  place,  where  he  arrived  about  five  o'clock. 

The  old  man  himself  came  to  the  door  to  answer  his 
knock  and  was  surprised  when  young  McVeigh  explained 
who  he  was.  He  was  invited  into  the  house,  which  was  built 
of  logs  and  served  as  a  dwelling  and  office  for  Walters. 

There  were  two  surprised  young  men  when,  at  supper, 
i  he  <>ld  man  introduced  his  son  to  the  newcomer  and  the  son 
was  none  other  than  the  fellow  whom  McVeigh  had  knocked 
down  a  few  hours  before  at  the  shanty  where  he  had  called 
to  enquire  the  way.  Neither  mentioned  the  circumstance. 
Young  Walters  dared  not,  for  he  was  afraid  to;  McVeigh 
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would  not,  for  he  was  too  much  of  a  gentleman.  But  he 
sniffed  trouble  the  moment  he  saw  who  young  Walters  was. 

Next  morning  a  team  was  despatched  to  the  station 
to  bring  McVeigh's  stuff,  and  when  the  case  of  larrigans  was 
unloaded  the  old  man  wanted  to  know  what  a  surveyor  need- 
ed with  a  box  that  size.  When  Lawrence  explained  that  he 
had  made  a  good  buy  on  a  case  of  larrigans  and  thought  he'd 
bring  them  up  and  dispose  of  them  in  the  camp  the  old  man 
was  quite  interested.  He  also  conceived  a  plan  for  selling 
them,  which  was  to  call  the  boys  all  together  some  night  in 
the  eating  house  and  make  the  sales  all  in  one  night.  At  this 
gathering  the  old  man  explained  the  reason  of  the  meeting 
and  then  introduced  the  young  Scotchman  as  Larrigan 
Larry,  who  would  now  sell  them  a  case  of  larrigans.  And 
this  was  how  Lawrence  McVeigh  received  the  name  of 
Larrigan  Larry. 

He  had  no  difficulty  in  disposing  of  the  entire  buy  with 
the  exception  of  about  a  half  dozen  pairs,  which  were  too 
small,  and  these  he  gave  some  days  later  to  some  Indians 
who  were  working  on  Walters'  limit. 

Larry  soon  discovered  on  the  night  of  his  arrival  that 
he  was  in  for  trouble.  He  found  that  old  man  Walters 
purposed  putting  over  something  crooked  and  using  him  as 
the  catspaw  with  which  to  pull  the  chestnuts  out  of  the  fire. 
He  began  by  asking  if  McVeigh's  chains  had  any  elastic  in 
them.  The  young  Scotchmen  confessed  he  did  not  know  what 
he  meant.  Then  old  man  Walters  came  out  more  boldly. 
He  explained  that  the  gangs  on  the  next  limit  had  been 
encroaching  on  his  limit  and  he  wanted  a  line  run  down, 
showing  that  they  were  over  much  farther  than  what  they 
really  were.  He  then  explained  to  the  young  man  how  he 
should  do  it,  and  that  if  he  did  it  would  be  better  to  go 
home  with  his  pockets  well  lined  than  empty.  He  further 
explained  that  Andrew  McKay,  the  superintendent  of  the 
other  limit,  might  be  "fixed,"  for  every  man  had  a  price.  He 
also  explained  that  McKay  had  a  pretty  nice  daughter,  and 
that  McVeigh  might  get  the  father  if  he  paid  some  attention 
to  the  daughter.  He  also  assured  him  that  he  and  his  men 
would  back  him  up  in  any  records  he  might  make  in  the 
survey  and  that  they  were  a  long  way  from  any  magistrates, 
and  that  he  had  a  gang  that  could  clean  up  anything  in  the 
north  country. 

The  truth  was  that  old  Walters'  men  were  a  bunch  of 
roughnecks  and  old  Walters  was  of  the  type  that  would  rob 
his  neighbor  or  anybody  else  any  way  he  could,  even  to  using 
force.  And  so  he  employed  only  men  of  the  roughest  type 
in  order  that  he  might  carry  his  aggression  even  if  it  meant 
fight. 

All  this  was  a  shock  to  the  young  surveyor.  He  saw 
more  trouble  ahead.  He  saw  trouble  with  young  Walters, 
for  he  surmised  he  was  paying  unwelcome  attentions  to 
Superintendent  McKay's  daughter.  In  fact  old  man  Walters 
intimated  that  his  son  was  somewhat  fascinated  with  the 
girl.  But  Larry's  reply  to  him  was  that  he  would  make  his, 
survey  according  to  the  records  and  the  line  would  go 
through  at  its  proper  place,  irrespective  of  who  it  might 
affect.  The  old  man's  expression  showed  his  displeasure, 
but  he  said  nothing. 

Next  morning  McVeigh  started  out  to  strike  the  line. 
The  work  was  difficult,  but  he  enjoyed  it.  Sometimes  during 
the  day  he  met  Alex  McKay,  the  superintendent  of  the 
adjoining  limit,  who  introduced  himself  and  then  explained 
that  he  wanted  to  thank  him  for  his  interference  in  his 
daughter's  behalf  the  day  before.  McVeigh  was  very  much 
drawn  to  the  man,  for  he  discovered  that  though  he  was  a 
man  of  the  woods  he  had  a  deal  of  native  refinement.  They 
became  quite  friendly  and  the  young  man  learned  that  he 
was  a  widower  and  Marguerite  was  his  only  daughter,  on 
whom  he  lavished  all  his  parental  pride  and  affection.  He 
had  given  her  a  college  education  and  despite  this  she  re- 
mained true  to  the  dictates  of  her  conscience,  that  her  place 


was  in  the  north  country  with  her  father,  whom  she  should 
strive  to  make  happy. 

Young  McVeigh  visited  the  McKay's  shanty  frequently, 
where  he  found  the  most  congenial  companionship  in  Mar- 
guerite. Her  father,  too,  was  splendid  company;  for,  in  addi  - 
tion to  his  natural  intelligence,  he  knew  by  experience  the 
life  of  an  out-of-doors  man  like  a  book. 

Larry  learned  much  of  old  man  Walters'  tactics  of 
encroaching  on  the  limits  under  McKay's  supervision. 
McKay  had  not  the  number  of  men  to  protect  his  property 
as  he  would  like.  But  his  men  were  intelligent  and  fearless, 
and  because  of  their  inferior  numbers  often  fought  a  hopeless 
battle  with  old  Walters'  roughnecks. 

McVeigh's  position  was  rather  peculiar;  at  least  he 
made  it  peculiar,  if  not  precarious.  His  friendship  with  the 
McKays  while  doing  work  for  Walters  and  boarding  at 
Walters'  house  was  displeasing  to  the  old  man.  The  son 
had  a  double  grudge  against  him.  The  reception  he  received 
at  their  first  meeting  and  his  interference  with  his  attentions 
of  love  which  he  was  forcing  on  Marguerite. 

But  the  climax  came  on  the  day  Larry  delivered  the 
plans  of  his  survey  to  old  Walters  and  showed  him  where  he 
had  been  encroaching  on  the  line  to  considerable  extent, 
wherever  cutting  had  been  done  up  to  the  boundary.  The 
old  man  was  furious.  He  raved  and  swore  at  young  McVeigh. 
He  accused  him  of  being  crooked  and  working  in  McKay's 
interests.  He  vowed  he  would  not  pay  him,  and  as  a  final 
outburst  declared  he'd  dare  him  and  his  line,  and  next  day 
set  his  entire  gang  cutting  at  the  boundary  and  past  Mc- 
Veigh's line,  and  neither  he  nor  McKay  nor  any  of  his  gang 
could  stop  him. 

Young  McVeigh  took  the  abuse  quite  calmly  and  as  a 
matter  of  course,  but  his  reply  was  very  decided.  "Mr. 
Walters,"  he  began,  "I  have  struck  this  line  correctly; 
whether  it  pleases  or  displeases  you  is  no  consideration  of 
mine.  For  me  to  have  stooped  to  the  contemptibleness  of 
your  suggestions  is  far  over  the  horizon  of  my  conception 
of  a  man.  Your  threats  do  not  worry  me.  You  may  not 
pay  me,  but  Ross  &  McQueen  will  pay  me,  and  you  will  pay 
them.  As  for  your  boast  to  cut  over  the  line  I  have  staked, 
that  is  a  matter  for  Mr.  McKay  to  attend  to,  if  your  honor 
will  not  keep  you  on  your  own  limits."  And  with  that  he 
went  out  and  over  to  McKays. 

"Mr.  McKay,"  he  began  immediately,  "how  many  men 
can  you  muster  to-morrow  to  cut  just  the  other  side  of  the 
last  boundary  cut  you  made  and  right  up  to  the  new  line  I 
have  just  staked?" 

McKay  told  him.  He  was  about  twelve  men  shy  of 
what  he  knew  Walters  had,  for  Walters  would  put  in  the 
ten  Indians  he  had  working  farther  back,  blazing  roadways. 

"Well,  you  are  a  little  shy  m  numbers,  but  with  the  intelli- 
gence and  determination  of  your  men  and  your  own  resource- 
fulness and  the  little  help  I  can  give  I  think  we  can  clean  up 
old  Walters'  gang  to-morrow,  for  unless  there's  a  fight  he's 
going  to  start  bright  and  early  to-morrow  morning  and  cut 
into  your  limit." 

"Larry,  my  boy,"  replied  McKay,  "I'm  for  peace,  but 
not  at  any  price.  If  old  Walters  cuts  a  stick  on  our  limit 
to-morrow  he'll  have  to  fight  for  it,  and  mighty  hard  at  that. 
You  stay  here  and  talk  with  Marguerite,  I'm  goin'  out." 

McKay  went  out  and  sent  messengers  to  the  various 
gangs  to  report  first  thing  in  the  morning  to  cut  at  the  bound- 
ary next  to  the  last  cutting.  Then  he  came  in  and  told 
McVeigh  what  he  had  done.  In  the  morning  he  called  the 
boys  together  and  told  them  what  was  in  the  wind.  They 
were  ready  for  the  job,  even  though  outnumbered.  Then 
they  went  down  to  the  line.  Walters'  men,  including  the 
ten  Indians,  were  already  there  and  slashing  and  cutting, 
McKay  asked  Walters  why  he  was  encroaching  over  the 
line,  to  which  he  replied  it  was  none  of  McKay's  business. 
The  latter  informed  him  he  would  make-  it  his  business,  and 
(Continued  on  page  55) 
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HARRY  ALLEN    THE  MAN  WHO  WEARS  LARRIGANS 

In  Eastern  Canada,  amongst  lumbermen,  loggers, 
rivermen.  hunters,  guides  and  trappers  and  even  among 
many  American  huntsmen,  few  are  better  known  or  have 
such  an  enviable  reputation  as  Harry  Allen,  of  Penia,  New 
Brunswick.  In  fact,  Mr.  Allen  is  a  remarkable  man,  so 
remarkable  that  his  picture  and  "write  up"  appeared 
recently  in  the  "American  Magazine." 

He  is  a  thorough  woodsman  of  the  rugged  type,  but  in 
his  wonderful  repertoire  are  included,  as  given  by  the  "Ameri- 
can," trapper,  guide,  hunter,  fisherman,  logger,  timber  boss, 
river  boss,  axeman,  cook,  sportsman,  gentleman,  scholar, 
and  in  any  of  these  capacities  or  even  in  a  full  dress  suit  at  a 
banquet  he  performs  his  duties  so  efficiently  that  he  is  worthy 
of  being  emulated. 

There  are  three  things  he  abhors — drink,  fire  and  porcu- 
pines. The  latter  because  one  chewed  the  handle  off  a  fav- 
orite fishing  rod  of  his.  Nor  does  he  use  tobacco,  which  is 
unusual  for  a  woodsman. 

He  is  a  great  advocate  of  laws  to  protect  game  and 
fish.  He  is  organizer  of  and  one  of  the  officers  of  the  New 
Brunswick  Guides'  Association,  one  object  of  which  is  to 


Harry  Allen,  ihe  great  Canadian  guide 


protect  game  and  the  other  to  protect  sportsmen  against 
unscrupulous  guides. 

In  a  letter  to  the  Shoe  and  Leather  Journal  Mr.  Allen 
says  he  always  wears  oil  tan  larrigans,  for  they  give  the  best 
satisfaction.  For  hunting  he  says  one  can  go  more  noiselessly 
than  with  other  boots  and  is  not  so  liable  to  break  twigs 
and  sticks  and  startle  the  game. 

His  picture  appears  here  with  a  bit  of  eastern  Canada 
scenery  for  a  background,  into  which  he  seems  to  fit  quite 
naturally. 


VANCOUVER  ITEMS 

Vancouver  is  like  all  other  cities,  not  immune  from 
"flu."  Members  of  the  boot  trade  have  not  escaped, 
as  quite  a  number  have  had  to  lay  off.  Only  one  death  has 
occurred  up  to  the  present,  which  was  Mr.  A.  Gordon 
Bnrrett,  age  20,  which  took  place  at  the  residence  of  his 
parents  after  a  short  illness,  which  developed  into  pneu- 
monia. Mr.  Bnrrett  was  for  the  last  year  in  the  employ  of 
the  British  Columbia  Leather  and  Findings  Co.,  Limited, 


of  this  city,  and  later  a  member  of  the  68th  Battery  Cana- 
dian Field  Artillery.  He  was  drafted  overseas  but  was 
taken  sick  in  England  and  upon  recovery  returned  to  Canada 
and  took  his  discharge.  By  his  death  the  firm  have  lost  a 
promising  employee.  We  extend  our  sympathies  to  his 
parents  and  the  B.  C.  Leather  and  Finding  Co. 

The  epidemic  has'  quieted  trade  some  in  this  city  as 
people  fear  to  come  out  into  the  downtown  districts,  and 
several  of  the  retail  stores  are  putting  on  sales  to  attract 
business. 

Mr.  H.  E.  Last,  of  H.  D.  Rea  shoe  store,  Hastings  street, 
has  successfully  passed  all  examinations  in  practicipedics 
and  has  obtained  a  diploma. 

The  veteran  pioneer,  J.  T.  Brown,  who  at  the  age  of  81 
undertook  a  round  trip  via  Prince  Rupert,  Edmonton, 
Toronto  to  Philadelphia,  has  arrived  home  after  sevenmonths' 
absence  looking  hearty  and  well,  the  trip  being  full  of  interest 
to  him.  Mr.  Brown  was  not  content  to  stay  idle  as  he 
worked  at  several  of  the  repair  depots,  including  the  repair 
department  of  the  Wannamaker  departmental  store.  As 
regards  prices  in  the  States  Mr.  Brown  says  repair  prices 
are  higher  there  than  in  Vancouver.  He  made  the  hometrip 
visiting  his  son  at  Spokane. 

Mr.  Geo.  Morris,  the  Goodyear  Shoe  Repair,  Pender 
street,  has  had  a  new  double  front  put  in  his  establishment, 
which  has  greatly  improved  the  appearance. 

Mr.  W.  G.  Langdon,  city  representative  of  Messrs. 
Storey  &  Campbell,  leather  and  finding  merchants,  has  sev- 
ered his  connection  with  that  firm  to  take  up  work  for  him- 
self and  will  represent  several  eastern  and  local  firms  in 
leathers,  findings,  polish,  etc.  W.  G.  is  a  real  good  scout  and 
should  do  well  in  the  manufacturers'  agency  business. 

Woods,  Limited,  which  is  the  latest  and  largest  shoe 
emporium  in  Western  Canada,  known  as  the  K.  Boot  Shop, 
is  a  modern  establishment  of  six  floors.  The  top  floor  is 
used  for  the  manufacture  of  Bespoke  and  surgical  boots 
and  repairing.  The  lower  floors  are  used  for  mail  order 
department  stock  rooms,  the  mezzanine  floor  for  leather 
goods,  trunks,  etc.  The  main  floor  is  fitted  up  in  the 
latest  style  as  a  fitting  room  for  men's,  women's  and  chil- 
dren's footwear.  The  basement  will  be  fitted  up  and  used 
for  other  grades. 


CANADIAN  CONSOLIDATED  RUBBER 

The  Financial  Post  says:  "Canadian  Consolidated  Rub- 
ber Company  is  now  in  the  last  two  months  of  its  own  as 
well  as  the  calendar  year,  and  the  President,  T.  H.  Reider, 
states  that  the  prospects  are  that  the  sales  will  run  well 
above  those  of  last  year  when  they  passed  the  $16,000,000 
mark.  It  is  understood  that  the  net  profits  also  will  pass 
those  of  1917  by  a  goodly  margin.  All  the  company's  lines 
have  been  in  strong  demand,  including  rubber  footwear, 
both  for  military  and  domestic  purposes,  and,  the  making  of 
tires  for  automobiles  has  kept  up  in  spite  of  the  efforts  at 
the  curtailment  of  automobile  manufacture  through  the 
heavy  increases  in  prices.  There  have  been  no  sales  of  the 
stock  this  year,  either  common  or  preferred,  but  regularly 
there  appears  a  bid  for  the  preferred  of  97,  which  is  the  mini- 
mum price,  and  as  regularly  the  bidder  is  disappointed 
with  the  lack  of  response." 

V  .  .  .„_.„  .  

Send  photos  of  your  Victory  Bond  Window.  Every 
shoe  merchant  should  try— $25.00  first  prize ;  $15.00 
second  prize,  to  apply  on  a  Victory  Bond.  J 
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THE  MARSH  SHOE 

for 

Quality, 

Appearance  and 
Price 

THE  TIME  FOR  GAMBLING  IS  PAST. 
STICK  TO  THE  PATH  OF  SECURITY. 


The  Stamp  of  Quality  and  Style  that 
will  hold  your  high  class  trade 


"Rich"  Last 

All  Patent  Oxford.  Louis  Heel. 
Widths,  A  to  E.      Sizes  1  to  8. 


"99"  Last 

Made  in  All  Leathers 
Widths  B  to  E 


"106"  Last 

Made  in  All  Leathers 
Widths  B  to  E 


Sold  in  30-pair  cases  only,  in  30  pairs  of  a  width. 

The  Wm.  A.  Marsh  Co.,  Limited 

Quebec 
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Shoes 
That  Win 

The  Women's  Trade 


To  make  your  stock  hold  the  greatest  appeal  for 
women  footwear  purchasers,  a  selection  from  our 
fine  range  should  be  your  feature  offering. 

m  ■ 

Beauty  and  Wear 

in 

Leather  and  White  Footwear 

for  Women,  Misses,  Growing  Girls  and  Children 
■  M 

Whether  in  Leather  or  White  Goods  every  model 
will  bear  the  most  critical  inspection  as  to  style 
and  appearance,  while  the  Wear  Service  they 
will  give  will  be  an  actual  guarantee  of  future 
sales  and  profits. 

There  is  exceptional  value  and  a  wealth  of 
selection  offered  in  our  range  of 

OXFORDS  FOR  SPRING 

You  should  not  fail  to  see  our  representative 
and  inspect  these  dependable  goods. 


Canadian  Footwear  Co.  Ltd. 

MONTREAL 


Salesroom  at:  36  St.  Genevieve  St. 


Factory  at:  Point-Aux-Trembles 
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Leather  has  been  an  uncertain  quantity  always.  Uniformity  is  impossible,  because 
there  are  no  two  hides  alike  and  no  two  portions  of  one  hide  alike. 

Leather  is  subject,  almost  daily,  to  fluctuations  in  price. 

Tenax  Soles  are  uniform  and  unvarying  in  quality.  They  never  fail  to  give  satis- 
factory wear.    They  far  outwear  any  leather  soles,  and  never  crack  or  break. 

Tenax  Soles  are  free  from  disturbing  changes  in  price.  Whatever  good  points 
Leather  has,  Tenax  Soles  have  also,  and  something  more  besides. 

Right  now,  Manufacturers  need  to  know  where  they  stand  with  reference  to  the 

materials  they  use. 

Why  not  adopt  Tenax  Soles,  right  now,  and  base  your  estimates  on  soling  that 

has  stability  in  cost  and  quality? 

Gutta  Percha  &  Rubber  Limited. 

Toronto,  Halifax,  Montreal,  Ottawa,  Fort  William,  Winnipeg,  Regina,  Saskatoon,  Edmonton, 

Calgary,  Lethbridge,  Vancouver,  Victoria. 
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Rubber  Notes 

A  Backward  Season — Shipments  well  in 
Hand — Peace  Points  to  Easier  Situation — 
Raw  Rubber  Conditions — The  Tennis 
Season 

SHOE  MEN  who  have  ordered  liberally  are  getting  a 
little  anxious  as  to  the  season  ahead.  By  this  time  of 
year  a  considerable  portion  of  the  rubber  footwear 
stock  has  been  on  the  move.  At  this  writing,  there  has  been 
practically  no  snow  or  ice  in  those  portions  of  Canada 
where  these  are  expected  by  the  first  of  November.  There 
have  been  a  few  flurries  down  East  and  some  cold  weather 
in  the  West,  but  in  Ontario,  where  the  bulk  of  the  rubber 
business  is  done,  there  has  been  very  little  movement. 

Effect  of  Peace. — The  almost  immediate  effect  of  peace 
has  been  to  hold  in  abeyance  future  orders  for  overseas 
forces.  Of  course,  a  good  deal  of  the  product  required  for 
this  winter's  campaign  has  already  gone  forward,  but  large 
shipments  were  to  have  been  made  this  and  next  month, 
about  which  there  is  necessarily  some  doubt.  It  is  thought, 
however,  that  as  it  will  take  three  or  four  months  for  the 
withdrawal  of  even  a  portion  of  the  overseas  forces,  and  even 
those  who  return  will  require  equipment,  that  there  will  be 
practically  no  change  in  the  actual  requirements  of  rubber 
footwear  for  army  purposes.  The  effect  on  future  orders 
will,  however,  be  immediately  felt. 

Raw  Rubber  Easier. — One  of  the  more  immediate  re- 
sults of  the  cessation  of  hostilities  has  been  the  easing  up 
of  the  raw  rubber  market,  which  last  month  showed  some 
signs  of  recuperation.  In  the  East,  the  effect  is  particularly 
noticeable  and  it  is  expected  that  with  the  availability  of 
bottoms  that  will  result  from  the  releasing  of  transports 
and  food  ships,  that  stocks  of  plantation  rubber  will  move 
much  more  rapidly  than  for  some  months  past.  The  same 
applies  to  South  American  grades. 

The  Tennis  and  Sporting  Season. — Reports  are  all  in 
for  sales  of  goods  for  next  season  and  indicate  a  larger 
volume  than  ever,  in  spite  of  the  uncertainty  created  by 
war  conditions.  Manufacturers  feel  that  this  class  of  foot- 
wear will,  as  in  several  seasons  past,  supplant  a  good  deal  of 
the  leather  product  that  on  account  of  high  prices  will  be 
less  accessible.  In  spite  of  the  peace  flutter,  there  has  been 
little  disposition  to  reconsider  orders,  the  chances  being  in 
favor  of  increase  rather  than  decrease. 

LARRIGAN  LARRY 

(Continued  from  page  4q) 

he  blew  a  whistle  which  was  the  signal  for  his  men  to  get 
busy.  They  dropped  their  axes  and  went  after  old  Walters' 
gang  so  savagely  that  it  looked  for  a  time  as  if  they  would  be 
completely  routed.  But  the  numerical  strength  of  Walters' 
men  soon  told  and  the  McKay  party  was  getting  the  worst, 
of  it  when  suddenly  the  Indians,  as  if  seized  by  demons,  let 
out  an  old-time  war  whoop  and  turned  on  Walters'  men  most 
savagely.  This  acquisition  of  ten  men  threw  the  balance  in 
McKay's  favor,  and  it  was  but  a  few  minutes  till  Walters' 
men  were  running  in  all  directions,  leaving  the  territory  in 
McKay's  hands. 

In  the  fighting  young  McVeigh  had  been  singled  out 
by  a  big  rough  foreman,  and  despite  the  overwhelming  odds, 
the  young  man  was  getting  the  best  of  his  opponent  when  a 
crash  on  the  back  of  the  head  from  a  club  dropped  him  to  the 
ground  more  dead  than  alive.  It  was  young  Walters'  oppor- 
tunity and  he  took  it  with  the  club.  It  was  at  this  juncture 
the  Indians  turned. 

After  the  fight  was  over  McVeigh  was  carried  to  Mc- 
Kay's shanty,  where  it  was  found  he  was  badly  hurt.  It 


was  not  until  late  the  following  day  that  he  regained  con- 
sciousness, and  for  two  weeks  he  was  confined  to  his  bed. 
During  all  that  time  Marguerite  cared  for  him  most  faith- 
fully. 

McKay  sent  to  the  company  a  detailed  report  of  the 
whole  affair.  The  president  came  up  personally  to  investi- 
gate the  situatiorj.  Walters  had  been  completely  cured  of 
his  encroaching  and  was  quietly  told  that  the  law  would  be 
invoked  if  further  trouble  occurred.  Before  the  president 
left  he  said  to  the  superintendent,  "McKay,  I  think  that 


young  fellow  will  be  a  pretty  good  man  to  have  on  these 
limits.  I  guess  you'd  better  keep  him.  If  you  can't  use  him, 
send  him  down  to  head  office,  we  can  use  him." 

McKay  replied  that  he  thought  there  would  be  no 
difficulty  in  retaining  him  from  the  way  he  and  Marguerite 
were  getting  along. 

When  McKay  broached  the  news  to  McVeigh  he 
smiled  and  accepted  the  offer.  Then  he  sat  down  and  wrote 
to  Ross  &  McQueen,  telling  them  that  he  liked  the  life  in  the 
open  so  well  he  had  decided  to  remain  up  in  the  north 
country,  and  if  either  of  them  wished  to  come  up  some  time 
he'd  have  Mrs.  Marguerite  McVeigh  show  them  what  a  real 
north  country  venison  dinner  tasted  like. 

It  was  little  Tom,  the  Indian,  who  called  next  day  after 
the  fight  to  inquire  how  Larrigan  Larry  was.  When  asked 
why  the  Indians  had  bolted  and  come  over  to  fight  against 
old  Walters  he  replied,  "Lanigans,  very  much  thanks  for 
larrigans.  White  man  give  six  pairs  to  Indians;  we  all  fight 
for  Larrigan  Larry." 


Stockholders  of  the  Republic  Rubber  Corporation,  at  a 
special  meeting,  authorized  an  increase  in  the  capital  stock. 
The  plan  provides  for  $10, 000, 000  first  preferred  cumulative 
7  per  cent,  stock;  $2,500,000  second  preferred  8  per  cent, 
cumulative  stock  and  650,000  shares  of  common  stock 
without  par  value. 
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COLUMBUS 
RUBBERS 


TIPPERARY 
SHOES 


Head  Office  and  Factory: 

Branches  at :      OTTAWA,  Ont. 


MONTREAL,  P.Q. 

WINNIPEG,  Man. 


Our  "Santa  Maria"  Trade  Mark  is  an  assurance  of  SUPERIOR 
QUALITY  in  Rubber  Footwear  and  Outing  Shoes.  The  Lines 
bearing  this  brand  are  the  product  of  expert  workmanship  applied 
to  the  finest  quality  materials,  and  are  fashioned  according  to  the 
most  approved  style  ideas. 

Place  your  confidence  in  goods  bearing  this  mark.  They  will  win 
for  you  profitable  trade,  and  hold  it. 

By  maintaining  large  stocks  at  MONTREAL,  OTTAWA  and 
WINNIPEG,  we  can  assure  you  of  prompt  service. 

Our  lines  are  also  carried  in  stock  by  the  following  agents  : 

M.  B.  YOUNG             -            -            -  TORONTO,  ONT. 

LOUIS  McNULTY              ...  ST.  JOHN,  P.Q. 

B.  BELANGER            -            -            -  ST.  HYACINTHE,  P.Q. 

ROY  &  DARVEAU            -            -            -  QUEBEC,  P.Q. 

THE  WM.  COOK  SHOE  CO.,              -  SYDNEY  MINES,  OB. 


H.  L.  MAIN 


MONCTON,  N.B. 


Columbus  Rubber  Co.  of 
Montreal,  Limited 


1349  De  Montigny  Street 
MONTREAL 
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"Smile  Brand" 
Shoes 

Give  Your  Shoes  a  Distinctive  Name — A 
Handle  on  Which  You  May  Take  an  Adver- 
tising Hold 

WHY  not  boost  a  smile  brand  of  shoes.  I  know  a  shoe 
man  who  wears  one  of  the  smiliest  faces  I  have  seen 
in  many  days.  Doesn't  wear  it  just  on  special  oc- 
casions— wears  it  all  the  time.  Not  a  mechanical  grin 
or  girlish  giggle;  it's  a  real  old  time,  genuine  smile  with  a 
welcome  in  it.  In  fact,  you  can't  catch  him  with  it  off. 
He  has  Sunny  Jim  relegated  to  the  garbage  heap  when  it 
comes  to  wearing  an  all-day  real,  genuine  smile. 

So  one  day,  I  said  to  him,  "Bob,  where  on  earth  did  you 
get  that  smile;  what  is  the  secret  of  your  happiness?  "  "Ah, 
I  don't  know,"  he  answered,  "just  sorta  comes;  guess  I  was 
born  with  it."  "Well,  don't  you  cultivate  it?"  I  persisted. 
"Sure,  you  have  to  do  that  in  this  world  of  worry.  But  don't 
you  know  that  practice  makes  perfect,  and  the  more  you  do 
a  thing  the  easier  it  becomes  to  accomplish." 

Then,  when  I  saw  he  was  philosophical  about  it,  I  sat 
down  and  made  .him  stop  dusting  boxes  and  looking  up 
sizes  and  asked  him  to  sit  down  with  me  while  we  discussed 
the  problem.    I  asked  him  why  he  cultivated  the  practice? 

He  replied  that  he  did  it  for  three  reasons.  One  was  the 
beneficial  effect  upon  his  disposition;  second,  the  beneficial 
effect  it  had  upon  those  with  whom  he  associated ;  and  lastly 
for  business,  for  it  was  a  good  business  attractor,  he  said. 

This  was  a  cue  for  me,  an  inspiration,  if  you  like.  I  am 
always  keen  on  turning  anything  to  advertising  account  that 
can  be  turned  in  that  direction,  so  I  gave  Bob  a  whack  on  the 
knee  that  made  him  yell  and  I  jumped  up  and  danced 
around,  exclaiming,  "I  got  it,  I  got  it."  It  was  a  straight 
case  of  Eureka,  to  which  Bob  replied,  "I  should  say  you  have 
got  it,  and  got  it  bad,  and  next  time  keep  it,  and  don't  try  to 
drive  it  into  me  through  the  knee  route  with  that  old  pile 
driver  of  a  paw  nature  put  on  the  end  of  your  right  arm. 
What  the  deuce  have  you  got,  anyway?  Spill  it  quick;  get 
it  out  of  your  system." 

"Why  not  capitalize  it?"  I  yelled. 

"Good  scheme,  how  much  "stock'll  you  take,  preferred 
or  common?"  Bob  comes  back  in  a  jokey  way,  still  wearing 
a  smile. 

"No  fooling,  I  mean  it,"  was  my  next  remark.  "Why 
not  call  your  shoes  the  'Smile  Brand,'  and  advertise  them 
as  such.  Here's  an  advertising  slogan  that  will  be  worth 
thousands  of  dollars  to  you.  'Wear  Moore's  Shoes  and 
Smile.'  Paint  every  fence  board  within  ten  miles  of  this 
town  with  that  slogan.  It'll  pull  and  pull  hard.  Put  up 
some  big  sign  boards  that  can  be  seen  from  the  rail-roads 
coming  into  town,  with  nothing  else  on  them  but  'Wear 
Moore's  Shoes  and  Smile.'  " 

Bob  jumped  at  it  at  once.  He  saw  the  point  and  his 
smile  became  a  little  bigger  and  brighter,  if  such  a  thing 
were  possible. 

Bob  was  a  good  business  head.  He  didn't  believe  in 
getting  hold  of  an  idea  and  dreaming  over  it  for  a  month. 
If  he  saw  a  thing  to  be  good  he  adopted  it  at  once  and  started 
immediately  to  put  it  into  operation.  He  did  not  believe 
in  losing  time.  So  next  morning  saw  his  back  shop  with 
paint  and  brushes  and  boards  and  stencils,  with  his  new 
slogan  "Wear  Moore's  Shoes  and  Smile"  and  a  day  or  so 
later  his  car  could  be  seen  on  the  roads  outside  of  town 
loaded  with  these  new  signs  and  being  nailed  up  in  all  manner 
of  conspicuous  places.    It  was  not  long  till  the  slogan  took 


effect  and  people  not  only  had  it  burned  indelibly  on  the 
minds,  but  they  also  came  and  bought  Moore's  Shoes  and 
smiled. 

He  put  up  the  large  boards  as  well  and  used  it  in  his 
newspaper  advertising,  on  his  cartons  and  wrapping  paper 
and  every  other  place  where  it  could  be  used.  If  he  saw  a 
real  good  smiling  figure  or  image,  he  bought  it  and  used  it 
for  window  and  store  decoration.  The  result  was  that  his 
smiling  is  really  an  asset  in  his  business  and  links  up  well 
with  Moore's  "Smile  Brand  Shoes."  He  converted  it  into 
money  and  it  is  bearing  a  splendid  interest.  He  says  the 
beauty  of  it  is  that  he  has  a  complete  turnover  of  it  every  day. 


SOME  REAL  HORSE  HIDES 

Despite  the  fact  that  Mr.  W.  H.  Grosch,  of  the  Grosch 
Felt  shoe  Co.,  Limited,  of  Milverton,  is  largely  interested 
in  felt,  he  finds  time  to  deal  in  a  little  horse  hides  or  horse- 
flesh, just  on  the  side,  as  a  little  hobby. 

Mr.  Grosch  is  the  owner  of  the  very  pretty  and  at  the 
same  time  very  fast  little  black  mare,  Elden  Todd,  that  has 
been  showing  her  heels  to  some  of  the  real  fast  ones  on  the 
other  side.  He  also  owns  another  real  fast  mare,  Miss 
Peter  Gilbert,  who  has  been  making  some  very  fast  time. 

Trampquick,  with  record  of  2.07)4  is  another  horse 
owned  by  Mr.  Grosch,  and  is  said  to  be  one  of  the  levelest 
headed  horses  on  the  track. 

Elden  Todd  (2.13)4)  was  started  three  times  in  Cleve 
land  last  month,  and  won  all  three  races.    This  mare  was 
sired  by  Kentucky  Todd,  2.08)4,  dam,  Eldeen  Oro,  by  Oro 
Wilkes,  2.11)4-    She  was  started  at  Cranwood  Park,  against 


Miss  Peter  Gilbert,  owned  by  W.  H.  Grosch 


a  field  of  nine  starters,  and  among  them  was  a  ringer  called 
Tommy  Kurtz,  brought  in  from  Chicago  for  the  sole  purpose 
of  beating  this  little  Canadian  mare.  But  Elden  said: 
"Not  on  your  life,"  and  she  put  ears  back  and  made  that 
ringer  look  like  30  cents  in  a  million  dollar  Victory  Bond 
campaign.  She  hit  a  11)4  clip  on  a  half  mile  track,  but 
was  allowed  two  seconds  and  was  handed  a  record  of  Ai)4- 

Miss  Peter  Gilbert,  who  has  been  doing  some  fine 
winning,  both  in  the  United  States  and  Canada,  is  sired  by 
Widower  Peter,  2.14^,  dam,  Bessie  Gilbert,  2.14^,  both 
owned  by  Mr.  Grosch,  who  raised  this  filly  himself. 

At  the  grand  circuit  meeting  at  Toledo,  she  was  separ- 
ately timed  in  2.06)4  on  a  mile  track.  She  afterwards 
started  on  a  half  mile  track  at  Toledo  and  won  the  race  and 
secured  a  record  of  2.12)4.  Since  then  she  has  won  six 
straight  races,  and  if  nothing  happens  this  mare,  in  another 
season  she  would  secure  a  very  fast  record,  for  she  is  cool- 
headed  and  has  a  wonderful  burst  of  speed. 

The  many  friends  of  Mr.  Grosch  are  congratulating 
him  on  his  splendid  winnings  during  the  past  season. 
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Independent  Footwear 
for  Dependable  Sorting 


Be  ready  for  those  rainy  days  when  your  customers 
will  want  a  pair  of  Independents  in  a  hurry.  Keep 
your  stock  well  sorted  with  our  reliable  brands, 


Royal,"  "Kant  Krack,"  "Dainty  Mode," 
Dreadnought"  and  "Veribest." 


As  we  predicted,  "Speed  King"  placing  has  been  very 
brisk.  If  you  have  not  as  yet  covered  your  needs,  we 
advise  doing  so  at  once. 


OUR  WHOLESALERS 

Amherst  Boot  and  Shoe  Co.,  Limited  -  Amherst,  N.S. 
Amherst  Boot  and  Shoe  Co.,  Limited  -  Halifax,  N.S. 

E.  A.  Dagg  &  Co.     -        -  -     -  Calgary,  Alta. 

Dowers  Limited        -        -  -    Edmonton,  Alta. 

A.  W.  Ault  &  Co.,  Limited  -  -  Ottawa,  Ont. 
White  Shoe  Co.        -  Toronto,  Ont. 

McLaren  &  Dallas     -        -  -     -  Toronto,  Ont. 

The  London  Shoe  Co.,  Limited  -     -  London,  Ont. 

Kilgour,  Rimer  Co.,  Limited  -    Winnipeg,  Man. 

The  J.  Leckie  Co.,  Limited  -  -  Vancouver,  B.C. 
James  Robinson        -  Montreal,  Que. 

Brown,  Rochette,  Limited  -  -  -  Quebec,  Que. 
T.  Long  &  Brother    -  Collingwood,  Ont. 


— «H- — 

Independent  Rubber  Co.  Li  mited 

Merritton,  Ontario 
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Leather  and  Shoe 
Trade  Jottings 

What  is  Talked  of  On  the  Street— Hide  and 
Leather  Conditions  and  Prospects — Shoe 
Manufacturing  and  Its  Future — Govern- 
mental Regulations  Now  Off — Shoe  Stocks 
Light 

THE  news  of  the  armistice  has,  of  course,  given  pause  to 
the  leather  and  shoe  business,  as  well  as  to  all  others 
temporarily.  Between  the  "flu"  and  the  excitement 
caused  by  the  announcement  of  the  cessation  of  hostilities, 
very  little  has  been  doing  in  the  past  ten  days.  The  epidemic 
so  demoralized  some  of  the  shoe  factories,  that  they  were 
only  working  to  quarter  of  their  capacity  and  had  to  shut 
down  altogether  in  many  cases.  Then  came  the  great  war 
news,  and  between  loss  of  time  and  more  or  less  uncertainty 
as  to  future  conditions,  there  has  been  a  further  hesitation. 

Leather  Conditions. — There  seems  to  be  no  fear,  gener- 
ally speaking,  amongst  leather  men  as  to  the  future  of  the 
market.  The  conservative  policy  that  has  been  followed, 
particularly  for  the  past  year  or  so,  has  not  encouraged  the 
accumulation  of  large  stocks,  either  in  upper  or  sole  leather. 
Manufacturers  have  been  buying,  for  the  same  reason,  very 
cautiously,  and  have  lately  been  only  in  the  market  for 
supplies  as  they  needed  them.  The  falling  off  in  trade  with 
the  United  States  in  leather,  during  the  past  six  months,  has 
no  doubt  promoted  an  easier  feeling  in  some  lines,  which 
has  been  already  felt  in  prices.  Business  in  the  States  has 
been  far  from  satisfactory,  and  on  account  of  governmental 
regulation  there  have  been  accumulations  steadily  'increas- 
ing. With  the  throwing  aside  of  these  restrictions,  there  will 
undoubtedly  be  increased  activity  in  shoes  and  therefore  in 
leather,  so  that  there  is  no  apparent  reason  for  expecting 
a  marked  change  in  prices. 

Shoe  Trade  Conditions. — With  the  end  of  the  war  all 
prospect  of  interference  with  shoe  styles  and  materials  has 
ended.  One  of  the  first  things  to  follow  the  announcement 
of  peace  was  the  withdrawal  of  the  regulations  as  to  shoe 
prices,  which  were  to  go  into  effect  in  the  United  States 
next  June.  Manufacturers  are  expected  to  stick  to  the 
colors  and  leathers  specified  in  the  regulations  that  went  into 
effect  October  1st,  but  even  in  this  matter,  it  is  not  thought 
that  any  serious  effort  will  be  made  to  conform  to  the  law. 
As  a  result  of  all  this,  the  talk  of  the  War  Trade  Board  in 
Canada  introducing  changes  in  the  shoe  product  of  the 
country  is  decidedly  off.  This  will  mean  that  retailers  will 
know  better  where  they  are  and  be  able  to  gauge  their 
requirements,  both  immediate  and  future,  with  much  better 
satisfaction. 

The  Shoe  Market. — There  is  a  natural  tendency  to 
await  developments  on  the  part  of  the  retail  trade,  which 
may  or  may  not  affect  the  market.  The  only  things  that  can 
reduce  costs  in  spring  goods  are  leather  prices  and  wages. 
The  leather  business  to-day  is  in  the  hands  of  large  concerns, 
that  are  not  as  likely  to  be  carried  away  by  excitement  as 
when  a  good  deal  of  the  business  was  in  the  hands  of  small 
tanners.  It  will  be  some  time  before  the  leather  men  will 
feel  the  pressure  sufficiently  to  make  concessions  because 
they  are  meeting  the  same  factors  in  high  cost  of  production, 
namely,  high-priced  materials  and  labor.  Shoe  manufac- 
turers have  been  content  to  run  on  half  capacity  for  a  con- 
siderable time  past  on  account  of  the  scarcity  of  help  and  do 
not  show  any  anxiety  for  spending  up.  It  will  take  some 
time  before  they  experience  any  considerable  relief  from  the 
easing  of  the  labor  market-    Here  and  there,  concessions 


may  be  made,  but  they  will  not  warrant  the  delay  and  loss 
that  must  occur  by  buyers  holding  back. 

A  Sound  Policy. — Those*  who  buy  cautiously  but 
steadily,  stand  the  best  chance  of  being  in  shape  for  the 
improvement  that  will  come  with  the  opening  up  of  next 
season's  trade.  There  is  no  doubt  that  the  relief  afforded 
by  the  removal  of  the  heavy  burden  of  war  will  cause  a 
reaction  and  people  will  continue  to  follow  their  spending 
mood.  Their  savings  will  outlast  the  period  of  change  and 
unrest,  and  as  soon  as  the  winter  is  over  everybody  will  have 
settled  down  to  a  firm  belief  in  the  future  of  the  country 
and  business. 

Our  Business  Prospects. — Canada  is  expected  to  pro- 
vide for  European  needs  half  as  much  again  in  food  products 
as  she  sent  across  this  year.  With  the  availability  of  farm 
labor  by  next  spring,  it  ought  to  be  possible  to  increase  our 
production  to  at  least  this  extent.  We  have  been  doing 
wonders  on  what  help  we  have  had.  Prices  will  remain 
high  for  all  kinds  of  produce,  and  labor  will  be  in  demand 
for  construction  and  other  pruposes  to  an  extent  that  will 
fully  absorb  all  that  will  return  to  Canada  in  the  next  s  x 
or  eight  months.  It  will  take  all  of  two  years  to  get  all  our 
men  back  and  longer  than  that  to  start  immigration.  For 
the  next  two  or  three  months  we  may  expect  more  or  less 
quietness,  but  after  that  there  will  be  such  a  demand  for 
staple  goods  as  will  keep  our  factories  busy.  People  will 
need  shoes  and  need  them  so  much  this  winter  that  trade  will 
be  about  as  usual,  and  with  the  prospective  restraints  thrown 
off  for  spring,  there  ought  to  be  a  good  demand  for  all  kinds 
of  fancy  as  well  as  staple  footwear. 


Don't  quit  advertising.  It's  better  to  over  advertise  than 
under  advertise,  providing  you  have  the  goods. 


We  are  specialists  in  the  production 
of  Felt  Box  Toes. 

Perfection  Counter  Limited 

699  Letourneux  Ave.,     Cor.  Ernest  St. 

Maisonneuve,  Montreal 


"Perfect''  Counters 

are  all  that  their  name  implies.  The  most  care- 
ful manufacture  and  the  use  of  finest  grade 
selected  fibre  ensures  a  product  giving 

Perfect  Satisfaction 

Their  ability,  fit,  appearance  and  price  give  them 
the  preference  over  all  others.  They  are  guar- 
anteed to  outlast  the  shoe. 


GO 
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A  New  Stimulus  for  Your  Business 


NEOLIN  SOLES  have  been  a 
sensational  success.  Every- 
body in  Canada  has  heard  or 
read  about  them.  Thousands  of 
folks  have  worn  them  —  and  like 
them.  Over  400  shoe  manufactur- 
ers are  putting  Neolin  Soles  on  their 
product. 

Now  we  announce  a  new  feature  — 
Neolin  Half-Soles. 

In  these  days  of  high  shoe  prices 
and  war-time  economy  thousands  of 
folks  will  want  re-soling  jobs  done. 

Many  will  want  their  shoes  re- 
equipped  with  Neolin  Soles.  Those 
whose  shoes  are  not  Neolin-soled 
w  ill  welcome  the  chance  of  trying 
Neolin  Soles. 

Wherever  your  customers  do  not 
want  to  pay  the  price  of  a  Neolin 


lieolmHalf  Soles 
Wear  Longer* 


full-sole  job  you  can  still  sell  them 
all  Neolin's  advantages — long  wear, 
comfort,  flexibility — through  Neolin 
Half-Soles. 

A  big  advertising  campaign  has  been 
launched  in  the  newspapers  and 
farm  papers  to  sell  the  economy  of 
shoe-repairing  with  Neolin  Half- 
Soles. 

Make  a  drive  on  this  business.  It 
will  give  a  new  stimulus  to  your 
trade. 

Neolin  Half-Soles  are  easily  applied 
— they  can  be  nailed  or  sewn.  They 
make  a  good  job — the  kind  that 
holds  trade  and  builds  trade. 


Cash  in  on  this  big  campaign. 
Today. 


The  Goodyear  Tire  &  Rubber 
Co.  of  Canada,  Limited 
TORONTO 
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A  WELL-KNOWN  SHOE  MANUFACTURER 

(See  Front  Cover) 

Mr.  Louis  Edgar  Gauthier,  president  of  the  Slater  Shoe 
Co.,  Limited,  and  of  the  Canadian  Footwear  Co.,  Limited, 
Montreal,  first  began  his  business  caieer  with  the  dry  goods 
firm  of  P.  P.  Martin,  Montreal,  and  remained  with  this  firm, 
filling  various  important  positions,  for  fifteen  years,  leaving 
them  to  join  in  partnership  with  Mr.  C.  Galarneau,  formerly 
a  well-known  wholesale  leather  merchant  of  Montreal. 
Mr.  Gauthier  was  connected  with  this  firm  for  over  twenty 
years,  and  upon  the  death  of  Mr.  Galarneau  liquidated  the 
business,  and  about  this  time  secured  the  controlling  interest 
in  the  Slater  Shoe  Co.  He  organized  it  and  the  following 
year,  1915,  organized  the  Canadian  Footwear  Co.,  being  now 


Calling  the  Moose.    Note  the  Larrigans 

president  of  both  concerns.  Mr.  Gauthier  belongs  to  one  of 
the  oldest  and  most  prominent  French  Canadian  families  of 
the  Dominion.  He  has  a  brother,  Auxiliary  Bishop  George 
Gauthier,  of  Montreal,  and  also  another  brother.  Parish 
Priest  of  St.  James'  Church,  Montreal.  The  latter  man  is 
well  known  for  his  interest  in  the  betterment  of  social  con- 
ditions in  the  metropolis.  He  has  a  sister,  who  is  Superior 
General  of  the  Congregation  of  Notre  Dame,  a  teaching 
order  of  nuns.  Mr.  Louis  Gauthier  is  also  a  member  of  the 
Chambre  de  Commerce,  is  a  member  of  the  Knights  of 
Columbus  of  the  St.  John  Baptiste  Society,  the  Independent 
Order  of  Foresters,  the  Artisans'  Benevolent  Society  and 
the  Alliance  Nationale.  He  is  also  one  of  the  founders  and 
a  very  strong  supporter  of  the  Circle,  Outremont,  a  young 
men's  club,  formed  along  the  lines  of  the  Y.M.C.A.  He  is  a 
member  of  the  Outremont  Curling  Club,  Mount  Royal 
Bowling  Club,  and  for  the  last  five  years  has  been  alderman 
of  the  Town  of  Outremont,  Que.    He  has  always  taken  an 


active  part  in  everything  concerning  the  welfare  of  the 
city,  and  is  highly  regarded  as  a  man  of  public  spirit. 

TETRAULTS  ACQUIRE  THE  JAMES  MUIR  PLANT 

The  Tetrault  Shoe  Manufacturing  Co.,  Limited,  of 
Montreal,  have  for  some  time  past  found  that  their  plant  on 
De  Montigny  St.  was  not  sufficiently  large  to  handle  their 
fast  increasing  business,  so  they  have  recently  acquired  the 
magnificent  plant  of  the  James  Muir  Co.,  Aird  Ave.,  Maison- 
neuve.  This  they  will  use  as  factory  number  2,  and  will 
manufacture  their  Goodyear  Welts  for  men  and  boys  in  this 
newly  acquired  plant.  This  factory  is  probably  one  of  the 
finest  plants  "in  the  Province  of  Quebec,  being  a  four  storey 
brick  building  and  has  a  frontage  of  two  hundred  feet.  It 
was  erected  only  a  few  years  ago  and  is  equipped  with  the 
very  latest  machinery  and  has  all  the  facilities  of  an  up-to- 
date  plant.  The  executive  offices  of  the  Tetrault  Company 
will  still  be  located  at  their  premises  on  De  Montigny  St. 

It  is  understood  that  Mr.  James' Muir,  Jr.,  will  take  a 
well-earned  rest  for  a  couple  of  months,  after  which  he  will 
make  his  plans  for  the  future. 


The  Shoe  and  Leather  Journal  has  been  boosting 
the  Victory  Loan,  and  while  doing  so  showed  a  good  example 
by  winning  a  100%  flag  for  subscriptions  from  the  employees, 
who  number  over  fifty. 


A  WINNIPEG  HUNTING  PARTY 

When  it  comes  to  organizing  a  little  hunting  party, 
leave  it  to  Charlie  Pethic,  manager  of  the  shoe  department 
of  the  Yale  Shoe  Store,  Winnipeg,  and  W.  J.  Stephens, 
accountant  of  Kilgour,  Rimer  Co.,  of  the  same  city.  Just 
before  Thanksgiving,  Charlie  got  Steve  on  the  line  and  this 
is  the  conversation,  taken  by  the  "listener"  at  the  Winnipeg 
Central. 

"'Loa,  that  you  Steve?" 

" Shore,  Wat's  up?" 

"How's  your  Elizabeth?" 

"Fine,  wat's  up? " 

"Ducks,"  says  Charlie,  "le's  go  bring  some  down." 

"Shore,"  says  Steve,  "Wen?" 

"  Thanksgivin,  "  says  Charlie. 

"It's  a  go,  s'long." 

"S'long,  call  for  me." 

"Alright,  guby." 

The  picture  on  the  left  shows  Charlie  in  the  bow  of  the 
boat  called  "Win,"  holding  some  of  the  "bag."  The  man 
at  the  extreme  right  of  the  centre  picture^is  not  the  farmer; 
that's  "Steve"  posing  with  the  107  ducks  he  shot,  single- 
handed;  and  he  took  a  whole  day  off  and  distributed  them 
among  his  many  friends  in  Winnipeg. 

The  picture  on  the  right  shows  W.  J.  and  Elizabeth, 
the  latter  somewhat  disrobed.  But  Steve  don't  mind  a 
little  thing  like  that.  He's  used  to  it.  The  jug  labelled 
"Nig"  contains  cylinder  oil — at  least  that's  what  Steve 
says.  The  trunk  is  full  of  eats.  Well,  it  was  some  day,  and 
the  boys  wish  Thanksgiving  was  a  monthly  job  instead  of 
an  annual. 


That  Winnipeg  Hunting  Party 
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A.  DAVIS  &  SON 


MANUFACTURERS  OF 


High-Grade  Shoe  Leathers 

There  is  nothing  too  good  for  DAVIS  LEATHERS.  The  best  stock,  the  best  workmen,  the 
best  methods,  the  best  finish  and  packing  is  the  DAVIS  WAY.  It  has  made  Davis  Leathers 
the  leaders  in  their  class  on  this  continent.    It  means  better  shoes  and  greater  economy 


in  shoe  building. 


OUR  SPECIALTIES 


ELK — Black  and  Colors 
RUSSET— Oil  Grain 

MENNONITE  GRAIN— Black  and  Red 
COMBINATION— Smooth  and  Boarded  Pebble 


Russet  and  Black  Collar  Leather 

Vegeehrome — Black  and  Chocolate 
Imitation  Gun  Metal 

Ooze  Splits  in  Black  and  Colors 
Military  Leather 


OUR  SMOOTH  CHROME 
AND  MATT  SIDES 


Are  pronounced  by  those  who  have  used  them 
as  the  best  value  on  the  market.  They  have 
those  qualities  that  not  only  mean  wear  but 
appearance,  and  above  all 


THEY  ARE  ECONOMICAL  IN  CUTTING 

SEND  FOR  SAMPLE  LOT 

KINGSTON,  ONT. 


High-Class  Shoes 

for  the  Average  Buyer 


Men's 

Boys' 

Youths' 

Little 
Gents' 


This  describes  the  Legace  and  Lepinay  lines.  They  pos- 
sess the  three  essentials  these  days — Neat  Appearance, 
Long  Wear  and  Moderate  Price.  And  there's  a  substantial 
profit  for  YOU  on  every  sale. 

Be  sure  to  inspect  our  new  line  of  Goodyear  Welts.  You'll 
readily  see  their  possibilities  for  stimulating  sales. 


Women's 
Misses' 
Children's 
Infants' 


Leading  Jobbers  Carry  Them 


LAGACE  &  LEPINAY 

Manufacturers  of 
McKAYS,  STANDARD  SCREW  AND  GOODYEAR  WELTS 

22  St.  Anselme  St.  Quebec,  P.Q. 
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Pigs,  People  and 
Publicity 

If  You  Have  Anything  to  Sell  Make  a 
Squeal  About  It — Let  People  Know  Where 
You  Are  and  What  You  Have  to  Sell 

MRi  D.  B.  MacRAE  has  a  very  unique  article  on  adver- 
tising in  the  Credit  Man's  Journal,  in  which  he 
recounts  having  stayed  for  a  time  on  a  farm  one 
summer  and  volunteering  to  feed  some  •  pigs  during  the 
absence  of  the  farmer;  he  missed  an  old  three  hundred 
pounder  for  two  days  simply  because  he  did  not  know  where 
she  was  and  she  did  not  squeal  to  make  her  whereabouts 
known.  The  other  pigs  all  squealed  at  feeding  time  and  so 
received  their  rations  regularly. 

Mr.  MacRae's  application  or  figure  or  parable  is  some- 
what paradoxical  or  inverted  or  twisted,  but  it  serves  as  a 
text.  The  difference  between  this  unfed  pig  and  an  adver- 
tiser is  diametrically  opposite.  An  advertiser  has  something 
to  dispose  of,  while  with  the  pig  there  was  something  it 
should  have  received.  However,  it  is  a  case  of  "squeal" 
whether  you  want  to  sell  or  receive.  Let  the  people  know 
you  are  in  the  business  world  and  you  can  do  this  only  by 
making  a  noise  either  verbally,  through  your  window  dis- 
plays, or  with  printers'  ink. 

There  is  no  time  when  a  retail  shoe  man  has  nothing 
to  advertise.  He  may  feel  he  has  not  anything  special  or 
that  he  does  not  need  to  advertise.  There  are  those  who  feel 
and  often  say,  "Oh,  everybody  knows  where  I  am,  I  don't 
need  to  advertise."  That  is  one  of  the  greatest  mistakes 
a  merchant  ever  made.  If  he  is  located  in  a  town  of  any 
size  at  all  there  will  be  many  more  in  it  than  he  surmises 
who  actually  do  not  know  where  he  is.  And  even  though 
they  may  know  the  location  of  his  premises  they  may  not 
have  anything  to  connect  him  or  his  store  with  boots  and 
shoes.  There  should  be  some  attraction  so  that  when  the 
public  passed  that  store  they  would  be  impressed  with  the 
fact  that  Mr.  Jones  keeps  that  store,  and  that  store  is  a 
shoe  store  and  in  that  store  certain  shoes  are  obtainable. 
Unless  he  has  made  that  impression  on  those  who  pass  his 
place  of  business  he  has  not  "squealed"  loud  enough,  or  not 
squealed  at  all,  like  the  three  hundred  pounder  who  did 
not  make  her  presence  known  when  Mr.  MacRae  was  pass- 
ing. 

If  you  walk  down  the  business  street  of  your  town  you 
will  observe  how  certain  stores  single  themselves  out  to  you. 
It  may  be  their  attractive  window  displays,  or  it  may  be 
that  the  advertising  Ldone  by  these  stores  has  left  such 
an  indelible  impression  on  your  mind  that  when  you  see 
them  their  merchandise  is  immediately  associated  with  their 
advertising.  In  other  words  they  have  "squealed,"  and 
their  publicity  has  affected  the  passing  people  and  the  result 
is  more  business  for  those  stores,  and  so  they  continue  to 
stand  out. 

Of  course  this  all  assumes  that  the  merchant  is  not  con- 
tented. That  he  belongs  to  a  class  represented  in  Mr. 
MacRae's  story  of  the  pigs  that  squealed,  squealed  for  more. 
If,  however,  he  belongs  to  the  three  hundred  pounder  class 
he  will  be  contented  and  not  make  any  noise  to  signify  he 
wants  more.  The  story  provides  that  if  the  three  hundred 
pounder  did  squeal  it  was  not  at  the  right  time  and  if  you  have 
anything  to  advertise  do  it  at  the  right  time. 

Every  retail  shoe  merchant  has  shoes  to  advertise  for 
every  day  in  the  year,  and  few  of  them  are  so  sleek  with 
business  fatness  that  they  do  not  want  any  more  business. 
Hunt  up  the  lines  that  are  suitable  for  the  present  season, 
and  it  is  even  best  to  keep  a  little  in  advance  of  the  season. 


Just  now  advertise  fall  and  winter  lines.  Study  the  needs 
of  your  locality,  and  the  kind  of  customers  you  serve.  If 
there  is  need  for  heavy  work  boots  and  larrigans  in  your 
section  then  feature  them.  If  your  competitor  has  been  able 
to  attract  and  hold  a  certain  trade  you  have  not  been  able 
to  secure,  start  in  and  advertise  that.  Make  a  loud  noise 
about  it  without,  of  course,  mentioning  his  name.  Simply 
pound  away  with  your  publicity  until  you  have  attracted  the 
people's  attention  and  it  will  be  but  a  question  of  time  till 
they  will  be  feeding  you  with  their  trade.  Bear  in  mind 
these  three  words,  "Pigs,  People  and  Publicity,"  and  they 
will  stimulate  your  advertising  efforts.  The  pigs  will  remind 
you  of  Mr.  MacRae's  story;  the  people — those  to  whom  you 
wish  to  shout  with  publicity — the  result  will  be  you  will  be 
better  fed. 


KAUFMAN  RUBBER  CO.  WIN  VICTORY  BANNER 

The  Kaufman  Rubber  Co.,  of  Kitchener,  did  itself 
proud  in  the  Victory  Loan  campaign.  On  the  first  day  the 
subscription  opened  75  per  cent,  of  the  employees  had  sub- 
scribed and  they  were  the  first  firm  in  Kitchener  to  win  a 


A.  R.  Kaufman,  Jim  Lovell  and  John  Redding 
leading  that  big  parade  up  in  Kitchener,  Ont. 


flag.  By  Wednesday  night  they  had  doubled  their  objective, 
which  means  they  went  some.  In  the  evening  five  hundred 
of  the  employees  formed  in  a  big  parade  and  showed  the 
city  of  Kitchener  where  Victor  Loan  parades  sprang  from. 
It  was  headed  by  Mr.  A.  R.  Kaufman,  J.  S.  Lovell  and  John 
Redding,  who  preceded  a  brass  band.  After  marching 
through  the  principal  streets  they  proceeded  to  the  audi- 
torium, where  a  midway  show  was  in  progress,  and  everybody 
joined  in  for  having  a  good  time.  The  loaft  was  certainly 
a  big  success  with  the  Kaufman  Rubber  Co. 


THE  WAY  TO  SUCCESS 

"The  secret  of  success,"  the  stamp  said,  "is  sticking 
to  it." 

"To  succeed,"  said  the  knife,  "be  bright  and  sharp." 

"Keep  up  to  date,"  said  the  calendar. 

"  Don't  knock — it's  old-fashioned,"  said  the  electric  bell. 

"Do  a  driving  business,"  said  the  hammer.  And  the 
barrel  added:  "Never  lose  your  head."  • 

"Make  light  of  everything,"  the  electric  bulb  observed 
cynically. 

"But  always  keep  cool,"  said  the  ice. 
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COLLIS  COLORS 
CREATE  CUSTOM 

The  exactness  of  tone  and  the  delicacy  of  finish  that  appeal  to  the  careful  buyers  are 
characteristic  of 

COLLIS  LEATHERS 

They  are  a  HIGHLY  SPECIALIZED  product,  the  combined  result  of  the  BEST  EXPERT 
SELECTION  OF  RAW  SKINS  and  the  BEST  EXPERT  TANNING  AND  FINISHING 
PROCESSES.    They  have  no  equal. 

Or* I  lie    ^Alnre  Collis  London  Brown 

V/OIMS    vOIOlS       Collis  Toney  Red  Brown 

0 

These  are  the  recognized  leaders  in  high-class  shoe  production.    When  you  buy  Collis  Leathers  you  know 

what  you  are  getting. 

They  Give  Life  as  well  as  Attractiveness  to  the  Shoe 

Collis  Leather  Company,  Limited 


Send  for  Sample 
Book  of  Colors 


Aurora,  Ont. 


Yamaska  Brand  Shoes  WEAR 


They  are  staunchly  made  from  excellent 
materials,  by  skilled  workmen  who  take 
pride  in  their  output. 

They  have  the  APPEARANCE  that 
attracts,  and  the  WEARING  QUALI- 
TIES that  bring  your  customers  back 
again. 

Get  Them  From  Your  Jobber 

LA  COMPAGNIE 

J.  A.  &  M.  COTE 

St.  Hyacinthe  -  Que. 
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SHOE  PRICES  AND  THE  END  OF  THE  WAR 


American  Shoe  Manufacturer  tells  "Journal"  that  Coming  of 
Peace  Would  not  Reduce  Cost  of  Shoes 

(Special  Correspondence,  Shoe  and  Leather  Journal.) 

Rochester,  N.Y. — W.  H.  Dunn,  treasurer  of  Utz  and 
Dunn  Co.,  which  firm  has  a  large  business  throughout 
Canada,  expressed  his  views  to-day  in  the  matter  of  what 
effect  the  coming  of  peace  would  have  on  shoe  prices.  ' '  There 
is  no  possibility,  so  far  as  I  can  see,"  said  Mr.  Dunn,  "of  the 
slightest  reduction  in  the  cost  of  shoes  in  the  near  future,  nor 
for  some  time  to  come,  no  matter  what  may  happen  in 
Europe.  Under  the  most  favorable  conditions,  that  is, 
supposing  Germany  should  accept  the  Allies'  peace  terms 
and  the  United  States  Government  immediately  lifts  the 
embargo  on  the  import  of  hides  and  skins,  it  is  true  that 
tanners  need  goat  skins,  but  there  are  no  vessels  in  South 
America  or  in  Asia  to  bring  them  to  us.  Ships  must  be 
sent  to  those  countries  and  it  would  require  from  two  to 
three  months  to  make  the  trip,  including  loading  and  un- 
loading, not  to  consider  the  time  lost  in  procuring  ships, 
and  there  are  no  vessels  of  any  size  that  could  be  utilized 
for  that  purpose  now.  It  would  require  three  months  more 
after  the  skins  reach  the  tanner  to  tan  them  into  leather. 
Then  another  two  months  at  least  would  be  required  to  make 
the  leather  into  shoes,  and  at  the  very  quickest,  seven  or 
eight  months  would  elapse  before  any  raw  material  can  be 
ready  for  the  wearer  after  the  embargo  is  lifted. 

"The  United  States  has  between  three  and  four  million 
men  abroad,  in  the  army,  the  Red  Cross  and  engaged  in 
army  relief  work.  All  available  vessels  will  be  required  to 
bring  this  vast  concourse  of  people  home.  It  is  doubtful  if 
any  will  be  spared  for  commercial  purposes,  outside  of  carry- 
ing food  and  supplies  to  both  the  Allies  and  to  the  former 
combatants,  whose  starving  conditions  we  have  already 
began  to  alleviate. 

It  must  be  remembered  that  our  Allies  are  worse  off  for 
shoes  and  leather  than  we  are,  and  therefore,  this  Govern- 
ment will  no  doubt  favor  them  before  our  own  needs  are 
supplied.  Then,  too,  our  armies  will  continue  in  the  field 
for  months  to  come,  doing  garrison  and  police  work,  and  re- 
organizing the  devastated  countries  of  Europe.  Nearly  as 
much  footwear  will  be  required  for  them  as  in  times  of  war- 
fare. 

"There  is  no  surplus  of  shoes  in  the  United  States  or 
Canada,  and  the  home  demand,  plus  the  volume  of  foreign 
orders  for  shoes  that  is  being  held  awaiting  export  licenses, 
will  consume  all  the  footwear  that  the  factories  in  these  two 
countries  can  make  with  their  reduced  working  forces,  and 
right  here,  the  reorganization  of  these  working  forces  and  the 
re-establishment  of  the  factory  output  on  its  former  normal 


basis  is  a  matter  of  many  months,  if  not  years.  Many  of 
the  skilled  shoe  factory  employees  are  abroad  or  are  in  uni- 
form in  the  cantonments  at  home.  Many  of  them  will  never 
return,  while  others  with  their  changed  habits  will  never  re- 
enter a  shoe  factory.  Those  who  have  worked  at  excessive 
wages  in  munition  factories  will  never  be  satisfied  to  go  back 
to  the  average  routine  and  wages  of  the  shoe  factory.  It 
will  take  a  long  time  to  train  new  hands  to  take  the  place  of 
men  who  have  been  lost,  and  even  with  the  forces  re-estab- 
lished, the  shorter  hours  that  have  recently  been  put  into 
effect  would  reduce  the  output  and  also  increase  the  cost  of 
production. 

"So  far  as  I  am  able  to  see,  the  public  cannot  expect  any 
cheaper  shoes;  at  least,  not  during  the  coming  year." 


CANADA  STILL  DOING  HER  PART 

We  of  the  United  States  cannot  help  but  appreciate 
that  Canada  is  still  doing  her  full  part  in  the  war.  Her 
accomplishments  should  put  the  blush  to  the  cheek  of 
Americans  who  have  been  supporting  the  war  in  a  faint- 
hearted manner.  Canada's  last  Victory  Loan  produced  total 
subscriptions  of  $418,000,000,  which  on  a  basis  of  population 
is  equal  to  our  last  loan  of  $6,000,000,000.  And  remember, 
this  was  done  after  over  four  years  of  war,  and  after  sending 
nearly  500,000  soldiers  across  the  water.  Again,  on  the 
basis  of  population,  Canada  has  sent  over  an  army  equivalent 
to  an  army  of  8,000,000  from  the  United  States.  We  will 
scarcely  ever  do  that. — "Furniture  Manf.  and  Artisan." 


THE  FOLLY  OF  SENTIMENT 

{Continued  from  page  j6) 

releasing  of  certain  munition  workers  will  scarcely  be  noticed, 
so  rapidly  will  they  be  absorbed  into  other  industrial  pur- 
suits. Let  the  attitude  be  one,  not  of  over  pessimism,  nor 
over  optimism,  but  of  a  steady  going  all  the  time  with  no 
thought  of  lagging  for  any  reason  whatever,  and  above  all, 
do  not  let  the  folly  of  sentiment  carry  us  away  so  it  may 
work  its  depressing  influences. 


The  following  Canadian  patents  have  been  awarded 
recently : 

Fletcher  Sparling  and  Mills  C.  Simpson,  co-inventors 
of  Winnipeg,  Man.,  on  a  boot. 

Justice  H.  Clear  and  F.  C.  Richville,  assignors,  Clarkston 
and  Austin  D.  Gregory,  Vollmer,  and  F.  N.  Grief,  Spokane, 
all  in  Washington,  U.S.A.,  each  an  assignee  of  a  fourth 
interest,  on  a  boot. 

The  United  Shoe  Machinery  Co.,  of  Canada  Ltd., 
Maisonneuve,  assignee  of  The  United  Shoe  Machinery 
Company  of  Canada,  Montreal,  both  in  Quebec,  Canada, 
assignee  of  Arthur  Bates,  Leicester,  Eng.,  on  a  shoe,. 


A  Self-Serving  Basement  in  a  large 
store  in  San  Francisco. 


66 


THE   SHOE  AND   LEATHER  JOURNAL 


Take  the  Ackerman  Line 

for  Successful  Retailing 

It's  the  reliable  Staple  line  that  carries  you  through 
the  regions  of  Larger  Sales  and  Quick  Turnover,  to  the 
city  of  Success. 

Ackerman's  shoes  are  well-made  and  well-finished.  They 
will  give  the  WEAR  that  means  "repeat"  sales. 

For 

MEN,  BOYS,  YOUTHS  and  LITTLE  GENTS 

B.  F.  Ackerman  Son  &  Co.,  Limited 


Peterboro,  Ont. 


W estern  Branch :    Retina,  Sask. 


Makers  of  "The  Peterboro  Shoe" 


YOU  CAN 
BE  SURE 


When  you  sell  a  pair  of  BEST  EVERY-DAY 
SHOES,  or  AURORA,  that  the  customer 
will  be  satisfied. 


CONFIDENCE  is  the  keynote  in  successful  shoe  retailing.    You  can  back  Sisman 
Shoes  with  every  ounce  of  assurance  you  can  put  into  them. 

The  "AURORA"  is  a  shoe  that  has  style  as  well  as  leather  and  good  shoemaking 
behind  it. 

The  BEST  EVERY-DAY  SHOE  is  absolutely  the  best  HONOR  BRIGHT  general 
purpose  shoe  that  can  be  found  on  the  market. 

Armed  with  these  two  lines  your  trade  is  sure.     Ask  your  Jobber. 

The  T.  Sisman  Shoe  Co.,  Limited 

Aurora,  Ontario 
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DISABLED  SOLDIERS  AS  SHOE-REPAIRERS 

The  picture  herewith  reproduced  shows  the  class  in 
shoe-repair  instruction  conducted  by  the  Department  of 
Soldiers'  Civil  Re-Establishment  at  London.  Similar  classes 
have  done  good  work  at  Halifax,  Montreal,  Saskatoon, 
and  other  places. 

One  of  the  chief  branches  of  endeavour  of  the  Re- 
Establishment  Department  is  to  train  for  new  occupations 
returned  soldiers  who  are  so  disabled  that  they  cannot 
take  up  their  former  work.  It  has  been  found  there  are 
quite  a  number  of  men  who  can  be  trained  as  shoe-repairers, 
and  existing  conditions  in  the  trade  have  created  a  sufficient 
number  of  openings  to  absorb  those  who  have  been  so  train- 
ed. It  has  not  been  the  policy  of  the  Department,  however, 
to  train  any  great  number  of  men  for  any  one  industry, 
in  order  that  there  might  never  arise  a  condition  where 
one  industiy  was  flooded  with  disabled  men  to  the  exclusion 
of  able-bodied  workers,  and  also  in  order  to  avoid  competi- 
tion of  disabled  men  against  each  other. 

The  Department  of  Soldiers'  Civil  Re-Establishment 
also  conducts  vocational  training  classes  in  the  military 
hospitals  for  convalescent  patients,  and  not  a  few  ex-shoe- 
repairers  have  been  enabled  to  win  back  their  old  time 
skill  before  discharge,  so  that  they  were  able  to  take  employ- 
ment right  away.  The  classes  for  convalescent  men  are 
conducted  not  so  much  to  teach  men  new  trades,  as  to 
assist  in  restoring  health,  to  awaken  interest  in  civil  life, 
and  to  develop  the  co-ordination  of  muscles,  which  a  work- 
man often  loses,  after  spending  two  01  three  years  away 
from  his  trade  in  the  army.  All  convalescent  soldiers 
are  entitled  to-  some  kind  of  vocational  training  during 
their  stay  in  hospital.  Some  of  the  standard  classes  which 
are  maintained  are  commercial  subjects  such  as  shorthand 
and  book-keeping,  general  education,  carpentry,  wood- 
working, and  automobile  mechanics.  In  some  places 
shoe-repairing  has  also  been  used  for  the  same  purpose. 
These  should  not  be  confused,  however,  with  the  courses 
of  industrial  re-education  for  disabled  men.  These  courses 
do  not  begin  as  a  rule  until  after  discharge.  The  instruction 
given  in  these  courses  are  intensely  practical,  and  the  men 


and  their  dependents,  if  any,  are  supported  during  the 
five  to  eight  months  that  the  courses  last. 


DOES  A  DELIVERY  SYSTEM  PAY? 

Shoe  repairmen  are  constantly  confronted  with  the 
problem  of  whether  they  should  collect  and  deliver  shoes 
from  their  customers.  In  small  towns  probably  this  is  not 
necessary,  but  in  larger  towns  and  cities  it  has  become 
almost  compulsory  that  deliveries  should  be  made.  Of 
course,  if  there  is  an  understanding  with  all  repairmen  that 
no  deliveries  are  to  be  conducted,  then  this  expense  can  be 
dispensed  with,  but  if  one  man  does  it  even  on  a  small  scale 
with  a  boy  after  four  o'clock,  the  others  will  sooner  or  later 
have  to  fall  into  line. 

There  is  one  feature  about  it  that  should  not  be  over- 
looked. No  matter  what  vehicle  is  used  to  deliver  the  goods, 
the  repairman  should  not  lose  the  opportunity  of  having  his 
name  well  printed  on  it  because  as  it  goes  through  the 
streets,  it  is  a  perpetual  advertisement  for  his  business. 
This  may  be  only  a  small  express  wagon  drawn  by  a  boy  or 
it  may  be  a  bicycle  with  a  carrying  rack  attached  to  the 
handles  or  if  his  business  is  large  enough  to  have  a  horse 
and  wagon  or  an  auto  delivery,  then  by  all  means,  utilize 
these  with  some  attractive  advertisement.  Emphasize  the 
fact  that  you  call  for  and  deliver  goods,  that  you  guarantee 
your  work  and  that  you  deliver  at  the  time  promised.  Of 
course,  no  set  rule  can  be  laid  down  for  every  repairman. 
He  will  have  to  take  the  matter  into  his  own  consideration. 
It  is  simply  a  question  of  costs.  If  he  can  deliver  or  gather 
enough  work  to  pay  for  the  cost  of  delivery,  then  he  is  on 
safe  footing.  On  the  other  hand,  if  he  does  not  deliver, 
there  is  danger  of  the  trade  which  he  already  holds  slipping 
away  from  him  so  he  is  placed  in  a  position  where  he  will 
have  to  grip  either  one  horn  or  other  of  the  dilemma. 


HERDS  ON  THE  DECREASE 

Figures  compiled  some  months  ago  by  the  French 
authorities  show  how  the  herds  of  livestock  have  been  de- 
pleted since  the  outbreak  of  the  war.  Cattle  have  been 
reduced  by  16.5  per  cent.,  sheep  by  36.6  per  cent,  and  hogs 
by  40.2  per  cent.  Canada  has  been  supplying  only  the 
following  percentage  of  the  Allies'  import  requirements: 
Beef  2.23  per  cent.,  pork  products  8.55  and  butter  1.40. 
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Improve  Your  Next  Window  Display  by  Using 

MAYHEW'S  INVISIBLE 
TOP-TREE 


Adjustable  to  all  heights  of  shoes, 
laced  or  buttoned, 

ORDER  BY  NUMBERS 

No.  8 — For  Open  Form  or  No  Form. 
No.  6 — For  Closed  Form. 

No.  4 — -For  Men's  Shoes  Only 


Sold  by 
JOBBERS  or  DIRECT 

Samples  furnished  on  request 

Manufactured  by 

JAMES  N.  MAYHEW  CO.,  Inc 

311-313  South  Third  Street 
MINNEAPOLIS,  MINN.  :  U.S.A. 


Edwards  &  Edwards 


TANNERS  OF 

SHEEPSKINS 

FOR 

SHOES  GLOVES 
SADDLERY 
UPHOLSTERING 
BAGS  AND  SUIT  CASES 
BOOKBINDING 
FANCY  AND 
NOVELTY  GOODS 
SKIVERS 
EMBOSSED  LEATHERS 
ETC.,  ETC. 


Edwards  &  Edwards 


Head  Office 
27  Front  Street  East 
Toronto 


Tanneries 
Woodbridge  Ont. 


Quebec  and  Maritime  Provinces 
Represented  by 

John  McEntyre,  Limited  -  Montreal,  Que. 


MARTIN 

Corrugated  Paper  Boxes 


Facilitate  the  despatch  of  shipments. 

Give  the  greater  security  of  a  sealed  package. 

Cut  freight  and  express  cost. 

Make  the  work  of  putting  up  orders  almost  noiseless. 
Ensure  the  arrival  of  goods  in  the  best  condition. 
Occupy  a  minimum  of  storage  space. 

WRITE  TO-DAY 


Martin  Corrugated  Paper  &  Box  Co. 

353  Pape  Avenue,  Toronto 


Limited 
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Jas.  Corteau,  a  shoe  merchant  of  Quebec  City,  died 
recently. 

There  is  a  reported  change  in  the  business  of  L.  E. 
Chamberlain,  of  Sherbrooke,  Que. 

There  has  been  some  change  in  the  business  of  W. 
McDonald,  of  Victoria,  B.C. 

Mr.  Howard  Knight,  of  the  firm  of  Caldwell,  Knight  & 
Bradley,  died  recently  at  his  home  in  Petrolia. 

There  has  been  a  change  reported  in  the  business  of 
S.  Myers,  of  Rigaud,  Que. 

The  Tilsonburg  Shoe  Co.  had  a  big  success  with  their 
Victory  Loan.  They  subscribed  over  three  times  their 
quota  and  over  90  per  cent,  of  employees  subscribed. 

Mr.  Lawrence  Bedard,  of  Bedard  Bros.,  Tilbury,  died 
recently. 

The  Airo  Rubber,  Limited,  has  been  incorporated  in 
Montreal  with  a  capital  stock  of  $100,000. 

There  is  a  change  reported  in  the  business  of  Yvonne 
Lavergne,  shoe  merchant,  of  Montreal. 

Mr.  Binmore  has  resigned  his  position  as  treasurer  of 
the  Canadian  Consolidated  Rubber  Co.,  Montreal,  and  is 
going  to  California  to  reside.  Mr.  Binmore  has  been  with 
the  company  for  eighteen  years. 

Harold  Johnston,  who  has  a  shoe  store  on  College  street, 
Toronto,  is  back  to  business  after  convincing  the  "flu"  that 
he  was  the  best  man  of  the  two. 

Mr.  S.  Davis,  late  of  High  River,  Alta.,  has  purchased 
the  business  of  H.  Manuel,  of  919A  17th  avenue  west,  Calgary, 
Alta.,  where  he  is  now  located  and  doing  well. 

Mr.  Evans,  who  was  away  for  a  time  from  the  S.  M. 
McKay  shoe  store,  290  Queen  street,  Toronto,  for  a  time 
has  returned  to  his  old  position. 

There  is  a  change  reported  in  the  business  of  Simon 
Hashem,  of  Montreal.  He  carried  men's  furnishings  as  well 
as  boots  and  shoes. 

Mr.  Harry  Bell,  of  St.  Clair  avenue,  Toronto,  is  back 
at  his  store  after  wrestling  with  the  "flu." 

The  stores  in  Vancouver,  B.C.,  close  at  6  o'clock  on 
account  of  the  "flu." 

Mr.  T.  A.  Wilson,  the  popular  shoeman,  of  579  Bloor 
street  west,  Toronto,  has  just  returned  from  a  trip  out  West. 
T.  A.  looks  much  better  and  says  he  had  a  fine  trip. 

A  company  has  been  formed  in  Montreal  to  take  charge 
of  the  business  of  J.  P.  Cote,  of  that  city.  The  name  of  the 
company  is  "La  Compagnie  de  Chaussures  Lasalle,  Limitee." 

Mr.  W.  E.  Wing,  of  the  Kaufman  Rubber  Co.,  Kitch- 
ener, is  doing  a  little  hunting  up  north. 

In  our  last  issue  we  reported  Mr.  G.  L.  Hodgson,  of 
Mount  Dennis,  as  having  died  with  influenza.  Mr.  Hodgson 
is  not  able  to  tell  how  the  report  became  current  and  phones 
us  that  it  is  a  mistake  as  he  has  fully  recovered.  He  is  also 
out  of  the  shoe  business  at  the  present  time. 

There  were  126  deaths  from  the  influenza  epidemic  in 
Kitchener. 

Mr.  Britton  Griffith,  an  employee  of  the  Sisman  Shoe 
Co.,  Aurora,  died  recently  of  pneumonia. 

Mr.  C.  E.  Perras,  of  the  Adanac  Leather  Co.,  has  just 
returned  from  a  business  trip  to  Boston. 

Mr.  W.  Herbert,  of  Gagnon,  Lachapelle  &  Hebcrt,  was 
in  Boston  recently  in  the  interests  of  his  firm. 

The  growth  of  the  Tilsonburg  Shoe  Co.  has  necessitated 
their  building  a  new  warehouse  to  take  care  of  their  raw 


material.  It  is  55  x  55  feet.  They  have  also  installed  a 
new  No.  5  lasting  machine  and  a  new  stamper. 

Mr.  Bert  Sproul  has  purchased  the  business  of  F.  M. 
Brereton,  on  Danforth  avenue,  Toronto. 

Mr.  Henry  Schetagne,  a  promising  young  traveler, 
who  was  Quebec  representative  for  Bennett,  Limited,  died 
of  heart  failure  at  his  father's  home  in  Montreal  on  October 
16th,  after  about  a  month's  illness.  He  was  a  son  of  Mr.  H. 
Schetagne,  well-known  Montreal  notary. 

The  shoe  department  of  the  Robert  Simpson  Co., 
Toronto,  was  the  first  to  win  the  store  honor  flag  in  the 


The  late  J.  A.  Lefebre,  of  Montreal,  whose  death  was 
announced  in  last  issue  of  The  Shoe  and  Leather  Journal 

Victory  Loan  drive.  They  were  also  the  first  to  obtain  100 
per  cent,  efficiency.  The  company  raised  the  objective  from 
$250,000  to  $439,000,  to  represent  $1,000  for  each  man  of 
the  company  overseas. 

Mr.  W.  K.  Hayward,  shoe  manufacturer  and  repairer, 
of  West  Toronto,  has  been  absent  for  some  days  through 
the  death  of  his  mother  at  Cobourg,  Ont. 

The  new  Rannard  store  in  Winnipeg  is  expected  to  be 
opened  now  within  a  short  time.  It  will  be  one  of  the  most 
up-to-date  stores  in  Canada  when  completed. 

Mr.  A.  A.  Armbrust,  of  the  Lady  Belle  Shoe,  Kitchener, 

AN  EASTERN  MANUFACTURING  CONCERN  making 
McKay  shoes,  want  a  selling  agent  in  Britisn  Columbia 
Province,  a  man  who  resides  in  Vancouver.  Box  826, 
Shoe  and  Leather  Journal,  1229  Queen  Street  West, 
Toronto. 

FOR  SALE — First  class  shoe  repairing  business  in  best 
residential  part  of  City  of  Vancouver.  Owner  leaving 
city.  Apply  Box  827,  Shoe  and  Leather  Journal, 
1229  Queen  Street  West,  Toronto. 
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The 

VULCO-UNIT  BOX  TOE 


THE  VULCO-UNIT  PROCESS 

Adds  to  the  life  of  the  shoe 
because  of  its  ability  to 
withstand  hard  service. 

Unaffected  by  water 
or  perspiration. 

Beckwith  Box  Toe  Ltd. 

SHERBROOKE,  QUEBEC,  CANADA 


WE  INVITE  AN  INSPECTION  OF 
OUR  NEW  LINE  OF 

Heavy  Footwear 

in  Standard  Screw  and  Peg.  We  are 
making  a  specialty  of  this  line,  and  are 
in  a  position  to  offer  exceptional  values 
in  strongly-built,  well-finished  heavy 
work  boots. 

This  line  is  just  what  Western  Buyers 
have  been  looking  for. 

Ask  to  see  our  ransje  of  hockey  hoots  for  next  season 

J.  E.  SAMSON,  Reg. 

20  Arago  Street  -  QUEBEC,  QUE. 


CLARKE  8s  CLARKE  Limited 

Established  1852 


Manufacturers  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years 

Clarke  &  Clarke  Limited 

General  Offices  &  Works 

Christie  Street,  Toronto 

City  Office  &  Warehouse 

63  Bay  Street,  Toronto 

BRANCH  WAREROOMS 
252  Notre  Dame  St.  W.,  Montreal 
553  St.  Valier  Street,  Quebec 
RICHARD  FRERES,  Agent 


CHAS.  E.  ROY  &  CO. 

(REG.) 

DEALER  IN 

New  and  Second-Hand  Machinery 

Leather  and  Shoe  Findings 

Let  us  know  your  requirements 
We  may  have  what  you  want 

31  Colomb  St.      QUEBEC  CITY 


OUR  STANDARD  SCREW  SHOES 


Will  stand  plenty  of  hard  wear.  Made  on  foot-fitting  lasts  that 
will  give  comfort  to  the  wearer  and  are  durable.  The  range  in- 
cludes MEN'S,  BOYS*,  YOUTHS',  LITTLE  GENTS'  and  CHILD- 
REN'S BOX  KIP.  Don't  fail  to  see  our  line  for  Spring  Nineteen- 
Eighteen.    Your  jobber  will  quote  you  prices,  or  write  us  direct. 

St.  Hyacinthe  Soft  Sole  Shoe  Co.,  Limited 

St.  Hyacinthe,  Quebec 
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Surface 


BUTTS 
Waterproof 
Gun  Metal 
Dull  or  Glazed 

also 
Butts  in  Colors 


Save  Money  and  Get  Better  Results 
By  Using  Surface  Kid—  JLST-H 

cheaper  than  real  kid — is  pliable,  yet  more  durable  and  finishes 
beautifully,  with  a  satin-like  appearance. 


A 


MADE  IN  BLACK  AND  COLORS 
Trial   Order  Is  Solicited 


GLAZED  KID 
SHEEPSKIN 
CABRETTAS  • 


Quebec  Office:  491  ST.  VALIER  ST. 


LUCIEIN  BORNE 


Montreal  Office:  225  LEMOINE  ST. 


has  just  received  word  of  the  death  in  action  in  France  of 
his  brother-in-law,  Mrs.  Armbrust's  brother. 

Mr.  Andrew  Pope,  formerly  with  Leggatt's  Drug  Store, 
Winnipeg,  has  joined  the  staff  of  Rannard's  No.  2  Store  in 
that  city. 

Mr.  Chas.  Ahrens,  Kitchener,  took  a  little  business  run 
down  to  Toronto  one  day  last  week. 

Mr.  C.  N.  Hamilton,  recently  with  the  T.  Eaton  Co., 
Winnipeg,  is  now  with  Rannard's  No.  1  Store 

Mr.  W.  Waller,  of  the  R.  Simpson  shoe  department, 
Toronto,  made  a  little  business  run  over  to  Rochester  last 
week. 

Mr.  Gerald  McDougall  is  a  new  man  in  Rannard's  No. 
1  Store  in  Winnipeg. 

Mr.  A.  A.  Armbrust  has  just  returned  from  a  business 
trip  to  Montreal. 

The  three  Rannard  Shoe  stores  in  Winnipeg  flew  100^ 
Victory  Loan  flags. 

We  were  in  error  in  stating  the  death  of  Mr.  H.  T. 
Wilson,  shoe  merchant  of  Toronto,  in  our  last  issue.  It  was 
Mr.  Wilson's  son,  Alex,  who  died. 

The  friends  of  Mr.  E.  T.  Jacobi  are  all  anxiously  await- 
ing his  return  from  the  North,  for  they  want  a  hunk  of  that 
venison  he  has  been  bagging  up  in  the  woods. 

Mr.  Leslie  Fitch,  of  the  men's  shoe  department  in  one 
of  C.  F.  Rannard's  stores  in  Winnipeg,  has  gone  to  Toronto 
to  join  the  Royal  Air  Forces  there. 

At  Monday's  big  peace  celebration,  a  plate  glass  win- 
dow was  accidently  broken  in  a  Yonge  St.  shoe  store  in 
Toronto  and  the  shoes  stolen  before  the  police  could  interfere. 

Mr.  Hugo  Wellein  has  been  appointed  treasurer  of  the 
Canadian  Consolidated  Rubber  Co.,  Limited,  succeeding 
Mr.  Binmore,  and  Mr.  H.  R.  Nixon  becomes  accountant. 

Mr.  M.  D.  Nador,  representing  the  Peerless  Machinery 
Co.,  of  Boston,  was  calling  on  the  trade  in  Montreal  recently. 

The  shoe  stork  has  been  flying  around  lately.  The  latest 
lighting  was  on  James  Lawther's  chimney.  Oh  yes,  it  is  a 
boy.    November  4th  was  the  date. 

Mr.  T.  Sisman,  of  Aurora,  has  just  returned  from  a 
week's  hunting  trip  "up  in  the  woods."  He  says  he  has 
doffed  his  larrigans  and  donned  "Every-day  Shoes." 

The  Victory  Loan  Team,  under  the  captaincy  of  Mr. 
Nap  Tetrault,  of  the  Tetrault  Shoe  Manufacturing  Co., 
has  met  with  marked  success  in  the  sale  of  Victory  Bonds, 
having  in  three  days  rolled  up  a  total  of  $557,900,  thereby 
winning  tr 3  Honor  Flag. 

Mr.  J.  A.  Wettlaufer,  formerly  with  Ashplants  of  Lon- 
don. Ont.,  is  now  in  Rannards'  No.  2  Store,  Winnipeg,  and 
will  have  full  charge  of  the  window  dressing  of  the  new  store 
when  it  is  completed.  Mr.  Wettlaufet  is  an  old  hand  at  the 
window  dressing  game,  and  the  102  foot  display  windows 
will  give  him  special  opportunities  to  show  his  ability. 

A  cablegram  has  been  received  by  J.  A.  Scott,  of  Quebec 


City,  stating  that  his  son,  Lieut.  Harold  Scott,  has  been 
seriously  wounded  at  the  front. 

Mr.  H.  A.  Young,  shoe  merchant,  of  995  Bloor  St. 
West,  Toronto,  was  ordered  to  report  under  the  M.S. A. 
He  was  given  one  month  to  close  his  business  affairs  when 
the  armistice  came  and  he  keeps  right  on  selling  shoes. 

Word  has  been  received  from  Harry  H.  Rannard,  of 
Winnipeg,  who  has  been  with  the  Royal  Air  Force  at  the 
Jesse  Ketchum  camp,  also  Long  Branch,  Armament  School, 
Hamilton,  and  now  at  Mohawk  Camp,  Deseronto;  he  has 
been  very  successful  in  his  work  since  he  joined  up  last 
April.  He  attained  an  altitude  of  5,500  feet,  with  no  diffi- 
culty, in  one  of  his  recent  nights. 

A  traveller  in  a  hotel  in  Germany  had  his  boots  stolen. 
He  sued  the  hotel  keeper.    The  magistrate  told  him  the  war 


A.  E.  Webb;  a  hustling  shoe  man  of  Calgary 

had  changed  things  and  stealing  shoes  and  clothing  was  the 
order  of  the  day.    Hurrah  for  Hun  Kultur! 

The  new  Rannard  store,  corner  Portage  and  Hargrave, 
will  not  be  completed  until  about  the  end  of  November. 
As  the  building  is  solid  concrete  (fire  proof),  it  has  taken 
longer  to  complete  it  than  was  expected,  but  the  firm 
is  making  every  effort  to  get  into  their  new  place  of 
business  by  December  2nd,  in  time  for  Christmas  trade. 
Those  who  have  seen  the  plans  and  layout  say  it  is  going  to 
be  a  magnificent  store. 
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TORONTO  HEEL  CO. 

MANUFACTURERS  OF 

All  styles  of    Heels   in  Leather 
and  Composition 

WE  ARE  ALSO  MAKERS 
OF  THE  HAVERHILL 

Write  for   Samples  and  Prices.     These  will 
interest  you 

THE 

TORONTO  HEEL  COMPANY 
13  JARVIS  ST.  TORONTO 


JOHN  McENTYRE, 

LIMITED 

Leather  and  Shoe  Goods 

28  St.  Alexander  Street 
MONTREAL 


PLANTS 
Rubber  Cement  Factory 
26  Gladstone  Ave. 


TANNERY 
1704  Iberville  St. 


JOSEPH  S.  FRY 

SHOE  AND  UPPER  MANUFACTURER 

168  Seaton  St.,  Toronto 

Men's  Strong  Working  Shoes,  Blu.  Double  Soles 

Goodyear  Stitched        -      -      -      -      -  $4.50 

Boys',    Goodyear  Stitched  -      -      -      -      -  3.75 

Youths'       "  »_____  3.00 

Lads'     -       --       --       --      --  2.50 

Box  Calf,  50c.  Extra 
Men's  Strong  Uppers   -      -  -      -      -  2.50 

Boys'  "  2.25 
Youths'     "  «-_-___  2.00 

Lads'  "  1.75 
We  Make  All  Kinds  Terms  Net  Cash 


Pan  American 

Grey  KID  Seal 


Brown 


Black 


Perkins  &  McNeely 

Philadelphia 


Ed.  R.  Lewis,  Toronto 


Sandals  of  Substance 

We  have,  the  most 
highly  specialized 
labor  and  equipment 
in  Canada  foi  the 
production  of  the  best 
type  of  sandal,  both 
in  leather  and  canvas. 

When  ordering  Sandals  specify  B.  F.  Brand. 

We  also  make  |a  splendid  rang?  of  ^Children's  Stitch- 
down  Shoes.  u 

Humberstone   Shoe  Co. 

Humberstone,  Ont. 


ROBIN  BROS. 

 Celebrated  

HINGED  LAST 


With  improved  facilities  and  additional  expert  labor  we  are  now  in  a  position 
to  meet  promptly  all  your  requirements  for  these  HIGH  GRADE  LASTS. 

They  afford  absolute  accuracy  in  measurement,  and  their  special  improve- 
ments make  them  the  most  practical  lasts  you  can  employ. 

IF  YOU  ARE  NOT  USING  THESE  LASTS  TRY  THEM  OUT  NOW— 

ROBIIN   BROS.  ^ 


Cor.  of  Carriere  and  Gilford  Sts. 


MONTREAL 
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Mr.  R.  B.  Graham,  of  the  White  Shoe  Co.,  Toronto, 
is  taking  a  buying  trip  down  in  Quebec  province. 

Mr.  A.  J.  McLaren  is  visiting  Quebec  and  the  East  in  a 
shoe  selecting  trip. 

The  Tilsonburg  Shoe  Co's  allotment  in  the  Victory 
Loan  was  $5,000,  but  they  went  $17,400. 

Mr.  Harry  Noonan,  formerly  of  The  James  Muir  Co., 
Montreal,  has  accepted  a  position  with  the  Perth  Shoe  Co., 
of  Perth,  Ont.,  and  will  take  charge  of  one  of  their  depart- 
ments. 

Mr.  C.  M.  Iredale  is  just  out  after  a  serious  wrestle  with 
the  "Flu."  Charlie  says  he  has  no  desire  for  a  return  of  the 
visitor.  He  says  the  reason  they  shaved  his  moustache  was, 
it  got  into  the  castor  oil  and  he  could  taste  it  all  day — the  oil, 
not  the  moustache. 

Mr.  J.  T.  Tebbutt,  of  Three  Rivers,  Que.,  was  in  Toronto 
and  other  Ontario  centres  recently,  on  a  business  trip. 

"  Mr.  A^an  Geel,  of  the  Tilsonburg  Shoe  Co.,  is  able  to  be 
around  after  a  spell  of  pretty  severe  illness. 

Mr.  Wilson,  of  the  James  Muir  Co.,  was  in  Toronto 
recently  on  a  little  selling  trip. 

Mr.  Dufresne,  of  Dufresne  &  Lock,  was  a  business 
visitor  to  Ontario  towns  last  week. 

W.  J.  Duncan,  of  Seaforth,  was  in  Toronto  recently  on 
a  leather  buying  trip. 

Mr.  Kmil  Jacobi,  W.  S.  Edwards,  of  Edwards  &  Ed- 
wards, and  a  few  other  leather  men,  were  in  a  hunting 
party  recently,  and  they  got  their  count — two  each.  Emil 
says  he's  going  next  year,  but  he  won't  take  any  money 
with  him. 

The  Hon.  E.  J.  Davis,  of  Newmarket,  and  Mr.  Elmer 
Davis,  of  Kingston,  and  a  party  of  friends  have  just  returned 
from  a  hunting  trip.  Despite  the  "flu,"  shorthandedness 
and  wet  weather,  nine  fine  deer  fell  to  their  aims.  The  Hon. 
E.  J.  shot  the  only  one  he  saw,  which  shows  that  his  prowess 
as  a  nimrod  is  still  at  the  zenith. 

During  the  celebration  parade  on  Monday  in  Tilson- 
burg, a  spark  from  one  of  the  torches  in  the  procession  set 
fire  to  Billy  Kolloff's  auto  and  burned  it  to  the  frame.  Billy 
says  it  made  a  good  bonfire  and  was  well  insured  and  "wot's 
the  odds,  when  we  got  peace?" 


One  of  the  most  telling  efforts  in  the  Victory  Loan  Cam- 
paign was  a  full  page  advertisement  of  the  Amherst  Boot  & 
Shoe  Co.,  in  the  Amherst  (N.S.)  "Daily  News."  It  was 
entitled  "Carry  On"  and  quoted  the  immortal  lines  of 
Col.  McCrae,  "In  Flanders  Fields,"  with  America's  Answer 
by  R.  W.  Lillard  in  the  New  York  "Evening  Post."  It 
had  much  to  do  with  the  success  of  the  Amherst  campaign. 

On  the  eve  of  his  departure  for  California,  Mr.  Binmore 
was  given  a  complimentary  dinner  at  the  Ritz  Carlton  by 
his  associates  of  the  Company.  Mr.  R.  E.  Jamieson, 
director  of  sales,  was  master  of  ceremonies.  Tribute  to 
Mr.  Binmore's  ability  was  expressed  in  addresses  by  Presi- 
dent Rieder,  Messts.  Jamieson,  Eden,  Thornton  and  Allan, 
Lieut. -Col.  Massie,  D.S.O.  and  J.  M.  S.  Cairoll.  Mr. 
Binmore  was  presented  with  an  illuminated  address  and 
also  completely  fitted  travelling  bags  for  himself  and  Mrs. 
Binmore. 

Mr.  Karl  George  Packard,  son  of  the  late  L.  H.  Packard, 
of  L.  H.  Packard  Co.,  of  Montreal,  died  suddenly  of  heart 
disease  on  Nov.  10th,  at  Long  Beach,  California,  where  he 
had  been  staying  for  his  health.  He  was  well  known  to  the 
shoe  trade  throughout  Canada,  having,  for  a  number  of 
years,  represented  the  firm  through  the  Western  Provinces. 

Among  the  many  Montreal  shoe  firms  and  their  em- 
ployees who  subscribed  to  the  Victory  Loan  may  be  men- 
tioned the  following : 

Tetrault  Shoe  Manufacturing  Co.,  Limited,  $150,000; 
Daoust,  Lalonde  &  Co.,  $50,000;  La  Duchesse  Shoe  Co., 
$25,000;  B.  Vailancourt,  of  La  Duchesse  Shoe  Co.,  $10,000; 
Fred  Whiltey  &  Co.,  $20,000;  A.  Lambert,  $10,000;  La 
Parisienne  Shoe  Co.,  $5,000;  Slater  Shoe  Co.,  $10,000; 
Bonner  Leather  Co.,  $3,000;  Aird  &  Son,  including  employ- 
ees, $25,000;  Employees  of  J.  &  T.  Bell,  Limited,  $10,000; 
W.  Martin,  of  Kingsbury  Footwear  Co.,  $10,000;  R.  Laun- 
thier,  of  Kingsbury  Footwear  Co.,  $15,000;  Scheuer,  Nor- 
mandin  &  Co.,  $1,000;  James  Robinson  and  Employees, 
$11,650;  W.  A.  Lane,  $3,000;  J.  A.  Scott,  of  Quebec  City, 
subscribed  $25,000. 


Send  in  your  Victory  Bond  Window 
Photo  — it  may  win  that  $25.00 


W.H.StaynesS  Smith, 

Leicester,  Eng. 


CASH  ADVANCED 

ON  CONSIGNMENTS 


Cable  "HIDES"  Leicester. 


HIDE  and  LEATHER 
FACTORS 

and  at  Kettering,  Northampton 
Bristol,  and  Norwich. 


as 
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CANADA  bX, 
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"ALL   ABOARD!"   Direct  Through  Connections  from     "HOOF  TO   BE  AM  HOUSE." 

Only  stops  to  improve  quality  and  selection.   Depots  at  all  principal  Hide  Centres,  including 
CHINA,  INDIA,  JAVA,  BRAZIL,  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  &  CO. 

International  Hide  Merchants 


PARIS 


HAVANA 


BASLE 


Sub  ffcd 


NEW  YORK 


CHICAGO 


"We  deliver  what  you  buy" 
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Good  Shoe 
Repairing 

Is  made  better  and  materially  more  profitable 

by  the  use  of 

GOODYEAR 

Shoe  Repairing 

OUTFITS 

The  equipment  of  the  successful  shop 


United  Shoe  Machinery  Co.  of  Canada,  Limited 

MONTREAL     -     -  QUE. 

90  Adelaide  Street  West  179  King  Street  West  28  Oemers  Street 

TORONTO  KITCHENER  QUEBEC 


And  the  best  way  to  meet  it  is  with 
meritorious  goods. 

The  fittest  only  will  survive. 

Put  the  best  design,  workmanship 
and  material  into  your  shoes. 

Clarke's  Patent  Leather  is  highest- 
grade  upper  stock. 


A.  R.  CLARKE  &  COMPANY 

LIMITED 

TORONTO     -     Branches  Montreal  and  Quebec 


THE  THIRTY-FIRST  YEAR  TORONTO,  DECEMBER  2,  1918 
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Jpour  experience? 

Just  when  you  thought  you  had  a  pair 
of  fine  looking  shoes  sold  your  customer 
took  it  upon  herself  to  put  her  hand 
inside  the  SHOE  and  found  what  was 
apparently  from  outside  appearances  a 
fine  Shoe,  was  roughly  constructed. 

One  of  the  most  important  points  in  a 
properly  made  Welt  Shoe  is  that  the 
stitching  is  all  on  the  outside  of  the 
Shoe.  The  inside  of  the  Shoe  is,  there- 
fore, SMOOTH,  COMFORTABLE  and 
FREE  FROM  roughness  that  hurts  the 
floor  of  the  Shoe. 

$ertf)  Moment  Welt 

is  the  result  of  Welt  Specialization  that 
has  produced  the  finest  "Trade  Winner" 
that  money  can  buy. 

There  is  PRESTIGE  in  PERTH  SHOES. 


$ertf)  IS>f)oe  Company  Htmtteb 

Largest  Manufacturers  Exclusively  of 
Women's  Welts  in  Canada 


$ertf) 


©ntarto 
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IT  STANDS  OUT  from  the  rest! 

IT  STANDS  UP  longer,  too. 

It's  because  of  BENNETT  fibre  and  BENNETT 
process,  both  worked  in  harmony. 

The  BENNETT  PROCESS  moulds  our  fibre  to 
fit  the  last  better,  retain  the  lines  of  last  longer,  and 
feel  more  comfortable  to  the  foot. 

The  BENNETT  FIBRE  will  wear  longer  because 
we  put  the  wear  and  stamina  into  it  in  the  making. 

To  know  them  is  to  use  them,  to  use  them  is  to  get 
satisfied  results. 


They  are  guaranteed  to  out-wear  the  shoe. 
— * — * — 


SALES  OFFICE 
59  St.  Henry  Street 
Montreal 


BENNETT  LIMITED 
MAKERS  OF  SHOE  SUPPLIES 

CHAMBLY  CANTON,  P.Q.,  CANADA 


ONTARIO  OFFICE 
255  King  Street 
Kitchener 
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DON'T  HESITATE! 


There  will  be  no  weakening  in  the 
leather  markets.  The  demand  is 
too  great  and  the  supply  too  small, 
and  there  have  already  been  some 
upward  movements  of  prices. 

"He  who  hesitates  is  lost."   Buy  your 
requirements  early  and  stipulate 

The  Standard  of  Canadian  Sole  Leathers 


-co;  ^mw  js 

v  %  mm  J/JSj 

/KV/^MIT£^ 


The  Breithaupt  Leather  Co.  Limited 

Tanners  of  Hemlock,  Union  and  Oak  Sole  Leathers. 
Manufacturers  of  Tap  Soles  and  Jumbo  Blocks  for  the  Repair  Trade. 

Head  Office,  Kitchener,  Ontario 

Tanneries  at  Kitchener,  Penetang,  Hastings  and  Woodstock,  Ont. 
Representatives:   Montreal,  R.  M.  Fraser  and  John  McEntyre;  Quebec,  Lucien  Borne 

Established  1857 
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The  Largest  Tanners  of  Calf  Leather  in  the 
British  Empire 


DAVIS  LEATHERS 


D 
A 

V 
I 

S 


URABLE 
In  Quality 

3CURATE 
In  Shade 

SLVETY 
In  Texture 


DEAL 
In  Touch 


UPERIOR 
In  Cutting 


Made  from  the 
Best  Raw  Skins 
Only. 


COLORED  CALF 

There  is  nothing  finer  in  tone,  lustre  and 
texture  than  our  New  Tan  Russia  No.  24, 
New  Grey  Calf,  Cherry  Willow  No  84, 
Royal  Purple  Russia,  Brown  Russia  No.  66, 
Briar  Boarded  Calf,  Brown  Russia  No.  33, 
Brown  Russia  No.  14,  Mahogany  Russia, 
Khaki  Calf  No.  74,  Duchess  Russia. 

NIGRO  and  MAT  CALF 

All  our  standard  selections  in  men's  and 
women's  weights. 

VEALS 

Our  Veals  are  popular  with  all  who  appre- 
ciate quality- -Black  D iamond  Veals, 
Diamond  Mat  Veals,  Boarded  Veals. 


DAVIS  LEATHER  COMPANY 

LIMITED 

NEWMARKET,  ONT. 
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^WORKERS  UNION 


A  Marked  Distinction 


To  the  Union  man  and  his  family  the  Stamp 
of  the  Boot  and  Shoe  Workers'  Union  is  an 
indelible  mark  of  distinction. 

It  distinguishes  the  one  and  only  shoe  accept- 
able for  the  Union  man  and  his  family. 

Hence,  retailers  who  carry  Union  Stamp  foot- 
wear carry  shoes  that  meet  the  demands  of  all 
the  people  all  the  time. 

Failure  to  carry  Union  Shoes  is  to  neglect  the 
trade  most  valuable  to  the  development  of 
your  business— the  trade  of  the  wage  earner, 
the  Union  man. 


Boot  &  Shoe  Workers'  Union 

Affiliated  with  the  American  Federation  of  Labor 

246  Summer  Street       -       Boston,  Mass. 

John  F.  Tobin    -   -    -     Gen.  Pres. 

Gen.  See'y-Treas. 


.WORKERS  UNION, 


UNIOT^STAMP 

Factory  J 


Chas.  L.  Baine 


WORKERS  UNION 

unionJ^stamp 

^Factory  j 

THE 
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Cascade 


A  Trio  of  Bell's  Best 


Each  of  these  models  represent 
the  latest  and  finest  in  their 
respective  classes  of  footwear — 
an  exceptionally  stylish  Oxford, 
a  graceful  and  comfortable 
Ladies'  Shoe,  and  a  neat,  very 
easy  fitting  Dr.  A.  Reed  Cushion 
Sole  Shoe  for  Men. 


Devonshire 


Bell's  Shoes  are  the  pride  of  Canada's  oldest  and  longest  experienced 
shoe  manufacturers,  and  the  place  of  honor  they  hold  with  the  trade 
is  an  assurance  of  their  continued  unvarying  high  quality. 


/.  &  T.  BELL 

LIMITED 

MONTREAL 

SHOEMAKERS  FOR  OVER  A  CENTURY  TO 
PARTICULAR  MEN  JNT)  WOMEN 
OF  CANADA 

ALSO 

Manufacturers  for  Canada  of  Dr.  A.  Reed  Cushion  Sole  Shoes 
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SEIZE  THIS  OPPORTUNITY 

The  Peace  flurry  is  passing  and  with  it  the  myth  of 
lower  prices.  It  is  now  an  assured  fact  that  values  will 
NOT  decrease.  In  fact,  many  signs  point  to  a  further 
advance.  You  will  gain  nothing  by  hesitating,  and  may 
lose  much.    Order  at  once  while  this  offer  holds  good. 

In-Stock  NOW! 

McKay  Welt,  Gun  Metal  Calf,  Solid  Leather  Insole,  Counter  and 
Mid. -Sole,  Leather  or  Neolin  Sole. 

Sizes  11-2  -  $3.45 
Sizes    8-lOlA  $3.05 

The   Adams    Shoe   Co.,  Limited 

TORONTO 
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A  V ery  Timely  Suggestion  for  Immediate  Delivery 


Stock  No.  14.    MYOPIA  LAST.    Widths  C  6  to  10,  D  5  to  10 
Price,  $5.90 

In  This  Day  of  Speed 

Profits  depend  upon  your  ability  to 
get  results  quickly  and  accurately 


— and  using  our  Stock  Department 
puts  you  at  once  on  the  right  track. 
The  style  pictured  here  is  a  particu- 
larly lively  seller,  and  we  have  three 
other   lines  on  hand,    including  the 


famous  Arch  Preserver.  The  dealer 
who  uses  our  service  is  able  to  meet 
his  requirements  without  carrying  a 
heavy  stock.  It  is  a  sure  way  to 
quick  turnover  and  profit. 


In  Stock  at  St.  Thomas 

E.  T.  Wright  &  Co.,  Inc. 

St.  Thomas,  Ontario 
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Shoes  of  Known  Quality 
Shoes  of  Correct  Style 

IN  STOCK 


TOBACCO  BROWN  KID 


BLACK  GLAZED  KID 


J  0171  H 


$5.00 


BLACK  GLAZED  KID 


146  E 


$7.00 


J  0171  D 


$5.00 


Women's  Flexible  McKay  Boot, 
Black  Glazed  Kid,  Ritz  Last,  8- 
inch  Heiuht,  Circular  Fox,  Imita- 
tion Tip,  Perforated  Vamp  and 
Foxing,  2-inch  Leather  Half  Cuban 
Louis  Heel.  A,  4  to  8;  B,  3^  to  8; 
C,  3  to  8;  D,  Hi  to  8. 


Women's  McKay  Boot,  Tobacco 
Brown  Kid,  Juanita  Last,  8 .K -inch 
Height,  Perforated  Vamp  and 
Foxing,  Spartan  Lace,  Plain  Toe, 
2X-ineh  Leather  Half  Louis  Heel. 
AA,  4M  to  8;  A,  4  to  8;  B,  3><  to  8; 
C,  3  to  7y2;  D,  iy2  to  7. 


Women's  Flexible  McKay  Boot, 
Black  Glazed  Kid,  Warwick  Last, 
8-inch  Height,  Circular  Fox,  Imi- 
tation Tip,  Perforated  Vamp  and 
Foxing,  lK-inch  Military  Heel. 
A,  4  to  8;  B,  Zyi  to  8;  C,  3  to  8; 
D,  2K  to  8:  E,  lyi  to  8. 


PROMPT  SERVICE  on  these  seasonable  shoes  by  ordering  from  our  STOCK  Department.  You 
can  use  the  above  three  numbers  profitably. 

BLACK  GLAZED  KID  BOOTS  are  good  sellers  and  in  daily  demand. 

The  RICH  TOBACCO  BROWN  KID  BOOT,  described  and  illustrated  above,  is  among  the  season's 
smartest  styles.    You'll  find  that  it  will  prove  one  of  your  most  popular  shoes. 

These  Boots  are  ready  for  Immediate  Shipment.  Send  for  Them.  You'll  find  a  copy  of  our 
new  catalog,  showing  SHOES  IN  STOCK,  mighty  valuable.    Let's  mail  you  one. 

"The  Name  That  Stands  For  Quality" 

UTZ  &  DUNN  CO. 

ROCHESTER    NEW  YORK 

NEW  YORK  OFFICE 
Bush  Terminal  Sales  Building,  130-132  West  42nd  Street,  Room  1521. 
S.  A.  McOMBER,  Representative 

Send  for  "Ease  All"  Booklet 
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Peace-Makers 

To  be  at  peace  with  your  Cus- 
tomers, to  be  at  peace  with 
your  Banker  and  to  success- 
fully end  all  strife  as  to  trade 
supremacy  in  your  locality, 
base  your  negotiations  for 
Men's  Shoe  Sales  on 


TETRAULT  WELTS 


They  settle  EVERYTHING 
in  a  way  satisfactory  to  all — - 
the  Customers'  demands  and 
the  Dealers'  demands  as  to 
Quality,  Price,  Wear  Service 
and  Profit. 

Accept  the  Trade  Peace  Terms 
offered  by  Tetrault  Welts.  They 
mean  "Peace  With  Victory." 


rfSSh 

dmmh 

Tetrault  Shoe  Manufacturing 

Co.,  Limited 

Largest  Manufacturers  of  Goodyear  Welts  in 

Canada 

Office  and  Warehouse— 

9  Rue  De  Marseilles,^  Montreal 

Sold  by  all  First-Class  Jobbers 
in  Canada 

12 
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The  coming  of  peace  will  lead  some  dealers  to  speculate  on  the  future  of  the 
leather  market.  On  a  chance  of  a  "break"  in  prices,  they  will  delay  ordering  next 
season's  stock  in  the  hope  of  securing  it  at  a  lower  figure.  And  such  a  policy  will 
simply  mean  that  they  may  not  be  able  to  secure  next  season's  stock  at  all. 

The  dealer  who  gambles  on  shoes  is  going  up  against  an  actual  shortage  of  materials 
which  cannot  be  affected  by  even  so  world-shaking  an  event  as  the  declaration 
of  peace.  He  is  doomed  to  disappointment  so  far  as  an  immediate  reduction  in 
price  is  concerned,  and  if  he  holds  off  long  enough  he  may  fmd  himself  unable 
to  supply  his  needs  at  any  price. 

The  only  safe  course  is  to  cover  normal  requirements  early,  and  to  guard  against 
buying  beyond  normal  requirements.  Concentrate  your  buying  in  fewer  lines, 
and  secure  a  full  range  of  grades  and  styles  in  each.  Watch  your  stock  closely, 
and  size-in  from  the  manufacturer's  stock  weekly. 

See  that  every  dollar  of  your  capital  is  kept  at  work.  Clear  out  the  slow-selling 
lines,  and  put  quick  turning,  nationally  advertised  shoes  in  their  places.  If  you 
can  turn  your  stock  an  extra  time,  no  break  in  prices  will  ever  catch  up  with  you. 


AMES  HOLDEN  McCREADY 

LIMITED 

"Shoemakers  to  the  Nation" 

ST.  JOHN  MONTREAL  V'^  .TORONTO  WINNIPEG  EDMONTON  VANCOUVER 
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AIRD 


SHOES 


NT REAL 


4 


Wisdom  in  Production 

dictates  the  Aird  Policy  of  specializing  in  High  Grade 
McKays  and  Turns  and  of  putting  a  VALUE  into  every 
pair  that  only  an  enormous  output  would  permit. 

Wisdom  in  Selling 

on  the  part  of  Live  and  Successful  Jobbers  and  Retailers 
prompts  them  to  make  Aird  Shoes  one  of  their  leading 
lines,  and  to  depend  on  them  for  increased  sales  and 
profits. 

Wisdom  in  Buying 

compels  an  ever  greater  number  of  people  who  have  a 
sharp  eye  to  economy  and  value  to  make  Aird  Shoes 
their  choice,  upholding  the  dealer's  wisdom  in  selling 
them  and  our  policy  of  specializing  and  maintaining  a 
large  output. 

All  Good  Jobbers  Handle  Them  \ 

Aird  &  Son  (Registered) 

Montreal 
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COLUMBUS  RUBBERS 


BELL  Last 

The  very  latest  model  in  Stylish 
Rubbers.  Has  exceptionally  fine  heel 
lines,  and  is  especially  designed  for  the 
newest  styles  of  High  Heeled  Ladies' 
Shoes.  Presents  a  very  dressy  appear- 
ance. Made  in  Seal  Brown,  Taupe  or 
Grey  and  White,  as  well  as  in  Black. 


DANDY  Medium        YORK  Narrow 

This  rubber  is  especially  suitable  for 
Men's  Fine  Shoes.  Will  fit  perfectly  the 
newest  models  with  recede  toes.  Made 
in  two  widths,  Medium  and  Narrow, 
either  in  Seal  Brown  or  Black. 


A  Complete  Stock  of 
All  Our  Lines 

At 

MONTREAL 
OTTAWA 
and 
WINNIPEG 


AGENTS : 

M.  B.  Young, 

Toronto,  Ont, 

Louis  McNulty, 

St  Johns,  P.Q. 

B.  Belanger, 

St.  Hyacinthe,  P.Q. 

Roy  &  Darveau, 

Quebec,  P.Q. 

The  Wm.  Cook  Shoe  Co., 
vSydney  Mines,  C.B. 

H.  L.  Main, 

Moncton,  N.B. 


The  Material  and  Construction  of  this'Rubber  Boot  gives 
it  exceptional  qualities;  of  resistance  against  Wear  and 
Exposure.  Note  the  reinforced  lines,  showing  numerous 
plies  of  best  quality  Rubber.  Our  range  of  Heavy  Service 
Rubber  Footwear  is  very  complete  and  of  Superior  Quality. 

Oct  Catalogue  and  Full  Particulars  about 
COLUMBUS  RUBBERS  and  TIPPERARY  SHOES 


The  Columbus  Rubber  Co.  of  Montreal,  Limited 

1349  De  Montigny  Street  -  MONTREAL 
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Large  shipment  of  hides  for  us  being  received  at  St.  John,  N.  B. 


Foreign  Trade 

Every  live  manufacturer  has  turned  his  eyes  towards  those  larger 
markets  for  his  goods. 

There  is  an  established  demand  for  Star  Brand  Sole  Leather  in 
Foreign  lands  and  while  we  will  strive  to  supply  a  large  part  of 
this  demand  we  will  also  supply  our  Canadian  Friends. 

Star  Brand  Leather  has  proven  successful  in  the  Foreign  fields. 
Let  it  add  to  the  success  of  your  Shoes  made  for  those  markets. 


Beardmore  &  Company 

Toronto  -  -  Montreal 

TANNERS 
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Metropolitan 

Women's  McKays— Men's  Welts 


Paris 

Men's  Welts — Women's  McKays 


•i  

Patricia 

Women's  Welts  and  Turns 


Headlines 


that  attract  and  hold  the  attention 
of  live  dealers  and  that  quickly 
appeal  to  the  shoe-value  sense  of 
your  most  profitable  customers, 
are  these  three  well-known  brands 
of  Footwear. 


These  names  not  only  identify  our  shoes  but  stand  for 
the  FINEST  in  Shoemaking — the  best  grade  materials, 
the  most  stylish  lasts  and  the  most  careful  workmanship. 

Shoes  bearing  these  brands  have  all  the  little  perfections 
that  go  to  make  reliable  footwear. 

When  looking  for  Salable  Shoes 
stop  at  these  Headlines 

Daoust,  Lalonde  &  Co.  Limited 

Montreal 

Branch:   The  Metropolitan  Shoe  Co.,  91  St.  Paul  Street,  Montreal 
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ROBERT  H.  FOERDERER 

PHILADELPHIA  incorporated  PENN.,  U.S.A. 
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Are  You  Ready 
For  The  Rush? 

Many  of  your  customers  have  delayed 
purchasing  their  winter  rubbers  because  of 
the  open  season.  But  the  first  slushy  day 
will  send  them  scurrying  to  your  store  for 
their  favorite  brand.  They  know  the 
INDEPENDENT  Line  includes  their  par- 
ticular shape  and  style  and  that  they  will 
obtain  a  little  more  than  their  money's 
worth  in  wear  and  comfort.  Get  your 
order  in  to-day  and  be  ready  for  them. 

DON'T  FORGET  YOUR  SPEED  KINGS 


Independent  Rubber  Co.  Limited 

Merritton,  Ont. 


OUR  WHOLESALERS 


Amherst  Bool  6<  Shoe  Co.,  Limited  - 
Amherst  Boot  8t  Shoe  Co.,  Limited  - 

K.  a.  Daaa  fir  Co.    -    -    -    -  - 

PoWeTl  Limited        -      -      -      -  - 

A.  W.  Ault  *  Co.  Limited  - 

White  Shoe  Co.  - 

MeLaren  Sr  Dallas    -      -      -      -  - 

The  London  Shoe  Co.,  Limited  - 

Kilsiour.  Rimer  Co.,  Limited 

The  J.  Leekie  Co  ,  Limited  - 

James  Robinson       -      -      -      -  - 

Brown,  Roehette,  Limited  - 

T.  Long  *  Brother  - 


Amherst,  N.S. 

Halifax,  N.S. 
Calgary,  Alta. 
Edmonton,  Alta. 
Ottawa,  Ont. 
Toronto,  Ont. 
Toronto,  Ont. 
London,  Ont. 
Winnipeg,  Man. 
Vaneouver,  B.C. 
Montreal,  Que. 
Quebee,  Que. 
Collinsiwood,  Ont. 
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 Carry  On  

"Carry  On"  expressed  the  determination  that  characterized  our  Soldiers' 
efforts  for  four  long  years,  it  expressed  the  spirit  in  which  we  supported  them, 
it  must  now  represent  our  policy  in  reconstructing  the  trade  of  the  country 
which  they  have  saved. 

With  Hostilities  ended,  an  Armistice  signed  and  arrangements  guaranteeing 
a  World  Peace  about  to  be  made,  trade  will  receive  a  fresh  impulse,  and 
manufacturing  and  marketing  conditions  will  soon  be  given  a  stability,  that 
the  shoe  industry  should  be  well  prepared  to  take  advantage  of.  Do  not  be 
stampeded  into  believing  otherwise. 

Plan  wisely  for  the  future.  Canada's  wonderful  resources  and  her  remarkably 
healthy  trade  condition  command  your  utmost  confidence.  Aim  to  take  ad- 
vantage of  her  great  opportunities,  and  to  fulfil  the  responsibilities  they  bring. 
Let  the  shoe  industry,  production  and  merchandising,  Carry  On. 


J.  A.  SCOTT 

218  Notre  Dame  St.  West  566  St.  Valiers  Street 

MONTREAL  QUEBEC 
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The  John  Wanamaker  Store,  Philadelphia 


The  Grand  Court  in  the  John  Wanamaker  Store, 
Philadelphia.  Thousands  of  merchants  visit  this  ar- 
cade  every  year  to  see  how  business  is  being  handled 
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Mr,  Wanarnaker  says: 

"A  large  number  of  people  have  been  taken  out  of  the  big  stores. 
The  men  have  enlisted.  The  women  have  gone  into  Red  Cross 
work  and  nursing. 

"We  are  able  to  fill  some  of  their  places  with  improved  cash 
registers.    This  frees  many  persons  for  war  work. 


Mr.  Wanamaker's  statement  that  cash 
registers  save  labor,  is  based  upon  crit- 
ical investigation  and  upon  experience 
with  N.  C.  R.  Equipment  extending 
over  many  years. 

His  recognition  of  the  labor-saving 
qualities  of  modern  National  Cash 
Registers  is  plainly  shown  by  a  contract 
he  has  just  placed  for  nearly  $100,000.00 
worth  of  machines.    This  order  calls 


for  100  of  our  latest  model  clerk-wrap 
registers.  It  is  the  largest  single  order 
ever  placed  with  us  for  one  store. 

The  high  character  of  Mr.  Wana- 
maker's stores,  the  careful  tests  made  by 
his  executives,  and  the  size  of  his  orders, 
combine  to  make  his  personal  endorse- 
ment extremely  important  to  other 
merchants  struggling  with  the  present- 
day  shortage  of  help. 


The 


National   Cash   Register  Company   of  Canada, 
Offices   in  all   the   principal   cities  of 


Limited,  Toronto,  Ont. 
the  world 
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SEASONABLE  FOOTWEAR  IN  STOCK 


453  Men?  Seamless  All  Felt  Ba!..  Hi-cut.  6 

eyelets.  2  buckles.  6x11  

454  Men's  Seamless  All  Felt  Bal  .  6x11  

958  Women's  Seamless  All  Felt  Bal..  3x8  

470  Men's  All  Felt  Bal  .  lea  tip.  6x11  

471  Men's  All  Felt  Bal..  dong.  foxed.  6x11  

474  Men's  All  Felt  Bal..  Pebb.  foxed  vamp. 

6x11...  _  _. 

473  Men's  All  Felt  Bal..  Hi-cut.  buckles.  6x11.. 

472  Men's  All  Felt  Bal.  (as  cut).  6x11  

1472  Boys'  All  Felt  Bal  .  1x5  

2472  Youths'  All  Felt  Bal  .  11x13  

959  Women's  All  Felt  Bal  .  3x9  

5959  Misses'AII  Felt  Bal  .  lea.  tip.  11x2  

6959  Girls'  All  Felt  Bal  !  lea.  tip.  8x10  "... 

7959  Child  s  All  Felt  Bal..  lea.  tip.  3x7  

957  Women's  All  Felt  Bal  .  dong.  foxed  vamp. 
3x8  _  _  __  

5957  Misses'  All  Felt  Bal..  dong.  foxed  vamp. 

11x2  _    

6957  Girls'  All  Felt  Bal..  dong.   foxed  vamp. 

8x10  „  

7957  Child's  All  Felt  Bal  .  dong.  foxed  vamp 

3x7     


Wire  or  Telephone  at 
Our  Expense 

All  Orders  Shipped  Same 
Day  as  Received 

Difference   between  Express  and 
Freight  Equalized  on  All  Orders 
$100.00  and  Over 


ROMEOS,  OPERAS  and 
EVERETTS 

400  Men's  Black  Kid  Everett.  M.S.,  6-11   1.50 

1400  Boys'  Black  Kid  Everett.  M  S  ,  1-5   1.30 

401  Men's  Chocolate  Kid  Everett,  M.S.,  6-11..  1.50 
405  Men's  Black  Imit.  allig.  Everett,  M.S.,  6-11  1.50 
405xMen's Chocolate  Imit.  Allig.  Everett,  M  S. 

6-11   1.50 

1405xBoys'  Chocolate  Imit.  Allig.  Everett,  M  S 

1-5   1.30 

408  Men's  Black  Dong.  Everett,  M.S.,  6-11, 

K  sizes    1.75 

413  Men's  Black  Dong.  Everett,  turn,  6-11 

3  00                  Ksizes....   1.90 

,  .„        417  Men's  Black  Dong.  Everett,  pat.  facing- 

Z  3                     turn. 6-11.  K  sizes   2.40 

1  90       418  Men's  Chocolate  Dong.  Everett,  pat.  facing 

3.00                   turn,  6-11,  ]/2  sizes   2.5  0 

3.30        406  Men's  Chocolate  Dong.  Opera,  pat.  facing 

turn,  cushion  sole.  6-10,  K  sizes   2.85 

3.30        410xMen's  Black  Dongola  Opera,  turn  6-11 

3.50                   #  sizes   2.40 

2  85        41  1xMen's  Chocolate  Dong.  Opera,  turn,  6-11 

2  25                    «  sizes  '  2.5  0 

419  Men's  Black  Dong.  Romeo,  M.S.,  6-11 

1°v                    K  sizes  '  2.1s 

2  25  420  Men's  Chocolate  Romeo.  M.S.,  6-11,  yz 

1.85                   sizes  _  ]   2.25 

1  50  424  Men's  Chocolate  Kid  Romeo,  M.S.,  6—1 1 ....  1.75 

1  25        424xMen's  Black  Kid  Romeo,  M.S.,  6-11   1.75 

426  Men's  Chocolate  Dong.   Pullman  turn 

2.75  5-10.  y  sizes  3.60 

427  Men's  Black  Dong.  Romeo,  turn  5-10 

2  15  K  sizes  _  '  2.3  5 

428  Men's  Chocolate  Dong.  Romeo,  turn  5-10 

1.75  M  sizes  _  '  2.5Q 

427xMcn's  Black  Dong.  Romeo,  turn,  6-11   2.75 

140        428xMen's  Chocolate  Dong.  Romeo,  turn,  6-1 1.  2.85 

416  Men's  Carpet  Slipper,  lea.  sole  and  heel, 

6x1 1   90 

916  Women's  Carpet  Slipper,  lea.  sole  and  heel 

3x7  85 

429  Men's  Tapestry  Slipper,  lea.  sole  and  heel 

(as  cut).  6x11   1.00 

931  Women's  Tapestry  Slipper,  lea   sole  and 

heel  fas  cut),  3-8  90 

P 430  Men's  Tapestry  Slipper,  lea.  sole  and  heel 
(Trickett's)  (as  cut),  6-11   1.00 
928  Women's  Tapestry  Slipper,  lea.  sole  and 
heel  (  Trickett's)  (as  cut).  3-8  90 


451  Men's  Black  Crav.  Bal.,  fleece  lined,  M.S., 

6-11  *   2.50 

951  Women's  Black  Crav.  Bal.,  fleece  lined, 

M.S.,  3x8......    2.25 

455  Men's  Black  Crav.  Bal.,  fur  lined,  dong. 

foxed,  6-11   3.50 

456  Men's  Black  Felt  Bal.,  lined,  dong.  foxed 

Vamp,  6-11....   3.00 

458  Men's  Black  Felt  Bal..  dong  foxed  vamp, 

6-11   3.10 

459  Men's  Black  Felt  Bal.,  lea.  sole  and  heel 

(as cut),  6-ll..._   2.30 

468  Men's  Black  Felt  Bal.,  Rubberhide  sole  and 

R.  heel,  6-11   2.40 

953  Women's  Black  Felt  Bal.,  Rubberhide  sole 

and  R.  heel,  3-8  _   2.00 

469  Men's  Black  Felt  Bal.,  felt  and  Rubber- 

hide  sole  and  R.  heel.  6-11   2.80 

952  Women's  Black  Felt  Bal.,  pebb.  foxed  lea. 

sole  and  heel,  3-8   2.60 

950  Women's  Black  Crav.  Bal.,  dong  ,  foxed, 

lea.  sole  and  heel,  3-8,  %  sizes   3.00 

5950  Misses'  Black  Crav.  Bal.,  dong.,  foxed, 

lea.  sole  and  heel,  11-2   2.00 

6950  Girls'  Black  Crav.  Bal.,  dong.,  foxed,  lea. 

sole  and  heel.  8-10   1.75 

954  Women's  Dong.  Foxed  Crav.  Bal.,  pi.  toe, 

fleece  lined,  M.S.,  3-8   2.75 

5928  Misses'  Tapestry  Slipper,  lea.  sole  and  heel, 

(Trickett's)  (as  cut),  11-2  80 

6928  Girls'  Tapestry  Slipper,  lea.  sole  and  heel 

(Trickett's)  (as  cut)  8-10  70 

431  Men's  Tapestry  Slipper,  lea.  sole  and  heel 

(Trickett's)  (as  cut),  6-11   1.40 

927  Women's  Tapestry  Slipper,  lea.  sole  and 

heel  (Trickett's)  (as  cut),  3-8   1.30 

436  Men's  Dark  Green  Plush  Slipper,  lea.  sole 

and  heel  (as  cut),  6-11   1.00 

923  Women's  Dark  Green  Plush  Slipper,  lea. 

sole  and  heel  (as  cut),  3-8  90 


BLACHFORD,  DAVIES  &  CO.  LIMITED 

60-62  Front  Street  West  TORONTO 

PHONES  ADELAIDE  4250,  4251 
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936  Women's  BIk.  Felt  Juliet,  lea.  sole  and  heel 

Plush  trim.  3-7   $1.50 

968  Women's  Black  Velvet  Juliet,  lea.  sole  and 

heel.  Fur  trim  (Trickett's)  3-7   1.75 

969  Women's  Fancy  Velvet  Juliet,  lea.  sole  and 

heel.  Fur  trim  (Trickett's)  3-7   1.75 

972  Women's  Fancy  Velvet  Juliet,  lea.  sole 

and  heel.  Fur  trim  (Trickett's)  3-7   1.75 

973  Women's  Fancy  Velvet  Juliet,  lea.  sole  and 

heel.  Fur  trim,  (Trickett's)  3-7   1.75 

974  Women's  Fancy  Velvet  Slipper,  lea.  sole 

and  covered  heel  (Trickett's)  3-7   1.75 

995  Women's  Blue  Felt  Juliet,  fur  and  ribbon 

trim,  lea.  sole  and  heel,  2-7,  yi  sizes   1.75 

999  Women's  Red  Felt  Juliet,  fur  and  ribbon 

trim,  lea.  sole  and  heel.  2—7,  yi  sizes   1.75 

1000  Women's  Fancy  Velvet,  lea.  sole  and  heel, 

fur  trim  (Trickett's)  3-7   1.85 

1002  Women's  Fancy  Velvet,  iea.  sole  and  heel, 

fur  trim  (Trickett's)  3-7   1.85 

1004  Women's  Mottled  Velvet,  Julietl  ea.  sole 

and  heel,  fur  trim  (Trickett's)  3-7   1.85 

1013  Women's  Green  Felt  Juliet,  natural  fur 

trim.  lea.  sole  and  heel,  2-7,  yi  sizes   1.90 

1014  Women's  Brown  felt  Juliet,  natural  fur  trim, 

lea.  sole  and  heel,  2-7,  K  sizes   1.90 

1015  Women's  Plum  Felt  Juliet,    natural  fur 

trim,  lea.  sole  and  heel.  2-7,  yi  sizes....  1.90 

1016  Women's  Sapphire  Blue  Felt  Juliet,  natural 

fur  trim,  lea.  sole  and  heel,  2-7,  yi  sizes  1.90 

1017  Women's  Purple  Felt  Juliet,  natural  fur 

trim.  lea.  sole  and  heel,  2-7,  yi  sizes   1.90 

1018  Women's  Old  Rose  Felt  Juliet,  natural  fur 

trim,  lea.  sole  and  heel,  2-7,  yi  sizes   1.90 

1019  Women's  Black  Felt  Juliet,  fur  trim,  lea. 

sole  and  heel.  2-7,  yi  sizes   1.60 

1020  Women's  Grey  Felt  Juliet,  fur  trim,  lea. 

sole  and  heel,  2-7,  yi  sizes   1.60 

1021  Women's  Brown  Felt  Juliet,  fur  trim,  lea. 

sole  and  heel,  2-7,  yi  sizes   1.60 

1022  Women's  Blue  Felt  Juliet,  fur  trim,  lea. 

sole  and  heel.  2-7.  yi  sizes   1.60 

1023  Women's  Red  Felt  Juliet,  fur  trim,  lea.  sole 

and  heel.  2-7,  yi  sizes   1.60 

1024  Women's  Black  Felt  Juliet,  extra  hi-cut. 

natural  fur  trim,  lea.  sole  and  heel,  3-7..  2.00 

1025  Women's  Grey  Felt  Juliet,  extra  hi-cut, 

natural  fur  trim.  lea.  sole  and  heel,  3-7..2.00 

1026  Women's  Red  Felt  Juliet,   extra  hi-cut, 

natural  fur  trim,  lea,  sole  and  heel,  3-7  2.00 


407  Men's  Black  Kid  Comfy  Slipper,  cosy  sole. 

6-11   1.50 

407xMen's  Choc.  Kid  Comfy  Slipper,  cosy  sole, 

6-11   150 


FELT  SLIPPERS 

425  Men's  Plaid  Felt  Slippers,  felt  and  fibre 

sole,  6-11   1.00 

925  Women's    Plaid    Felt    Slipper,    felt  and 

fibre  sole,  3-7  95 

5925  Misses'  Plaid  Felt  Slipper,  felt  and  fibre  sole 

11-2  .r  85 

6925  Girls'  Plaid  Felt  Slipper,  felt  and  fibre  sole, 

8-10  80 

432  Men's  Plaid  Felt  Slipper,  felt  and  lea.  sole 

(Trickett's),  6-11   1.50 

433  Men's  Plaid  Felt  Romeo,  felt  and  lea.  sole 

(Trickett's),  6-11   1.20 

434  Men's  Plaid  Felt  Romeo,  felt  and  lea.  sole 

(Trickett's).  6-11   1.40 

435  Men's  Plaid  Felt  Romeo,  felt  and  lea.  sole 

(Trickett's).  6-11   1.60 

0436  Men's  Plaid  Felt  Arctic  Buckle,  felt  and 

lea.  sole  (Trickett's),  6-11   1.60 

437  Men's  Plaid  Felt  Arctic  Buckle,  felt  and 

lea.  sole  (Trickett's),  6-11   1.85 

438  Men's  Black  Felt  Slipper,  felt  sole.  6-11  80 

921  Women's  Black  Felt  Slipper,  felt  sole,  3-8..  .75 

442  Men's    Felt  Slippers,  felt  and  lea.  sole 

(Trickett's),  6-11,  colors,  grey,  brown, 
khaki  -   115 

443  Men's  Black  Felt  Slipper,  felt  and  lea.  sole 

(Trickett's)  6-11   1.00 

444xMen's  White  Kid  Moccasin  Slipper,  fleece 

lined.  6-11...-   1.35 

938xWomen's   White   Kid  Moccasin  Slipper, 

fleece  lined,  3-7   1.20 

939xWomen's  White   Kid   Moccasin  Slipper, 

ribbon  trimmed.  3-7  1  ,   1.35 

445  Men's  Plaid  Felt  Slipper,  felt  and  lea.  sole 

(Trickett's).  6-11   1.15 

450  Men's  Plaid  Felt  Romeo,  felt  and  lea.  sole 

and  heel  (Trickett's).  6-11   1.85 

0450  Men's  Plaid  Felt  Everett,  felt  and  lea.  sole 

and  heel  (Trickett's),  6-11   1.75 

452  Men's  Plaid  Felt  Everett,  felt  and  fibre  sole 

and  heel  6-11   1.15 

905  Women's  Blue  Felt  Everett,  ribbon  trim., 

lea.  sole  and  heel,  3-7,  yi  sizes   1.35 

932  Women's  Red  Felt  Cosy,  3-7  80 

5932  Misses'  Red  Felt  Cosy,  11-2  75 

6932  Girls'  Red  Felt  Cosy,  8-10  70 

7932  Child's  Red  Felt  Cosv.  3-7....  65 

933  Women's  Brown  Felt  Cosv.  3-7  80 

6933  Girls'  Brown  Felt  Cosy,  8-10  70 

7933  Child's  Brown  Felt  Cosy.  3-7  65 

934  Women's  Black  Felt  Cosy.  3-7  80 

935  Women's  Grev  Felt  Cosy,  3-7  80 

945  Women's  Dark  Green  Felt  Cosy  (Trick- 
ett's. 3-7   115 

981  Women's  Grey  Felt  Slipper,  collar,  felt  and 

lea.  sole.  3-8   1.40 

991  Women's  Light  Green  Felt  Cosy,  ribbon 

trim.,  high  front.  2-7.  yi  sizes   1.35 

993  Women's  Plaid  Felt  Slipper,  collar,  lea.  sole 

and  heel  (Trickett's),  3-8   1.60 

1028  Women's  Red  Felt  Hi-cut  Cosy,  collar.  3-7  1.15 

1029  Women's  Light  Blue  Felt  Hi-cut  Cosy, 

collar,  3-7   1.15 

1031  Women's  Mauve  Felt  Hi-cut  Cosy,  collar, 

3-7   115 

1032  Women's  Red  Felt  Hi-cut  Cosy,  pom  pom. 

3-7   115 

1033  Women's  Light  Blue  Felt  Hi-cut  Cosy, 

pom  pom,  3-7   1.15 

1035  Women's  Mauve  Felt  Hi-cut  Cosy,  pom 

pom,  3-7   1.15 

1036  Women's  Grey  Felt  Cosy,  pom  pom.  3-7  80 

5980  Misses'  Fancy  Cloth  Ankle  Strap  Slipper, 

felt  and  lea.  sole  (Trickett's),  11-2  65 

6980  Girls'  Fancy  Cloth  Ankle  Strap  Slipper. 

felt  and  leather  sole  (Trickett's),  8-10  60 

7980  Child's  Fancy  Cloth  Ankle  Strap  Slipper, 

felt  and  lea.  sole.  (Trickett's).  3-7  55 

5991  Misses'  Red  Velvet  Ankle  Strap  Slipper, 

felt  and  lea.  sole  (Trickett's),  11-2  80 

6991  Girls'  Red  Velvet  Ankle  Strap  Slipper,  felt 

and  leather  sole  (Trickett's) .  8-10  75 

7991  Child's  Red  Velvet  Ankle  Strap  Slipper,  felt 

and  lea.  sole  (Trickett's),  3-7  70 

5994  Misses'  Fancy  Velvet  Ankle  Strap  Slipper, 

felt  and  lea.  sole  (Trickett's).  11-2  90 

6994  Girls'  Fancy  Velvet  Ankle  Strap  Slipper, 

felt  and  lea.  sole  8,-10  85 

7994  Child's  Fancy  Velvet  Ankle  Strap  Slipper, 

felt  and  lea.  sole,  3-7  80 

5997  Misses'  Wine  Felt  Ankle  Strap  Slipper,  felt 

and  lea.  sole.  11-2   .90 

5998  Misses'  Plaid  Felt  Ankle  Strap  Slipper,  felt 

and  lea.  sole.  11-2  90 


5954  Misses-  Red  Felt  Hi-cut  Blk.  Crav.,  foxed  " 

vamp  and  collar,  11-2   2.40 

6954  Girls'  Red  Felt  Hi-cut  Blk.  Crav.,  foxed 

vamp  and  collar,  8-10   2.00 

7954  Child's  Red  Felt  Hi-cut  Blk.  Crav.,  foxed 

vamp  and  collar,  3-7   1.75 

5955  Misses'  Brown  Felt  Hi-cut  Bal.  Choc. 

Dong..  Fox  Vamp  and  Collar,  11-2   2.85 

6955  Girls' Brown  Felt  Hi-cut  Choc.  Dong..  8-10  2.40 

7955  Child's  Brown  Felt  Hi-cut  Choc.  Dong.,  3-7  2.00 
6953  Girl's  Red  Felt  Hi-cut,  white  felt  sole  and 

heel,  8-10    2.25 

7953  Child's  Red  Felt  Hi-cut,  white  felt  sole  and 

heel.  3-7    1.85 

7951  Child's  Brown  Felt  Bal..  felt  sole  and  heel, 

•  choc.  dong.  foxed,  fur  trim.,  3-7   1.75 

952  Child's  Red  Felt  Bal..  felt  sole  and  heel, 

blk.  crav..  foxed,  plush  trim,  3-7   1.50  ' 

7961  Child's  Black  Felt  Bal.,  red  top.  cosy  sole. 

3-7  _  75 


404  Men's  Black  Felt  Cosy,  no  trim,  6-1 1   1.00 

404xMen's  Brown  Felt  Cosy,  no  trim,  6-11   1.00 

449  Grey  Felt  Cosy,  self  trim  (as  cut),  6-1 1   1.10 


Complete  stock  of  Moccasins, 
Larrigans,  Sheep  Sox,  Knit 
Sox  on  hand.  Samples  or 
prices  forwarded  on  request. 


BLACHFORD,  DAVIES  &  CO.  LIMITED 

60-62  Front  Street  West  TORONTO 

Agents  JACQUES  CARTIER  RUBBERS.    Complete  Range  Carried  in  Stock 
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A  Jobbing  Service  is  only  as  good 
as  it  is  DEPENDABLE. 


is  dependable  to  the  last  detail — 
absolutely  reliable  in  every  line  it 
offers  and  in  its  ability  to  supply 
those  Best  Selling  and  most  Profit- 
able goods  in  any  quantity 
immediately. 

If  Christmas  Selling  runs  you  short 
in  any  particular  line,  remember 
ROBINSON  SERVICE. 
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Your  Base  of  Supplies 


How  about  your  Investment  Figures?  What 
of  your  Turn-over?  The  answers  to  these 
questions  have  a  whole  lot  to  do  with  the 
question  of  your  Profits.  And  it  is  just 
here  that  the  manufacturer's  In-Stock 
Service  becomes  of  first  importance  to  the 
retailers. 

We  carry  your  surplus  shoes.  If  you  use 
our  In-Stock  Department  you  are  able  to 
size  in  at  L all ,  times,  without  increasing 
the  size  of  your  investment. 


"Regal" 
Tailormaid 

"Regal 
Pall  Mall 


The  shoes  we  carry  in  stock  are  National  Standard- 
ized Styles,  and  each  Regal  model  is  a  business  builder. 

Make  Regal  your  base  of  supplies. 


Regal  Shoe  Company,  Limited 

472-474  Bathurst  Street,  Toronto 
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ORDER 

EARLY 


SAFETY  FIRST 


Shoes  Will  Not  be  Cheaper 
—They  may  be  dearer 

We  cannot  be  too  insistent  in  urging 
our  customers  to  purchase  early  for  the 
coming  season.  A  genuine  assortment 
of  unsurpassed  SLATER  lines  await 
your  approval.  You  owe  it  to  your 
business  to  see  our  new  samples  right 
away. 

Over  40  Lines  in  Stock 
Ready  to  Ship 

AsK  for  Catalogue 

SLATER  SHOE  Co.  Limited 

Montreal,  Quebec 
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"Acme"  Soles  have  been  time-tested. 
They  will  last  much  longer  than  leather ; 
keep  your  feet  dry  on  wet  days;  prevent 
slipping  and   give  you  the 
appearance  of  always  being  well 
shod.     Made  in  various  colors 
and  thicknesses,  and  for  Men's, 
Women's  and  Children's  Boots 
and  Shoes. 


"Acme"  Whole  Heels 

Here's  one  tax  you  do  not  need  to 
pay — the  Foot  Tax. 

Wear  "Acme"  Whole  Heels  and  the 
tax  on  your  feet  is  automatically 
cancelled. 

"Acme"  Soles  go  well  with 
either  "Acme"  Whole  Heels  or 
"  Peerless"  Half  Heels. 

H.  83-F.  18 
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GOODYEAR  MACHINERY 
IS  MADE  TO  OPERATE 
::    SATISFACTORILY  :: 


NOT  made  just  to  sell  or  meet  some  particularly  low  selling 
price.  And  after  GOODYEAR  MACHINERY  is  installed 
it  is  KEPT  in  good  running  order  by  a  highly  trained  staff  of 
travelling  mechanics. 


QUALITY 


EFFICIENCY 


SHOE  REPAIR  OUTFITS 
IN  ALL  SIZES 
MADE  IN  CANADA 


CONVENIENCE  IN  OPERATION 


SMALL  FIRST  COST 


EVERYTHING  FOR  THE 
UP-TO-DATE 
REPAIR  SHOP 


LOW  UPKEEP 


LET  US  SEND  YOU  OUR  LATEST  CATALOGUE 


United  Shoe  Machinery  Co.  of  Canada,  Limited 

MONTREAL  -  ,        -  QUE. 


QUEBEC 
28  Demers  Street 


KITCHENER 
179  King  Street  West 


TORONTO 
90  Adelaide  Street  West 
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= An  nou  ncement= 

In  order  that  their  many  customers  in  the  Jobbing  Trade  might  have  a 
Better  Opportunity  of  seeing  and  examining  their  goods 

THE  MILTON  SHOE,  LIMITED 

have  arranged  with 

Mr.  Harry  E.  Thompson 

OF  MONTREAL 

to  act  as  Sales  Agent,  and  in  future  he  will  handle  their  entire  output  of 
MEN'S,  BOYS'  AND  YOUTHS'  RELIABLE  STANDARD  SCREW  FOOTWEAR 
The  complete  line  can  be  seen  at  our  show  room,  which  is  located  at 

110-111  Mappin  &  Webb  Building 
1  0  Victoria  St.,  Montreal,  Que. 

Jobbers  will  do  well  to  call  and  inspect  this  range. 

Factory,  Milton  Shoe  Limited,  Milton,  Ont. 


WOOD-MILNE  RUBBER  HEELS 

STATIONARY  SHAPES 


WOOD-MILNE,  LIMITED   -   PRESTON,  LONDON  and  PARIS 

Wholesale  Canadian  Agents,  James  Dunn  &  Co.,  Finsbury  St.,  London,  E.  C. 
Stocks  held  by  C.  Parsons  &  Son,  Limited,  Toronto 
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Good  Shoes  at  Right  Prices 

Mean  Satisfied  Customers 

and  satisfied  customers  are  the  "come  again"  kind  that  every  retailer  wants. 

Acfyerman  Shoes 

fill  this  purpose.  They  are  GOOD  shoes  at  MODERATE  prices,  and  splendid 
"repeaters." 

 STANDARD  SCREW  SH3ES  

For  Men,  Boys,    Youths   and  Little  Gents 

B.  F.  Ackerman,  Son  &  Go.,  Limited 

Peterboro,  Ont  Western  Branch,  Regina,  Sask. 

Makers  of  the  "Peterboro  Shoe" 


We  have  a  complete  line  of  Gun  Metal  Fillers 
and  Gun  Metal  Dressings. 

We  can  give  you  any  desired  finish  on  these  leathers. 

The  quality  of  material  used  in  the  make-up  of  these  goods  is  of  the 
very  best.    The  results  obtained  will  be  permanent. 


Quality  and  Service  are  what  we  offer  you. 


Boston  Blacking  Company 

152  McCiill  Street  Montreal,  Canada 


THE  SHOE  AND  LEATHER  JOURNAL 


31 


YOU  KNOW 

THE 

TILLSONBURG  SHOE 

If  you  Don't  it's  time  you  made 
enquiry.    There  are 


800  PAIRS 
A  DAY 


Being  made  in  our  factory. 
They're  Money  Makers. 


ASK  YOUR  JOBBER 


TILLSONBURG  SHOE  CO.,  LIMITED 

MAKERS  OF 
Men's  —  Boys'   —  Youths'  —  Lads' 
Medium  and  High  Grade  Staple  Shoes 

TILLSONBURG  ONTARIO 
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Merchandising  Possibilites  in 
Yamaska  Brand  Shoes 


The  coming  of  Peace  heralds  new  problems  for 
the  retailer.  Competition  will  increase,  and  his 
shoes  must  have  that  appearance  that  establishes 
confidence  in  the  buyer. 

Yamaska  Brand  Shoes  are  honestly  made  by 
approved  methods,  and  express  strength  and 
neatness  in  every  line. 

Order  Them  From  Your  Jobber 

LA  COMPAGNIE 

J.  A.  &  M.  COTE 


St.  Hyacinthe 


Que. 


J. 

5  h  i 


UNIVERSALE  ARCH  ADJUSTER 

A  Popular  Support  at  a  Popular  Price 


Longitudinal  Adjustment.       Longitudinal  with  Anterior- 

metatarsal  adjustment 
and  rubber  heel. 


Sore  Heel  Reliever. 
(Policeman's  Heel) 


Longitudinal  and  "Swinging 
Pad"  anterior-metatar- 
sal  adjustment. 


1 

w 


These  NO-METAL  Adjusters  are  very  light  in  weight,  easy  to  adjust,  and  are  unbreakable. 

Made  in  six  sizes  and  three  widths. 

Ask  Us  About  Them.        25  Styles— A  Support  for  Every  Foot  Ailment.  Made  in  Canada. 

CANADIAN-ARROWSMITH  MFG.  CO.,  LIMITED 

 MANUFACTURERS  OF  

ARCH  SUPPORTS  AND  SPECIALTIES 


NIAGARA  FALLS 


FOR  FOOT  RELIEF 


ONTARIO 


THAT)  E 


MARK 


THE   SHOE   AND   LEATHER  JOURNAL 


-33 


A  Profitable  Proposition 


Men's 

Boys' 

Youths' 

Little 
Gents' 


You'll  benefit  from  selling  these  shoes  because:  Our  price 
assures  you  a  generous  profit;  you'll  win  your  customers' 
favor  and  make  them  permanent  ones. 

The  customer  gets  a  shoe  he'll  be  proud  to  wear;  that  will 
give  him  faithful  service.  And  he  will  remember  you  when 
he  buys  again. 

Have  you  seen  our  new  Goodyear  Welt  Line?  You'll  be 
well  repaid  for  your  trouble. 


Women's 
Misses' 
Children's 
Infants' 


Leading  Jobbers  Have  Them 


LAGACE  &  LEPINAY 

22  St.  Anselme  St.  Quebec,  P.Q. 

Manufacturers  of 
McKAYS,  STANDARD  SCREW  AND  GOODYEAR  WELTS 


Landis  Outfits  are  Money  Makers 


Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the 
prices  are  reasonable  and  the  terms  easy. 

We  have  many  models  of  Stitchers  and  Finishers.  Write  for 
complete  Catalogue  with  price  and  terms. 

Landis  Machine  Co.  & 


Landis  No.  12  Shoe  Stitcher 
Sold  Outright.    No  Royalty 


Landis  No.  12-25  Outfit.    Landis  No.  12  Shoe  Stitcher 
coupled  to  Landis  Model  25  Finisher 
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Soles  that  Mean 
More  Sales  of 
Winter  Footwear 


Weather-proof  soles  that  withstand 
slush  and  snow,  water  and  ice,  are 
the  best  sales  builders  in  Winter 
Footwear. 


Rinex 


is  your  guarantee  of  such  a  builder  of  sales 
— whether  for  men,  women  or  children. 

Rinex-soled  shoes  insure  waterproofness 
without  bulk,  long  wear  without  thickness 
and  elasticity  that  helps  the  shoes  retain  the 
same  style  and  form  that  marks  the  light 
weight  summer  shoes. 

Many  of  your  customers  will  insist  on 
Rinex-soled  shoes.  Prepare  now  to  meet 
the  demand. 

Rinex  soles  are  made  and  guaranteed  by 

Canadian  Consolidated  Rubber  Co. 

Limited 

Head  Office,  Montreal 

Branches  at  Halifax,  St.  John,  Quebec,  Ottawa,  Belleville,  Toronto, 
Hamilton,  Brantford,  London,  Kitchener,  North  Bay,  Fort 
William,  Winnipeg,  Brandon,  Regina,  Saskatoon, 
Calgary,  Lethbridge,  Vancouver,  Victoria 
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BUSINESS  AS  USUAL 


Canada  Optimistic  and  Aggressive  —  Wholesale  and  Retail  Trades 
Standing  Pat — Government  Sets  a  Bad  Example — Withdraws  Army  Orders 

IN  spite  of  all  warnings  peace  came  at  last  like  a  "bolt  out  of  the  blue."    The  government, 
moreover,  and  in  spite  of  all  its  "reconstruction"  talk,  seems  to  have  been  worse  prepared 
than  individuals  and  has  apparently  adopted  a  policy  as  far  removed  from,  that  of  quiet 
reassurance  as  could  well  be  imagined. 

Som.e  m.onths  ago  shoe  manufacturers  were  pressed  to  undertake  the  production  of  large 
quantities  of  army  shoes  and  many  of  them  took  up  the  work  on  patriotic  grounds,  as  there  was 
certainly  little  in  the  way  of  profit  or  policy  to  lead  them,  to  do  so.  Contracts  were  entered  into 
and  the  work  was  well  under  way  when  suddenly  they  found  that  their  government  orders  had 
become  so  m.any  scraps  of  paper. 

The  plea  of  "patriotism."  is  in  this  case,  as  in  many  others,  the  refuge  of  incompetence  if  nothing 
else,  revealing  as  it  does  an  entire  disregard  of  the  general  effects  upon  the  country,  as  well  as 
upon  the  shoe  manufacturer.  The  leather  has  been  bought  and  in  m.any  cases  cut  up,  and  shoe 
manufacturers  in  any  case  will  hardly  find  tanners  as  loose  in  their  ideas  of  business  obligations  as 
the  government  seems  to  be. 

But  the  most  vicious  part  of  this  policy  is  the  example  it  places  before  the  country  at  a  time 
when  everybody  is  putting  forth  an  honest  endeavor  to  stay  the  tendency  towards  business  demor- 
alization. It  surely  would  have  been  better  for  business,  as  well  as  more  creditable  to  the  govern- 
ment, to  have  gone  ahead  with  orders  in  process  and  to  have  later  disposed  of  the  goods,  if  necessary, 
in  som.e  way  that  would  not  react  upon  legitimate  trade. 

Fortunately  the  shoe  trade  as  a  whole  is  showing  better  spirit  and  more  business  probity  in 
this  connection.  We  are  daily  receiving  letters  from,  wholesale  and  retail  handlers  of  footwear 
that  indicate  the  fact  that  the  business  m.en  at  least  are  determined  to  stand  by  their  guns  with 
regard  to  their  obligations. 

There  is  a  slight  tendency  in  the  West,  where  conditions  have  been  modified  by  crop  and 
other  conditions,  towards  over  caution,  but  even  where  there  has  been  the  best  of  reasons  for  expect- 
ing cancellations  there  has  not  been  enough  to  warrant  the  belief  that  any  serious  tendency 
exists  towards  a  retrograde  movement  in  buying  or  selling. 

One  prominent  retailer  voices  the  general  opinion  as  follows:  "Speaking  in  general  for  this 
locality,  I  must  say  that  the  dem.and  in  our  factories  and  mills  for  labor  is  such  that  wages  are 
keeping  well  up  to  pre-peace  quotations  and  with  the  bountiful  harvest  just  reaped,  the  farming 
community  is  exceptionally  prosperous,  so  everything  points  to  a  good  live  winter  business." 
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A  Shoe  Clerks' 
Meeting 

Showing  One  Employer's  Method  of 
Increasing  the  Selling  Efficiency  of 
His  Clerks 

Editor  Shoe  and  Leather  Journal: — 

Dear  Sir, — Appreciating  the  value  of  the  Shoe 
and  Leather  Journal  as  a  medium  for  binding  the 
Canadian  shoe  trade  together  in  one  big  family, 
and  your  willingness  to  give  publicity  to  schemes 
and  plans  that  will  be  helpful  to  the  trade.  I  have 
often  wondered  why  more  retailers  do  not  avail 
themselves  of  the  great  privilege  they  have  and 
write  more  of  their  ideas  for  the  benefit  of  others. 
Then  it  occurred  to  me  that  I  was  one  of  the  great 
company  and  it  was  up  to  me  just  as  much  as  to 
others  to  give  any  ideas  I  may  have.  So  I  am 
sending  you  an  account  of  a  clerks'  meeting  T  hold 
nearly  every  week  and  from  which  I  have  received 
splendid  results. 

The  plan  is  practically  this.  I  try  to  hold  the 
meetings  Wednesday  mornings  from  about  quarter 
to  nine  till  a  quarter  after,  as  I  find  at  this  hour 
there  are  not  many  customers  coming  in.  Should 
one  come  a  clerk  goes  and  serves  him  and  returns 
as  soon  as  possible. 

The  subjects  I  take  up  vary  according  to  the 
needs  of  the  present  time.  For  example,  at  a 
recent  meeting  T  took  up  the  matter  of  a  certain 
line  of  shoes  that  were  not  selling  quickly.  I  first 
drew  from  the  clerks  the  reason  these  were  not 
going  so  rapidly  as  other  lines.  I  learned  the 
main  reason  was  that  they  were  buttoned 
shoes  and  the  demand  for  buttoned  goods  was 
light.  They  were  in  every  way  a  good  shoe  and  were 
not  out  of  style,  but  it  was  just  one  mis-buy  I  had 
made  and  I  preferred  the  money  to  having  them 
stay  on  my  shelves.  I  took  a  pair  and  went  over 
the  best  selling  points  about  them,  and  after  urged 
that  they  try  their  utmost  to  have  them  move  a 
little  more  quickly.  As  an  incentive  I  put  a  "spif" 
on  them.  The  result  was  that  in  less  than  two  weeks 
75  per  cent,  of  the  stock  was  sold.  I  feel  quite  sure 
that  this  could  not  have  been  done  so  well  nor  so 
quickly  had  I  spoken  to  each  clerk  individually. 
By  taking  them  collectively  it  creates  more  enthusi- 
asm and  it  is  possible  to  tell  the  entire  staff  in  the 
same  time  it  would  take  to  tell  one. 

At  our  last  meeting  I  took  up  the  subject  of 
deliveries.  With  us,  just  now,  deliveries  are  not 
only  hard  to  make,  but  they  are  expensive.  After 
impressing  this  upon  the  clerks  I  emphasized  that 
if  they  would  try  to  have  the  customers  carry  their 
own  parcels  it  would  be  a  big  advantage.  I  explained 
that  there  were  always  some  who  could  not  and  some 
who  would  not  do  it;  but  if  they  would  use  their 
own  good  judgment  and  tact  they  could  possibly 
greatly  increase  the  percentage  of  taken  parcels. 
The  plan  worked  admirably  and  a  splendid  increase 
was  the  result. 


At  another  meeting  I  took  up  the  subject  of 
arch  supports  and  other  foot  appliances,  as  I  prefer 
my  entire  staff  to  have  at  least  a  general 
knowledge  of  the  work,  for  the  more  a  shoe  sales- 
person knows  about  the  human  foot  the  more 
does  his  interest  increase,  and  wherever  interest 
increases  sales  increase.  This  meeting  proved  very 
helpful  and  interesting. 

Should  a  new  line  of  goods  come  in,  I  take  one  of 
them  and  explain  every  advantage  of  the  line  from  a 
style  and  manufacturers'  point  of  view.  I  analyze 
the  best  selling  points  and  give  them  to  the  clerks. 
I  explain  who  is  the  maker,  and  any  other  points 
that  I  think  will  help  in  the  making  of  sales.  This 
is  particularly  helpful  when  a  new  line  of  satin  or 
fancy  slippers  are  put  into  stock. 

Then  I  find  that  frequently  splendid  suggestions 
are  to  be  obtained  from  the  clerks.    For  illustration 


This  is  the  picture  of  a  young  shoe  saleswoman  who  did 
not  let  any  faddishness  of  farmeretting  run  away  with 
her.  She  went  with  her  brother  on  to  some  land  up  in 
the  North  Bay  district,  far  removed  from  girls'  camps  or 
other  enticing  side  issues  to  the  farmerette  life.  And 
she  worked. 

I  ask  for  suggestions  or  complaints.  Recently,  one 
complaint  was  that  some  of  the  clerks  were  in  the 
habit  of  not  putting  shoes  back  after  serving  a 
customer.  Now  as  no  names  were  mentioned  and 
it  was  general  in  character,  I  simply  said,  "Now 
this  should  not  be;  you  all  know  the  rules  and  I 
must  insist  on  having  them  carried  out."  Had  I 
gone  to  the  clerk  individually  she  would  have  sur- 
mised some  one  had  "squealed"  and  would  have 
become  suspicious,  which  is  not  a  good  thing. 

I  find  also  that  these  meetings  create  a  good 
family  feeling  among  the  staff,  which  I  contend  is  a 
(Continued  on  page  50) 
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Planning 
For  1919 

Keep  the  Business  Ball  A-Rolling 
— There  are  Bright  Things  in  Store 
for  the  New  Year 

NOT  a  few  retailers  will  be  laying  new  plans  for  the 
coming  year,  for  the  coming  of  peace  will  bring  new 
conditions  and  exigencies  that  will  have  to  be  met. 
The  general  feeling  is  one  of  great  prospects  for  big  business 
in  all  lines," and  in  fact  many  trades  that  have  been  hit  more 
or  less  hard  during  the  war  will  now  come  back  to  their  rights 
and  assume  their  normal  place  in  the  business  world. 

For  four  years  every  one  has  been  longing  for  peace. 
Business  men  have  been  waiting  for  it,  and  many  enter- 
prising concerns  have  had  plans  laid  for  a  long  time  for 
various  enterprises  they  purpose  launching  as  soon  as  peace 
would  come.  That  time  has  arrived  and  these  plans  will 
now  be  prosecuted. 

Of  course,  there  are  always  some  who  are  cautious  and 
fearful;  those  who  possibly  may  be  included  in  the  pessi- 
mistic class.  But  the  great  majority  of  people  are  unusually 
optimistic  regarding  trade  conditions.  It  is,  indeed,  refresh- 
ing to  meet  so  many  men  who  are  so  hopeful.  One  evidence 
of  continued  prosperity  is  found  among  the  various  advertis- 
ing agencies.  They  are  all  busy  and  exceedingly  hopeful 
of  good  business  during  the  coming  year. 

A  manager  of  a  big  retailing  concern  said:  "I  have 
every  reason  to  believe  that  the  coming  of  peace  is  going  to 
create  a  wonderful  continuance  of  prosperity.  People 
do  not  seem  to  realize  the  wonderful  demands  there  will  be 
on  this  continent  for  all  kinds  of  merchandise  to  rebuild 
war-torn  Europe.  There  will  be  calls  ,  for  almost  every 
known  commodities.  If  Canadian  manufacturers  will 
awaken  to  the  situation,  there  should  be  a  tremendous 
import  trade  in  all  classes  of  merchandising,  with  the  result 
that  prosperity  will  continue.  Even  the  changing  of  men 
and  women  from  the  munitions  plants  does  not  frighten  me, 
nor  change  my  view  of  the  situation.  All  changes  affect 
certain  lines,  just  as  the  coming  of  war  did.  but  on  the  whole, 
the  business  of  the  CO'mtry  will  be  prosperous  and  big.  I  am 
saying  all  this  with  my  mind  on  the-  shoe  business.  With  a 
good  backing  of  trade  all  over  the  country,  the  shoe  business 
is  bound  to  come  in  for  its  share  of  prosperity.  In  fact,  I  can 
see  no  reason  why  this  should  not  greatly  boost  the  shoe 
business.  Even  though  people  may  change  from  one  kind 
of  work  to  another  they  have  to  wear  shoes,  and  there  are 
other  trades  that  should  feel  the  effects  of  this  transition 
period  more  than  shoes.  I  am  not  fretting  about  our  shoe 
business.  We  have  bought  heavily  for  spring  and  are  not 
sorry,  and  there  will  be  no  retrenchment." 

In  the  shoe  trade,  the  majority  of  retailers  and  whole- 
salers may  safely  be  put  into  the  optimistic  side  of  the 
balance.  It  seems  to  be  a  general  rule  that  the  majority  of 
wholesalers  and  retailers  have  bought  heavily  for  spring.  In 
\  fact,  much  heavier  than  they  did  last  year.  One  prominent 
retailer  said:  "There  are  people  I  know  who  are  a  little 
dubious  about  trade,  but  I  am  not  among  that  class.  Busi- 
ness his  been  good  with  me  and  I  shall  see  that  it  continues 
to  bo  good.  I  have  planned  for  big  things  during  1919. 
You  know  those  two  19's  look  good  to  me  some  way.  In  my 
plannHs;  I  have  bought  heavily  and  I'm  staying  with  every 
pair  I  or  '  red,  and  I'll  make  a  row  if  Mr.  Manufacturers 


don't  deliver  the  goods.  Why,  bless  your  heart,  people  are 
going  to  wear  shoes,  good  shoes  too.  Now,  you  mark  what 
I  have  to  say  about  it.  Yes,  I  bought  heavier  than  I  did 
for  last  spring.  I  am  positive  of  a  big  Christmas  trade.  I'll 
clean  away  all  my  fancy  lines  during  the  Christmas  selling. 
I'm  going  to  boost  the  'Shoes  for  Christmas'  idea  in  a  way  I 
never  did  before.  I'm  going  to  talk  shoes  for  Christmas, 
advertise  shoes  for  Christmas  and  sell  shoes  for  Christmas. 
Oh  no,  no  back  up  for  me.  I've  planned  big  things  for  1919 
and  I'm  going  to  get  'em,"  and  the  smile  on  this  man's  face 
and  his  every  move  betokened  an  enthusiasm  that  was 
really  infectious. 

One  merchant  who  does  a  retail  business  in  a  big  way 
gave  some  very  pointed  reasons  why  the  small  retailer  should 
expect  big  business  for  1919.  This  is  his  way  of  stating  it: 
"I  have  bought  considerably  heavier  for  spring  than  I  did 
last  year,  and  by  that  I  mean  many  thousand  dollars  heavier 
than  last  year,  and  I  shall  back  up  my  original  planning  by 
not  lessening  my  original  purchase  one  single  pair.  Shoe 
retailers  should  remember  they  are  not  buying  from  stock 
from  the  manufacturers.  They  are  placing  orders  an  I  manu- 
facturers have  been  working  on  reduced  capacity  for  a  long 
time.  What  happened  some  time  after  the  war  broke  out 
and  prices  began  to  rise?  The  smaller  retailers  got  fright- 
ened. Some  of  them  curtailed  and  refused  to  buy  at  certain 
prices.  Two  months  later  they  were  begging  for  their  shoes 
at  the  raised  prices.  So  now,  it  is  going  to  keep  the  manu- 
facturers busy  for  some  time  to  produce  enough  shoes  for  the 
regular  demand.  There  is  also  bound  to  be  a  scarcity  of 
leather  for  some  months  to  come.  If  everything  possible 
were  done  to  bring  the  leather  producing  industry  back  to 
normal,  six  months  would  be  the  shortest  possible  time  in 
which  it  could  be  done.  But  in  reality,  it  will  take  nine 
months,  if  not  a  year  to  do  it.  That  means  shoes  are  going 
to  be  hard  to  obtain. 

"Then  I  watch  the  wheat  market.  All  signs  point  to 
a  high  wheat  market,  and  believe  me,  wheat  is  one  of  the 
best  barometers  of  trade  conditions.  High  wheat  prices 
mean  good  business. 

"Here's  another  thing  the  small  and  moderate  sized 
shoe  retailer  should  not  overlook.  If  he  cuts  down  on  his 
buying,  it  will  be  all  the  better  for  the  big  fellows.  The 
public  has  been  educated  to  want  better  things  and  large 
selections.  If  they  can't  obtain  it  at  the  little  fellows, 
away  they  go  to  the  big  fellows.  It  simply  helps  to  make  the 
big  fellow  bigger  and  the  little  fellow  littler.  For  me,  I 
expect  big  things  for  1919;  I  have  planned  for  them  and  I 
will  work  for  them." 

And  there  seems  no  legitimate  reason  why  every  shoe 
retailer  should  not  feel  the  same  way. 


As  one  evidence  of  the  splendid  confidence  some  have 
in  the  stability  of  trade  in  general,  we  cite  the  case  of  one  of 
the  largest  phonograph  jobbing  houses  in  Ontario,  whose 
manager,  on  the  day  of  the  celebration  of  the  armistice 
signing,  went  out  and  rejoiced  with  everybody  else,  then 
came  in  and  raised  the  salary  of  every  employee  he  had.  Nor 
was  this  a  sudden  outburst  of  enthusiasm  begotten  by  the 
hilariousness  of  the  occasion.  It  was  a  premeditated  matter, 
and  that  by  a  manager  of  wide  experience.  He  has  spent 
several  yeais  in  Berlin,  Germany,  with  the  company  he  is 
now  with,  and  later  he  spent  a  period  in  Paris  and  has  been 
in  Canada  as  manager  for  several  years.  He  says  his  object 
in  sending  out  the  circular  is  not  so  much  to  pat  himself  on 
the  back  and  show  what  a  good  fellow  he  is,  as  to  show  his 
own  confidence  in  the  immediate  prosperity  of  the  country 
and  inspire  this  in  others.  Surely  he  is  to  be  commended  in 
his  attitude. 
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The  Success  of 
Two  Boys 


Showing  That  Good  Will,  Service.  Confi- 
dence and  Friendship  are  Intangible  Assets 
Worth  Thousands  of  Dollars 

Note — The  following  article  taken  from  The  American  Magazine  is  one  that  is 
full  of  rich  suggestion  and  profit  for  Canadian  shoe  retailers. 

ttX  AM  going  to  make  you  boys  rich  overnight."  The 
Chicago  bank  president  who  made  this  rather  startling 
statement  smiled  at  the  two  brothers  opposite  him; 
and  as  he  was  capitalizing  their  business  for  more  than  a 
million  dollars  they,  very  naturally,  smiled  too.  But  these 
"boys"  knew  that  it  was  not  any  "overnight"  affair.  There 
were  twenty  years  of  hard  work  behind  that  million  dollar 
transaction. 

The  two  Martins,  A.  C.  and  A.  F.,  were  born  out  West, 
twenty  miles  from  a  railroad.  They  went  to  the  country 
school;  but  from  their  mother  they  learned  better  things 
than  any  schools  can  teach.    As  one  of  them  says: 

"Our  mother  had  the  secret  of  happiness.  She  knew 
that  you  don't  have  to  go  hunting  far  afield  to  find  it.  The 
home-grown  variety  is  as  good  as  any.  She  believed  in 
work.    And  she  also  believed  in  being  happy  in  your  work." 

When  they  had  moved  to  a  little  Iowa  town,  the  two 
boys  put  this  principle  into  practice  by  working  in  the  local 
stores  on  Saturdays.  They  didn't  haggle  about  the  pay, 
either.  They  actually  begged  to  be  allowed  to  work  as  a 
favor  to  them.  Later,  the  family  migrated  to  Ohio  when 
A.  F.  was  only  fifteen;  but,  young  as  he  was,  he  went  up  to 
Cleveland  and  got  a  job  in  a  shoe  store. 

Four  dollars  a  week  was  the  amount  of  his  salary;  and 
his  board  and  room  cost  him  exactly  the  same  sum.  But  he 
clung  to  the  job  and  got  one  for  his  brother  in  the  same  store. 
They  have  stuck  to  the  shoe  business  ever  since.  Thev 
believe  in  sticking. 

But  they  don't  believe  in  sticking  in  a  rut!  When  they 
had  become  head  salesmen  in  that  store  they  asked  to  be 
taken  into  the  firm.  And  when  their  request  was  refused, 
they  didn't  sit  back  andiaccept  defeat.    They  said: 

"Well,  if  we  can't  be  members  of  this  firm,  we'll  start 
another  and  be  the  whole  thing."     '  . 

They  hadn't  any  capital — except  friends.  The  sales- 
men for  manufacturers  knew  that  they  were  hard  workers, 
"stickers,"  with  plenty  of  ambition;  and  the  Martin  boys 
hoped  to  get  credit  on  the. basis  of  this  reputation. 

But  when  they  went  to  the  manufacturer  whose  shoes 
they  wanted  to  carry,  the  very  first  thing  handed  out  to 
them  was  a  letter  from  their  former  employer.  They  had 
tried,  without  success,  to  persuade  him  to  handle  that  line 
of  goods.  Now,  he  was  attempting  to  get  ahead  of  them 
by  sending  in  an  order.  He  thought — and  they  thought — 
that  this  would  spike  their  guns.  But  to  their  surprise  the 
manufacturer  said: 

"For  years  that  man  has  refused  us  a  look-in.  Now 
he  guesses  he  can  beat  you  to  it.  Well,  he's  got  another 
guess  coming.  I  won't  sell  to  him:  and  I  will  give  you  boys 
your  line  of  credit." 

With  that  encouragement  the  Martins  went  back  to 
Cleveland  and  got  their  little  store  ready,  doing  all  the  work 
themselves,  even  to  unpacking  the  goods.  They  were  hard 
at  it  one  morning  when  a  man  strolled  in  and  asked  curiously: 

"What  have  you  got  here?" 

"We'll  have  a  shoe  store  if  you'll  wait  a  few  minutes," 
they  told  him. 

"I  can't  wait  long,"  he  said. 

So  while  he  perched  on  a  box,  they  fitted  him  with  a 


The  Martin  Brothers 


pair  of  shoes  and  the  store  was  launched.  They  didn't 
take  any  money  out  of  that  store  in  five  years  except  enough 
for  a  very  modest  living.  If  they  had  been  impatient  to  get 
rich  "overnight "  they  would  have  quit.  Starting  a  business 
on  nothing  is  like  planting  a  garden.  If  you  are  going  to 
pull  up  the  sprouts  as  fast  as  they  appear  you'll  never  grow 
anything  big. 

After  a  while,  with  their  credit  behind  them — for  they 
had  taken  good  care  to  keep  that  growing — they  opened  a 
store  in  Chicage.  And  all  the  time  they  went  on  strengthen- 
ing their  credit  and  making  friends.  For  it  is  one  of  the 
basic  beliefs  of  the  Martins  that  the  friends  of  a  business  are 
its  greatest  assest. 

One  day  a  banker  came  into  the  Chicago  store  and 
bought  a  pair  of  shoes.  That  man  was  the  very  one  who. 
years  later,  put  through  the  million-dollar  transaction  be- 
fore mentioned.  His  friendship  and  confidence,  won  in  the 
ordinary  course  of  business,  had  become  a  distinct  asset.  In 
telling  of  this  incident,  A.  F.  said: 

"Many  men,  I  think,  do  not  realize  that  every  day  they 
are  either  building  up,  or  failing  to  build  up,  these  intangible 
assets  of  friendship  and  confidence.  The  greatest  factor  in 
this  building  up  is  service.  Business  is  something  more  than 
putting  in  a  stock  of  goods  and  hiring  clerks  to  sell  them. 
Any  man  with  some  money  can  do  that — and,  as  statistics 
show,  ninety-five  per  cent  of  them  can  fail  at  it.  The  kind 
of  goods  you  sell  and  the  price  you  ask  for  them  are  vitally 
important.  But  the  spirit  of  your  selling  is  of  far  more 
consequence. 

"That  is  why  I  have  never  withdrawn  into  some  secluded 
office,  to  bury  my  nose  in  accounts  and  to  spend  my  time 
dictating  .letters.  I  have  a  girl  who  can  write  just  as  good 
letters  as  I  can.  I  have  accountants  who  can  add  and  sub- 
stract  as  well  as  I  can.  I  let  them  do  it,  and  I  stay  where  I 
can  meet  my  customers.  I  enjoy  my  work!  I  have  more 
genuine  pleasure,  right  here  in  my  store,  than  I  could  have 
anywhere  else  on  earth. 

"We  finally  opened  another  store,  this  time  in  New 
York,  with  my  brother  in  charge;  and  for  several  years  we 
went  ahead,  making  a  fairly  good  living,  but  not  much  more 
than  that.  If  we  had  been  easily  discouraged,  we  should 
have  said: 

"There's  nothing  in  this  shoe  business!  Let's  get  out 
and  tr,  dry  goods,  or  automobiles,  or  something  else!" 

"But  we  just  kept  on  sitting  tight  and  building  for  the 
future,  When  we  had  been  in  Chicago  several  years,  I  took 
a  statement  of  the  business  to  the  banker  I  mentioned.  He 
looked  it  over  and  said: 

"'If  you  paid  your  obligations,  you  wouldn't  ha -"a  a 
dollar,  would  you?' 

"'No,'  I  answered,  'we  wouldn't.' 

{Continued  on  page  49) 
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Christmas 
Advertising 

Emphasize  the  Necessity  and  Advisability 
of  Useful  Presents — Show  Why  Shoes  are 
in  This  Category 

IT  is  to  be  hoped  that  the  good  lessons  which  the  war  has 
taught  us,  either  directly  or  indirectly,  will  not  be  forgot- 
ten by  the  termination  of  hostilities.  Among  these  lessons 
are  thrift  and  economy,  which  are  so  closely  linked  as  to  be 
almost  identical.  Even  before  the  war,  people  were  each 
year  decrying  more  and  more  the  reckless  spending  of  money 
on  trifling  and  impractical  gifts  for  Christmas.  When  the 
war  came,  this  feeling  was  put  into  more  concrete  form,  by 
being  practised  as  the  need  for  saving  became  more  and 
more  apparent.  To  such  an  extent  did  this  feeling  grow 
that  the  United  States  Government  thought  seriously  of 
instituting  rulings  to  govern  the  purchase  of  Christmas 
presents  this  year.  Had  these  gone  into  effect,  they  would, 
to  a  great  extent,  have  insisted  on  only  useful  presents 
being  purchased.  While  these  rulings  did  not  go  into  effect, 
there  was  sufficient  agitation  stirred  up  to  make  a  tremen- 
dous effect  upon  the  buying  public,  who  were  caused  to  see 
more  vividly  the  necessity  for  buying  gifts  that  would  be 
useful  and  practical  and  at  the  same  time  pleasing  to  the 
recipient. 

Is  this  not  the  shoe  retailers'  opportunity?  Can  you 
find  anything  that  can  fill  the  bill  so  well  from  any  angle  as 
does  the  various  lines  of  footwear  obtainable  in  any  first 
class  shoe  store.  '  And  not  only  is  the  bill  completely  filled 
in  variety,  but  in  extent,  for  it  covers  everyone  from  the 
tiniest  babe  to  the  oldest  grandfather  or  grandmother  and 
everyone  in  between.  And  every  taste  may  be  satisfied 
from  the  strong  school  shoe  for  the  husky  boy  to  the  ar- 
tistic slipper  or  dance  pumps  for  the  dainty  debutante. 

Why  not  seize  this  opportunity  then?  Why  not  take 
advantage  of  the  public  feeling  and  become  enthusiastic? 
Get  the  feeling  into  yourself  that  YOU  have  the  very  lines 
that  the  government  would  have  put  its  finger  on  and  said, 
"These  are  in  the  category  of  pleasing  and  useful  gifts;  buy 
them  for  Christmas."  When  you  get  that  enthusiastic  feel- 
ing, then  you  can  boost,  advertise  and  sell  shoes  for  Christmas 
with  a  vim. 

Begin  Early 

Start  right  now  with  your  advertising  campaign.  Don't 
forget  that  being  a  little  early,  in  this  case,  is  a  thousand 
times  better  than  being  just  on  time.  The  earlier  you  begin, 
the  better  chance  you  have  of  warding  off  the  other  fellow. 

Put  cards  in  your  window,  changing  them  daily,  if 
possible,  with  such  matter  as:  "Shoes  make  Charming 
Gifts  —  Buy  now,  we'll  lay  them  aside  for  you."  "Shop 
now,  for  Christmas — More  time,  less  rush,  better  choice." 
"Practise  Thrift,  Buy  Shoes  for  Christmas."  "Economy 
and  pleasure  combine  in  a  gift  of  shoes."  "Shoes,  make 
acceptable  gifts,  because  of  their  usefulness."  "For  that 
boy  of  yours,  a  pair  of  shoes  for  Christmas." 

These  cards  may  be  changed  daily,  notating  them  any 
way  at  all.  Use  one  or  two  cards  each  day.  If  you  do  no 
more  than  to  change  them  from  one  place  to  another  in  the 
window,  it  will  be  a  change. 

Increase  your  newspaper  space  and  use  cuts,  and  in  all 
your  newspaper  advertising  be  sure  to  emphasize  the  im- 
portance of  shopping  immediately,  because  of  the  great 
saving — saving  of  labor,  light,  fuel,  worry  and  a  hundred 
and  one  things,  if  the  people  will  do  their  buying  now,  and 
not  put  it  off  till  the  last  minute. 


It  may  be  of  interest  to  you  to  know  that  the  retail 
trade  of  the  United  States  entered  into  an  agreement  with 
the  Council  of  National  Defense  in  regard  to  holiday  selling. 
Under  this  agreement,  the  merchants  bound  themselves  to 
urge  the  purchase  of  useful  gifts  only  and  not  to  make 
customary  additions  to  their  selling  forces. 

While  this  was  inaugurated  before  the  armistice  was 
signed,  it  may  be  modified  some  since  that  important  event. 
But  why  would  it  not  be  better  to  continue  right  along,  for  a 
time  at  least,  just  as  if  no  armistice  had  been  signed  ?  It  will 
help  preserve  normality  and  assist  the  public  to  still  practise 
economy,  for  economy  will  be  needed  just  as  much  now  as 
before  the  closing  of  hostilities. 

In  your  newspaper  advertising,  make  a  strong  appeal 
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to  the  public  to  buy  shoes  for  Christmas,  and  by  so  doing  they 
will  obtain  all  the  pleasures  to  be  derived  from  the 
custom  of  Christmas  gift  giving,  as  well  as  practise  economy 
and  thrift,  which  is  so  much  needed.  In  every  ad.  offer  some 
specific  line  that  will  make  a  gift  for  some  member  of  the 
family.  School  and  dress  shoes  for  boys'  and  girls.  Fine 
slippers  and  street  shoes  for  daughters,  sweethearts,  wives 
and  mothers.  Comfy  felts  for  the  little  tots,  for  mothers 
and  fathers,  for  grandparents  and  others.  After  a  brief 
description  of  these  lines  in  your  ad.  suggest  for  whom  they 
will  make  a  suitable  and  serviceable  gift;  then  quote  the 
price. 

Special  Cut 

We  have  prepared  a  single  column  special  design  cut 
for  Christmas  advertising  that  should  be  helpful  to  every 
retail  shoe  dealer.  It  can  be  used  in  any  width  ad.  from  a 
one  column  to  full  page.  We  can  supply  electros  of  this 
cut  at  self  cost,  80  cents  post  paid. 

Combined  Advertising 

In  towns  and  cities  where  the  spirit  of  rivalry  is  not  so 
great  that  shoe  merchants  are  on  friendly  terms  and  in  places 
where  retail  merchants'  associations  are  in  existence,  it  will 
{Continued  on  page  41) 
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Christmas 
Windows 

A  Few  Helpful  Suggestions  for  Christmas 
Window  Displays 

THERE  is  possibly  no  window  so  easily  arranged  as  one 
for  Christmas.    Every  trimmer  has  a  thousand  or 
less  schemes  and  plans  running  through  his  head  for 
a  nifty  display  for  the  Christmas  time,  which  may  run  from 
a  snow-clad  fir  tree  and  an  old  Santa  figure  to  some  neat 
effects  with  attractive  flowers  and  ribbons. 

Possibly,  the  best  and  easiest  window  to  arrange  will 
be  one  in  which  some  form  of  evergreen  is  used.  The 
window  may  be  small  or  large,  and  it  will  adapt  itself  to 
this  type  of  trim,  for  small  trees  or  the  tops  of  larger  trees 
can  be  used  in  the  smallest  windows,  while  larger  trees  may 
be  adapted  to  windows  with  large  space. 

Imitation  snow  may  be  made  with  cotton  batten  or 
asbestos.  This  latter  is  the  better,  because  it  is  practically 
fire-proof.  There  is  diamond  dust,  soap  chips  and  various 
other  imitations  of  frost,  which  add  materially  to  the  effec- 
tiveness of  the  snow  scene.  If  the  bottom  of  the  window 
is  laid  on  batten,  with  the  frost  effects  on  top,  it  is  always 
attractive.    If  a  painted  background  of  some  snow  scene  be 


available  it  can  be  utilized  very  nicely,  and  if  made  especially 
for  the  window  the  batten  on  the  bottom  can  be  brought 
right  up  to  the  back  and  should  blend  into  the  painted 
snow  on  the  scene. 

It  is  such  a  setting  as  this  that  evergreen  trees  fit  into 
so  nicely,  and  if  white  goods  are  shown,  they  can  be  arranged 
so  the  evergreens  will  form  a  contrasting  backgound.  Black 
goods  and  other  dark  colors  may  be  shown  on  the  batten, 
where  the  contrast  will  be  noticeably  effective. 

Bits  of  tinsel  may  be  used  on  the  trees,  which  will  add 
brightness  and  color  to  the  display  If  candles  are  used 
they  should  not  be  lighted  on  account  of  the  possibility  of 
fire.  Small  colored  electric  light  bulbs  used  among  the 
branches  give  a  brightening  effect  to  the  whole  window. 

For  those  who  may  not  care  to  put  in  so  large  a  trim  as 
this,  there  are  many  other  lesser  ones  that  can  be  made  very 
pretty  and  attractive. 

An  ordinary  trim,  by  which  is  meant  a  trim  similar  to 
that  used  for  fall  goods,  may  be  given  a  Christmas  coloring 
by  using  holly  sprays,  poinsettia  flowers  and  various  other 
Christmas  emblems.  But  in  the  arranging  of  any  Christmas 
windows  it  should  be  borne  well  in  mind  that  you  are  in  the 
shoe  business  and  not  in  the  decorating  business.  What  is 
meant  by  that  is,  you  sell  shoes  and  the  window  decorations 
are  to  attract  people  to  your  shoes  and  the  values  you  are 
offering.  So  be  careful  not  to  have  the  window  over-dressed 
or  clustered  with  decorations  so  the  main  object  of  your 
display — shoes — may  be  over-shadowed. 

Be  sure  and  have  a  good  display  of  felt  goods.  Christ- 
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A  splendid  Christmas  Window  Display  by  Geo.  G.  Gales  &  Co..  Montreal 
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mas  time  is  the  one  important  time  of  all  the  year  when  felts 
will  sell.  In  these  days  when  really  attractive  creations  in 
felt  slippers  are  obtainable,  they  should  increase  your 
Christmas  selling  in  a  very  marked  degree. 

A  neat  card  should  complete  the  display.  This  should 
be  of  some  Christmas  design  and  call  attention  to  the  values 
and  the  advisability  of  buying  shoes  for  Christmas  gifts. 
If  a  little  thought  is  exercised  in  the  preparation  of  your 
Christmas  window,  there  is  no  reason  why  you  cannot 
easily  make  one  that  will  be  very  attractive  and  at  the  same 
time  sell  shoes — and  selling  shoes  is  that  for  which  you  are 
in  business. 


A  NEW  ENGLAND  SHOE  MANUFACTURER'S  OPINION 

Mr.  Chas.  H.  Jones,  a  shoe  manufacturer  of  the  New 
England  States,  has  this  to  say  in  the  Boston  "Post,"  re- 
garding conditions  after  peace. 

"In  regard  to  the  shoe  business,  there  is  not  likely  to  be 
any  permanent  development  in  European  markets.  We  may 
have  some  business  to  meet  the  urgent  needs  of  the  devas- 
tated countries,  but  eventually  they  will  provide  themselves 
with  shoes,  as  they  can  produce  shoes  that  will  be  satis- 
factory to  their  population  there  more  cheaply  than  we  can 
produce  them  in  this  country.  This  for  the  reason  that  they 
have  generally  adopted  American  methods  and  machinery, 
and  have  heretofore  enjoyed  a  much  lower  labor  cost. 

"The  tariff  as  it  affects  the  shoe  industry  is  a  matter  for 
serious  consideration.  Under  the  Underwood  bill,  shoes 
were  on  the  free  list,  and  although  the  foreigners  were  un- 
successful in  making  any  market  for  their  wares  in  this 
country  up  to  the  time  of  the  breaking  out  of  the  war,  con- 
ditions now  will  be  somewhat  different.  Foreign  creditors 
will  be  under  the  necessity  of  selling  something  here,  and  if 
our  market  is  open,  without  protection,  they  will  make  such 
a  price  on  shoes  as  will  force  their  sale  in  competition  with 
goods  here,  and  unless  it  is  felt  to  be  necessary  or  wise  to 
curtail  the  production  of  shoes  in  the  United  States,  these 
existing  conditions  must  be  carefully  met. 

"It  is  an  undisputed  fact,  I  believe,  that  the  labor  cost 
of  shoes  in  Massachusetts  is  higher  than  in  most  other  parts 
of  our  own  country.  The  present  extremely  high  rates  of 
wages  are  going  to  operate  against  this  district  for  the  next 
few  years.  Labor  in  other  sections  has  not  forced  the  price 
as  high  as  it  has  been  placed  here,  and  unless  some  equa- 


lization is  brought  about  we  shall  see  a  steady  drift  West- 
ward in  the  volume  of  production. 

"Of  course,  this  situation  would  be  materially  helped  if 
the  shoe  workers  of  Massachusetts  would  undertake  to  in- 
crease their  production  per  man.  This,  I  believe,  they  can 
readily  do  if  they  so  desire,  and  this  would  go  some  distance 
oward  equalizing  existing  wage  conditions." 


CHRISTMAS  ADVERTISING 

{Continued  from  page  jp) 

be  a  splendid  idea  to  combine  with  an  advertisement  that 
will  be  educational  in  its  nature.  Last  Christmas,  the 
photographers  of  Toronto,  combined  and  used  large  bill- 
boards on  which  was  nothing  but  "Photographs  make 
charming  Christmas  gifts."  This  permitted  the  readers 
to  chose  their  own  photographer,  while  calling  attention  to 
photos  for  Christmas  gifts. 

The  same  idea  was  used  with  the  Victory  Bond  campaign. 
Banks,  manufactories  and  other  industries  combined  and 
ran  full  page  advertisements,  announcing  the  necessity  for 
buying  bonds  and  each  firm's  name  appeared  as  a  con- 
tributor of  the  space. 

This  same  idea  can  be  used  by  the  shoe  merchants  of 
any  town.  Use  liberal  space,  a  half  page  or  a  whole  page, 
and  run  it  once  a  week,  right  up  to  Christmas.  We  give  a 
sample  advertisement  on  another  page  that  will  serve  as  a 
suggestion  for  this  co-operative  advertising.  The  expense 
of  this  plan  can  be  divided  among  those  entering  the  scheme, 
and  the  division  apportioned  according  to  the  amount  of 
business  done  by  each  concern.  If  some  will  not  go  into  it, 
let  the  majority  do  so,  even  though  those  who  do  not  co- 
operate will  benefit  by  it.  The  names  appearing  at  the 
bottom  of  the  ad.  will  find  it  a  splendid  indirect 
advertisement. 


Look  at  these  Jiere  boots — eleven  pair  o'  boots;  and  one 
shoe  as  b'longs  to  number  six,  with  the  wooden  leg  .  .  . 
There's  a  pair  of  Hessians  in  thirteen,  there's  two  pair  of 
halves  in  the  commercial,  there's  these  here  painted  tops  in 
the  snuggery  inside  the  bar,  and  five  more  tops  in  the  coffee- 
room.  .  .  .  Yes ;  there's  a  pair  of  Vellington's  a  good  deal 
worn,  and  a  pair  o'  lady's  shoes,  in  number  five. — The  Pick- 
wick Papers,  Dickens. 
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A  background  chat  can  be  easily 
made  of  wallboard  and  adapted 
most  admirably  to  window  dis- 
plays. The  doll  figures  may  be 
omitted,  but  we  suggest  their  use, 
as  they  give  life  to  the  window. 


£  4 
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"Ktcktey  Fits  the  Feet  '1 

Better  Grade  Footwear 

AT  VERY  REASONABLE  PRICES 

This  store  carries  a  complete -stock  of  reliable,  up-to-date  Footwear  for 
Men,  Women  and  Children.  All  widths  and  sizes  are  a  specialty  with  us, 
and  is  quite  an  advantage  to  anyone  who  requires  extra  wide  or  extra  nar- 
row fittings. 

Oome  to  this  store  when  you  want,  to  be 
properly  and  carefully  fitted  with  better  grade 
shoes  at  a  reasonable  price. 

SOME  WONDERFUL  VALUES  For  THURSDAY 

Read  carefully  every  item  below,  then  come  to-morrow 
—and  in  the  morning  if  possible 

American  Samples  and  Factory  Rejects 

worth  up  to  $11.  On  sale  at  

Bro'wn  walking  boots,  grey  kid  dress  boots,  bvowu 
kid  boots  with  Louis  heels,  und  many  other  stylrs, 
lirect  from  the  makers.  Most  of  thesr  lines  are-  abso- 
lutely perfect:  others  have  stffcht.  defects  which  can 
only  be  detected  by  an  expert.  Every  pair  wonth 
double  our  special  sale  price,  So  don't  overlook  tlii' 
splendid  offer.  All  sues'2i/2  to  8,  und 
widths  double  A  to  D.  Sale  price 
Cosy  Slippers— Felt  slip 


$5.95 


$5.95 


$7.95 


Women'; 
black  or  br 

In  all  sizes. 

Women's  Dress  Boots  —  Of 
very  (Ine  black  kid.  Goodyear 
welted  soles,  long  vamps,  full 
Louis  heels;  all  sizes  2  t»  I,  A  to 
widths.  Regulai 


$10.00 


Women's  Cushion  Sole  Boots 
— Of  soft  black  kid;  welted 
soles;  low  heeie;  all  sizes.  Price? 
range  $4.50,  S5.  $6, 

Misses'  Boom — Of  black,  calf 


Ipathe: 


Worth  13.50  a  pair 


Children's  Boms — Brown 
Hack  kid  in  laced  or  buttoned 
tyles:  sizes 


$8.25 

r  black  calf 

'MM 

or  buttoned 

$1.95 


98c 

)f  strong 
$£49 


MEN'S  BOOTS 
t-k  Calf  Boots— Wit 


All 


Brown     Boots — ' 


On 


$4.95 

oots — W  Ith 
bber  heels. 

$5.95 


Men's  Fine  Boots — Of  high 
grade  American  make;  Good- 
year welted  soles;   black  calf 
black  kid,  or  brown  calf, 
sizes  and  A  to  B  wldthsr 
pair,    no  50.  J10 


All 


and 


$9.00 


YOUNG 

MEN'S 

SHOES 


"We  have 
latest  styles 


and  in  the 
leathers. 


all  the 
in  wide 
widths, 


SEE 
WINDOW 


V'Kkkley  Fits  the  Feet'% 


Women's  Brown  Boots  $C.95 
Worth  $9  a  pair,  for  d 

AT  "KICKIiET'S  BOOT  SHOP,"  40  KING  STREET  WEST 
This  undoubtedly  is  one  of  Ae  best  lkiot  bargains  of  the  season,  as  erery  pair  offered 
'is  of  high  grade  American  make.  Brown  calf  Walking  Boots,  with  8y2-inch  topi,  mili- 
tary heels,  perforated  vamps ;  all  sizes  and  widths  A  to  D;  also  brown  kid  laoed  boots 
with  Goodyear  welted  soles  and  Louis  heels.     Absolutely  worth  $9.00  £g 


a  pahf".  Saturday  Bargain  . 


Misses'  Brown  Boots- 
style,  double' soles,  low 
11  to  2.    Special  at. 


-In  new  high,  top-lacart 

h.ee!!.Azes  $3.95 


Misses'  School  Boots — Of  black  < 
nt  leather,  buttoned  styles;  sites 
1  to  2.    At  -a  pair 


Broken  Lines  and  Sample 
Shoes  Clearing  at    .  . 


$3.95 


nths'  busine, 


en's  Shoes  have  heen  -sold  out,  except  for  ft  few  pairs  of  -eaxh  v> 
MyiP     TTieso  have  been  assembled   into  one     iot  fnr  quirk 
r-tearanre.    About  60  pairs.  In  sizes  2^4  to  6, 
up  to  -J7  DO,  to  clear  to-morrow,  at.  


!j  Men's  Black  Boots,  worth 
$7  to  $8,  on  Sale  at  . 


Black  Calf  Rorr 


$3.95 

$4.95 

welts  er  Mr- 

$4.95 


OTHER  SPECIALS 


Men's  Brown  Boots,  NroJIti  Soles....  ■- 

Men's  Brown  Military  Boots  ■  ■  . 

Boys'  Ton  Military  Boots    

Boys'  Brown  Boots,  Xoolin  8ol03  

"Women's  Felt  Slippers  


FRED  L.  KICKLEY 

40  KINO  ST.  WEST,  Near  Peebles,  Hobson  Co. 


FRED  L..  KICKLEY 


40  KING  STREET  WEST 

l=H^SII=II^SI=ll^=l|S|li 


Near  Peebles,  Hobson  Co.  0 


Special  Boots 

F or  the  Outdoors  Man 

We  ape  headquarters  for  footwear  for  Sportsmen, 
Mining  Engineers,  Lumbermen,  Surveyera,  Con- 
struction Engineers,  Prospectors  and  Oil  Drillers,  etc. 

High  and  Low  cut  Boots  that  combine  strength  with 
appearance,  boots  that  will  give  the  men  folk  all  the 
comfort  and  service  he  asks. 

High  Out  Boots  in  smoked  American  Elkskin,  Tan 
and  Black  calfskin,  in  10, 12  and  14  inch  heights,  doub- 
le heavy  soles  of  solid  leather,  Standard  screw  fast- 
ened. Sewed  edge  and  waterproof  finished  bottom. 

9.00,  11.00  to  13.50 

Low  cut  boots  of  Chocolate  colored  American  Elk, 
Black  Mennonite  OH  Grain,  Black  Box  Kip,  and  Smok- 
ed AmericanElkskln,  heavy  double  soles,  both  sewn 
and  wire  stitched,  wet  proof,  plain  vamps  and  with 
toe  caps. 

6.so,  e.60  to  »7.so 

We  invite  the  attention  of  the  Outdoor  man  to.  these 
splendid  boots  that  have  been  especially  made  for  his 
use. 


STARTLING  SHOE  VALUES 

 IN  


FALL  FOOTWEAR 


Tomorrow  we  begin  a  celr- 
brutlon  Shoo  Sale  to  mark 
tlio  closing  of  the  greatest 
wnr  In  human  history.  Wt 
\rcrc  surprised  bnt  plefteerl 
■.villi  its  sudden  ending  and 
nro  determined  to  (rive1  our 
Customers  SHOE  VALUES 
which  will  remind  them  for 
many  a  day  to  come  of  tin 
.  of  the   big  values— 


OVER.  THE  TOPI 


FOR  WOMEN 


Kid  and  Calf  Shoes,  with 
leather  or  Neolln  soles, 
fecial  C  ICk 


lin  soles. _  Special 


-fcXTRA 


TOM 

1 1  MACNAB  N. 


STOP!   LOOK I  LOOSE Ml 


BUY  VICTORY.  BOMBS 


J .  A.  BRAGG 

The'  Home  of  Bood  Shoos 

Parry  Sound,  -  Headquarters  for  Rubbers 


bob 


Serviceable  Shoes 

FOR  FALL 


Comfortable  foot  service  i* 
what  you  get  out  of  a  pair  of, 
Ross '  shoes,  because  Wo? 
make  it  a  point  to  see  that 
they  fit  your  feet  perfectly 
when  you  buy  them.  Shoes 
that  fit  well  will  always  fed 
easier,  look  better  and  stand 
more  wear  than  those  that 
don't;  m 

Seven  Bargains 
For  Saturday 


Don't  miss  them.  Prices  like  these 
will  not  prevail  again  for  months. 


FOR 

WOMEN 

Womon'a  Blown 

K  U\  and  " 

leather  o 
Special 

30  pair 

"a if  slops,    w  ith 

r  XM"$5.79 

;     Women's  Calf 

Shoes.  Xe 
tarj-  tubb 

olin  soles,  mill- 

1  $4.79 

s      Brown  Calf 

Shoes,  Go 
leather  a 
lin  soles. 

odyear  welts,  in 
Special  $6«75 

FOR  MEN 


lech     Calfskin  1 

$4.79 

unitan 


-EXTRA  SPECIALS- 


21  pairs  faotory  Seconds,  Red-9olad  ffO  ACk 

Rubber  Boots,  to  clear  at   «POs?f  V 

*Kur)but  rWflts,  Tans  and  Pats.  Sizes 
4.  5.    Clearing  at  . ..  . 


$1.95 


TOM  ROSS 

11  MACNAB  N.  Open  Evenings 


Sample  advertisements  used  in  newspapers  by  progressive  shoe  retailers.     (See  article  on  next  page.) 
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ADVERTISEMENTS  THAT  SELL  GOODS 

(See  opposite  page) 

It  is  remarkable  the  interest  the  shoe  retailers  are  taking 
in  their  advertising.  Many  also  express  their  appreciation 
of  our  suggestions,  which  appear  from  time  to  time  in  The 
Shoe  and  Leather  Journal,  in  connection  with  their  ads. 
We  also  note  a  great  improvement  in  the  style  and- make  up 
of  the  ads.  appearing  in  the  papers  throughout  the  country. 
We  have  every  reason  to  believe  there  have  been  better 
results  from  the  advertisements  which  have  been  placed  of 
late,  for  merchants  are  using  newspaper  space  more  freely 
than  before. 

In  the  five  sample  ads.  shown  on  another  page  are  to 
be  found  some  real  good  selling  talk,  and  that  is  what  is 
needed  to  make  advertising  successful.  Mr.  Kickley's  large 
ad.  opens  with  a  strong  announcement  of  what  the  store 
carries  emphasizing  the  better  grade  shoes.  He  also  lays 
stress  on  fitting,  and  this  phase  of  shoe  selling  is  being  em- 
phasized more  and  more  all  the  time,  and  so  much  so  that 
many  merchants  make  it  a  point  to  emphasize  it  in  their 
advertising.  The  quoting  of  prices  gives  definiteness  to  the 
ad.  that,  were  these  not  quoted,  would  not  be  there.  Mr. 
Kickley  also  calls  attention  to  his  window,  which  is  a  good 
plan.  It  is  significant  that  he  mentions  his  location  by  say- 
ing his  store  is  near  Peebles,  Hobson  Co.  This  is  a  good 
plan.  Too  many  retailers  take  for  granted  that  everybody 
knows  where  they  are  located.  In  a  town  of  even  moderate 
size,  there  will  be  people  who  do  not  know  where  you  are 
situated,  and  even  if  they  do,  it  is  well  to  keep  letting  them 
know  it.  It  is  good  advertising.  Mr.  Kickley's  idea  of 
choosing  this  firm  is  good,  because  it  happens  to  be  an  old 
firm  that  is  well  established  and  well  known.  Another 
point  about  advertising  your  location  well,  is  that  in  a  fairly 
good  sized  town  there  are  always  people  coming  and  going 
who  may  not  know  of  your  location. 

Mr.  Kickley's  small  ad.  is  equally  as  good  as  the  larger 
one.  There  is  an  attractive  price  opening  that  will  at  once 
enlist  the  interest  of  the  reader.  The  specials  and  descrip- 
tions of  the  various  lines  advertised  in  both  ads.  have  just 
enough  information  to  make  them  interesting  and  attractive. 
The  sizes  of  these  ads.  are  three  columns  by  nine  and  seven 
and  a  half  inches. 

Mr.  Bragg's  ad.  has  the  attractivenesss  of  strength  in 
the  bold  black  type  in  which  it  is  set.  It  makes  its  appeal 
to  men  of  the  out-of-doors  and  confines  its  matter  to  this 
class.  The  ad.  is  somewhat  general  in  character,  which 
makes  the  quoting  of  individual  prices  difficult,  but  Mr. 
Bragg  overcomes  this  by  quoting  in  a  general  way  the  price 
range.  This  is  much  better  than  not  quoting  at  all,  which 
some  might  be  tempted  to  do.  This  ad.  is  three  columns 
wide  by  eight  inches  deep. 

The  two  smaller  ads  of  Mr.  Ross  are  two  columns  by 
seven  inches  and  we  think  should  sell  shoes.  They  are  well 
written  and  well  arranged.  The  cuts  make  them  attractive, 
the  introductions  are  not  long  and  are  to  the  point  and  the 
quoting  of  prices  makes  them  all  that  one  desires  in  an  adver- 
tisement. But  just  how  Mr.  Ross  figures  out  seven  bargains 
with  the. eight  items  will  keep  one  guessing,  that  is,  guessing 
which  one  of  the  eight  is  not  a  bargain. 

It  should  be  noticed  that  these  ads.  all  have  the  space 
well  taken  up,  and  while  they  are  not  crowded,  the  space  is 
not  wasted. 

Send  along  your  ads.  to  us.  We  shall  be  glad  to  offer 
suggestions  that  may  be  helpful  to  you  and  others. 

DO  SHOES  AFFECT  THE  MIND  ? 

Here  is  what  a  newspaper  writer  has  to  say  about  shoes 
and  their  effect  on  the  mind : 

"I  observe  that  there  still  are  a  good  many  people — 
men  as  well  as  women — who  persist  in  the  lamentable  habit 


of  wearing  narrow,  pointed  shoes.  They  assuredly  do  not 
appreciate  what  a  handicap  these  are  on  their  health  and 
prospects  for  success. 

"Should  you  who  read  these  lines  be  addicted  to  the 
pointed  shoe  habit,  I  advise  you  to  make  a  little  study  of 
the  shoes  worn  by  the  really  successful  men  of  your  acquaint- 
ance— the  men  admired  by  you  as  having  done  the  big 
things  which  you  long  to  do. 

"Their  shoes  do  not  constrict  their  feet  and  pinch  their 
toes,  as  you  are  obliged  to  admit  yours  do. 

"Confess.  Do  not  your  shoes  keep  you  acutely  con- 
scious of  your  feet  most  of  the  time? 

"When  your  mind  should  be  fixed  on  more  important 
matters,  does  not  a  sudden,  painful  sensation  from  a  favorite 
corn  frequently  distract  your  attention?  And  is  not  con- 
centration disturbed  by  the  unpleasant  consciousness  that 
your  whole  foot  is  unaccountably  aching  and  burning? 

"You  say  your  shoes  hardly  torment  you  to  that  extent. 
But  you  concede  that  it  is  a  great  relief  to  get  out  of  them 
and  into  loose  slippers. 

"By  conceding  which  you  leave  no  doubt  that,  whether 
pain-producing  or  not,  they  are  causing  undue  muscular 
strain.  To  compensate  you  are  necessarily  adopting  a 
faulty  bodily  posture,  to  the  detriment  of  your  efficiency, 
as  well  as  of  your  health. 

"The  nervous  irritability  you  so  often, experience  may 
be  due  to  nothing  more  than  this  unlucky  combination  of 
tight  shoes,  muscular  strain,  and  bad  posture.  So  may  those 
aches  which  you  variously  attribute  to  indigestion,  neuralgia, 
or  rheumatism. 

"Then  again,  you  must  take  into  account  the  fact  that, 
because  of  their  constrictive  action,  your  pointed  shoes  check 
the  free  circulation  of  the  blood  through  your  feet.  This, 
too,  has  consequences  adverse  to  health  and  therefore  ad- 
verse to  thinking  power. 

"Come.  Discard  trouble- causing  shoes  like  these.  Imi- 
tate the  successful  men  of  your  acquaintance.  Wear  shoes 
of  a  really  sensible  sort — comfortable,  roomy  shoes — that 
will  neither  cripple  your  feet  nor  diminish  your  ability  to 
think  to  good  advantage." 


A  NEW  IDEA  IN  ARCH  SUPPORTS 

The  Arrowsmith  people  have  a  new  All-Leather  Arch 
Prop  that  bids  fair  to  supplant  the  metal  prop.  This  new 
feature  has  the  great  advantage  of  lightness,  with  every 
known  quality  and  advantage  of  the  mctj.l  prop  and  is  also 


lower  in  price.  The  same  results  are  obtainable  with  this 
new  arch  that  are  to  be  had  with  the  other  type.  These 
are  made  of  highest  grade  leather  with  sunken  stitching, 
making  possible  smooth  surfaces.  The  company  still  make 
metal  supports  for  those  who  prefer  them. 

The  company  is  arranging  a  series  of  demonstrations 
from  coast  to  coast  to  acquaint  the  retailers  and  the  public 
with  the  merits  of  this  new  prop,  which  is  known  as  the 
Universale. 
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Mr.  A.  E.Marlow 
on  Reconstruction 

An  Address  to  the  Northampton,  England, 
Foremen  and  Managers 

THE  following  article,  taken  from  "The  Shoe  &  Leather 
Record,"  shows  the  trend  of  conditions  in  England 
that  will  occupy  the  minds  of  employers  of  labor  in 
England.  It  is  indeed  encouraging  to  know  that  men  of 
great  breadth  of  mind  are  taking  hold  of  these  new  post- 
war problems,  which  is  an  assurance  that  solutions  will  be 
obtained  that  will  result  in  great  benefits  to  all  classes.  Mr. 
Marlow  is  vice-president  of  the  Boot  Manufacturers'  Feder- 
ation 

High  Wages  and  Efficiency 

Mr.  Marlow  said  the  reason  why  the  United  States  made 
great  progress  in  pre-war  days  was  not  that  England  was  a 
Free  Trade  Country,  and  America  a  highly-protected  coun- 
try, but  that  Americans  took  advantage  of  scientific  organ- 
ization. The  Ford  Motor  Works  provided  an  instance. 
Henry  Ford  paid  his  workers  not  less  than  £1  a  day,  but  yet 
marketed  a  car  that  for  low  price  and  efficiency  was  un- 
equalled. There  was  no  reason  why  in  this  country,  in- 
dustry should  not  pay  higher  wages  and  get  more  efficient 
service.  But  in  the  past  manufacturers  had  not  had  suffi- 
cient help  from  labor.  They  had  not  had  ideas  from  labor, 
nor  had  labor  put  forward  a  practical  programme  that  would 
help  the  industry. 

The  Importance  of  Research 

Mr.  Marlow  pointed  out  that  the  Ministry  of  Recon- 
struction had  a  Department  of  Research.  It  was  a  matter 
in  which  he  took  keen  interest.  The  Department  was 
anxious  for  the  shoe  trade  to  take  up  a  research  scheme.  It 
was  a  proposal  worthy  of  serious  consideration.  They 
might  say  that  shoe  makers  were  only  assemblers  of  parts, 
and  leave  research  to  the  machinery  designers  and  the  makers 
of  finishing  materials.  But  he  did  not  look  at  the  question 
in  that  narrow  way.  There  had  been  no  marked  advance  in 
respect  to  boot  making  since  the  introduction  of  Goodyear's 
welting  system — a  generation  ago — and  he  was  sure  the 
brains  of  the  industry  were  not  yet  exhausted.  Improve- 
ments were  possible.  The  danger  of  the  reconstruction 
period  was  that  they  might  fall  into  the  hands  of  faddists  or 
people  with  one  idea,  and  that  was  the  reason  why  prac- 
tical people  must  tackle  the  job,  in  order  to  make  progress 
on  sensible  lines. 

Workers  and  Machinery 

When  new  machines  or  improved  systems  of  work  were 
introduced,  Mr.  Marlow  continued,  the  workers  usually  said 
that  they  threw  men  out  of  work.  But  that  was  a  false 
doctrine.  It  had  been  proved  many  times  that  an  improved 
method,  which  enabled  them  to  cheapen  production  and 
enabled  them  to  enter  new  markets,  also  created  employ- 
ment, and  was  not  an  injury.  That  which  was  of  value  to 
the  larger  number  could  not  be  prejudicial  to  the  smaller 
number.  But  by  bad  organization  and  want  of  system,  men 
had  suffered  during  periods  of  transition.  For  such  periods 
he  thought  there  should  come  into  operation  a  scheme— 
towards  which  employers  and  employees  and  the  State 
should  contribute — to  enable  those  temporarily  displaced  to 
live  in  reasonable  comfort.  There  should  be  no  obstacle  in 
the  way  of  industries  taking  advantage  of  every  improved 
method  or  useful  invention. 

Whilst  he  was  not  tied  to  Free  Trade,  he  was  no  lover  of 


high  Protection.  What  they  required  was  improved  educa- 
tion and  research  and  boundless  enterprise.  Perhaps  the 
fostering  care  of  the  State  was  required  to  assist  new  in- 
dustries in  their  initial  stages — but  not  high  tariffs,  which 
would  make  consumers  pay  high  prices  for  articles  produced. 
He  was  an  advocate  of  high  wages,  so  long  as  fair  results  were 
given.  It  seemed  to  him  elementary  that  they  could  not 
have  a  good  home  market  unless  they  paid  the  workers  a 
fairly  high  wage.  When  all  was  said  and  done  the  best 
market  was,  and*  always  would  be,  the  home  market,  the 
market  at  their  doors,  that  gave  their  industry  its  best  out- 
let. But  under  a  low  wage  system  they  would  have  a 
po very-stricken  market.  Workers  had  been  charged  with  a 
lack  of  taste.  But  what  chance  has  an  agricultural  laborer, 
with  8s.  a  week,  and  possibly  a  dozen  "kids,"  to  indulge 
aesthetic  taste  in  artistic  products? 

British-Made  Leather 

Of  their  own  trade  Mr.  Marlow  said  there  was  no  reason 
why  it  should  not  be  amongst  the  most  nourishing  industries 
of  the  world.  Shoemaking  depended  upon  leather,  and  all 
the  materials  for  production  of  leather  were  to  be  obtained 
within  the  British  Empire.  When  they  considered  the 
thousands  of  dozens  of  fine  box  and  willow  and  glace  kid 
imported  into  the  country  before  the  war,  they  knew  that  it 
ought  to  have  been  brought  in  as  pelts,  gathered  within  the 
Empire,  for  manufacture  into  British-made  leather.  He 
thought  they  might  come  to  that  in  the  post-war  period. 
But  to  produce  the  best  they  must  have  a  trade  policy.  Labor 
complained  that  the  man  at  the  top  took  more  than  his  fair 
share  of  the  spoils.  Managers  and  foremen  possibly  made  a 
similar  complaint,  if  not  in  such  extravagant  language.  But 
his  reply  to  that  was  that  they  should  not  leave  it  to  the  man 
at  the  top  to  have  to  provide  all  the  initiative  and  enter- 
prise. Let  the  foremen  and  the  workmen  assist  in  the  things 
that  opened  new  markets  and  attracted  a  larger  share  of  the 
attention  of  the  world. 

The  Introduction  of  Machinery 

The  shoe  manufacturing  industry  was  one  of  the  last 
to  change  from  handicraft  methods  to  the  factory  system. 
But  the  machinery  period  was  not  introduced  under  sound 
conditions.  Morally  the  only  right  use  of  machinery  was 
to  lessen  heavy  manual  labor,  to  make  work  eaiser,  and  to 
meet  the  needs  of  the  world  in  quicker  time ;  that  was  to  have 
intense  production  in  reasonable  working  time — an  eight, 
a  seven,  or  even  a  six  hour  day;  he  did  not  care  which,  if  in 
the  time  British  workmen  were  producing  articles  as  good 
and  as  cheap  as  workers  of  other  nationalities.  He  pre- 
ferred the  shorter  working  day,  because  it  would  give  greater 
leisure.  He  was. prepared  to  argue  with  manufacturers  that 
machinery  had  been  used  too  much  as  a  dividend  producer. 

The  question  of  the  division" of  the  spoil  had  been  at  the 
bottom  of  all  the  wrangles  of  the  past,  until  it  was  repugnant 
to  him  to  enter  into  discussions  as  to  whether  wages  should  be 
a  little  more  or  hours  a  little  less.  They  would  not  get  be- 
yond that  stage  until  the  three  great  classes  in  production — 
proprietors,  managers  and  workers — got  together  and  put  a 
reasoned  programme  forward  by  which  the  industry  as  a 
whole  could  be  governed.  That  would  be  not  only  for  its 
own  selfish  interests;  it  would  be  more,  because  what  was  for 
the  good  of  the  industry  as  a  whole  was  for  the  good  of  the 
nation.  Everyone  would  gain,  and  management  would  be 
an  easier  job.  Foremen  would  not  be  regarded  as  task- 
masters so  much  as  they  had  been  in  the  past. 

Glace  Kid  and  Box  and  Willow 

As  a  trade  he  feared  they  were  in  for  some  trouble.  If 
peace  came  suddenly  they  would  be  "in  the  cart"  in  respect 
to  supplies  of  fine  leather.    To  their  credit  the  members  of 
the  leather  trade  were  striving  to  produce  what  was  required. 
(Continued  on  page  55) 
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Tanners  Review 
Foreign  Trade 

U.  S.  Council  Gets  Report  on  Conditions 
Abroad — Germany  Formerly  Got  Hides 
and  Skins  From  Sixty  Countries — Britain 
World's  Greatest  Exporter  of  Shoes 

CONDITIONS  affecting  the  leather  industry  in  various 
foreign  countries  are  described  in  a  report  just  pre- 
pared for  the  Tanners'  Council  of  the  United  States, 
which  says  in  part : 

"According  to  the  census  taken  in  1910,  the  consump- 
tion of  hides  and  skins  in  Germany  aggregated  about  656,- 
732,000  pounds.  Of  this  amount  the  net  imports  accounted 
for  282,957,000  pounds  and  the  estimated  domestic  pro- 
duction for  373,775,000  pounds.  The  total  increase  in  net 
importations  of  hides  and  skins  during  the  three-year  period 
from  1910  to  1913  was  121,910,198  pounds,  or  about  40  per 
cent.  The  domestic  production  in  1913  is  estimated  at 
337,959,000  pounds,  and  the  total  consumption  in  that  year 
at  742,827,000. 

"Of  the  imported  raw  stock  in  1913,  approximately  48 
per  cent  by  quantity  came  from  the  Allied  countries.  On  a 
basis  of  value  the  percentage  from  the  Allied  countries  is 
somewhat  higher.  In  studying  the  statistics  of  imports  it  is 
found  that  Germany  drew  hides  and  skins  from  sixty  or 
more  foreign  countries. 

"In  view  of  her  expensive  steamship  service,  which 
reached  every  port  in  the  world,  and  her  highly  developed 
free  port  system,  principally  at  Hamburg,  Germany  was  a 
world  distributor  of  many  raw  materials,  including  hides  and 
skins.  The  figures  of  foreign  commerce  for  1913  show  ex- 
ports of  hides  and  skins  from  Germany  aggregating  149,465,- 
000  pounds.  Of  this  amount  25  per  cent  went  to  Russia,  16 
per  cent  to  Ausrtia-Hungary,  and  14  per  cent  to -Belgium. 

"The  total  imports  of  leather  into  Germany  in  1913 
reached  a  value  of  $20,308,000.  The  total  exports  were 
valued  at  $57,598,000,  of  which  upper  leather,  valued  at 
about  $27,255,000,  was  the  principal  item. 

Available  Statistics 

"Statistics  of  Austrian  imports  and  exports  of  leather 
are  available  for  the  years  1912  and  1913.  Total  imports 
for  the  two  years  were,  respectively,  16,199,634  pounds, 
valued  at  $14,822,873,  and  18,822,647  pounds  valued  at 
$15,588,374.  Austrian  exports  of  leather  were  of  much  less 
importance  than  the  imports,  although  those  for  1913 
showed  a  considerable  increase  over  those  for  1912,  being 
9,144,902  pounds,  valued  at  $5,839,067,  for  the  latter  year,  as 
compared  with  5,376,578  pounds,  valued  at  $4,183,469,  for 
the  year  preceding. 

"With  regard  to  the  British  trade  in  hides  and  skins, 
a  comparison  of  the  figures  for  1912  with  those  for  later 
years  is  made  difficult  by  a  change  in  the  classification. 
Consequently  this  statement  will  be  confined  to  the  period 
1913  to  1917.  For  the  former  year  the  gross  imports  amount- 
ed to  approximately  162,736,000'  pounds,  valued  at  approxi- 
mately $28,500,000.  For  1917  the  gross  imports  reached 
102,067,840  pounds  of  wet  hides  and  skins  and  79,730,560 
pounds  of  dry.  The  estimated  imports  for  1918  were 
reduced  to  44,170,560  pounds  of  the  wet  and  28,611,520 
pounds  of  the  dry. 

"The  gross  exports  of  hides  and  skins  from  the  United 
Kingdom  consist  in  large  proportion  of  re-exports  (60  or  70 
per  cent  in  normal  years)  and  are  not  classified  specifically, 
except  for  wooled  sheepskins,  which  do  not  form  a  very 


large  part  of  the  total.  In  1913  these  exports  included  416,- 
773  pounds  of  wooled  sheepskins  out  of  a  total  of  81,382,896 
pounds  of  hides  and  skins;  but,  in  1917,  the  latest  year  for 
which  figures  are  available,  the  former  class  had  almost 
disappeared  and  the  total  was  reduced  to  20,000,000  pounds. 
Exports  of  domestic  origin  amounted  only  to  24,400,000 
pounds  in  the  former  year  and  5,800,000  in  the  latter. 

"While  the  United  Kingdom  plays  only  a  relatively 
small  part  in  the  exportation  of  leather,  she  had  for  a  long 
time  before  the  war  become  the  largest  exporter  of  shoes  in 
the  world.  The  trade  in  1913  amounted  to  $19,343,972  and 
in  1917  to  $31,128,329.  Of  the  totals  for  those  years  $12,- 
042,597  and  $12,262,543,  respectively,  went  to  British 
possessions,  among  which  the  Union  of  South  Africa  was  the 
most  important  customer.  Among  non-British  countries 
the  largest  amounts  were  taken  by  France,  Italy  and  Russia. 

"Imports  of  hides  and  skins  into  France  in  1913, 
amounted  to  approximately  195,000,000  pounds,  of  which 
162,000,000  pounds  were  accounted  for  by  heavy  cattle  hides, 
not  further  classified.  In  1917  these  imports  had  fallen 
off  to  about  110,000,000  pounds,  of  which  nearly  97,000,000 
were  accounted  for  by  heavy  cattle  hides.  Exports  of  hides 
and  skins  from  France  in  1913,  exclusive  of  re-export.-, 
amounted  to  about  129,000,000  pounds,  but  in  1917  these 
had  dropped  off  to  20,000,000  pounds. 

"Statistics  for  exports  and  imports  of  hides  and  leather 
f9r  Russia  are  available  only  for  the  pre-war  years,  1912  and 
1913.  Imports  of  leather  for  those  two  years  amounted, 
respectively,  to  12,441,816  pounds,  valued  at  $8,389,328,  and 
16,363,980  pounds,  valued  at  $10,832,639.  Exports  during 
these  years  were  relatively  unimportant,  amounting  to  1,677,- 
132  pounds,  valued  at  $597,551  for  1912,  and  1,095,876 
pounds,  valued  at  $498,194,  for  1913. 

Postal  Census 

"According  to  a  census  taken  by  the  postal  authorities 
in  Canada  in  1916,  the  value  of  the  output  of  tanneries  of 
that  country  aggregated  about  $24,000,000.  Judging, 
however,  from  the  figures  for  exports  to  the  United  States 
and  to  the  mother  country  the  output  has  increased  consider- 
ably in  the  past  two  years.  Prior  to  1913  Canada  exported 
very  little  leather  to  the  United  States;  but  after  the  passage 
of  the  Underwood-Simmons  law  in  1913,  when  the  tariff  on 
leather  was  removed,  she  immediately  began  to  increase 
her  shipments  of  sole  leather.  In  1916,  1917  and  1918,  there 
were  decidedly  large  sales  of  harness,  saddlery,  patent,  calf 
and  kid,  and  other  kinds  of  leather  to  the  United  States, 
which  had  not  heretofore  "been  sold  in  this  country. 

"Exports  to  the  United  States  were  as  follows  (fiscal 
years):  1913, $119,843;  1914,$2,007,151 ;  1915,  $2,443,126; 
1916,  $4,431,855;  1917,  $4,398  658:  1918,  38,058,070. 

"  Whethei  Canadian  tanners  are  to  become  ssrious  com- 
petitors of  American  producers  can  not  be  determined  at 
this  time;  but  it  is  pointed  out  by  some  who  are  not  un- 
friendly to  the  trade  that  there  should  at  least  be  reciprocal 
relations  between  the  two  countries  in  the  leather  business. 
At  the  present  time  Canada  imposes  a  tariff,  ranging  from 
2'5  to  30  per  cent  ad  valorem  on  leather  imported  from  this 
country,  while  a  preference  is  given  to  the  mother  country. 
The  rates  on  leather  from  the  United  Kingdom  range  from 
\llA  to  22^  per  cent  ad  valorem." 


WENT  OVER  THE  TOP 

It  was  announced  at  Victory  Loan  Headquarters  re- 
cently that  the  C.  A.  Ahrens  Shoe  Company,  Kitchener,  Ont., 
had  gone  over  the  top  in  their  factory  canvass  for  the  Victory 
Loan  and  had  earned  an  honor  banner.  Great  enthusiasm 
was  manifested  among  the  employees  of  the  factory  over 
the  splendid  record  in  subscribing  for  Victory  Bonds  and 
arrangements  were  made  for  a  dance  to  celebrate  the  win- 
ning of  the  banner. 
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Reduce  Accidents 
in  Factories  to 
a  Minimum 

Industrial  Accident  Prevention  Association 
of  Ontario  at  Their  First  Convention  Out- 
line Educational  Objects  of  Their  Organ- 
ization 

WHILE  shoe  factory  machinery  is  not  so  liable  to 
cause  accidents  as  many  other  types,  there  is  always 
the  possibility  of  accidents  on  the  part  of  careless 
workmen.    The  Industrial  Accident  Prevention  Association's 
work  covers  all  classes  of  factories  where  accidents  are  at  all 
liable  to  occur. 

The  deliberations,  therefore,  of  The  Industrial  Accident 
Prevention  Association,  which  held  its  first  convention  at 
Toronto,  will  be  found  of  interest. 

Many  speakers,  representing  various  lines  of  industry, 
addressed  the  meeting.  W.  C.  Phillips,  of  The  Frontenac 
Moulding  &  Glass  Co..  Toronto,  in  introducing  the  chairman 
for  the  morning  session,  Mr.  J.  R.  Shaw,  of  Canada  Furni- 
ture Manufacturers,  Limited,  stated  that  the  first  meeting, 
devoted  solely  to  the  educational  feature  of  Accident  Pre- 
vention, was  undertaken  by  the  Associations  of  the  different 
classes  or  industries  of  manufacturers  in  Ontario,  organ- 
ized under  a  provision  of  the  Workmen's  Compensation 
Act,  in  order  to  present  the  subject  to  the  people  that  they 
most  wanted  to  reach. 

In  matters  of  this  kind  there  is  always  a  lurking  sus- 
picion in  the  mind  of  the  public  that  there  is  some  motive 
or  incentive  of  personal  gain  back  of  such  movements,  but 
the  humane  feature  is  so  large  a  one  in  connection  with  this 
subject  that  all  others  sink  into  insignificance. 

"The  man  we  want  to  reach,"  he  said,  "is  the  man  who 
gets  hurt  when  the  accident  happens.  Every  man  that  is 
hurt,  maimed,  or  killed  or  put  out  of  business,  is  a  loss  to 
the  community.  Nor  only  does  he  himself,  his  family  and 
immediate  connections  suffer,  but  we  all  lose  something. 
We  are  trying  now  to  enter  into  a  co-operative  arrangement 
with  the  man  on  the  firing  line  of  labour,  to  endeavour  to 
enable  him  to  protect  himself,  and  thereby  benefit  us  all." 

In  calling  upon  C.  W.  Price,  the  first  speaker,  Mr. 
Shaw,  stated  that  Mr.  Price  was  well  qualified  on  the  subject 
of  accident  prevention.  For  seven  years  he  was  engaged 
as  an  expert  in  safety  and  accident  prevention  work  by 
the  International  Harvester  Company.  After  that  he 
undertook  the  Chairmanship  of  the  Compensation  Com- 
mission for  the  State  of  Wisconsin,  which  Commission  es- 
tablished an  enviable  reputation  for  what  they  accomplished. 
For  the  past  few  years  he  had  been  engaged  as  Field  Sec- 
retary of  the  National  Safety  Council,  of  Chicago,  and  had 
a  wide  experience  in  introducing  safety  work  in  the  large 
plants  and  centres  of  the  United  States.  Quite  recently  he 
was  engaged  by  the  United  States  Government  to  supervise 
the  introduction  of  safe  practices  in  the  arsenals  and  naval 
ship  yards  of  the  Government,  and  had  thirty-five  or  more 
engineers  appointed  to  assist  him. 

Safety  Committees  in  Modern  Industry,  by  C.  W.  Price 

To  my  mind  the  four  big  facts  which  stand  out  in  the 
experience  of  the  safety  first  movement,  now  barely  ten  years 
old,  are  these: 

First:  We  have  demonstrated  that  75  per  cent,  of  all 
industrial  accidents  can  be  prevented;  numbers  of  hazardous 
industries  have  reached  this  figure. 


Second:  Progressive  business  men  have  found  that 
safety  pays  good  dividends  on  the  investment,  and  therefore 
has  come  to  be  recognized  as  indispensable  to  efficiency. 

Third:  We  have  learned  that  not  more  than  one -third 
of  the  reductions  which  have  been  made  thus  far  in  accidents 
were  accomplished,  or  could  have  been  accomplished  by 
means  of  mechanical  guards;  two-thirds  has  been  accom- 
plished by  educational  methods,  by  reaching  the  men  on 
the  job  and  winning  their  interest  and  intelligent  co-opera- 
tion. 

Fourth:  We  have  found  from  experience  that  the  way 
to  interest  the  workmen  in  safety,  really  to  get  them  with 
you  on  the  proposition,  is  to  give  them  an  active  part  in  pro- 
moting safety;  give  them  some  recognition  and  responsibility. 
This  has  been  accomplished  through  workmen's  inspection 
committees. 

The  organization  of  a  workmen's  safety  committee  is 
very  simple.  In  plants  having  over  three  hundred  em- 
ployees, it  has  been  found  convenient  to  have  three  rank 
and  file  men  selected  from  each  important  department.  In 
smaller  plants,  one  committee  of  three  to  five  men  can  cover 
the  entire  plant. 

In  organizing  a  workmen's  committee,  the  following 
points  are  important  to  keep  in  mind. 

1.  The  members  of  the  first  committee  should  be  se- 
lected from  among  the  older  men  in  the  factory — men  who 
are  well  known  and  respected  by  the  workmen. 

2.  These  men  should  serve  from  one  to  three  months. 
It  is  well  to  appoint  the  members  of  the  first  committee  so 
that  their  terms  will  not  expire  on  the  same  date. 

3.  Committee  should  be  appointed  by  the  foremen, 
and  great  care  should  be  taken  to  instruct  them  in  regard  to 
their  privileges  and  duties.  They  should  be  impressed  with 
the  fact  that  the  company  is  anxious  to  make  the  plant  safe 
and  that  the  more  suggestions  they  make,  the  better.  Their 
suggestions  will  receive  careful  consideration.  They  should 
be  instructed  to  give  special  attention  to  dangerous  prac- 
tices and  should  be  authorized  to  warn  workmen  found 
doing  dangerous  things. 

4.  The  committee  should  make  an  inspection  at  least 
'  once  a  month.    In  plants  where  the  hazard  is  great  it  is 

found  necessary  to  have  an  inspection  once  a  week.  The 
committee  should  be  given  time  off  with  pay  to  make  these 
inspections  and  to  prepare  their  work. 

5.  The  reports  of  the  committee  should  be  made  in 
writing,  and  should  be  submitted  to  the  foreman  and  by 
him  to  the  superintendent  or  to  the  central  safety  committee. 

6.  The  committee  should  be  allowed  to  make  an  in- 
vestigation of  all  serious  accidents  and  to  prepare  a  written 
report  on  the  same. 

7.  Notice  should  be  posted  on  the  bulletin  boards  in- 
structing the  workmen  to  make  suggestions  to  the  workmen's 
committee.  This  will  help  to  foster  confidence  in  the  work 
of  the  committee. 

8.  All  suggestions  made  by  the  committee  should  receive 
very  careful  consideration  by  the  management.  If  it  is  found 
that  a  suggestion  cannot  be  carried  out,  the  matter  should  be 
gone  over  carefully  with  the  members  of  the  committee  so 
that  they  will  not  misunderstand  the  motive  of  the  Company. 

9.  The  Workmen's  Committee  should  be  encouraged  to 
furnish  materials  and  to  make  suggestions  for  the  bulletin 
boards. 

10.  In  order  to  make  the  work  of  the  committee  success- 
ful it  is  absolutely  indispensable  that  the  foremen  should  in 
every  way  encourage  their  work.  The  foremen  should  keep 
in  close  touch  with  the  committee  and  should  help  them 
with  suggestions  and  information. 

I  have  made  a  careful  investigation  of  a  number  of 
plants  in  which  workmen's  committees  have  been  properly 
organized,  and  in  every  case  they  have  been  successful,  and 
a  surprising  awakening  of  interest  among  the  workmen  has 
immediately  resulted. 
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Advertising  a 
Stimulant  to 
Turnover 

Some  Real  Timely  Advice  on 
Advertising 

Note — This  article  from  Publicity  has  some  good  suggestions  on  advertising. 

RETAIL  shoe  dealers  lack  system  and  knowledge.  They 
cannot   figure   costs.    They  have   not   good  stock 
records.  They  do  not  know  how  much  it  costs  them 
to  do  business.    They  do  not  know  how  to  figure  profits. 

In  making  the  above  wholesale  indictment  I  would  like 
it  understood  that  I  am  referring  to  the  average  shoe  retailer 
and  am  leaving  out  of  consideration  the  larger  stores,  such 
as  Gale's  in  Montreal  or  Blachford's  in  Toronto — also  the' 
chain  stores  such  as  Regal,  Walk-Over  or  Slater. 

There  is  one  thing,  however,  which  all  shoe  dealers 
know,  and  that  is  that  the  secret  of  successful  merchandising 
is  rapid  turnover. 

It  is  a  truism  to  say  that  advertising  is  the  best  means 
of  accelerating  turnover — yet,  there  are  some  dealers  who 
will  tell  you  they  advertised  and  did  not  get  satisfactory 
returns — and  others  who  will  tell  you,  point  blank,  that 
advertising  is  a  waste  of  money. 

To  these  I  will  answer  that  a  good  many  merchants  think 
they  are  advertising,  whilst  they  are  really  only  paying  for 
advertising  space. 

Too  many  merchants  entrust  their  advertising  to  a 
clerk  or  to  the  newspaper  solicitor  because  they  are  convinced 
they  cannot  write  good  ads — good  ads  in  their  mind  must 
be  a  conglomeration  of  high-sounding  phrases,  and  they 
demand  that  kind  of  word-juggling  copy.  If  the  shoe  mer- 
chant sat  down  and  wrote  his  own  advertisement,  using  the 
distinctive  line  of  sales-talk  that  he  uses  every  day  over  the 
counter,  his  ads  would  sell  his  wares. 

The  first,  second  or  third  ad  may  not  fill  his  store,  for 
advertising  does  not  jerk,  it  pulls.  The  trouble  with  the 
average  shoe  merchant  is  that  he  reserves  space  in  a  paper,  fills 
it  with  an  enumeration  of  lines  and  prices,  signs  his  name  and 
expects  his  business  to  grow  overnight.  If  the  expected 
results  do  not  materialize  he  condemns  advertising. 


You  must  advertise  persistently  if  you  want  your  adver- 
tising to  drag  profits  across  the  sales  line. 

There  are  only  a  certain  number  of  ideas  in  connection 
with  selling^ shoes.  We  will  say  there  are  ten.  Do  not  try  to 
tell  them  all  in  one  ad.  Early  in  the  selling  season,  sit  down 
with  the  clerk  who  does'  your  ad-writing  or  with  the  newspaper 
solicitor  and  plan  ten  small  ads,  to  run  either  ten  days  in 
succession,  or  twice  a  week  for  a  month,  if  you  only  do  that 
much  advertising. 

Every  one  of  the  ideas  will  bring  some  direct  business. 
That  means  that  the  ten  ideas  will  have  ten  chances  to 
bring  in  direct  business,  and  the  consecutive  effect  of  the  ten 
ideas  (in  reality  the  ten  ads)  will  give  your  store  the  prestige 
and  distinction  that  the  big,  jumbled-up  ad  could  not  give, 
and  that  one  of  the  ten  well-planned  ads  could  not  give. 

Then  take  up  another  line  and  write-up  ten  other  small 
ads — and  so  on,  all  the  year  round. 

It  is  a  fixed  rule  of  good  merchandising  that  every 
merchant,  no  matter  in  what  line,  should  devote  a  certain 
percentage  of  his  gross  sales  to  advertising.  That  percentage 
may  vary,  but  5%  is  judged  to  be  quite  conservative. 

Whatever  your  appropriation  may  be  divide  it  so  that 
it  will  cover  the  twelve  months  of  the  year.  Do  not  adver- 
tise for  a  month  and  then  drop  out  for  two  or  three  months — 
spasmodic  advertising  does  not  pay,,  and  never  will  pay. 

Advertising  is  cumulative  in  its  results  and  it  takes  about 
six  months  to  get  up  the  proper  momentum.  The  longer  you 
advertise,  the  easier  business  comes  and  the  larger  are  the 
results  obtained 

Do  not  put  a  card  in  the  Sunday  School  picnic  program 
or  the  Hod-Carrier's  Union  Labor  Day  organ  and  call  that 
advertising.  That's  a  subscription  pure  and  simple,  and  if 
you  haven't  got  a  subscription  account,  charge  the  amount 
you  paid  to  profit  and  loss  and  forget  about  it. 

Before  you  spend  a  red  sou  for  newspaper  advertising, 
step  outside  the  door  of  your  store  and  look  at  your  store 
front — see  if  it  cannot  be  improved.  A  few  dollars  expended 
for  paint  will  often  so  improve  the  appearance  of  the  store  as 
to  constitute  an  excellent  advertisement  for  it. 

Don't  forget  the  show  windows — a  good  window  dis- 
play may  also  advertise  the  store  very  efficiently. 

If  the  outside  of  your  store  and  the  windows  are  not  made 
so  attractive  that  customers  will  be  drawn  into  the  store,  any 
advertising  that  may  be  done  may  well  result  to  the  benefit 
of  your  competitor,  for  if  women  are  not  pleased  with  the 
outside  of  the  store  and  attracted  by  the  display  in  the 
windows,  they  are  apt  to  turn  away  and  visit  other  stores, 
even  if  they  have  been  brought  to  your  very  door  by  your 
advertising. 


THE  U.S.M.C.  AUXILIARY  OF 
THE  RED  CROSS 

.  Turning  from  Tremont  into  Boyls- 

ton  Street,  Boston. 
.  The  Executive  Committee — Left  to 

right  Misses  Rudderham,  Wogan. 

Ashton  and  Dunn. 
.  Lined  up  in  front  of  the  Boston 

Office. 
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AN  HISTORIC  CARTOON 

On  another  page  will  be  found  a  reproduction  in  half 
size  of  a  cartoon,  which  appeared  in  the  November  issue  of 
The  Shoe  and  Leather  Journal  of  1891,  or  just  twenty- 
seven  years  ago.  At  that  time  there  were  no  recognized 
terms  in  selling  shoes,  which  were  sold  at  anywhere  from 
thirty  days  to  a  year's  credit. 

Generally  speaking,  spring  goods  were  shipped  about 
February  and  dated  four  and  sometimes  six  months  from  the 
first  of  April  following.  But  in  many  cases  the  bills  were 
dated  first  of  May  and  sometimes  first  of  June,  so  that  it 
was  practically  a  year  from  the  time  the  goods  were  made 
until  they  were  paid  for. 

In  October  of  1891,  meetings  were  held  first  in  Toronto, 
then  in  Montreal,  and  following  this  in  Quebec,  by  the 
manufacturers  in  each  of  these  centres,  with  a  view  to  theO 
adoption  of  a  uniform  basis  of  credit.  Three  months 
April  first  was  decided  for  spring,  and  three  months  October 
first  for  fall,  placing  orders  with  sorting,  to  be  dated  from 
first  of  month  following  shipment.  It  was  also  proposed  to 
show  spring  samples  not  earlier  than  first  of  December  and 
fall,  first  of  June.  Some  clamored  for  first  January  and 
first  July. 

The  trade  was  fairly  unanimous  in  opinion  as  to  shorten- 
ing credits,  but  as  usual,  there  was  a  weakening  as  the  time 
approached  to  go  out  with  spring  goods.  Several  large 
concerns  intimated  their  intention  of  going  out  November 
first  and  dating  their  spring  orders  as  usual,  four  months 
from  April  first.  The  Shoe  and  Leather  Journal,  which 
had  been  the  means  of  getting  the  trade  together  to  consider 
the  question,  sought  to  save  something  out  of  the  collapse 
and  induced  the  trade  to  at  least  abandon  the  practice  of 
dating  ahead,  securing  signatories  to  an  agreement  to  abide 
by  the  datings  fixed  for  both  placing  and  sorting  orders. 
Thus  was  the  first  little  peg  in  the  shortening  of  credits 
driven  in  twenty-seven  years  ago. 

The  cartoon  shows  The  Shoe  and  Leather  Journal 
endeavouring  to  bring  harmony  out  of  a  somewhat  dis- 
cordant aggregation  of  "strings  and  wind."  The  interest 
in  the  cartoon  lies  even  more  in  the  men  than  in  the  cit- 
cumstance.  Those  who  run  over  the  faces  in  the  "Orches- 
tra" and  who  remember  the  trade  of  a  quarter  of  a  century 
ago  will,  at  a  glance,  realize  what  havoc  change,  and  above 
all  death,  have  wrought  in  the  organization.  Only  four  of 
the  original  "players"  are  to-day  alive  and  in  the  business 
they  represented  twenty-seven  years  ago.  Five  are  living 
and  out  of  the  shoe  trade  practically,  while  sixteen  have 
passed  over  to  the  great  beyond.  The  Shoe  and  Leather 
Journal  is  still  on  the  "stand"  with  the  satisfaction  of 
knowing  that  it  has  helped  to  bring  harmony  in  the  shoe 
trade  far  beyond  its  most  ambitious  programme. 

THE  SUCCESS  OF  TWO  BOYS 

(Continued  from  page  38) 

"'All  the  same,'  he  said,  'I'm  backing  you  to  win.'  And 
he  increased  our  credit. 

"Two  years  ago  we  wanted  to  expand  our  business 
still  further  and,  after  a  New  York  agent  had  tried  for  seven 
months,  in  vain,  to  form  a  company  for  us,  we  went  back  to 
Chicago,  and  inside  of  one  week  our  business  was  capitalized 
for  one  million  two  hundred  thousand  dollars.  Inside  of  a 
week! — but  after  almost  twenty  years  of  patient  preparation. 
After  almost  a  quarter  of  a  century  of  experience,  we  believe 
the  greatest  factors  in  our  success  have  been  persistence  and 
service.  I  believe  that  service  is  the  greatest  factor  in  any 
business  man's  success.  And  the  most  important  thing  in 
service  is  personal  interest. 

"We  not  only  know  hundreds  of  our  customers  by  name, 
but  we  know  about  the  thing  they  are  most  interested  in 


when  they  come  to  us — their  feet.  And  it  is  a  subject  of 
more  importance  than  most  people  realize.  A  man's  brain 
isn't  so  independent  of  his  feet  as  you  may  think. 

"In  the  first  place,  I  should  let  children  go  barefoot 
more  than  they  get  a  chance  to  nowadays.  The  finest  feet 
in  the  world  are  those  of  men  who  have  been  "barefoot 
boys."  They  are  strong,  muscular,  shapely.  If  you  could 
examine  the  feet  of  city  children  of  rich  parents,  you  would 
find  that  they  look  almost  dead,  they  are  so  white  and 
weak. 

"Parents  think  that  letting  children  wear  sneakers  in 
the  summer  develops  the  muscles  in  their  feet.  I  think 
sneakers  are  distinctly  bad  for  children.  They  confine  the 
feet  without  giving  them  the  support  to  which  they  are 
accustomed.  As  for  the  way  women  change  from  high- 
heeled  boots  to  flat  tennis  and  golf  shoes,  it  is  deadly.  Their 
feet  have  been  adjusted  to  an  arch  under  the  instep.  Not 
only  the  foot  muscles  but  the  muscles  of  the  leg  also  have 
been  made  to  conform  to  this  position.  When  they  change 
to  perfectly  flat  shoes,  the  pull  on  the  muscles  of  the  leg  is 
actually  cruel.  Sports  shoes  should  have  heels  of  moderate 
height,  but  broad,  so  as  not  to  injure  a  tennis  court  or  putting 
green. 

"For  the  past  fifteen  or  twenty  years  children  in  this 
country  have  been  very .  carefully  fitted  with  shoes.  The 
consequence  is  that  Americans  to-day,  both  men  and  women, 
have  the  best  looking  feet  in  the  world.  They  are  not  only 
better  looking  than  they  used  to  be  but  they  are  in  better 
condition.  Enlarged  joints  and  broken  arches  are  not  so 
common,  chiefly  because  nowadays  people  try  to  get  shoes 
which  really  fit  them. 

"I  can  remember  when  men  used  to  come  in  and  say, 
'My  wife  wants  a  pair  of  shoes  about  this  length.'  And 
they  would  hand  out  a  stick  with  which  the  poor  wife  meas- 
ured her  shoes!  I'd  find  a  pair -that  tallied  with  the  length 
of  the  stick  and  say,  'Well,  I  guess  these  will  be  about  right.' 
And  in  those  days  that  would  end  it. 

"Both  men  and  women  are  more  particular  about  thei-t 
shoes  than  they  used  to  be.  I  know  men  who  will  try  on 
pair  after  pair,  studying  the  effect  with  as  much  care  as  if 
they  were  buying  a  house  and  lot!  And,  by  the  way,  the 
best-dressed  men  and  women  never  wear  what  I  call  freak 
styles.  A  few  years  ago  the  factories  made  shoes  with  ab- 
surd humped-up  toes:  "bulldog  toes,"  they  were  called. 
Millions  of  these  shoes  were  sold,  but  never  to  the  best- 
dressed  people. 

"The  quality  of  goods  a  store  sells  is  of  the  utmost 
importance,  of  course,  and  so  is  the  price.  But  added  to  this 
in  a  business  success  is  the  service  given.  That  kind  of 
service  springs  from  a  genuine  enthusiasm  and  interest  in 
one's  work.  This  interest  pays,  to  be  sure.  But  it  pays  in 
more  ways  than  one,  for  it  makes  profit  and  pleasure  go  hand 
in  hand. — Mary  B.  Mullett. 


VICTORY  BOND  SUCCESS 

Possibly  one  of  the  busiest  men  in  all  New  Brunswick 
during  the  Victory  Bond  campaign  was  Mr.  J.  D.  Palmer, 
of  the  Hartt  Boot  &  Shoe  Co.,  of  Fredericton.  He  was  the 
hustling  head  of  the  selling  staff  and  organization  for  York 
County,  which  included  the  city  of  Fredericton.  He  had 
the  satisfaction  of  knowing  this  district  led  the  Province  and 
was  second  only  to  St.  John  city.  The  district  exceeded 
its  objective  by  between  30  and  40  per  cent,  and  won  honors 
as  well  as  the  flag.  The  total  was  $1,850,000,  and  $1,100,000 
of  this  was  raised  in  the  city  alone.  As  the  city  has  only 
8,000  people,  it  means  practically  $138  a  head  for  every 
man,  woman  and-  child  in  the  place.  But,  as  a  rule,  when 
J.  D.  puts  his  shoulder  to  anything,  it  has  to  move. 
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ONE  OF  THE  OLD  SCHOOL 

It  is  evident  to  everyone  connected  with  the  shoe  trade 
that  the  hand  shoemakers,  those  veterans  of  hand-sewing 
and  hand-making  of  shoes,  the  men  who  served  seven  years 
as  an  apprenticeship  before  they  were  considered  journey- 
men, are  fast  passing  away. 

Mr.  Wm.  Williams,  of  Hespeler,  Ont.,  belongs  to  this 
old  school,  and  Oct.  9th  of  this  year  celebrated  the  90th 
anniversary  of  his  birth. 

Mr.  Williams  was  born  in  Cornwall,  England,  on  Oct. 
9th,  1828,  and  started  the  trade  of  shoemaking  at  the  age  of 
12><  years  and  has  worked  at  it  continually  for  77  years. 
He  arrived  in  Hespeler,  Aug.  15th,  1861  and  after  working 
here  6  months,  he  went  to  work  at  Listowel,  Ont.,  where  he 
remained  for  four  months.  He  then  went  to  West  Flamboro, 
Ont.,  shortly  after  which  he  went  to  Capetown,  Ont.,  where 
he  started  in  business  for  himself  and  remained  there  for 
forty  years,  then  came  to  Hespeler"  and  continued  at  the 
trade  until  this  summer. 

Mr.  Williams  is  also  a  great  lover  of  his  garden  and  takes 


( ~Fbr/,oi  of  fetter  /ef-6  Ae.re.') 

Specimen  of  Mr.  Williams'  hand  writing,  from  a  letter 
stating  the  facts  of  this  article. 


there  can  be  no  doubt  but  he  has  earned  the  holiday  he  so 
richly  deserves. 


Wm.  Williams,  of  Hespeler,  over  90  years  of  age,  hale  and  hearty 

great  pride  in  it,  he  himself  digging  and  caring  for  it  as  he 
is  still  in  excellent  health. 

He  is  an  A 1  shoemaker  and  took  great  pride  in  his  work, 
turning  out  very  neat  work  and  for  many  years  was  consid- 
ered the  best  man  on  sewed  work  in  the  town.  Being  a 
cripple,  he  has  always  made  his  own  shoes,  even  the  pair 
he  is  wearing,  as  shown  in  the  picture.  It  was  with  difficulty 
he  was  persuaded  to  give  up  business,  but  at  last  acceded 
and  decided  to  have  a  few  holidays,  after  so  many  years 
working. 

His  eyesight  is  remarkably  good  and  he  can  read  and 
write  without  the  aid  of  his  glasses,  but  his  hearing  is  some- 
what defective. 

We  certainly  wish  Mr.  Williams  many  happy  days,  for 


A  SHOE  CLERKS'  MEETING 

{Continued  from  page  36) 

commendable  thing  to  cultivate.  To  further  foster  this 
friendly  feeling,  about  every  three  months  I  have  an  evening 
meeting  in  some  convenient  place,  sometimes  at  my  house, 
and  after  the  business  part,  which  is  usually  quite  brief,  the 
evening  is  spent  with  music  or  a  varied  programme,  a  little 
dancing  or  cards,  and  refreshments  are  served.  This  may 
be  varied  at  the  proper  season  with  an  oyster  supper  or  a 
corn  roast  and  I  find  the  expense  is  more  than  met  by  the 
effect  upon  the  staff  and  the  result  in  sales. 

I  do  not  know  if  this  information  will  be  of  much  service 
to  my  shoe  brethren,  but  they  are  welcome  to  any  advan- 
tage they  may  derive  from  it,  and  I  shall  be  more  than 
pleased  if  some  other  retailer  will  write  his  experiences  on 
this  or  some  other  feature  of  the  retail  game  so  that  we  may 
see  what's  what  and  who's  who  in  the  shoe  business  in  Canada. 

Thanking  you  for  any  space  ycu  may  give  this  article, 
I  am, 

Yours  most  respectfully, 

An  Eastern  Shoe  Retailer. 


— — «f 


ROCHESTER  STYLE 
SHOW 

The  Rochester  Style 
Show  will  be  held  at  the 
Power's  Hotel,  Roches- 
ter, N.Y.,  January  9th 
to  15th  inclusive.  This 
style  show  has  become  a 
permanent  affair  in  shoe- 
dom,  whose  educational 
value  for  retailer  and 
manufacturer  is  difficult 
to  estimate.  Fix  the  dates 
in  your  mind. 


%  ROCHESTER 

Shoe  Style  Show 

ROCHESTER,  jv.v: 
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Leather  and 
Shoe  Trade 
Jottings 

What  is  Seen  and  Heard  in  the  Street 
Fact  and  Comment  Topics  of  In- 
terest to  Leather,  Shoe  and  Findings 
Men  at  Home  and  Abroad 

ALREADY  there  is  a  more  settled  feeling  in 
leather  and  shoe  circles.  The  disquieting  in- 
fluence of  the  armistice  early  in  the  month 
has  given  place  to  a  feeling  that  business  will  assume 
its  ordinary  course  without  any  serious  deflection. 
The  fact  that  the  Christmas  season  is  just  here  has 
no  doubt  influenced  the  retail  merchant  to  a  very 
considerable  extent.  It  is  the  busiest  time  of  the 
year  and  the  surest  cure  for  "cold  feet"  is  good 
business.  It  looks  as  though  the  current  month 
were  going  to  prove  more  than  usually  satisfactory 
for  the  retail  trade.  The  reaction  following  the 
long  weary  months  of  the  war  will  no  doubt  make 
itself  felt  in  greatly  increased  purchases  for  the 
holiday  season.  This  will  have  the  effect  of  quiet- 
ing any  disposition  on  the  part  of  retail  merchants 
to  cut  down  their  orders  for  spring. 

Leather  Trade  Conditions. — During  the  past 
months  there  has  not  been  any  indication  on  the 
part  of  tanners  and  leather  dealers  looking  towards 
the  weakening  of  the  market.  The  business  of  to- 
day is  largely  in  the  ha/nds  of  responsible  concerns, 
who  are  not  readily  disturbed  by  seeming  untoward 
circumstances.  The  feeling  prevails  that  as  soon 
as  the  atmosphere  clears  on  the  other  side  of  the 
Atlantic,  there  will  be  a  large  demand  for  both 
upper  and  sole  leathers.  It  is  perfectly  safe  to 
assume  that  Great  Britain,  particularly,  has  been  on 
short  allowance  of  leather  for  a  considerable  period 
past.  In  order  to  save  ocean  carrying  she  has  re- 
duced her  requirements  for  two  years  past  to  an 
absolute  minimum,  adopting  such  means  as  exten- 
sive army  boot  repairs,  in  order  to  save  leather  as 
well  as  labor.  As  soon  as  a  needed  adjustment  is 
possible,  there  will  be  a  lifting  of  embargoes,  and 
there  will  be  a  demand  for  leather  from  this  side  of 
the  water.  This  at  least  is  the  attitude  of  leather 
men,  who  are  quite  in  the  position  to  hold  steady 
for  some  months  against  any  pressure  that  may  be 
invoked  to  get  them  to  lower  prices.  On  the  other 
hand  there  has  been  a  considerable  falling  off  in  the 
demand  for  Canadian  leathers  in  the  United  States, 
and  indications  are  now  abundant  that  the  Ameri- 
can leather  producers  are  looking  with  a  more  and 
more  jealous  eye  on  the  encroachments  made  by 
the  Canadian  product  on  their  preserves.  A  hint 
of  this  is  found  in  a  recent  report  of  the  Tanners' 
Council  of  the  United  States,  which  points  out  that 
while  there  is  no  duty  on  leather  coming  into  the 
United  States  from  Canada,  there  is  quite  a  sub- 
tantial  duty  on  leather  coming  into  Canada.  No 


doubt,  United  States  leather  producers  will  con- 
tinue to  use  this  to  the  utmost  advantage,  as  the 
reason  for  looking  after  their  own  civilian  require- 
ments. As  to  the  general  situation,  from  what  can 
be  gathered  from  shoe  manufacturers  here,  there 
seems  to  be  no  disposition  on  the  part  of  Canadian 
tanners  to  break  away. 

The  Shoe  Trade. — There  was  some  talk  early 
last  month  of  cancellations,  and  the  report  was  cir- 
culated that  a  large  western  jobber  had,  so  to  speak, 
taken  the  bull  by  the  horns,  and  was  withdrawing 
very  substantial  orders  from  eastern  shoe  manufac- 
turers. As  time  has  sped,  however,  the  Shoe  and 
Leather  Journal  has  not  been  able  to  establish 
any  reason  for  the  belief  that  this  course  has  been 
generally  pursued.  There  have  been  a  few  can- 
cellations, notably  in  the  West,  but  these  are  put 
down  to  timidity,  not  on  account  of  peace  condi- 
tions, but  to  the  shrinkage  in  crop  reports  and  the 
prevalence  of  the  "flu."  Large  buyers  seem  to  be 
unanimous  in  the  feeling  that  they  will  require  all 
the  goods  that  they  have  ordered  for  spring.  One 
of  the  best  city  buyers  said  the  other  day  that  he 
had  ordered  considerable  more  goods  for  spring  this 
season  than  last,  and  he  was  quite  convinced  that  he 
would  have  to  supplement  his  purchases  later.  He 
claims  that  the  adjustment  of  labor  in  the  large 
centres  is  not  going  to  be  felt  in  the  next  two  or 
three  months  to  such  an  extent  as  to  make  any  mate- 
rial difference  in  the  sale  of  staple  or  fancy  foot- 
wear. From  what  we  were  able  to  gather,  buyers 
have  not  been  as  enthusiastic  in  regard  to  their 
needs  as  they  were  last  year,  with  the  result  that 
their  purchases  are  only  meant  to  meet  the  require- 
ments of  the  average  season.  Now  that  the  ex- 
citement with  regard  to  high  shoe  prices  is  subsiding 
on  the  other  side  of  the  line,  there  will  be  less  talk 
of  this  nature  in  Canada. 

Governmental  Regulations.  —  Fortunately  for 
Canada,  we  have  escaped  what  seemed  inevitable 
after  the  first  of  the  year,  namely,  governmental 
regulations  on  shoe  prices,  if  not  on  shoe  styles. 
Now  that  the  United  States  has  practically  with- 
drawn the  former  and  is  allowing  considerable 
latitude  with  regard  to  the  latter,  the  danger  here 
has  not  only  been  withdrawn,  but  the  situation 
improved.  As  announced  in  our  last  issue,  the 
classification  of  shoes  with  maximum  prices  has  been 
absolutely  withdrawn  in  the  United  States.  The 
regulations  in  force  under  the  legislation  of  June 
29th,  and  September  30th  last,  has  to  remain,  that  is 
to  say,  the  regulations  of  heights,  styles,  colors, 
ornamentation,  etc.,  are  to  remain  until  June  1st 
next,  but  there  is  'a  provision  by  which  retailers 
can  dispose  of  any  stock  held  in  these  lines  in  the 
meantime.  Tanners  and  shoe  manufacturers  are 
permitted  in  the  ordinary  course  of  business  to 
dispose  of  whatever  stocks  of  colored  leather  they 
have  on  hand,  which  means  that  whatever  stocks 
they  may  have  in  gray,  field  mouse,  pearl  gray, 
colored  buckskin  or  any  other  colored  leather,  the 
use  of  which  has  been  restricted  may  immediately 
be  cut  into  shoes.  Manufacturers  are  permitted 
to  sell  shoes  of  these  colors  and  there  are  no  re- 
strictions against  retailers  buying  or  selling  them. 
(Continued  on  page  52D) 
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ALREADY  there  is  a  more  settled  feeling  in 
leather  and  shoe  circles.  The  disquieting  in- 
fluence of  the  armistice  early  in  the  month 
has  given  place  to  a  feeling  that  business  will  assume 
its  ordinary  course  without  any  serious  deflection. 
The  fact  that  the  Christmas  season  is  just  here  has 
no  doubt  influenced  the  retail  merchant  to  a  very 
considerable  extent.  It  is  the  busiest  time  of  the 
year  and  the  surest  cure  for  "cold  feet"  is  good 
business.  It  looks  as  though  the  current  month 
were  going  to  prove  more  than  usually  satisfactory 
for  the  retail  trade.  The  reaction  following  the 
long  weary  months  of  the  war  will  no  doubt  make 
itself  felt,  in  greatly  increased  purchases  for  the 
holiday  season.  This  will  have  the  effect  of  quiet- 
ing any  disposition  on  the  part  of  retail  merchants 
to  cut  down  their  orders  for  spring. 

Leather  Trade  Conditions. — During  the  past 
months  there  has  not  been  any  indication  on  the 
part  of  tanners  and  leather  dealers  looking  towards 
the  weakening  of  the  market.  The  business  of  to- 
day is  largely  in  the  h'aftids  of  responsible  concerns, 
who  are  not  readily  disturbed  by  seeming  untoward 
circumstances.  The  feeling  prevails  that  as  soon 
as  the  atmosphere  clears  on  the  other  side  of  the 
Atlantic,  there  will  be  a  large  demand  for  both 
upper  and  sole  leathers.  It  is  perfectly  safe  to 
assume  that  Great  Britain,  particularly,  has  been  on 
short  allowance  of  leather  for  a  considerable  period 
past.  In  order  to  save  ocean  carrying  she  has  re- 
duced her  requirements  for  two  years  past  to  an 
absolute  minimum,  adopting  such  means  as  exten- 
sive army  boot  repairs,  in  order  to  save  leather  as 
well  as  labor.  As  soon  as  a  needed  adjustment  is 
possible,  there  will  be  a  lifting  of  embargoes,  and 
there  will  be  a  demand  for  leather  from  this  side  of 
the  water.  This  at  least  is  the  attitude  of  leather 
men,  who  are  quite  in  the  position  to  hold  steady 
for  some  months  against  any  pressure  that  may  be 
invoked  to  get  them  to  lower  prices.  On  the  other 
hand  there  has  been  a  considerable  falling  off  in  the 
demand  for  Canadian  leathers  in  the  United  States, 
and  indications  are  now  abundant  that  the  Ameri- 
can leather  producers  are  looking  with  a  more  and 
more  jealous  eye  on  the  encroachments  made  by 
the  Canadian  product  on  their  preserves.  A  hint 
of  this  is  found  in  a  recent  report  of  the  Tanners' 
Council  of  the  United  States,  which  points  out  that 
while  there  is  no  duty  on  leather  coming  into  the 
United  States  from  Canada,  there  is  quite  a  sub- 
tantial  duty  on  leather  coming  into  Canada.  No 


doubt,  United  States  leather  producers  will  con- 
tinue to  use  this  to  the  utmost  advantage,  as  the 
reason  for  looking  after  their  own  civilian  require- 
ments. As  to  the  general  situation,  from  what  can 
be  gathered  from  shoe  manufacturers  here,  there 
seems  to  be  no  disposition  on  the  part  of  Canadian 
tanners  to  break  away. 

The  Shoe  Trade. — There  was  some  talk  early 
last  month  of  cancellations,  and  the  report  was  cir- 
culated that  a  large  western  jobber  had,  so  to  speak, 
taken  the  bull  by  the  horns,  and  was  withdrawing 
very  substantial  orders  from  eastern  shoe  manufac- 
turers. As  time  has  sped,  however,  the  Shoe  and 
Leather  Journal  has  not  been  able  to  establish 
any  reason  for  the  belief  that  this  course  has  been 
generally  pursued.  There  have  been  a  few  can- 
cellations, notably  in  the  West,  but  these  are  put 
down  to  timidity,  not  on  account  of  peace  condi- 
tions, but  to  the  shrinkage  in  crop  reports  and  the 
prevalence  of  the  "flu."  Large  buyers  seem  to  be 
unanimous  in  the  feeling  that  they  will  require  all 
the  goods  that  they  have  ordered  for  spring.  One 
of  the  best  city  buyers  said  the  other  day  that  he 
had  ordered  considerable  more  goods  for  spring  this 
season  than  last,  and  he  was  quite  convinced  that  he 
would  have  to  supplement  his  purchases  later.  He 
claims  that  the  adjustment  of  labor  in  the  large 
centres  is  not  going  to  be  felt  in  the  next  two  or 
three  months  to  such  an  extent  as  to  make  any  mate- 
rial difference  in  the  sale  of  staple  or  fancy  foot- 
wear. From  what  we  were  able  to  gather,  buyers 
have  not  been  as  enthusiastic  in  regard  to  their 
needs  as  they  were  last  year,  with  the  result  that 
their  purchases  are  only  meant  to  meet  the  require- 
ments of  the  average  season.  Now  that  the  ex- 
citement with  regard  to  high  shoe  prices  is  subsiding 
on  the  other  side  of  the  line,  there  will  be  less  talk 
of  this  nature  in  Canada. 

Governmental  Regulations.  —  Fortunately  for 
Canada,  we  have  escaped  what  seemed  inevitable 
after  the  first  of  the  year,  namely,  governmental 
regulations  on  shoe  prices,  if  not  on  shoe  styles. 
Now  that  the  United  States  has  practically  with- 
drawn the  former  and  is  allowing  considerable 
latitude  with  regard  to  the  latter,  the  danger  here 
has  not  only  been  withdrawn,  but  the  situation 
improved.  As  announced  in  our  last  issue,  the 
classification  of  shoes  with  maximum  prices  has  been 
absolutely  withdrawn  in  the  United  States.  The 
regulations  in  force  under  the  legislation  of  June 
29th,  and  September  30th  last,  has  to  remain,  that  is 
to  say,  the  regulations  of  heights,  styles,  colors, 
ornamentation,  etc.,  are  to  remain  until  June  1st 
next,  but  there  is  'a  provision  by  which  retailers 
can  dispose  of  any  stock  held  in  these  lines  in  the 
meantime.  Tanners  and  shoe  manufacturers  are 
permitted  in  the  ordinary  course  of  business  to 
dispose  of  whatever  stocks  of  colored  leather  they 
have  on  hand,  which  means  that  whatever  stocks 
they  may  have  in  gray,  field  mouse,  pearl  gray, 
colored  buckskin  or  any  other  colored  leather,  the 
use  of  which  has  been  restricted  may  immediately 
be  cut  into  shoes.  Manufacturers  are  permitted 
to  sell  shoes  of  these  colors  and  there  are  no  re- 
strictions against  retailers  buying  or  selling  them. 
(Continued  on  page  52D) 


THE   SHOE  AND   LEATHER  JOURNAL 


The  Welt  King 
Banquetted 

Banquet  Tendered  and  Presentation  Made 
to  Mr.  Nap.  Tetrault  for  Victory  Loan 
and  Red  Cross  Successes 

THURSDAY  evening.  November  28th,  in  "Oak  Room" 
of  the  Windsor  Hotel,  Montreal,  was  the  scene  of 
one  of  the  finest  and  most  enjoyable  banquets  ever 
held  in  that  fair  city  noted  for  its  banquets. 

Mr.  Nap.  Tetrault,  president  of  the  Tetrault  Shoe  Mfg. 
Co.,  Limited,  captained  Montreal  Victory  Loan  team 
number  21.  His  team  won  a  special  "Victory"  flag  for  secur- 
ing the  largest  amount  in  subscriptions  in  one  day,  the 
amount  being  $557,900.  The  members  of  team  number  21, 
in  an  effort  to  show  Mr.  Tetrault  a  little  of  their  appreciation 
of  his  capabilities,  both  in  this  work  and  in  connection  with 
the  Red  Cross  campaign,  tendered  him  a  banquet  at  which 
there  were  some  75  of  Mr.  Tetrault's  friends  and  team 
members.  The  team  took  advantage  of  the  opportunity 
afforded  them  to  present  Mr.  Tetrault  with  a  beautiful  gold 
match  safe  on  which  was  the  facsimile  of  the  honor  flag  of 
which  Mr.  Tetrault  is  the  proud  possessor. 

Shoe  manufacturers  and  the  leather  trade  were  well 
represented  there.  Some  very  excellent  addresses  were 
given  in  proposing  and  replying  to  the  various  toasts.  Many 
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tributes  were  paid  to  Mr.  Tetrault  for  his  successes  and 
as  usual  there  was  ever  a  flow  of  humorous  stories  that  kept 
those  present  keyed  up  until  the  programme  of  theatricals 
commenced. 

Peter  Doig's  ability  to  handle  the  post  of  toastmaster 
was  all  but  outdone  by  Bill  Matthews  as  a  stage  manager. 
There  was  little  to  choose  between  them  and  both  deserve 
great  credit. 

The  entertainment  was  equal  to  the  best  to  be  seen 
on  any  stage.  In  fact  most  of  the  talent  was  secured  from 
companies  playing  in  Montreal  last  week. 

Shortly  after  the  entertainment  started  a  pleasant  sur- 
price  was  sprung  in  the  appearance  of  M.  Beaubien,  Mayor 
of  Outremont,  and  M.  du  Tremblay,  M.P.  for  Outremont 


and  Laurier,  Montreal,  both  making  very  delightful  speeches. 

As  a  matter  of  appreciation  we  wish  to  pass  comment  on 
the  fact  that  although  a  decided  majority  of  the  gathering 
were  French-speaking,  as  also  was  the  case  with  the  speak- 
ers, they  honored  those  English-speaking  people  there  by 
making  all  their  addresses  in  English  and  the  speeches  could 
not  have  been  improved  upon  by  an  Englishman. 

The  following  gentlemen  comprised  the  two  teams: 
Emile  Chaput,  Howard  G.  Cobb,  Oscar  Dufresne,  C.  G. 
Higginson,  Jos.  Daoust,  Frank  Thompson,  P.  A.  Doig,  C. 
A.  Duclos,  R.  M.  Fraser,  C.  E.  W.  Lessard,  M.  F.  Furey, 
F.  W.  Laskey,  Harry  Gibbons,  A.  G.  Mooney,  Denis  Guil- 
bault,  M.  A.  Desmond,  Edwin  Hurtubise,  John  Anderson, 
Alf.  Lambert,  Raymond  D.  Colpitts,  Victor  Levesque,  W. 
C.  R.  Anderson,  Paul  Leduc,  Norman  Doig,  John  McEntyre, 
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Cover  Design  of  Menu  Card 

Albert  Tetrault.  W.  F.  Martin,  Oliver  Tetrault,  Henri 
Merrill,  B.  Vaillancourt,  Rene  Moncel,  W.  V.  Matthews, 
Paul  Roy,  G.  N.  Moncel,  W.  St.  Pierre,  Henry  Whitley, 
Walter  Sadler,  J.  R.  Labelle,  W.  B.  Strachan,  D.  S.  Des- 
maris,  Victor  Tardiff,  H.  S.  T.  Piper,  Theo.  Viau,  P.  G. 
Delagado.Wm.  Wright,  F.  X.  Raoul  Lanthier,  Ernest  Whitley, 
R.  G.  Oliver,  E.  J.  Holliday,  G.  D.  Brandon,  H.  Kavanagh, 
Arthur  Tourville,  J.  A.  Laporte,  Armand  Chaput,  Dr. 
Mederic  Masson,  E.  H.  Merrill,  Pierre  Leduc. 


THIS  IS  "  RICH,"  PASS  IT  ALONG 

A  man  tells  of  a  Trade  Journal  editor  who  started  poor 
20  years  ago  and  has  retired  with  the  comfortable  fortune  of 
$50,000.  This  money  was  acquired  through  industry, 
economy,  conscientious  efforts  to  give  full  value,  indomitable 
perseverance  and  the  death  of  an  uncle,  who  left  the  editor 
$49,999.50.   

R.  L.  Savage,  representing  Clarke  Bros.,  St.  Stephen,  N.B., 
has  been  at  the  King  Edward,  Toronto,  during  last  week. 


THE   SHOE   AND   LEATHER  JOURNAL 


FORTY  YEARS  SELLING  SHOES 

Down  in  Windsor,  Nova  Scotia,  a  young  man,  just 
twenty-two  years  of  age,  thought  he  could  sell  boots  and 
•shoes,  even  if  he  didn't  know  any  more  about  shoes  than  to 
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pull  them  on  and  lace  them  up-^-if  they  happened  to  be  low 
ones  and  not  "high"  boots,  with  red  or  blue  tops. 

One  thing  he  did  do,  he  stuck.  Stuck  for  forty  years', 
too,  and  is  right  there  on  the  job  to-day.  That  young  man 
was  C.  Henry  Dimock,  one  of  the  best  known  shoe  dealers 
in  the  Maritime  Provinces. 

Mr.  Dimock  says  that  the  changes  in  the  shoe  business 
since  he  first  began  are  so  great  and  marked  that  one  would 
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hardly  believe  that  such  shoes  would  ever  be  sold  as  are  in  the 
market  these  days.  When  he  first  started,  his  stock  was 
largely  composed  of  the  cheaper  lines  of  serge  and  prunella. 


In  men's  shoes,  the  old  dollar  brogan  and  high  boots  with 
red  or  blue  tops  were  all  the  go. 

"  These  goods  were  all  shipped  in  bulk,  and  the  dust  that 
used  to  accumulate  on  them  when  on  the  shelves  would 
make  a  man's  heart  sore  if  he  had  any  idea  of  cleanliness. 
He  well  remembers  the  first  cartons  that  came  into  his  store, 
which  he  considers  one  of  the  greatest  blessings  bestowed 
upon  the  shoe  business. 

Mr.  Dimock  is  a  Canadian  and  believes  in  Canada  for 
Canadians.  For  forty  years  he  has  bought  shoes  contin- 
ually from  the  following  Canadian  firms:  J.  &  T.  Bell, 
Ames-Holden-McCready,  Robert  Taylor  &  Co.,  and  the 
Amherst  Boot  and  Shoe  Co.  This  is  some  record.  Of 
course,  he  buys  from  other  firms,  but  these  for  forty  years. 

On  October  17th,  1897,  he  was  burned  out  when  the 
fire  destroyed  the  whole  town.  That  was  a  Sunday  morning, 
but  on  Monday  morning  Mr.  Dimock  was  at  a  new  place,  and 
by  Saturday  night  was  in  it  selling  shoes.  It  was  practi- 
cally a  shack,  but  he  says  he  always  remembers  with  pride 
the  good  business  he  did  in  that  place,  till  his  present  store 
was  completed.  His  present  place  is  seventy  feet  long  by 
fifteen  wide,  finished  inside  in  white  and  gold. 

As  he  has  employed  only  his  brothers  and  sons,  his 
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store  is  a  sort  of  family  compact  in  character.  Two  of  his 
three  sons  have  been  in  khaki  for  three  years.  One  was 
wounded  and  is  expected  home  shortly.  The  other  has  just 
returned. 

Mr.  Dimock  has  found  time  to  embark  into  the  plaster 
business  and  has  built  up  a  great  trade  in  Selenite  Hard 
Wall  Plaster  and  Calcined  and  Land  Plaster,  the  standard  for 
the  Maritime  Provinces.  This  is  run  under  the  name  of  the 
Windsor  Plaster  Co. 

He  has  been  a  subscriber  to  this  Journal  for  a  great 
number  of  years  and  says  he  finds  it  a  great  help  and  author- 
ity in  shoe  matters.   

The  day  is  called  the  feast  of  Crispian; 
He  that  outlives  this  day  and  comes  safe  home 
Will  stand  a-tiptoe  when  this  day  is  named, 
And  rouse  him  at  the  name  of  Crispian. 
He  that  shall  live  this  day  and  see  old  age 
Will  yearly  on  the  vigil  feast  his  friends, 
And  say,  To-morrow  is  St.  Crispian. 

— Henry  V.,  Shakespeare. 
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A  MAN  AMONG  MEN 

(See  Front  Cover) 

After  spending  his  brief  boyhood  days  near  Sherbrooke 
in  "The  Shoe  Province,"  John  A.  Reid  went  to  "The  Big 
City  "  to  make  his  fortune.  He  considered  the  shoe  business 
the  best  bet  and  joined  the  forces  of  Ames,  Holden  &  Co., 
and  there  learned  the  fundamental  principles  of  shoe  making. 

When  the  Hartt  Boot  &  Shoe  Company  was  organized 
some  twenty  years  ago,  Mr.  Reid  decided  to  throw  in  his  lot 
with  the  new  enterprise.  From  that  time  on  his  brains, 
energy  and  ability  were  big  factors  in  turning  out  "The 
Highest  Grade  Men's  Shoe  Made."  He  ranks  among  the 
leaders  of  fine  shoe  makers  on  the  continent  —  the  Vice- 
President  of  the  Hartt  Boot  &  Shoe  Co. 

That  he  is  still  known  throughout  the  trade  as  "Johnny  " 
Reid  speaks  for  the  feeling  of  friendship  and  goodwill  to- 
wards him. 

Although  he  is  nearing  the  half  century  mark,  he  is  yet, 
one  of  the  boys  and  "Still  going  Strang." 


DEATH  OF  MR.  JAMES  MUIR,  SR. 

The  death  of  Mr.  James  Muir,  Sr.,  occurred  at  the 
Royal  Victoria  Hospital,  Montreal,  on  Saturday,  November 
30th.  Mr.  Muir  underwent  an  operation  some  weeks  ago 
in  the  hope  of  improving  his  health  but  unfortunately  it  did 
not  bring  the  desired  result.  He  was  the  father  of  Mr. 
James  Muir,  Jr.,  and  established  the  business  some  years 
ago  of  the  James  Muir  Co.,  Limited,  of  Montreal.  He  was 
a  practical  shoeman.  and  looked  after  the  production  end 
of  the  business,  while  his  son,  James,  attended  to  the  execu- 
tive part.  As  announced  in  our  last  issue,  the  business  was 
just  recently  sold  to  the  Tetrault  Shoe  Mfg.  Co.,  Limited, 
of  Montreal. 

Mr.  Muir  was  born  in  Ayrshire,  Scotland,  78  years  ago. 
He  came  to  Canada  in  1873,  when  for  several  years  he  was 
connected  with  the  James  Linton  Co.,  and  later  with  James 
Witham  &  Co..  of  Montreal,  and  also  with  the  John  Ritchie 
Co.,  of  Quebec  City.  About  twenty  years  ago  he  formed  the 
James  Muir  Co.  He  was  highly  regarded  in  business 
circles  as  a  man  of  strong  judgment  and  a  trusty  friend.  He 
was  a  lifelong  Presbyterian,  a  member  of  the  First  Presby- 
terian Church,  where  he  served  as  an  elder  for  a  number  of 
years.  He  was  a  frequent  attendant  at  the  General  Assem- 
bly, often  taking  an  important  part  in  the  debates. 

Mr.  Muir  leaves  a  family  of  four  sons  and  four  daughters, 
his  wife  having  predeceased  him  a  year  ago.  The  sons  are 
James,  who  was  associated  with  him  in  the  business;  William 
B.  and  Henry  K.,  at  present  on  active  service  overseas,  and 
Robert  C,  of  Cartwright,  Man.  The  daughters  are  Mrs. 
M.  A.  Robertson,  of  Westmount.  Mrs.  George  Brodie,  of 
Quebec,  and  the  Misses  Jean  and  Minnie  living  at  home. 


ADJUSTING  SHOE  CONTRACTS 

The  American  Government  has  reached  a  tentative 
agreement  with  manufacturers  of  army  footwear,  by  which 
the  latter  are  to  be  permitted  to  make  50  per  cent,  of  the 
number  of  shoes  still  uncut,  which  is  about  1,500,000  pairs. 
The  Government  is  to  pay  37>£  cents  per  pair  on  each  pair 
of  shoes  not  manufactured.  The  price  of  field  and  marching 
shoes  is  to  be  increased  by  this  amount  and  supplementary 
contracts  are  to  be  made  to  cover  the  rearrangements. 

Manufacturers  are  to  furnish  the  Government  with 
statements  showing  the  entire  amount  of  shoes  not  yet  cut 
and  an  inventory  of  materials  on  hand.  Delayed  deliveries 
are  not  to  be  penalized.  All  shoes  are  to  be  made  by  April 
1st,  when  another  inventory  is  to  be  submitted.  In  the 
interval  to  April,  manufacturers  are  to  exchange  materials 
in  excess  of  requirements  for  individual  contracts  subject 


to  supervision  by  the  Quartermaster's  Department.  Hob 
nails  and  heel  and  toe  plates  are  to  be  eliminated  entirely. 
All  materials  left  in  factories  after  April  1st,  will  be  subject 
to  an  allowance  by  the  Government. 


The  following  Canadian  patents  have  recently  been 
granted:  Ventilated  Shoe,  by  E.  J.  Larson,  New  York  City; 
Shoe  Construction,  by  John  Francis  McLaughlin,  Jamaica 
Plain,  Mass.;  Shoe  Machine,  United  Machinery  Co.  of 
Canada,  Maisonneuve,  Que.;  Method  of  stiffening  parts  of 
boots  and  shoes,  United  Shoe  Machinery  Co.;  Shoe  -shining 
Stand,  L.  A.  Nesler,  Niles,  California. 
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LEATHER  AND  SHOE  TRADE  JOTTINGS 

{Continued  from  page  5 2 A) 

Play  the  Game. — One  of  the  foremost  shoe 
jobbers  was  asked  by  the  Shoe  and  Leather 
Journal  last  week  what  he  proposed  to  do  with 
regard  to  orders  placed  with  shoe  manufacturers 
for  spring  goods.  "What  do  you  mean?"  was  his 
puzzled  reply.  "Are  you  going  to  cancel  any  of 
your  orders  placed  at  current  prices?"  was  then 
asked.  The  jobber  in  question  seemed  astounded 
that  he  should  be  asked  such  a  question.  "These 
goods,"  said  he,  "were  bought  fairly  and  in  the 
open  market  on  a  matter  of  judgment,  and  the 
prices  were  fair,  and  I  do  not  see  how,  by  any 
process  of  argument,  unless  it  be  that  peculiar  to 
the  German  mind,  I  could  back  down  from  a  fair 
bargain.  Two  years  ago  when  the  market  was 
going  up  I  had  a  controversy  with  a  manufacturer 
in  the  East,  who  declined  to  complete  an  order 
given  him  at  the  prices  then  prevailing.  I  ex- 
pressed my  opinion  of  this  gentleman  in  no  uncer- 
tain terms  when  I  met  him  afterwards  and  told 
|  him  that  he  could  do  no  more  business  with  our 
j  concern.  What  would  he  or  others  have  to  say  if 
I  turned  around  now  and  repudiated  orders  that  I 
had  given  two  or  three  months  ago,  simply  because 
I  thought  that  prices  were  going  to  come  down?" 
This  is  the  attitude,  fortunately,  of  the  shoe  trade 
pretty  generally  from  coast  to  coast  and  was  re- 
peated in  a  conversation  the  representative  of  the 
Journal  had  with  a  large  Ontario  retailer  some 
days  ago.  The  latter  gentleman  said  that  he 
thought  the  shoe  trade  to-day  was  in  better  hands 
than  a  quarter  of  a  century  ago,  and  was  not  as 
inclined  to  follow  Hun  ideals  in  business  as  they 
might  have  been  at  one  time. 

Maximum  Prices  Abandoned. — Word  comes 
.  from  Washington  that  maximum  prices  in  foreign 
hides  and  skins  will  expire  January  1st,  by  limita- 
tion, and  will  not  be  continued.  The  Bureau  of 
Imports  has  also  been  authorized  to  grant  licenses 
during  a  period  of  90  days  from  November  24th,  for 
the  importation  of  all  grades  of  hides,  skins,  leather, 
tanned  skins  and  manufacture  of  leather,  in  total 
amount  not  to  exceed  47,910  long  tons,  distributed 
as  follows:  Cattle  hides,  22,500;  goatskins,  8,100; 
calfskins,7,875 ;  sheepskins,  6,000;  horse,  colt  and 
ass,  1,620;  buffalo,  1,350;  kangaroo,  dog,  deer  and 
all  others,  465.  There  are  otherwise  no  new  devel- 
opments of  the  hide  situation  other  than  that  there 
are  indications  that  European  buyers  continue  to 
scour  the  primary  sources  of  hides  and  skins,  offering 
extreme  prices. 
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Employment 
Management 
and  Production 

Lessons  Learned  from  War  Products  Pro- 
ductions— The  Science  of  Getting  the  Most 
Out  of  the  Plant  and  Its  Workers — By 
MARGARET  K.  STRONG. 

THE  following  article,  which  appeared  in  a  recent  issue 
of  "Industrial  Canada,"  is  worth  more  than  passing 
perusal  just  now,  when  the  relation  of  capital  to  labor 
is  so  paramount  a  subject.  The  author  is  in  charge  of  the 
Hamilton  Public  Employment  Bureau  and  a  lecturer  in  the 
Department  of  Social  Service  in  Toronto  University. 

"The  new  employment  management  stands  out  to-day 
as  a  sign  of  the  times.  Pressed  on  the  one  hand  by  problems 
of  labor  and  industrial  unrest,  and  on  the  other  by  the  uni- 
versal demand  for  increased  production,  the  administrator  of 
any  business  enterprise  has  problems  which  must  be  faced. 
They  demand  a  solution  and  the  trend  of  modern  thought  is 
t3  find  that  solution  in  a  new  attention  to  the  human 
equation,  particularly  through  expert  Employment  Manage- 
ment. 

We  want  production.  We  want  it  now,  and  we  will 
want  it  much  more  now  the  war  is  over,  and  the  standard  of 
life  which  labor  has  learned  to  demand  can  be  maintained 
only  if  there  is  a  manufactured  output  sufficient  to  maintain 
it.  In  our  anxiety  we  ask,  'Is  there  now  any  one  industry 
which  has  already  succeeded  in  getting  this  maximum  pro- 
duction we  talk  of?  Can  we  learn  from  it?'  The  answer 
is,  'Yes;  we  can  learn  from  the  manufacturer  of  munitions.' 
To  quote  Mr.  Arthur  Gleason:  'It  was  the  making  of  shells 
which  taught  England  the  new  syntheiss  of  capital  and  labor. 
Suddenly  she  was  forced  to  turn  out  huge  quantities  of  a 
product  in  order  to  save  the  lives  of  her  people.  Under  that 
tragic  pressure  she  had  to  learn  over-night  how  to  get  a 
large  product.    And  swiftly  she  found  the  solution.' 

"The  new  synthesis  of  Capital  and  Labor  was  accom- 
plished when  capital  came  forward  with  its  living  wage, 
decent  working  conditions  and  limited  hours  of  labor,  and 
met  from  the  side  of  labor,  efficiency,  the  use  of  machinery  to 
capacity,  no  restriction  of  output,  no.  sabotage.  The  result 
was  production  on  an  unprecedented  scale.  Inspired  by  an 
ideal,  which  belonged  alike  to  employer  and  employee,  their 
common  nationality,  the  makers  of  munitions,  no  longer 
servile  laborers,  but  fellow-citizens  delivered  the  goods. 

"In  this  experience  we  may  learn  the  solution  of  the 
human  equation  upon  which  production  depends.  The 
business  manager  who  is  up-to-date  has  found  that  he  is 
dealing,  not  with  "hands,"  but  with  heads  and  with  hearts. 
He  is  studying  his  employment  problems  and  perhaps 
bringing  in  an  expert  to  reorganize  methods  and  manners. 

"In  the  United  States,  the  demand  for  these  reforms  is 
leading  to  one  of  the  greatest  movements  in  the  manufac- 
turing industry  of  the  country.  The  Employment  Manage- 
ment Division  of  the  War  Industries  Board  is  now  conduct- 
ing courses  of  study  open  to  business  leaders  and  in  co- 
operation with  the  universities  of  Boston.  New  York,  Roch- 
ester, Pittsburg,  Seattle  and  Berkeley.  They  are  taking 
industrial  problems  seriously  and  see  their  solution  in  a  new 
point  of  view,  a  new  efficiency. 

"In  Canada,  unfortunately,  less  has  been  done  to  pre- 
pare us  for  the  coming  change.  The  need  for  the  serious 
study  of  industrial  problems  is  no  less  urgent  here,  and  the 
demand  for  trained  employment  managers,  supervisors,  and 


welfare  workers  is  growing.  This  opens  up  a  new  occu- 
pation for  training  in  which  scarcely  any  provision  as  yet 
exists.  It  may  be  said  that  beginning  is  being  made  here 
also,  as  for  example,  in  the  courses  on  industrial  relations, 
industrial  investigation,  the  employment  of  women  in  in- 
dustry, etc.,  which  are  now  being  offered  in  the  Department 
of  Social  Service  of  the  University  of  Toronto.  This  is  one 
of  the  various  ways  through  which  a  more  thorough  under- 
standing of  industrial  problems  can  be  attained,  and  a  cer- 
tain amount  of  training,  to  be  supplemented  by  practical 
experience  in  factory  or  store,  given.  These  courses  are 
available  for  all  who  are  interested,  and  provide  an  opportun- 
ity for  instruction  in  and  discussion  of  problems  which  con- 
cern us  all. 

"Take  the  simple  (?)  process  of  hiring — you  know  how 
it  used  to  be  done — and  is  being  done  still  in  many  places 
where  there  is  little  excuse.  When  men  are  plentiful,  the 
foreman  has  a  job  to  sell;  when  men  are  scarce,  he  is  willing 
to  take  anyone.  Result:  no  permanency,  no  loyalty,  no 
satisfaction.  With  an  expert  employment  manager  in  charge, 
conditions  become  different.  The  principle  back  of  the  new 
management,  which  we  have  assurance  is  getting  results, 
may  vary  in  detail,  but  we  note  a  few  of  the  most  permanent: 

1.  A  genuine  and  convincing  personal  interest  at  the 
time  of  employing  and  throughout. 

2.  A  practical  vocational  guidance. 

3.  A  medical  examination  which  is  not  a  farce. 

4.  A  real  industrial  training — every  man  encouraged 
to  know  and  do  more. 

5.  A  wage  system  which  recognizes  a  decent  standard 
of  life  and  which  encourages  efficiency  and  progress. 

6.  Safety  first,  hygiene  and  sanitation  taught  and 
practised  from  above  as  well  as  below. 

7.  Co-operation. 

"Here  are  seven  general  principles,  but  the  seventh 
is  the  spirit  of  them  all.  Whether  this  co-operation  is  lead- 
ing toward  a  special  shop  management  or  not,  time  will  tell. 
Certain  it  is  that  work  people  must  have  in  the  future  a 
greater  opportunity  for  participatingju  the-discussion  about 
and  adjustment  of  the  matters  immediately  related  to  their 
work.  This  opportunity  may  be  provided  by  Joint  Indus- 
trial Councils  as  recommended  in  the  Whitley  Report  to 
Lloyd  George.  Or  it  may  mean  shop  committees  of  one 
kind  or  another.  Certainly  it  means  organization;  abso- 
lutely it  demands  an  avenue  for  the  self-expression  of  the 
employee ;  just  as  truly  as  it  allows  for  the  presentation  of  the 
case  of  the  employer.  Not  capital  versus  labor,  but  each 
better  for  knowing  the  claims  of  the  other,  and  both  working 
for  a  common  humanity,  the  well-being  of  all.  This  is  what 
the  successful  business  manager  must  make  not  only  his 
ideal,  but  an  accomplished  reality.  The  new  employment 
management  is  the  way  out  from  industrial  chaos  to  indus- 
trial content.  It  is  revolutionary,  but  it  may  save  our  coun- 
try from  revolution.  We  have  the  proof  in  the  manu- 
facture of  munitions  that  it  is  the  road  to  production." 


THE  JOHN  AGNEW  SHOE  CO.  OPEN  NEW  BRANCH 

Announcement  is  made  of  the  opening  of  another  branch 
store  for  The  John  Agnew  Shoe  Company,  who  operate  two 
stores  in  London,  and  several  others  in  Western  Ontario 
cities.  The  branch  will  be  located  in  the  Ambitious  City, 
Hamilton,  at  16  Market  Square. 

Mr.  R.  L.  Schott,  of  London  will  be  transferred  to  the 
Hamilton  branch  and  will  be  the  manager  in  charge  there. 

The  consumption  of  shoes  mirrors  the  progress  of  civi- 
lization. Show  me  the  shoe  you  wear  and  I  will  tell  you  the 
kind  of  man  you  are. 

Hope,  courage,  animation,  ambition,  are  mirrored  in 
your  shoes.    Our  feet  feature  the  facts. — Elbert  Hubbard. 
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PREPARE 

for  a  large  Men's  Year 

During  the  next  twelve  months 
there  will  be  about  200,000  ad- 
ditional men  requiring  shoes. 

Hence  our  advice : 
Don't  Hesitate.  Order  Early. 


"104"  Last 

Made  in  all  leathers 
Widths  B  to  E 


III 


"99"  Last 


Made  in  All  Leathers 
Widths  B  to  E 


THE 

MARSH 

J5H0I 


The  Stamp  of  Quality  and  Style  that 
will  hold  your  high  class  trade 


"106"  Last 

Made  in  All  Leathers 
Widths  B  to  E 


Sold  in  jo-pair  cases  only,  in  30  pairs  of  a  width. 

The  Wm.  A.  Marsh  Co.,  Limited 

Quebec 
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MR.  A.  E.  MARLOW  ON  RECONSTRUCTION 

{Continued  from  page  44) 

But  they  had  not  got  to  the  stage  where  they  could  produce 
adequate  quantities  of  glace  kid,  box  and  willow  calf,  bright 
and  colored  leathers,  and,  still  more,  patent  leather,  the  sup- 
ply of  which  was  in  homoeopathic  doses.  There  were  some 
1,100  boot  factories  in  the  country  that  would  require  such 
leathers  when  the  war  ceased.  As  to  bottom  leathers,  they 
need  not  worry,  but  for  upper  materials  they  would  be  in 
great  trouble.  Even  if  they  got  the  leather  from  America, 
it  would  be  at  very  high  prices,  the  addition  of  insurance  and 
freight  charges  rendering  the  total  cost  perhaps  double. 

The  Profits  of  the  Industry 

Referring  again  to  the  question  of  the  division  of  the 
spoils,  Mr.  Marlow  stated  that  the  Federation  of  British  In- 
dustries had  conducted  an  inquiry  into  the  profits  of  twenty 
leading  industries  in  the  three  years  prior  to  the  war,  and  it 
was  shown  that  the  net  profits  were  each  such  that  if  labor 
had  taken  the  lot  it  would  have  amounted  to  only  a  ten  per 
cent,  advance  on  wages.  A  factory  paying  £30,000  a  year 
in  wages  did  not  make  more  than  £3,000  net  profit.  He 
pointed  it  out  to  emphasize  the  advisability  of  not  having  a 
lot  of  silly  nonsense  about  the  division  of  the  spoils.  If  the 
men  were  to  have  a  better  time,  and  the  management  a 
better  time,  they  must  have  increased  production.  They 
were  bound  to  have  increased  taxation,  and  they  would  not 
have  industries  run  unless  they  had  a  percentage  of  profit 
like  that  of  the  pre-war  position.  He  was  quite  in  favor  of 
continuity'  of  employment.  They  must  get  a  scheme 
either  as  a  trade  or  with  Government  assistance,  to  take 
away  the  bugbear  of  unemployment.  People  sometimes  ar- 
gued that  things  did  not  change.  Perhaps  human  nature, 
in  its  essence,  did  not  change;  but  in  the  way -it  was  applied 
it  did.  And  he  knew  there  had  been  a  great  change  in  the 
attitude  of  employers  during  the  past  few  years.  All  those 
who  really  counted  were  out  for  better  conditions.  He  had 
met  only  a  few  of  the  old-fashioned  money-grubbing  type 
who  objected  to  labor  having  a  better  time,  and  he  would  not 
be  a  delegate  to  any  national  conference  if  he  were  tied  down 
so  as  not  to  be  able  to  agree  to  any  real  improvement  of 
the  trade. 

Banks  and  Gold  Reserves 

Coming  to  financial  questions,  Mr.  Marlow  said  that  as 
a  result  of  the  banking  amalgamations,  some  twenty  con- 
cerns now  held  the  happiness  of  the  country  in  their  hands. 
The  depression  that  followed  the  South  African  War  was  due 
mainly  to  the  old-fashioned  system  of  banking.  When  gold 
got  below  a  certain  minimum  they  drew  their  money  in  and 
refused  to  advance  it  except  at  high  interest.  The  war  had 
proved  that  gold  had  failed  completely;  we  had  been  living 
on  the  credit  of  the  nation,  and  it  would  certainly  want  a 
reorganization  of  the  system  of  banking  so  that  we  should 
not  be  restricted  to  the  old  pre-war  gold  basis.  They  must 
be  in  a  position  as  a  nation  to  exchange  commodities  with  ease 
without  having  to  depend  upon  the  amount  of  gold  held  in 
London. 


DEATH  OF  MR.  H.  R.  EMERY 

The  shoe  and  leather  trade  in  Canada  was  greatly 
shocked  to  learn  of  the  death  through  influenza  of  Mr.  H.  R. 
Emery,  secretary-treasurer  of  the  Blachford,  Davies  &  Co., 
Limited,  shoe  wholesalers,  of  Toronto.  Mr.  Emery  was  one  of 
those  sterling,  dependable  young  men  so  much  admired  in 
the  business  world.  He  was  very  popular  with  the  trade  and 
had  made  for  himself  a  host  of  business  friends  who  recog- 
nized his  splendid  ability  and  worth. 

He  was  born  in  London,  England,  in  1887,  but  had  been 
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in  Canada  since  he  was  fifteen  or  sixteen  years  old  and  was  a 
thorough  Canadian.  Previous  to  entering  his  late  position 
he  was  with  the  John  I.  Sut cliff e  Co.,  chartered  accountants. 
He  has  been  secretary-treasurer  of  the  Blachford,  Davies  & 
Co.  for  the  past  ten  years  and  a  director  for  some  time, 
where  he  was  a  potential  factor  in  bringing  that  company  up 
to  its  present  splendid  standing. 

Apart  from  fulfilling  his  duties  there  he  found  time  to 
devote  himself  to  other  business  enterprises.  He  was  secre- 
tary-treasurer of  the  Standard  Ladies'  Wear  Co.,  Toronto, 
was  a  member  of  the  Board  of  Trade,  and  was  on  the  board 
of  the  Fire  Insurance  Committee  of  the  Canadian  Credit 
Men's  Association. 

Socially  he  found  time  to  devote  himself  to  various 
committees  in  church  and  club  work.  He  was  a  member  of 
Ontario  Club,  and  was  prominent  in  the  work  of  the  Northern 
Congregational  Church  of  which  he  was'  associate  treasurer 
of  the  board  of  managers.  He  was  also  secretary  of  the 
quarterly  board,  chairman  of  the  board  of  ushers  and 
president  of  the  Young  People's  Literary  Society. 


THE  LATE  H.  R.  EMERY 


In  all  these  fields  of  business  and  social  endeavor  he 
will  be  greatly  missed,  but  in  none  more  than  in  his  own  home, 
where  a  widowed  mother  and  sister  remain  alone  to  deeply 
mourn  his  loss.  Three  brothers  are  in  khaki,  George  P.,  the 
eldest,  an  aviator  in  the  Royal  Navy  in  the  Aegean  Sea; 
William  T.,  in  the  signalling  corps  of  the  Siberian  Expedi- 
tionary Forces;  and  Cecil  H.,  in  the  R.C.H.A.,  France. 


1919 — Retrospective  and  Prospective — In  next  issue  of 
the  Journal 

V  >(f 

I 

■j 

In  business  matters  listen  to  the  opinion  of  your  [ 
colleagues.    It  is  not  well  to  go  into  consultation  | 

j     with  your  own  opinion  positively  fixed — no  man  is  j 
infallible  in  his  judgment,  and  a  sound  judgment 
depends  largely  on  knowledge  .  It  is  advisable  when 
acting  with  others  to  secure  their  opinion,  some- 

I     times  before  you  express  your  own. 

I 

£  .  4 
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The  better  you  know  Tenax  Soles,  the  more  remarkable  seems  their  wearing  qual- 
ity.   They  have  made  a  new  record  in  the  shoe  line. 

"There's  nothing  like  leather,"  they  used  to  say,  and  this  may  be  true.  Tenax 
Soles  are  not  like  leather,  certainly.  Nobody  wants  them  to  be.  They  far  out- 
wear it,  for  one  thing,  besides  being  waterproof  and  slip-proof. 

There's  no  cracking  or  breaking  with  Tenax  Soles,  no  splitting,  no  scaling.  They 
wear  evenly  and  smoothly  to  the  very  end. 

Get  Tenax  Half  Soles  for  repair  work,  with  the  extra-fiberized  shank 
::  edge  which  holds  the  nails  securely.  :: 

M*faAy  Guttapercha  £ Rubber  Limited. 

Toronto,  Halifax,  Montreal,  Ottawa,  Fort  William,  Winnipeg,  Regina,  Saskatoon,  Edmonton, 

Calgary,  Lethbridge,  Vancouver,  Victoria. 
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World  Rubber 
Conditions 

How  the  War  Has  Affected  Conditions — 
Immense  Growth  of  Plantation  Production 
— World's  Output  Increased  55,000  Tons 
in  1917 

THE  cessation  of  the  war  will,  no  doubt,  bring  changed 
conditions  in  the  rubber  industry,  insofar  as  supplies 
are  concerned.    The  curtailment  of  transportation 
facilities  has  no  doubt  held  back  raw  rubber  stocks,  both 
wild  and  cultivated,  and  the  release  of  shipping  will  un- 
doubtedly mean  cheaper  rubber. 

Conditions  in  the  rubber  industry  were  discussed  at  the 
recent  general  meeting  of  Harrisons  &  Crossfield,  Limited, 
by  the  chairman,  Charles  Heath  Clark,  who  said  in  part: 

"A  year  ago  I  estimated  that  the  1917  production  of 
plantation  rubber  was  likely  to  exceed  200,000  tons,  and 
would  probably  constitute  80  per  cent,  of  the  world's  rubber 
output.  The  output  actually  was  about  204,000  tons,  which 
quantity  was  approximately  80  per  cent,  of  the  world's 
rubber  production  for  the  year,  and  an  advance  of  34  per 
cent,  over  the  production  of  the  previous  year. 

"The  increase  in  the  world's  output  in  1917  over  1916 
amounted  to  about  55,000  tons,  practically  the  whole  of 
which  was  plantation  rubber,  and  since  1913  the  annual 
output  of  plantation  rubber  has  increased  by  over  156,000 
tons,  or  considerably  over  300  per  cent,  while  Para  and  all 
other  descriptions  of  wild  rubber  have  actually  decreased  in 
the  same  period  by  more  than  8,000  tons,  or  over  13  per  cent. 

"The  increased  production  in  1917  was  readily  absorbed 
almost  entirely  by  the  Allied  nations.  The  average  price 
of  No.l  crepe  in  the  London  market  during  1917  was  2s.  9}4d. 
per  pound,  as  against  2s.  lOj^d.  in  1916,  while  the  average 
for  the  four  war  years  works  out  at  2s.  7. 2 Id.  per  pound, 
against  an  average  of  5s.  4.17d.  per  pound  for  the  four  years 
immediately  preceding  the  war. 

"These  figures  emphasize  what  I  have  before  pointed 
out,  that  rubber  producing  companies  cannot  be  accused  of 
war  profiteering,  and  that  the  excess  profits  duty  paid  by  the 
industry  has  been  paid  out  of  prices  which  are  less  than  half 
the  pre-war  average,  and  the  taxed  profits  therefore  arise 
solely  from  increased  production.  Rubber  is  probably  the 
only  indispensable  raw  material  that  has  decreased  largely 
in  price  during  the  war,  while  at  the  same  time  the  demand 
has  increased  enormously,  but  rs  now  limited  by  shipping 
restrictions. 

"  Since  the  drastic  curtailment  of  the  tonnage  available 
for  bringing  rubber  from  the  East  to  Europe,  the  price  ruling 
in  Eastern  markets — particularly  Singapore — has  assumed 
greater  importance  to  producers  than  the  price  ruling  in 
London,  Two  months  ago  the  Singapore  market  had  fallen 
as  low  as  a  London  equivalent  of  Is.  3d.  per  pound  for  No.  1 
rubber,  and  at  the  present  time  it  is  practically  Is.  per  pound 
less  than  the  average  1917  price  in  London,  and  the  whole  of 
this  decline  in  value  represents  loss  of  profit  to  the  growers. 

"The  United  States  continues  to  be  by  far  the  greatest 
rubber  manufacturing  and  consuming  nation  of  the  world, 
and  last  year  imported  from  all  sources  about  180,000  tons, 
or  70  per  cent,  of  the  world's  production.  Our  own  net  im- 
ports were  about  26,000  tons,  being  a  little  less  than  in  1916, 
but  showing  a  substantial  increase  over  1915.  There  is  at 
the  present  time  no  means  of  obtaining  accurate  information 
as  to  the  imports  of  certain  other  countries,  but  estimates 
have  been  framed  as  under  which  may  be  approximately 
correct — France  15,000  tons,  Italy  6,000  tons,  Canada 
6,300  tons,  Japan,  3,750  tons  and  Australia  1,500  tons. 


"As  approximately  80  per  cent,  of  the  area  under 
plantation  rubber,  is  owned  by  British  capital  or  is  situated 
in  British  possessions,  rubber  has  obviously  become  one  of  our 
great  trade  assets.  The  United  States  alone  in  1917  took 
from  London  and  the  East,  rubber  to  the  value  of  £37,000- 
000,  and  it  has  been  an  important  factor  in  assisting  the 
exchange  position  during  the  years  of  war  when  the  adverse 
balance  has  been  heavily  against  this  country.  In  addition, 
we  have  benefited  in  proportion  from  the  imports  of  rubber 
into  other  countries. 

"It  has  to  be  recognized  that  this  great  national  asset, 
involving  an  expenditure  approximating  to  200  million  of 
British  capital,  and  which  has  been  very  largely  built  up 
during  the  last  ten  years,  is  in  difficulty  at  the  present  time 
by  reason  of  the  Government  restriction  of  shipping  and  some 
other  circumstances  which  have  been  emphasized  by  the 
present  war  conditions.  It  was  probably  necessary  that 
under  war  conditions  during  the  present  year,  the  industry 
should  suffer  through  lack  of  freight,  but  had  it  been  in  a 
position  to  meet  the  crisis  by  showing  a  united  front,  the 
difficulties,  although  not  altogether  unavoidable,  would  have 
been  minimized." 

Notwithstanding  the  lower  prices  that  will  rule  from 
now  on  in  raw  rubber,  manufacturers  claim  that  rubber 
footwear  will  not  experience  much  change  in  price.  The 
other  materials  that  enter  so  largely  into  their  production 
will  continue  high  and  there  will  not  be  enough  easement 
in  the  labor  situation  to  make  any  appreciable  difference. 


FELTS  FOR  CHRISTMAS 

It  is  possibly  eighteen  or  twenty  years  ago,  maybe  a 
little  longer,  since  felt  shoes  were  first  made  in  Canada.  At 
least,  at  that  time,  the  felt  shoes  which  were  made  and  used 
would  hardly  be  considered  among  lines  suitable  for  Christ- 
mas gifts.  They  were  heavy  or  rather  bulky  things,  created 
for  warmth  rather  than  pleasing  appearance.  Many  of 
these  were  high  boots,  with  the  foot  part  covered  with 
leather,  but  the  leg  of  felt  only.  .  They  were  admirably 
adapted  for  frosty  weather,  such  as  may  be  encountered  in 
the  Northwest  provinces  and  the  Northern  portions  of  the 
Maritimes. 

There  was  also  the  felt  sock,  which  was  worn  with  a 
heavy  rubber  over  shoe.  Later,  there  came  in  leather  shoes, 
with  felt  soles  and  heels.  But  all  of  these  are  made  more 
especially  for  snappy,  frosty  weather,  and  are  quite  unsuit- 
able in  wet  or  slushy  conditions.  Of  comse,  these  lines  are 
still  on  the  market  and  have  large  sales  in  certain  districts. 

As  the  value  and  practical  usefulness  of  felt  shoes  be- 
came recognized  and  their  popularity  grew,  manufacturers 
saw  a  possibility  of  utilizing  this  material  for  house  shoes  and 
slippers,  especially  for  elderly  people,  who  required  warmth. 
But  the  coarse  quality  of  the  felt  then  used  was  not  satis- 
factory, so  a  finer  grade  was  made  and  these  house  shoes 
grew  in  popularity. 

Not  satisfied  with  the  advance  made  with  the  semi-fine 
felt,  manufacturers  kept  experimenting  until  a  really  fine 
grade  was  obtained,  and  to-day  the  slippers  and  house  shoes 
made  by  Canadian  firms  are  of  the  very  finest  type.  In  fact, 
some  are  really  artistic  in  character,  and  the  lines  now  manu- 
factured include  cosy  slippers,  Juliets,  Romeos,  fine  slippers 
for  men,  women  and  children,  which  for  Christmas  gifts  can 
hardly  be  surpassed,  if  the  combination  of  comfort,  utility 
and  beauty  be  a  consideration  in  the  selection  of  presents. 

Get  these  goods  on  display,  both  in  the  windows  and 
the  store,  for  their  appearance  suggests  their  advisability  for 
gift-giving,  and  a  splendid  trade  can  be  developed  by  a 
little  judicious  advertising  and  sale  pushing. 


An  article  on  Stock  Taking  will  appear  in  our  next  issue 
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MANUFACTURERS  MEET  AND   PLAN  FOR  FUTURE 

Preparations  are  under  way  for  the  formation  of  a  Cana" 
dian  Shoe  Manufacturers'  Association,  similar  to  the  Nation- 
al Boot  and  Shoe  Manufacturers'  Association  of  the  United 
States,  and  a  constitution  is  already  being  drafted  which  will 
be  submitted  for  the  consideration  of  the  Canadian  shoe 
manufacturers  at  a  representative  convention  to  be  held  in 
Montreal  on  December  19th 

The  project,  which  has  been  under  consideration  for 
some  time  by  prominent  shoe  manufacturers  of  the  Dominion, 
is  the  outcome  of  a  mee  ting  of  boot  and  shoe  manufacturers 
from  all  parts  of  the  Dominion  which  was  held  at -the  offices  of 
the  Canadian  Manufacturers'  Association,  in  the  Montreal 
Board  of  Trade  Building,  on  Friday,  November  22nd.  At  this 
meeting  it  was  decided  to  hold  a  trade  convention  in  Mon- 
treal on  December  19th.  and  in  view  of  the  problems  con- 
fronting the  industry,  which  it  was  realized  can  only  be 
solved  by  co-operation  and  prompt  concerted  action,  it  was 
resolved  to.  form  a  Canadian  Shoe  Manufacturers'  Associ- 
ation "of  national  scope  and  activity.  A  committee  was 
appointed  to  draw  up  a  draft  copy  of  the  constitution  and 
by-laws  for  submission  to  the  December  convention  for  the 
approval  of  the  trade.  These  will  set  forth  that  the  purpose 
of  the  new  association  will  be  to  promote  and  foster  the  inter- 
ests of  the  shoe  manufacturers  throughout  the  Dominion, 
to  correct  trade  abuses,  to  secure  freedom  from  unjust 
exactions,  to  procure  uniformity  in  the  customs  and  usages  of 
the  trade,  and  to  promote  friendly  intercourse  between 
members. 

A  programme  committee  was  appointed,  and  it  is  hoped 
these  gentlemen  will  be  able  to  secure  as  speakers  at  the  con- 
vention, a  prominent  member  of  the  National  Boot  and  Shoe 
Manufacturers'  Association  of  the  United  States,  as  well  as 
Senator  Robinson,  Minister  of  Labor  in  the  Canadian 
Cabinet. 

Those  attending  Friday's  meeting  were:  A.  Brandon, 
of  the  Brandon  Shoe  Manufacturing  Co.,  Limited,  Brantford, 
Ont.,  and  president  of  the  Ontario  Boot  and  Shoe  Manufac- 
turers' Association;  Alec  Marshall,  secretary  of  the  same 
Association;  J.  E.  Warrington,  of  the  John  Ritchie  Co.. 
Quebec  City,  representative  of  the  Quebec  Boot  and  Shoe 
Manufacturers'  Association;  J.  D.  Palmer,  of  the  Hartt  Boot 
and  Shoe  Co.,  Fredericton,  N.B.,  representing  the  Maritime 
Provinces;  Ralphe  Locke,  of  Dufresne  and  Locke,  Limited, 
Montreal;  W.  F.  Martin,  of  Kingsbury  Footwear  Co., 
Montreal;  R.  E.  Dildine,  of  the  Ames-Holden-McCready 
Co.,  Montreal;  A.  Tetrault,  of  the  Tetrault  Shoe  Manufac- 
turing Co.,  Montreal;  G.'  A.  Slater,  of  the  George  A.  Slater 
Co.,  Montreal,  and  W.  p.  Hughes,  secretary  of  the  Montreal 
branch  of  the  Canadian  Manufacturers'  Association. 

The  programme  committee  is  composed  of  the  following: 
Ralphe  Locke,  G.  A.  Slater,  W.  F.  Martin  and  R.  E.  Dildine. 


WIEZEL  BROS.  OPEN  IN  HALIFAX 

The  retail  shoe  business  owned  and  conducted  by  the 
William  Taylor  Co.,  on  Barrington  Street,  Halifax,  N.S., 
has  been  purchased  by  Messrs.  Wiezel,  of  this  city,  Union 
Street  shoe  dealers,  and  in  a  short  while  this  St.  John  firm 
will  inaugurate  their  new  branch  in  a  manner  befitting  the 
occasion. 

It  is  not  often  the  privilege  of  a  St.  John  business  house 
to  duplicate  its  store  in  the  sister  city,  and  the  establishment 
of  Wiezel  Bros,  in  Halifax  should  be  gratifying  news  to  both 
places.  St.  John's  experience  with  this  young  enterprising 
firm  has  been  highly  satisfactory,  as  the  tremendous  volume 
of  strictly  cash  business  they  have  built  up  and  held  is  ample 
evidence. 

The  Wiezel  concern  owns  its  own  buildings  in  Union 
Street  and  buys  and  sells  on  the  powerfully  advantageous 
cash  plan.  Coming  to  St.  John,  ten  years  ago,  blank 
strangers,  Messrs.  Wiezel  are  now  prominent  and  much 
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respected  leading  merchants,  having  won  their  way  with 
merit  and  fair  dealing. 

It  will  be  recalled  that  at  the  very  outset  of  the  great 
war,  this  firm  was  the  first  to  place  its  business  in  the  hands 
of  a  patriotic  society  for  a  whole  week's  profits — at  that 
time  a  startling  bit  of  war-time  help. 


A  TORONTO  BOY  AT  75 

On  the  nineteenth  of  November,  Mr.  H.  P.  Blachford, 
of  the  firm  of  H.  &  C.  Blachford,  retail  shoes  merchants,  of 
Toronto,  passed  the  seventy-fifth  anniversary  of  his  birth. 

Mr.  Blachford  is  a  Toronto  boy,  having  been  born, 
raised  and  educated  here.    He  has  been  in  the  shoe  business 


H.  P.  BLACHFORD 


all  his  life  and  is  still  strong  and  active  and  down  to  business 
every/ day. 


DEATH  OF  LIEUT.  HAROLD  A.  SCOTT 

Mr.  J.  A.  Scott,  of  Quebec,  received  the  very  sad  news 
that  his  son,  Lieut.  Harold  A.  Scott,  had  died  from  wounds 
received  in  France.  The  news  is  all  the  more  distressing 
when  it  is  known  that  he  was  wounded  on  Nov.  9th.  just 
two  days  before  the  signing  of  the  armistice.  The  many 
friends  in  the  leather  trade  of  Capt.  J.  A.  Scott  extend 
their  sympathy  to  him  and  the  family  in  their  great  loss. 
Lieut.  Scott  was  in  his  nineteenth  year. 


The  Footwear  Reform  League  of  Toronto  are  making 
great  progress  in  their  work.  They  purposs  soliciting  the 
co-operation  of  the  Academy  of  Medicine  to  further  their 
educational  campaign. 


The  Goodyear  Rubber  Company  are  holding  a  unique 
exhibition  at  the  Queen's  Hotel,  Toronto,  at  which  they  are 
showing  almost  every  conceivable  style  of  boot  and  shoe 
from  children's  fine  shoes  to  the  heaviest  work  shoes  on 
which  Neolin  soles  are  used.  The  shoes  on  exhibit  are 
from  various  manufacturers  and  shows  that  Neolin  soles 
positively  can  be  used  on  any  shoe  in  any  way  that  leather 
soles  can  be  used.  The  object  of  the  display  is  to  acquaint 
wholesalers  with  the  results  obtainable  with  Neolin  soles. 
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Army  Boot 
Repairs 

How  British  Efficiency  Has  Met  War  Shoe 
Needs — Saving  Leather  and  Men  in  the 
Great  Conflict — A  Lesson  on  Conservation 
Enterprise 

SOME  months  ago  the  Shoe  and  Leather  Journal  gave 
an  extensive  account  of  the  system  in  vogue  in  the 
British  Army  for  gathering  the  waste  of  the  battle- 
field in  equipment  and  turning  it  to  account  for  the  on- 
coming legions.  A  recent  issue  of  the  "Record"  of  London, 
England,,  gives  a  detailed  account  of  the  working  of  the 
army  shoe  repair  shops,  of  which  there  are  four  in  England, 
one  in  France,  one  in  Salonika,  one  in  Italy  and  one  in  Egypt. 
The  story  is  one  of  need  as  well  as  economy,  as  the 


King  George  is  told  how  it  is  done 


"Record"  shows,  for  by  the  system,  Britain  has  been  able 
to  conserve  her  supplies  of  army  leather  and  thus  preclude 
the  necessity  of  importing  leather  and  other  supplies  and 
release  a  great  army  of  workers  in  the  shoe  trade  for  service, 
at  the  front.  The  repair  system  reduced  the  output  of  new 
army  shoes  from  150,000  to  200,000  pairs  a  week.  With  the 
necessity  of  providing  not  only  her  own  men  and  her  allies  in 
some  cases,  but  of  supplying  even  the  American  army  with 
footwear  for  a  period,  Britannia  had  her  hands  full. 

The  output  of  the  repair  factories  during  the  most  of 
the  present  year  has  been  around  250,000  pairs  a  week, 
which  will  afford  some  idea  of  the  size  and  importance  of  the 


Queen  Mary  watching  women  operators 


industry.  The  sorting  is  mostly  done  in  the  war  region, 
where  the  shoes  are  separated  into  classes,  sizes  and  con- 
ditions of  repair.  Women  do  this  work  mostly,  the  shoes 
being  washed,  scrubbed  and  treated  to  a  coating  of  fish  oil, 


which  prepares  the  uppers  for  future  handling.  It  is  a 
tribute  to  British  manufacture  that  some  of  the  shoes  are 
repaird  three  or  four  times.  The  largest  repair  factory  in  the 
world  is  the  one  at  Calais,  where  the  output  is  30,000  pairs 
a  week,  which  would  be  doubled  by  the  additional  factories 
in  course  of  construction. 

In  the  factories  abroad,  military  labor  is  employed, 
but  at  the  four  home  factories,  civilian  labor  is  used.  Girls 
and  women  man  the  cutting  machines  and  the  bottoming 
is  done  by  teams  consisting  of  a  sergeant,  one  man  to  strip, 
two  put  stuff  on,  one  for  trimming,  shaving  and  inking, 
and  one  for  ironing  and  oiling.  The  men  receive,  in  addition 
to  their  army  pay,  a  shilling  a  day,  with  a  bonus  of  eight- 
pence  (sixteen  cents)  per  pair  on  all  repairs  exceeding  an 
output  of  six  pairs  per  man  per  day.    The  former  output 


At  the  Calais  Factory 


was  three  pairs  per  day  per  man,  but  the  volume  has  in- 
creased 150  per  cent,  under  the  bonus  system. 

The  London  factory  is  operated  by  180  h.p.  electrc 
motors,  the  total  number  of  boots  handled  up  to  September 
last  being  2,000,000  pairs.  The  cutting  department  has 
cut  about  2,000,000  lbs.  of  leather  in  the  nine  months.  The 
women  who  operate  the  cutting  machines  are  all  carefully 
trained  skilled  operators. 

A  very  useful  machine  is  the  power  stripping  machine, 
designed  by  Mr.  T.  Waters,  the  London  manager.  On  the 
shaft  of  the  machine  a  cutting  knife  or  trimmer  revolves  at 


The  King  inspects  Checking  Department 

a  high  speed.  It  cuts  the  old  sole  at  the  waist,  and  at  the 
same  time  making  an  accurate  gradual  bevel  upon  which 
to  joint  the  new  sole.  The  boot  to  be  treated  is  placed  to  a 
gauge  and  clamped  in  a  steel  cradle,  which  is  then  held  to 
the  cutting  wheel.  The  depth  of  cut  is  controlled  by  a 
smooth  steel  nose  or  gauge,  and  the  cutting,  through  leather 
and  metal,  seems  no  more  than  if  the  boot  were  a  slice  of 
cheese. 

After  stripping,  each  pair  of  boots  is  measured  for  its 
(Continued  on  page  6i) 
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SCOURING 

Perfect  Heel  Breasts 

On  all  styles  of  vertically 
breasted  heels,  regardless  of 
shape  of  shank  or  height  of 
heels,  are  assured  to  users  of  the 

Universal  Heel 
Breast  Scourer 

It  leaves  a  line  to  the  edge  of 
heel  that  cannot  be  obtained 
by  any  other  method. 
It  improves  the  quality  and 
increases  the  quantity  of  work 
at  less  cost  for  abrasives. 

Manufactured  by 

The  Louis  G.  Freeman  Co. 

Cincinnati,  Ohio,  U.S.A. 

Canadian  Representatives: 
INTERNATIONAL  SUPPLY  COMPANY 
Kitchener,  Ont.  Montrea',  Que. 


The 

VULCO-UNIT  BOX  TOE 


Patented 
Dec.  30th,  1913 


Patented 
Oct.  26th,  1915 


THE  VULCO-UNIT  PROCESS 

Adds  to  the  life  of  the  shoe 
because  of  its  ability  to 
withstand  hard  service. 

Unaffected  by  water 
or  perspiration. 

Beckwith  Box  Toe  Ltd. 

SHERBROOKE,  QUEBEC,  CANADA 


CLARKE  cV  CLARKE  Limited 

Established  1852 


Manufacturers  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years 

Clarke  &  Clarke  Limited 

General  Offices  &  Works 

Christie  Street,  Toronto 

City  Office  &  Warehouse 

63  Bay  Street,  Toronto 

BRANCH  WAREROOMS 
252  Notre  Dame  St.  W.,  Montreal 
553  St.  Valier  Street,  Quebec 
RICHARD  F  RE  RES,  Agent 
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HAMILTON  REPAIRERS  MEET 

On  Thursday  evening,  Nov.  21st,  the  Hamilton  repair 
men  held  their  regular  meeting  in  the  Sons  of  England 
Hall,  Hughson  Street.  There  was  a  "full  house,"  and  a  profit- 
able evening  was  enjoyed.  After  the  routine  business,  a 
pleasant  social  evening  was  spent.  A  round  of  progressive 
euchre  was  played,  in  which  Mr.  Jarvis,  the  pianist  of  the 
Association,  walked  away  with  first  prize  and  Mr.  0.  J. 
Angus,  of  Chas.  Tilley  and  Son,  easily  won  the  booby  prize. 
Mr._  Wilman,  the  baritone  soloist  of  the  Association,  ren- 
dered several  selections  that  delighted  everyone  present. 
Perhaps  the  feature  of  the  evening  was  the  piano  playing  of 
a  young  returned  soldier,  whose  right  arm  was  disabled  in 
one  of  the  big  battles  overseas.  He  plays  only  with  his  left 
hand,  and  many  two-hand  players  would  have  to  go  some  to 
get  the  music  he  does  from  a  piano. 

The  Association  is  in  splendid  condition  and  the  mem- 
bers profit  greatly  by  these  monthly  meetings. 


TORONTO  SHOE  REPAIRERS'  MEET 

At  the  regular  meeting  of  the  Toronto  Shoe  Repairers' 
Association,  Thursday  evening,  November  28th,  there  was 
a  goodly  number  of  members  out  and  much  discussion  on 
general  topics.  The  matter  of  entertainments  for  the  winter 
was  taken  up  and  a  committee  was  appointed  to  look  after 
this  matter. 

It  is  the  purpose  of  the  association  to  make  a  big  bid 
for  new  members.  The  hundred  and  twenty-five  members 
they  feel  should  be  increased  to  a  very  much  higher  number. 
A  smoker  will  likely  be  held  right  after  Christmas,  to  which 
all  non-members  as  well  as  members  will  be  invited.  Pros- 
pects look  good  for  a  successful  year  during  1919. 


DELIVERY  WHEN  PROMISED 

It  would  be  interesting  to  know  just  how  much  special 
stress  or  effort  repairmen  put  on  keeping  their  promise  or 
delivering  their  work  at  the  time  specified.  It  is  the  little 
things  in  life  that  count.  Just  as  a  house  is  not  one  big 
brick,  so  is  life  not  composed  of  one  big  act.  Nor  is  a  repair 
man's  business  composed  of  one  act. 

Infinitesimal  little  doings  that  go  to  make  the  complete, 
the  perfect  day  in  a  repair  man's  life,  are  truly  varied  and 
interesting.  And  one  of  these  is  keeping  your  promise  begets 
confidence  and  assurance,  shows  you  are  masters  of  your 
business  and  situation. 

It  is  extremely  annoying  to  anyone  to  be  disappointed 
in  a  promise.  There  may  be  a  chain  of  circumstances 
hanging  on  that  one  link  of  promise  which,  if  broken,  will 
spoil  the  whole  chain. 

We  once  asked  a  printer  if  he  patronized  a  certain 
engraving  house.  He  replied:  "Not'  now.  You  cannot 
depend  on  them.  They  are  rich  in  promises  but  poor  in 
fulfilment.  I  had  a  job  one  time,"  he  continued,  "in  which 
a  cut  was  needed.  It  was  promised  me  on  Monday.  My 
customer  was  leaving  town  Wednesday.  I  accepted  it  on 
the  engraver's  promise.  I  had  all  day  Tuesday  to  do  the 
work.  I  received  the  cut  on  Wednesday.  Imagine  the 
mix-up.  I  could  not  drop  back  on  the  engraver.  Result, 
I  had  to  ship  stuff  at  great  inconvenience  to  the  man  and 
have  not  done  any  work  for  him  since." 

Now  there  is  absolutely  no  excuse  for  not  knowing, 
by  a  close  margin  of  time,  when  you  can  have  the  repairs 
done  for  a  customer.  If  you  cannot  do  the  work  by  the 
time  they  want  it,  say  so  frankly.  They  will  admire  you 
for  it.  You  should  know  approximately  how  much  work 
you  have  on  hand  and  just  when  you  can  do  each  job. 
Allow  yourself  a  little  margin.  Do  not  get  into  the  "We 
will  do  the  best  we  can,"  habit.  Be  definite.  Watch  the 
pleased  face  of  a  customer  when  receiving  work  on  time,  and 
then  note  the  expression  of  one  who  has  been  disappointed. 


It  is  well  to  have  receptacles  for  work  that  comes  in, 
into  which  the  work  can  be  placed  in  order  of  time  to  be 
delivered.  For  example,  a  customer  may  leave  work  to 
be  called  for  in  a  day  or  two  days,  and  another.. customer 
may  come  in  after  with  work  he  wants  in  three  hours.  Now, 
such  work  should  be  attended  to  in  the  order  of  time  wanted 
and  not  in  order  of  its  receipt. 

Finally,  keep  your  promises,  but  seeing  to  it  that  you 
do  not  make  any  you  cannot  live  up  to.  It  will  pay 
you. 


THE  HIDE  OUTLOOK 

There  is  a  sort  of  waiting  attitude  on  the  part  of 
many  tanners  and  others  regarding  the  hide  situation. 
That  there  is  likely  to  be  any  decline  in  prices  on 
foreign  hides  seems  very  remote  indeed;  in  fact  there  are 
many  indications  that  prices  will  actually  be  higher,  and  that 
for  some  time  to  come.  One  firm  informs  us  that  since  the 
signing  of  the  armistice  they  have  had  New  Zealand  quota- 
tions actually  a  half  cent  higher  than  before  and  the  same 
firm  has  been  wired  to  buy  all  the  good  hides  obtainable  at 
present  prices.  If  any  one  will  take  trouble  to  view  the 
leather  situation  carefully  they  will  at  once  be  convinced  that 
the  price  of  hides  is  bound  to  stay  up.  In  Europe  there  is 
practically  no  leather.  In  every  section  where  the  ruthless 
Hun  has  been  there  are  neither  cattle  nor  horses  to  be  had. 
They  have  literally  stripped  the  country.  It  is  now  being 
shown  that  in  Austria  the  better  and  wealthy  classes  were 
actually  remaining  indoors  for  lack  of  clothing  and  shoes. 
Germany  needs  one  million  raw  hides  to  fill  her  vats. 
Whether  she  will  get  them  or  not  is  another  question,  but 
it  shows  the  needs  of  Europe.  Hides  to  supply  that  overseas 
demand  must  come  from  the  western  hemisphere.  Then 
how  can  prices  come  down?  There  seems  every  reason  for 
them  to  go  up. 

ARMY  BOOT  REPAIRS 

{Continued  from  page  so) 

soles,  and  the  soles,  in  pairs,  ready  bevelled,  are  placed  in 
the  appropriate  boots,  and  the  boot's  are  passed  on  to  the 
attachers,  the  tacking  on  being  done  by  hand.  A  skilled 
man  inspects  the  boots  after  the  soles  are  on.  Next  the  heels 
are  rebuilt,  a  gauge  or  template  being  used  to  ensure  the 
correct  height  of  the  heels.  The  holes  left  by  old  nails  are 
filled  with  wood  pegs,  and  the  surface  rasped  down  before 
the  new  lifts  are  nailed  on.  Another  team  takes  the  boots 
in  hand  for  putting  on  the  tips  and  tip  fillings.  Next,  the 
boots  come  to  the  loose  nailing  machines.  "Factory  methods, 
it  must  be  noted,  are  adopted  wherever  possible.  The 
loose  nailers  are  worked  by  women.  On  one  set  of  machines 
the  waists  are  riveted.  On  another  set  the  foreparts  are 
riveted.  Then  follows  the  metalling  of  the  foreparts.  Then 
comes  the  most  crucial  of  all  tests.  Into  every  boot  is 
thrust  a  blocking  last.  But  very  few  boots  with  faults  get 
thus  far,  and  the  quantity  having  to  be  thrown  out  at  this 
stage  is  less  than  half  of  one  per  cent.  The  lasts  play  an  im- 
portant part  in  blocking  and  re-shaping  the  boots  as  they 
go  through  the  finishing  department.  A  series  of  combined 
preparing  and  finishing  machines,  specially  arranged  to  suit 
requirements,  is  in  use,  scouring,  edge-setting,  and  polishing 
all  following  in  factory  rotation.  Quite  a  good  job  is  made  of 
the  process,  and  the  boots  assume  a  gratifying  aspect  of 
workmanship  and  utility  to  reward  the  women  for  the  pains 
and  skill  they  have  expended  upon  them.  The  boots  are, 
of  course,  stamped  for  size  and  fitting.  A  final  dressing 
of  oil  is  given,  laces  are  supplied,  and  the  boots  are  then 
packed. 
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Edwards  &  Edwards 

TANNERS  OF 

SHEEPSKINS 

FOR 

SHOES  GLOVES 
SADDLERY 
UPHOLSTERING 
BAGS  AND  SUIT  CASES 
BOOKBINDING 
FANCY  AND 
NOVELTY  GOODS 
SKIVERS 
EMBOSSED  LEATHERS 
ETC.,  ETC. 

Edwards  &  Edwards 


Head  Office 
27  Front  Street  East 
Toronto 


Tanneries 
Woodbridge  Ont. 


Quebec  and  Maritime  Provinces 

Represented  by 

John  McEntyre,  Limited  -  Montreal,  Que. 


Shoe  and  Glove  Leathers 

GLOVE  HORSE 

W 

SIDE,  NECK  & 

li 

HORSE  SPLITS 

Creemore 

1! 

Creemore 

Boulevard 

1 1 

1 1 

II 

Boulevard 

Smoked 

II 

Black 

Alaska 

1  1 

Alaska 

Pearl  Grey 

M 

Smoked 

PFISTER 

& 

V  O  G  E  L 

85=87  South  St. 

Boston,  Mass. 
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HmongThe  Shoe  Men 

nw8i31    » 


Mr.  Philip  Pocock,  of  London,  was  in  Toronto  recently 
on  business. 

Mr.  J.  C.  Moreau,  of  the  Yale  Shoe  Store,  Edmonton, 
is  back  at  business  after  an  operation  for  appendicitis. 

Mr.  Davies,  of  the  Blachford,  Davies  &  Co.,  Toronto, 
entertained  the  travellers  and  heads  of  departments  to  the 
number  of  fourteen  to  a  dinner  at  the  National  Club  recently. 

Mr.  John  Dunbar,  of  Scott-Chamberlain,  London,  is 
registered  at  the  Queen's  Hotel,  Toronto. 

Mr.  W.  C.  Myers  is  at  the  Queen's  Hotel, Toroonto. 
with  La  Parisienne  samples. 

Mr.  F.  0.  Robinson  is  a  new  man  with  Blachford, 
Davies  &  Co.,  and  will  look  after  Hamilton,  the  Niagara 
Peninsula  and  Western  Ontario. 

Gutta  Percha  and  Rubber,  Limited,  are  building  an 
addition  to  their  factory  in  Toronto  at  a  cost  of  $2,500. 

Mr.  W.  Skilling,  who  has  a  repair  shop  at  633  College 
St.,  Toronto,  has  been  appointed  instructor  for  returned 
soldiers  in  Toronto.  Mr.  Skilling  is  certainly  well  quali- 
fied for  the  position. 

Mr.  R.  B.  Gravlin,  of  the  White  Shoe  Co.,  Toronto, 
has  returned  from  a  very  successful  business  trip  to  Montreal 
and  Quebec. 

Mr.  Charlie  Wren,  who  has  been  compelled  to  close  his 
repair  shop  in  Toronto  for  five  weeks,  on  account  of  the 
"flu,"  is  able  to  be  back  at  work  again. 

There  is  a  change  reported  in  the  business  of  Medric 
Gagnon,  of  Richmond,  Quebec. 

Mr.  W.  S.  Edwards,  of  Edwards  and  Edwards,  Tanners, 
Toronto,  has  been  to  New  York,  looking  into  the  sheep-skin 
market. 

Mr.  J.  E.  Warrington,  of  the  John  Ritchie  Co.,  Quebec 
City,    was    a   recent    visitor    to  Montreal. 

Mr.  J.  A.  Connor,  of  the  Toronto  branch  of  the  Cana- 
dian Consolidated  Rubber  Co.,  was  in  Montreal  last  week 
on  business. 

Mr.  C.  E.  Sterling,  of  Sterling  Bros.,  Limited,  London, 
Ont.,  visited  Quebec  and  Montreal  recently. 

Mr.  J.  A.  Warrington,  of  the  John  Ritchie  Co.,  Quebec, 
was  a  business  visitor  in  Montreal  recently. 

Mr.  F.  Burrill  has  opened  the  Regina  samples  at  the 
Queen's  Hotel,  Toronto. 

The  Tetrault  Shoe  Manufacturing  Co.,  Limited,  Mon- 
treal, are  busy  installing  the  necessary  machinery  in  their 
new  factory,  Aird  Avenue,  so  as  to  enable  them  to  increase 
their  output  to  2,000  pairs  per  day  in  their  Factory  No.  2. 

Mr.  J.  D.  Palmer,  of  the  Hartt  Boot  and  Shoe  Co., 
Fredericton,  N.B.,  was  in  Montreal  recently  on  business. 

Mr.  E.  J.  P.  Smith,  with  Rena  Footwear  Co.,  is  showing 
samples  at  the  Queen's  Hotel,  Toronto. 

Mr.  Louis  Scheuer  and  Mr.  Normandin,  of  Scheuer, 
Normandin  &  Co.,  Montreal,  have  just  returned  from  a 
business  trip  to  Boston. 

Mr.  A.  Brandon,  of  the  Brandon  Sho  Co.,  Brantford, 
Ont.,  has  returned  from  a  business  trip  to  Montreal,  in 
connection  with  the  Manufacturers'  Association. 

W.  T.  Tanner,  representing  Blachford,  Davies  &  Co. 
in  the  Maritime  Provinces,  has  been  paying  Toronto  a  visit 
lately.  He  is  wearing  a.  broad  smile,  for  a  cable  just  received 
informs  him  his  son  has  just  been  decorated  with  the  Mili- 
tary Cross. 

Mr.  W.  E.  Lawrence  has  joined  the  selling  staff  of  the 


Blachford,  Davies  &  Co.,  Toronto.  He  is  a  son  of  Mr.  Geo.  E. 
Lawrence,  of  Creemore,  Ont.  He  will  cover  the  territory  of 
Winnipeg  and  the  West. 

Some  changes  are  reported  in  the  business  of  S.  Myers, 
of  Rigaud,  Que. 

Mr.  R.  Blinkhorn,  of  Commercial  Drive,  Vancouver, 
has  installed  a  power  finisher,  supplied  by  the  B.  C.  Leather 
and  Findings  Co.,  Limited. 

Mr.  Harry  Clarke,  one  of  Hamilton's  handsome, 
shoe  retailers,  has  just  returned  to  business  after  an 
attack  of  the  "flu." 

It  is  reported  there  is  a  change  in  the  business  of  Alex- 
andre Dubois,  of  Coaticook,  Quebec. 

A.  J.  Nadeau,  of  Quebec,  is  reported  to  be  retiring  from 
business.  The  stock  and  fixtures  to  be  sold  by  Lefaivre 
and  Gagnon. 

The  Cudmore  Shoe  Co.  has  opened  a  new  shoe*  store 
at  No.  13  Queen  St.  East,  Toronto.  What  about  the  un- 
lucky No.  13? 

Mr.  B.  F.  Ackerman,  of  Peterboro,  was  on  a  leather 
buying  trip  to  Toronto  recently. 

Foster's  Shoe  Store,  in  Medicine  Hat,  was  gutted  by 
fire  recently.    Loss  is  reported  to  be  about  $15,000. 

Mr.  Harry '  Thompson,  of  the  Thompson  Shoe  Co., 
Montreal,  was  a  recent  visitor  to  Quebec  City. 

Mr.  Alex  McLaren,  of  McLaren  &  Dallas,  Toronto, 
recently  visited  Quebec  City  on  business. 

The  Rev.  Edward  John  Stobo,  for  many  years  secretary 
of  the  Quebec  Bible  Society,  died  on  Nov.  24th,  in  his 
eighty-first  year.  Mr.  John  M.  Stobo,  the  well  known 
Quebec  shoe  manufacturer,  is  a  son. 

Mr.  A.  Lambert,  of  A.  Lambert  (Inc.),  Montreal,  was 
in  Quebec  a  few  days  ago  on  business. 

Mr.  J.  A.  Stephenson,  of  Arthur,  was  a  business  visitor 
in  Toronto  one  day  last  week. 

Mr.  Harry  E.  Thompson,  of  Montreal,  has  been  ap- 
pointed selling  agent  for  the  Milton  Shoe  Co.,  Limited,  of 
Milton,  Ont.,  and  will  handle  their  entire  output.  Their 
complete  range  can  be  seen  at  his  spacious  sample  room, 
10  Victoria  St.,  Montreal. 

Mr.  S.  H.  Bond,  of  the  Robt.  Simpson  Co.,  recently 
visited  Montreal  and  Quebec  City  on  a  shoe  buying  trip. 

Mr.  W.  A.  Lane,  of  J.  A.  Scott  Co.,  Montreal,  has  just 
returned  from  a  flying  visit  to  Kitchener  and  Toronto. 

Mr.  Geo.  Gibson,  of  Bracebridge,  paid  a  visit  to  Toronto 
recently,  doing  a  little  buying. 

The  ever  genial  Mr.  F.  X.  Leblanc,  of  Aird  &  Son, 


WANTED— Experienced  Retail  Shoe  Sales  man.  Must  be 
able  to  furnish  references.  Good  position  to  competent 
man.  Apply  to  The  J.  P.  Cook  Company  Limited, 
London,  Ont., 


AGENT  WANTED 

The  Rawtenstall  Shoe  and  Slipper  Co.,  Limited,  Bacup,  near 
Manchester,  England,  require  a  reliable  and  experienced 
agent  to  represent  them  in  the  Canadian  market,  with  Camel 
Hair  Slippers  of  all  kinds  and  fabric  shoes  in  all  varieties. 
Applications  direct,  giving  qualification ;  and  full  particulars 
with  references. 
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C.N.Saba  &  Company 


Wish  to  announce  to  the  Retail  Shoe  Men  of 
Canada  that  in  addition  to  our  high-grade 
line  of  Canadian  Indian  Hand-made 

MOCCASINS 

We  have  now  added  to  our  samples  a  complete 
range  of  HIGH-GRADE,  MEDIUM  and  STAPLE 

BOOTS  AND  SHOES 

for  Men,  Women  and  Children. 

Don't  fail  to  see  these  new  samples  before 
placing  your  order  for  Spring. 

THEY  ARE  ALL  MONEY  MAKERS 

Should  our  traveller  fail  to  reach  you,  drop 
a  card  to 


C.N.Saba  &  Company 

Manufacturers  and  Importers 

84-86  Wellington  St.  W.,  Toronto,  Ont. 


"Perfect"  Counters 

are  all  that  their  name  implies.  The  most  care- 
ful manufacture  and  the  use  of  finest  grade 
selected  fibre  ensures  a  product  giving 

Perfect  Satisfaction 

Their  ability,  fit,  appearance  and  price  give  them 
the  preference  over  all  others.  They  are  guar- 
anteed to  outlast  the  shoe. 


We  are  specialists  in  the  production 
of  Felt  Box  Toes. 


Perfection  Counter  Limited 

699  Letourneux  Ave.,     Cor.  Ernest  St. 

Maisonneuve,  Montreal 


TORONTO  HEEL  CO. 

MANUFACTURERS  OF 

All  styles  of   Heels   in  Leather 
and  Composition 

WE  ARE  ALSO  MAKERS 
OF  THE  HAVERHILL 

Write  for  Samples  and  Prices.     These  will 
interest  you 

THE 

TORONTO  HEEL  COMPANY 
13  JARVIS  ST.  TORONTO 


FELT 


Some  of 
Our  Lines 

"Waxol" 
Shoe  Felts 

Polishing  Wax 
Sewing  Wax 
Fish  Glue 
Dry  Paste 
Blackings 
Dressings 
Box  Gums 

Patent  Leather 
Repairer 
"Carbicon" 

Felt  Box  Toes 

and  a  complete  line 
of  Shoe  Findings 


No  Shortage  With  Us 

We  have  an  abundant  supply 
of  felt  on  hand  from  which 
we  make 

PARKER'S 

Guaranteed  Felt  Box 
Toes 

the  Box  Toe  that  is  not  af- 
fected by  heat  or  perspiration 
of  the  feet. 


TRY  THEM  AND  PUT  AN  END 
TO  YOUR  BOX  TOE  TROUBLES 


Parker,  Irwin  Limited 

Leading  Shoe  Manufacturers'  Supply  House  in  Canada 

MONTREAL 
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Montreal,  accompanied  by  Mr.  Wilfrid  Gagnon,  has  lately 
been  calling  on  old  friends  in  the  trade  in  Ontario. 

Mr.  W.  A.  Smith,  of  King  St.  W.,  Hamilton,  spent  a 
couple  of  days  in  Toronto  last  week  picking  up  some  lines 
for  his  "Boot  Shop."  Billy  says  business  is  big  and  boom- 
ing.   Bill's  a  booster  anyway.  • 

Mr.  F.  A.  Todd,  manager  of  the  Columbus  Rubber  Co., 
Limited,  Montreal,  recently  visited  the  Maritime  Provinces 
on  business. 

Mrs.  John  Holden  has  started  a  shoe  business  at  No. 
1836  Yonge  St.,  Toronto.  Mrs.  Holden's  husband  is  over- 
seas and  she  is  well  pleased  with  the  success  uie  has  had 
with  the  store. 

Mr.  Oliver  Tetrault  has  returned  from  a  hunting  trip 
to  the  Laurentian  Mountains,  where  he  succeeded  in  shoot- 
ing two  magnificent  deer,  and  also  a  peculiar  kind  of  bird, 
and  upon  showing  it  to  his  friend,  Bob  Fraser,  who  exclaimed 
that  he  "kenned  what  kind  of  a  burred  it  was,"  declared  it 
to  be  an  almost  extinct  species  of  the  German  Eagle.  Num- 
erous men  in  the  trade  speak  highly  of  the  venison  they  got 
from  Oliver. 

Sergt.  W.  H.  Brown,  son  of  Mr.  Edson  Brown,  shoe- 
maker, of  12th  Ave.  E.,  Vancouver,  is  reported  killed  in 
action  on  Nov.  1st.  Mr.  Brown  gave  up  his  business  in 
Vancouver  to  enlist,  and  was  wounded  at  Passchendale  and 
afterwards  was  awarded  the  Military  Medal. 

Pte.  E.  S.  Cassely.  a  former  employee  of  Humphrey's 
shoe  factory,  St.  John,  N.B.,  was  recently  reported  wounded 
and  admitted  to  the  26th  General  Hospital  in  Etaples, 
suffering  from  gas  and  shell  shock.  He  was  twenty-one 
years  of  age  and  well  known  in  St.  John. 

Mr.  J.  M.  Stobo,  of  Quebec  City,  has  a  staff  of  men 
busy  repairing  his  factory  which  was  recently  destroyed  by 
fire.  He  hopes  to  have  everything  in  full  running  order  early 
after  the  first  of  the  year. 

Emile  J.  Poirier,  manager  of  the  boot  and  shoe  depart- 
ment of  Z.  Leger,  of  Rexton,  N.  B.,  passed  away  recently 
after  a  brief  illness  of  influenza  and  pneumonia.  He  was 
twenty-seven  years  of  age  and  was  very  popular  among  a 
Host  of  friends  and  patrons. 

Mr.  P.  Stebbing,  who  for  over  eight  years  has  had  a 
repairing  stand  on  Granville  St..  in  the  Fairview  district,  ■ 
Vancouver,  B.C.,  has  sold  out  to  Mr.  R.  McKeown,  who  for 
many  years  was  connected  with  the  trade  in  the  city  and  was 
one  of  the  first  to  volunteer  for  active  service  upon  the  out- 
break of  war. 

W.  M.  Angus,  manager  of  Ames-Holden-McCready, 
Limited,  left  recently  for  Montreal,  called  there  by  the  death 
of  his  brother,  Robert  H.  Angus.  St.  John  friends  will 
deeply  sympathize  with  Mr.  Angus  in  his  loss. 

Mr.  Lucien  Borne's  tannery,  situated  at  Limoilou,  Que., 
was  recently  damaged  by  the  flood  caused  through  the  tidal 
wave.  Mr.  Borne  has  workmen  busy  repairing  it,  and  hopes 
in  a  few  days  to  have  everything  in  full  running  order  again. 


Gagnon,  Lachapelle  &  Hebert  and  employees,  of  Mon- 
treal, have  subscribed  over  $5,000.00  to  the  Victory  Loan'. 

Mr.  C.  M.  Hall  has  joined  the  selling  staff  of  Bennett, 
Limited,  and  will  represent  this  firm  through  Quebec 
province. 

Mr.  H.  M.  Lincoln,  of  the  International  Supply  Co., 
Kitchener,  Ont.,  accompanied  by  Mr.  Harry  Taylor,  their 
Eastern  representative,  recently  visited  Boston  on  business. 


BLACHFORD,  DAVIES  &  CO.,  LIMITED,  WIN  TROPHY 

Peculiar  interest  is  attached  to  the  winning  of  this  honor 
trophy  by  the  above  company,  for  the  securing  of  subscribers 
to  the  Victory  Loan  among  the  staff  of  the  company  was  one 
of  the  last  services  performed  by  Mr.  H.  R.  Emery  before 


he  was  taken  ill  with  the  influenza  that  a  few  days  later 
proved  fatal  to  him.  He  was  very  enthusiastic  in  this  work 
and  the  winning  was  made  possible  largely  by  his  untiring 
energies  in  that  direction. 


KANGA ROO 

We  are  Headquarters  for  all  Flnlahaa, 
Gradaa  and  Kinds 


Sheepskins  Skivers 


Ryco"  Matt  Kid 


RICHARD  YOUNG  CO. 

36  and  38  Spruce  Street   -   NEW  YORK,  U.  S.  A. 

Branch:  54  South  Street,  BOSTON,  MASS. 


W.H.StaynesS  Smith, 

Leicester.  Eng. 


CASH  ADVANCED 

ON  CONSIGNMENTS 


Cable  "HIDES"  Leicester. 


HIDE  and  LEATHER 
FACTORS 

and  at  Kettering,  Northampton 
Bristol,  and  Norwich. 
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Glazed 
or 
Mat 


Black 

or 
Colors 


White  and  Fancy  Colors 

Excellent  Wearing  Quality, 
Superior  Finish  and,  Con- 
sidering High  Grade, 
Moderate  Prices 

CANADIAN  AGENTS 
for  American  Tanners  of  Calf,  Splits,  Indias,  Heavy 
Leathers,  Skivers,  Cabrettas,  as  well  as 
for  Cotton  and  Cloths. 

WRITE  OR   WIRE  FOR  SAMPLES 

NEW  CASTLE  LEATHER  CO. 
NEW  YORK 

Canadian  Branch— 335  Craig  St.  W.,  Montreal 
Factory — Wilmington,  Del.,  U.S.A. 


FIBRE  COUNTERS 

with  an  excellent 

REPUTATION 

backed  by  a  ri?id 

GUARANTEE 


Our  Counters  outwear  the  shoe.  That  is  th'ir  guarantee 
and  that  is  their  record.  When  you  use  them  you  know 
your  shoes  '  re  fitted  with  the  most  durable  counter  the 
market  affords. 

Representatives: — 

For  Ontario,  E.  R.  Lewis,  45  Front  St.  East,  Toronto. 
For  Quebec  City,  Richard  Frere,  St.  Valier  St.,  Que. 

DUCLOS  &  PAYAN 

ESTABLISHED  1873 
Tannery  and  Factory  Sales  Office  and  Warehouse 

ST.  HYACINTHE  MONTREAL 


LUC  ROUTIER 

Manufacturer  of 

Men's,  Boys',  Youths', 
Little  Gents'  Shoes  in 

McKa)fs  and  S.S. 

Enquiries  Solicited  QUEBEC,  P.Q. 


GOODYEAR  WELTS 


TURNS 


TOURIGNY  &  MAROIS 


(Reg.) 

Makers  of  Shoes  for 


MEN 
WOMEN 


BOYS 
MISSES 

To  Jobbers  Only 


YOUTHS 
CHILDREN 


Capacity  5000  pairs  a  day,  enabling  us  to 
make  10  Days  Delivery  on  Rush  Orders 


McKAYS,  Standard  Screw. 


QUEBEC,  P.Q. 


JOSEPH   S.  FRY 

SHOE  AND  UPPER  MANUFACTURER 

168  Seaton  St.,  Toronto 

Men's  Strong  Working  Shoes,  Blu.  Double  Soles 

Goodyear  Stitched        _____  $4.50 

Boys',    Goodyear  Stitched  -----  3.75 

Youths'       "  3.00 

Lads'     -      -      -      --      --      --  2.50 

Box  Calf,  50c.  Extra 

Men's  Strong  Uppers   ------  2.50 

Boys'         "          »______  2.25 

Youths'     "  2.00 

Lads'        "  1.75 

We  Make  All  Kinds  Terms  Net  Cash 


Pan  American 

Grey  KID  Seal 

Brown  ^  Black 
Perkins  &  McNeely 

Philadelphia 


Ed.  R.  Lewis,  Toronto 
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GLAZED  KID 

SHEEPSKIN 

CABRETTAS 

Quebec  Office:  491  ST.  VALIER  ST. 


SURFACE  KID 

Is  a  substitute  which  has  decided  advantages  over 
real  kid.  It  is  cheaper — has  a  well-finished 
appearance  when  made  up— is  smooth,  soft  and 
flexible,  ye1-  wears  extremely  well.  Made  in  black 
and  colors 

BUTTS— Waterproof,  Gun  Metal,  Dull  or  Glazed  and  in  Colors. 
LrUCIEIN    BOF^INE  Montreal  Office:  225  LEMOINE  ST 


Paul  Roy,  representing  J.  Einstein  &  Co.,  Inc.,  Montreal, 
has  subscribed  $20,000.00  in  Victory  Bonds. 

Frank  W.  McKeen  has  accepted  a  position  with  Messrs 
Gale  Bros-,  of  this  city,  as  assistant  superintendent,  and 
began  his  duties  November  25th 

Negotiations  have  been  opened  in  Regina  by  a  large 
rubber  goods  manufacturing  concern  for  taking  over  the 
Downing  Shoe  Company's  warehouse  in  that  city.  The 
warehouse  is  now  under  lease  from- the  city  to  the  Saskatche- 
wan Motor  Company.  The  Downing  warehouse  was  built 
by  the  city  of  Regina  several  years  ago  for  the  W.  G.  Down- 
ing Shoe  Company,  of  Brandon.  The  cost  of  construction 
was  $49,987. 

The  boot  and  shoe  trade  in  Quebec  is  in  a  very- flourish- 
ing condition  just  at  present.  All  the  factories  and  tanneries 
have  orders  in  hand  that  will  keep  them  busy  until  March  or 
April  of  next  year,  while  some  of  them  will  have  to  work 
overtime  during  the  winter  months. 

The  following  were  registered  in  Quebec  last  week: 
A.  A.  Deverell,  of  Novelties  Limited,  Toronto;  H.  Prazoff, 
jobber  in  leather  and  findings,  Montreal;  F.  X.  Mineau,  of 
F.  F.  Dalley  Co.  of  Canada,  Limited,  Montreal;  J.  H. 
Crochier,  of  L.  H.  Packard  &  Co.,  Limited,  Montreal;  H. 
Hurtibise,  of  Panther  Rubber  Manufacturing,  Sherbrooke; 
Harry  L.  Taylor,  of  International  Supply  Co.,  Montreal; 
James  C.  Stevenson,  of  Robt.  Ralston  &  Co.,  Hamilton; 
Edouard  Roy,  manufacturers'  agent,  Montreal. 

The  War  Trade  Board  announces,  in  a  new  ruling 
(W.T.B.R.  335),  that  War  Trade  Board  Ruling  248,  issued 
October  3rd,  1918,  under  which  the  total  importations  of 
rubber  to  be  licensed  during  October,  November  and  Decem- 
ber, 1918,  were  limited  to  25,000  tons,  has  been  amended  to 
permit  the  licensing  of  7,500  tons  additional  prior  to  January 


1st,  1919.  The  amount  so  licensed  will' be  allocated  by  the 
War  Trade  Board. 

The  well  known  tendency  of  cement  to  destroy  shoes 
was  overcome  on  some  work  in  South  America,  by  the  use  of 
shoes  with  heavy  wooden  soles.  Concrete  was  being  mixed 
by  hand,  and  the  laborers  could  not  be  kept  on  the  job 
because  the  cloth  slippers  with  rope  soles  usually  worn  by 
them  soon  became  saturated  with  cement-impregnated 
water.  The  difficulty  was  overcome  by  furnishing  them  with 
wooden-soled  shoes  with  leather  tops. 

The  Fifth  Avenue  Shoe  Store,  Yonge  Street,  Toronto, 
has  been  purchased  by  Mr.  N.  Abraham.  Mr.  Abraham 
has  been  in  business  with  his  brother  in  Haileybury  in  a 
general  store.  Mr.  Saba,  who  owned  the  Fifth  Avenue 
Store  will  retain  his  other  store  at  252  Yonge  Street. 


EDWIN  N.  BURT  CO.  CHANGES  NAME 

The  well  known  shoe  firm  of  Edwin  N.  Burt,  of  Brook- 
lyn, N.Y.,  which  was  established  in  1860,  has  just  changed 
its  name  to  Morse  &  Burt  Co.  (Inc.)  Circulars  advising 
their  customers  of  the  change  have  been  sent  out.  Mr. 
Henry  N.  Morse  is  sales  manager. 


MEETING  OF  MONTREAL  SHOE  RETAILERS 

The  Shoe  Retailers'  Section  of  the  Retail  Merchants' 
Association  of  Montreal  purpose  in  the  near  future  to  hold 
a  mass  meeting  of  all  the  shoe  retailers  of  the  city  and  discuss 
problems  which  affect  them,  such  as  early  closing,  and  other 
matters.  Mr.  Louis  Adelstein,  the  energetic  secretary  of  the 
Shoe  Section  of  the  Association,  has  been  working  on  this 
for  some  time,  and  hopes  to  have  everything  complete,  so  as 
to  call  the  meeting  around  the  middle  of  December. 
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"ALL   ABOARD!"   Direct  Through  Connections  from     "HOOF  TO  BEAMHOUSE." 

Only  stops  to  improve  quality  and  selection.   Depots  at  all  principal  Hide  Centres,  including 
CHINA,  INDIA,  JAVA,  BRAZIL,  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  &  CO. 

International  Hide  Merchants 


PARIS 


HAVANA 


BASLE 


NEW  YORK 


CHICAGO 


"We  deliver  what  you  buy" 
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Shates  Sharpened 


Properly 


You  can  hang  up  your  sign  with  confidence  this  winter 
if  you  are  equipped  with 


WRITE  US  NOW 


(j»JA^C   Skate  Sharpening  Machine  Model  A. 


WRITE  US  NOW 


Skate  Sharpening  Machine  Model  B. 


Can  be  attached  to  any  of  our  regular  Model  N  Outfits  or  can  be 
operated  separately. 

Additional  revenue  from  your  Repair  Department  without  in- 
creased cost. 

Does  not  conflict  with  your  regular  repair  business. 

Skate  sharpening  comes  from  your  regular  customers  just  when 
the  leather  business  is  dull. 


United  Shoe  Machinery  Co.  of  Canada  Limited 

MONTREAL 


90  Adelaide  Street  West 
TORONTO 


179  King  Street  West 
KITCHENER 


28  Demers  Street 
QUEBEC 


A  T  this  Christmas  Season,  when  the  Dove  of  Peace 
has  again  returned  to  a  war-torn  world,  we  wish  to 
thank  our  patrons  most  heartily  for  their  support  and 
consideration  during  the  trying  conditions  through  which 
we  have  just  passed,  and  our  sincere  wish  is  that  your 
business  may  have  a  goodly  share  in  the  increased 
prosperity  for  1919. 

Clark  Bros.  Limited 

St.  Stephen,  N.B. 

Representatives 

James  F.  Clark         -  Western  Canada 

R.  L.  Savage         -  Ontario  and  Quebec 

C.  Hazen  McGee        -  Maritime  Provinces 
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Forty-Five 
Christmas  Seasons 


mark  the  time  that  we  have 
been  serving  the  Shoe  Trade  of 
Canada.  In  all  that  period  we 
have  never  more  gladly  seized 
the  opportunity  of  extending 
to  you  the  Season's  Greetings 
than  we  do  at  this  particular 
Christmas-time.  And,  as  in 
every  other  year,  your  favors 
of  Nineteen-Eighteen  call  forth 
from  us  an  expression  of  deep 
appreciation. 

Let  us  assure  you  that  the 
quality  of  our 

FIBRE  COUNTERS 

will  be  maintained  at  such  a 
standard  that  you  can  safely 
continue  to  entrust  to  us  the 
supplying  of  all  your  counter 
requirements. 

DUCLOS  &  PAYAN 


ESTABLISHED  1873 


Tannery  and  Factory 

ST.  HYACINTHE 


Sales  Office  and  Warehouse 

MONTREAL 


Representatives : — 

For  Ontario,  E.  R.  Lewis,  45  Front  St.  East,  Toronto 
For  Quebec  City,  Richard  Frere,  St.  Valier  St.,  Que. 
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Cfje  ika&mte  (greeting* 
to  Ont  anb  &ll 

We  deeply  appreciate  the  reception 
accorded  our  shoes  during  1918.  We 
cordially  thank  our  many  friends,  and 
wish  them  the  compliments  of  the 
season,  and  a  New  Year  of  unbounded 
prosperity. 


Weston  Shoe  Co.,  Limited 

Campbellford  -:-  Ontario 

Special  Agents: 

F.  J.  Weston  &  Sons,  Toronto  D.  E.  Finch,  Winnipeg 

Geo.  Weston  Shoe  Co.,  Toronto 
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mi  mi 


Looking  back  upon  the  manner  in  which  Canada  emerged 
from,  the  crucial  "character  test"  of  nations,  looking  for- 
ward to  the  widened  horizon  of  possibilities  for  Canadian 
achievement — it  is  with  a  fullness  of  heart  that  we  extend 
Yule-Tide  greetings  to  the  trade,  far  and  near,  with  best 
wishes  for  the  IV  ew  Year. 


The  Breithaupt  Leather  Co.  Limited 

Tanners  of  Hemlock,  Union  and  Oak  Sole  Leathers. 
Manufacturers  of  Tap  Soles  and  Jumbo  Blocks  for  the  Repair  Trade. 

Head  Office,  Kitchener,  Ontario 

Tanneries  at  Kitchener,  Penetang,  Hastings  and  Woodstock,  Ont. 
Representatives:  Montreal,  R.  M.  Fraser  and  John  McEntyre;  Quebec,  Lucien  Borne 

Established  1857 
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anb  tjappter  tfjan  anp  pou  fjabe  pet 
fenoton,  a£,  after  £o  long  a  pertob  of 
stfrife,  |tt  crotong  tlje  pear  toitf)  a 
glorious  peace* 

3nb  toe  go  fortoarb  tnto  mneteen= 
nineteen  tottf)  a  betermtnatton  to 
gibe  of  our  berp  be£t  tn  tfje  manu= 
facture  of  &trb  §s>t\Qt#f  as;  toell  a* 
tn  all  our  bealtngg  tottf)  tfje  is>f)oe 
Jobbing  Crabe. 

Strb  Sc  l£>on 

(meg.) 

Jflontreal 
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We  gladly  take  the  oppor- 
tunity of  expressing  to  the 
Trade  our  gratitude  for  the 
liberal  patronage  accorded  us 
during  the  past  year. 

As  this  festive  Season  marks 
the  return  of  Peace,  may  the 
Spirit  of  Christmas  meanmore 
to  you  in  Happiness  and  Good- 
will than  ever  before,  and  may 
the  new  year  yield  you  abun- 
dant prosperity. 


/.    &  T.  BELL  Limited 

MONTREAL 

SHOEMAKERS  FOR  OVER  A  CENTURY  TO 
PARTICULAR  MEN  AND  WOMEN 
OF  CANADA 

ALSO 

Manufacturers  for  Canada  of  Dr.  A.  Reed  Cushion  Sole  Shoes 
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Wqt  Season  0  (&vnt\n$B 


To  every  shoe  dealer  in  Canada 
we  extend  our  heartiest  expres- 
sions of  Goodwill  at  this 
Christmas-time,  and  wish  for 
each  one  a  New  Year  of  richest 
pleasures  and  happiness.   :    -  : 


DUPONT  &  FRERE 

Makers  of  Fine  Shoes 
301  Aird  Avenue       :  Montreal 
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To  our  many  friends  we  tender 
our  thanks  and  greetings.  May 
the  store-house  of  Christmas  joys 
be  opened  wide,  and  its  contents 
showered  upon  you. 


Hartt  Boot  &  Shoe  Co.,  Limited 
FREDERICTGN,  N.B. 
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And  our  sincere  wish  is  that 
during  the  New  Year  you  may 
have  a  bountiful  share  in  the 
increased  prosperity  that  is 
approaching. 


Hartt  Boot  &  Shoe  Co.,  Limited 
FREDERICTON,  N.B. 
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From  the  House  of  Tetrault  there  goes  out 
to  the  entire  Canadian  Shoe  Trade  at  this 
time  every  sincere  wish  that  this  Christmas 
may  hold  for  all  the  fullest  measure  of  Joy 
and  Gladness. 

And  may  the  New  Year,  with  all  its  bright 
hopes  for  bigger  opportunities,  bring  to  you 
great  prosperity,  as  well  as  all  the  blessings 
of  Health  and  Happiness. 

With  our  newly  enlarged  manufacturing 
facilities  we  are  well  prepared  to  continue  to 
give  you  the  best  in  Shoes  and  Service,  and 
to  make  Nineteen-Nineteen  a  banner  year  for 

TETRAULT  WELTS 


Tetrault  Shoe  Manufacturing  Co. 

Limited 
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E  gladly  avail  ourselves  of 
this  opportunity  to  express 
our  gratitude  for  the  goodwill  ac- 
corded Yamaska  Brand  Shoes  in 
the  year  just  passing,  and  to  wish 
our  numerous  friends  a  happy 
and  prosperous  New  Year. 


La  Compagnie 
J.  A.  $  Cote 

St.  Hyacinthe 
Que. 
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(3ftf  another  leaf  t£  turneb  tn 
ttie  poofe  of  ©me  anb  tJje 
olb  pear  gltp*  atoap,  toe  besrtre 
to  express  to  our  frtenbg  our 
appreciation  of  tfjetr  frtenbstfjtp 
anb  patronage  burtng  1918 
anb  to  totsfy  tfjeyn  a  Jopou* 
Cf)ri£tma£,  follotoeb  bp  a  iSeto 
l^ear  more  prosperous  tfjan 
tfjep  babe  pet  expertenceb  :  :  : 


Getty  &  Scott 

Limited 

Gait,  Out. 
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To  Our  Patrons  and  Friend 


To  those  whose  goodwill  has  so  materially 
assisted  us  during  1918,  we  tender  our  sin- 
cere thanks.  May  this  Christmas  time, 
when  Peace  has  returned  to  the  earth  once 
more,  usher  in  a  greater  prosperity  in  which 
you  will  bountifully  share.  And  rest 
assured  that  Independent  lines  will  play  no 
small  part  in  helping  you  to  attain  this  end. 

 H—  

The 

Independent  Rubber  Company 

Limt 

Merritton,  Ont. 
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SHOE  C 


X  Limited 


¥8  York  J/i^pfa/- 
TORONTO. 


WHOLESALE 


T 


j  Wit  tooulb  join  our  greetings  to  ] 

]  tfje  great  outflotoing  of  goobtotU  j 

I  tins  Season,  express  our  appreci=  j 

|  ation  of  tfje  business  patronage  j 

]  toe  fjabe  enjopeb,  anb  tenber  pou  | 

|  our  best  toisbes  for  a  prosperous  j 

j  pear  in  prospect.  j 

\  ) 
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HEARTIEST  AND  BEST 
WISHES  OF  THE  SEASON 


0m  Butp 

ITH  malice  towards  none, 
with  charity  lor  all,  with 
firmness  in  the  right,  as  God 
gives  us  to  see  the  right,  let  us  strive 
on  to  finish  the  work  we  are  in,. to 
bind  up  the  nation's  wounds,  to  care 
for  him  who  shall  have  borne  the 
battle,  and  for  his  widow  and 
orphans ;  to  do  all  which  may  achieve 
and  cherish  a  just  and  lasting  peace 
among  ourselves  and  with  all  nations. 


J.  A.  SCOTT 


218  Notre  Dame  St.  West 
MONTREAL 


566  St.  Valiers  Street 
QUEBEC 


IS 
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We  desire  to  extend 


Greetings 

to  all  our  Triends  and 
Customers,  and  in 
wishing  them  a  lYlerry 
Christmas  and  Pros= 
perous  UewYear  assure 
thtmo  f  our  co-operation 
to  make  nineteen=nine* 
teen  bright  and  happy 
for  all 


The  Columbus  Rubber  Co.  of 
Montreal,  Limited 
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another  pear  t£  stopping  atoap,  anb  tfje 
glab  Cfjrtetmas;  £easton  ts^  tottl)  u£  once 
more.  Wit  fjope  tljat  pou  map  enjop  tt 
to  tfje  full,  anb  tfjat  tfje  J^teto  gear  map 
tjolb  rtcfj  l)le£#tng£  tn  store  for  pou* 
®<He  tljank  pou  for  pour  frtenbsfytp  anb 
goobtotll  tjjrousfjout  tfje  pear,  anb  toe 
totll  bo  eberptfnng  tn  our  potoer  to  merit 
pour  approval  burtng  1919. 

JOHN  LENNOX  &  CO. 

HAMILTON 
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Our 
Own 
Product 


From  Start 
to 
Finish 


Order  "GREAT  WEST 
COLD  PROOF  FELTS" 

They're  made  from  beginning  to  end  in  our  own 
factory.  We  manufacture  the  felt  ourselves,  thus 
assuring  high-grade,  uniform  quality  in  the  fin- 
ished product.  And  throughout  the  whole  pro- 
cess the  keynote  of  our  organization  is  kept 
constantly  in  mind  — ■  to  obtain  the  besc  in 
quality  and  style  that  special  machinery  and 
skilled  workmanship  can  produce.  This  accounts 
for  our  steady  growth. 

We  manufacture  a  full  range  of 

MEN'S,  WOMEN'S,  BOYS',  YOUTHS' 
MISSES',  CHILD'S  and  INFANTS' 
"GREAT  WEST  COLD 
PROOF  FELTS" 

for  outdoor  or  indoor  wear. 


Sold  by  all  leading  Jobbers.    Order  NOff^! 


GREAT  WEST  FELT  CO.,  Limited 

ELMIRA  ::  ONTARIO 
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To  our  very  many  Friends 

in  the  Shoe  Trade 

we  extend 
The  Season's  Greetings 

and  wish  you  all 
Happiness  and 
Good  Fortune 
for  the  Season  1919 


Kingsbury  Footwear  Co.,  Limited 


Montreal 


Specialists  in  Ladies'  Footwear 


Quebec 
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ALL  SOLID  LEATHER 


We  extend  to  you  our  heartiest  good 
wishes  for  a  joyful  Christmas  season, 
and  a  New  Year  of  happiness  and 
prosperity  in  which  you  may  bounti- 
fully share. 


To  you  whose  goodwill  and  friendship 
have  helped  to  make  this  a  most  suc- 
cessful year  for  us,  we  send  cor- 
dial appreciation  and  our  sincere  wishes 
for  a  very  merry  Christmas  and  a  pros- 
perous' New  Year.  • 

B.  F.  Ack  erman,  Son  &  Co.,  Ltd. 

Peterboro,  Ont.  -:- 
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for 

Cfjrtetma*  ^apptne^ 

anb  a 

prosperous;  Jleto 
^ear 
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We  extend  to  everyone  in  the  Shoe  Trade  our 
best  wishes  that  your  Christmas  Season  may 
be  very  bright  and  joyful,  and  that  you  may 
be  happy  and  prosperous  throughout  the 
whole  coming  year. 

We  are  also  desirous  of  expressing  our 
heartiest  thanks  for  the  splendid  support  we 
have  received  during  Nineteen-Eighteen. 


ADANAC  LEATHER  COMPANY 

216  Notre  Dame  St.,  West  Montreal,  Que. 
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Cfjrtstfmag  Happinestf 


§?ear 


We  appreciate  the 
manner  in  which 
our  friends  have 
stood  by  us 
through  the  un- 
settled conditions 
of  1918  and  cordi- 
ally thank  them 
for  it. 


Collis  Leather 

Co.  Limited 

Aurora  Ontario 


May  Christmas  Joys  Be  Yours 


to  enjoy  to  the  full  at  this  season  when 
peace  has  again  been  proclaimed.  We 
are  very  grateful  to  those  who  have  as- 
sisted in  making  this  year  so  successful 
for  us,  and  wish  them  a  New  Year  of 
prosperity  and  contentment. 


LAGACE  &  LEPINAY 

Manufacturers  of 
McKAYS,  standard  SCREW  AND  GOODYEAR  welts 


22  St.  Anselme  St. 


Quebec,  P.Q. 
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Our  Thanhs 

are  gladly  tendered  to  the  members  of  the 
Shoe  trade  with  whom  we  have  been  so  plea- 
santly and  profitably  associated  during  the 
year  just  closing. 

Our  Wish 

is  that  they  may  have  a  goodly  share  of  the 
fruits  of  prosperity  during  1919, 

Our  Promise 

is  that  we  will  do  our  utmost  to  help  them 
attain  this  end. 

Lady  Belle  Shoe  Co.,  Ltd. 

Kitchener,  Ont. 
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May  your  Christmas- be  bountiful  and  joyful,  your 
New  Year  filled  with  the  fruits  of  prosperity.  We 
thank  you  most  gratefully  for  your  patronage  and 
appreciation  during  1918,  and  we  will  do  our  utmost 
to  rendertyou  the  best  in  quality  and  service  through- 
out the  coming  year. 


THE 


John  Ritchie  Company 


Quebec,  Que. 


LIMITED 


* — 
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Remembering  truth  beep  appre= 
nation  trje  splenbib  support 
accorbeb  us!  bp  our  frienbs  in  trje 
§s>l)oz  ZErabe  burtng  trje  past  pear, 
toe  besire  to  extenb  to  pou  noto 
our  berp  best  toisbes  for  a 
Cbristmas  Reason  full  of  ETop 
anb  happiness. 

Jfor  tbe  Jleto  f9ear  toe  are 
planning  to  make  our  i£>erbtce 
more  baluable  to  pou  than  eber 
anb  sball  bo  our  best  to  merit  a 
grjare  of  trje  increaseb  business 
tbat  a  peaceful  J^ineteen=i^ttne= 
teen  promises. 


1 


Jlontreal 
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(  With  a  feeling  of  gratefulness  for  the  \ 

)  loyal  support  accorded  us  by  the  Trade,  j 

t  we  now  very  heartily  extend  our  glad  J 

)  greetings  and  sincere  wishes  to  you  all.  j 

\  May  your  Happiness  at  this  Season  be  ) 

I  unlimited,  and  your  Prosperity  during  J 

;  Nineteen- Nineteen   measure   up   to  j 

I  your  best  hopes.  \ 


The  Miner  Rubber  Co.,  Limited 

SYDNEY  MONTREAL  WINNIPEG 

CHARLOTTETOWN  OTTAWA  REGINA 

ST.  JOHN  TORONTO  EDMONTON 

QUEBEC  HAMILTON  LONDON  VANCOUVER 
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WE  greatly  appreciate  the  splendid  con- 
sideration shown  ourselves  and  our 
product  throughout  1918,  and  we  wish  our 
patrons  a  Joyous  Christmas,  followed  by  a 
New  Year  filled  with  the  gifts  of  prosperity. 


The  T.  Sisman  Shoe  Company  Limited 

"BEST  EVERYDAY"  SHOEMAKERS 

Aurora,  Ont. 
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We  Extend  to  All  Our  Patrons  Our  Best  Wishes 


FOR  A 


HAPPY  CHRISTMAS 


AND  A 


Prosperous  New  Year 

L.  H.  Packard  &  Co.,  Limited 

Canada's  Largest  Shoe  Store 
Supply  House 


^j^^^  ^i^jp^^  ^^^^^  ^^^^^  ^^^^^  ^^^^^  ^^^^^  ^^^^^  ^^^^^  ^^^^^  ^^^^^  ^^^^^ 


Another  }^ear,  with  its  hopes  and  disappointments, 
'is  slipping  by.  To  those  who  have  helped  us  to 
taste  the  fruits  of  success,  we  tender  our  heart-felt 
thanks.  May  your  Christmas  be  joyful,  your  New 
Year  rich  with  the  gifts  of  prosperity: 


Palmer  McLellan  Shoe  Pac  k  Co 

Fredericton,  N.B. 
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1918 
1919 

To  the  Shoe  Merchants 
of  Canada  we  give  our 
hearty  thanks  for  their 
generous  patronage  dur- 
ing the  year  now  closing. 
To  one  and  all  we  ex- 
tend cordial  Christmas 
Greetings,  and  our  best 
wishes  for  a  Happy, 
Prosperous  New  Year. 


Scheuer,  Normandin  &  Co. 
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(greeting* 


Star  Shoe  Company 

LIMITED 

Montreal,  Que. 

j,  . — .  4 
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Heartiest  Greetings 

and 

Best  Wishes 


to  you  who  have  materially 
assisted  in  making  1918  a 
banner  year  for  Grosch 
Felts.  May  Prosperity  en- 
dowe  you  with  her  richest 
gifts  in_ever  increasing 
numbers  throughout  the 
coming  year,  is  our  sincere 
wish. 


The  Grosch  Felt  Shoe  Co. 

Limited 

Milverton  Ontario 
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Reason  trie  tooulb  like  to 
express  to  pou  toerp  srincerelp 
our  appreciation  of  pour  trabe 
anb  pour  goobtmll  buring  Jlme= 
teen=€igf)teen. 

OTe  fcmstf)  pou  (great  fop  at 
Christmas*  time,  anb  our  J£eto 
gear's!  fjope  is  tfjat  tfje  entire 
QTrabe  tortl  experience  tfjrougfc 
out  i£meteen=J2meteen  it&  mosrt 
prosperous;  sieasion. 


Newcastle  Leather  Co. 

335  Craig  St.  West  Montreal 
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To  the  Canadian  Shoe  Trade 


For  your  valued  business  and 
courtesies  of  the  past  year  we 
now  extend  to  you  our  very 
hearty  thanks,  and  wish  you 
every  Joy  and  Happiness  at  this 
Christmas  Reason,  and  great 
Prosperity  throughout  the 
coming  year. 


The  Miner  Shoe  Co..  Limited 

Montreal        Ottawa         Quebec  Toronto 
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A  V ery  timely  Suggestion  for  Immediate  Delivery 


SPECIAL  MAHOGANY  BAL. 

Stock  No.  14.    MYOPIA  LAST.    Widths  C  6  to  10,  D  5  to  10    Price  $5.90 

To  the  Shoemen  of  Canada — Greetings. 

And  not  only  do  we  wish  you  a  Prosperous  New  Year, 
but  we  believe  we  can  very  materially  contribute  to  it 
by  furnishing  you  with  those  Just  Wright  Lines  which 
are  perfectly  adapted  to  your  requirements  in  Men's  Fine 
Shoes.  ' 

The  Myopia  Last  shown  is  a  shoe  that  we  offer  you  with 
greatest  confidence,  based  on  the  fact  that  it  has  proved  to 
be  one  of  our  best  sellers. 

In  Stock  at  St.  Thomas 


E.  T.  Wright  &.  Co.,  Inc. 

St.  Thomas,  Ont. 
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TRADE  HARK  P.EGD. 


PATD.  FE.B.  3.0,1912, 


"Ease  All" — The  Perfect  Arch  Support  Shoe  for  Women 


IN 

STOCK 


Style  J0875  D — Women's  Black  Glazed 
Kid,  "Ease  All"  Lace  Boot,  Alliance 
Last,  Three-quarter  Fox,  Eight  inch 
height,  Perforated  Imitation  Tip, 
Vamp  Perforated  to  Throats  1  3-4  inch 
Heel.  Made  in  Welt  only.  AA,  5  1-2 
to  8;  A,  5  to  8;  B,  4  1-2  to  8;  C,  4  to  8; 
D,  3  1-2  to  8;  E,  3  to  8.  $6.75. 

Also  carried  in  8  1-2  and  9,  AA,  A,  B 
and  C.  $7.00. 

"  EASE  ALL  "  ARCH 
of  Strength.     Rounded  from  centre 
to  the  sides  so  as  to  make  it  STRONG- 
EST directly  BENEATH  the  middle 
arch. 


IN 

STOCK 


Style  J0875E— Women's  Black  Glazed 
Kid,  "Ease  All"  Lace  Boot,  Mutual 
Last,  Three-quarter  Fox,  Eight  inch 
height,  Perforated  Kid  Tip,  1  1-2  inch 
Cuban  Heel.    Made  in  Welt  only. 

A,  5  to  8;  B,  4  1-2  to  8;  C,  4  to  8;  D 
3  1-2  to  8;  E,  3  to  8.  $6.75. 


"  EASE  ALL"  SHANKS 

Reinforced  Steel  Arch  supporting 
Shank  securely  locked  to  Insole  holds 
bones  in  place  beneath  UNDER  weight 
of  body. 


NOT  IN 
STOCK 


Style  J86  — Women's  Black  Glazed 
Kid,  "Ease  All"  Lace  Boot,  Ritz 
Last,  Three-quarter  Fox,  Eight  inch 
Height,  Plain  Toe,  2  inch  Heel. 
Made  in  Welt  only. 

$6.75 

"EASE  ALL"  COUNTERS 

of  Comfort.  Holds  the  central  or 
pivot  bones  of  the  foot  FIRMLY  in 
place. 


The  "EASE  ALL"  Shoe — backed  by  the  reputation  of  its  makers,  Utz  &  Dunn  Co. — stands  out 
as  one  of  the  strongest  specialty  propositions  for  retail  merchants.  This  shoe  is  Utz  &  Dunn's 
feature  Combination  Shoe  for  Women.  It  is  well  known,  and  its  pa  ented  features,  the  "  Ease 
All "  Arch,  the  "  Ease  All "  Shank  and  the  "  Ease  All "  Counter,  are  the  result  of  years  of 
scientific  study. 


One  dealer  in  a  city  is  the  selling  plan  of  the 
offered  excellent  sales  and  advertising  helps. 


Ease  All"  Shoe,  and  to  this  one  dealer  is 


^ROCHESTER 
Shoe  Style  Show 

R.OCHESTET<.  JV.V. 


"The  Name  That  Stands  For  Quality' 

UTZ  &  DUNN  CO. 

ROCHESTER    NEW  YORK 

NEW  YORK  OFFICE 

Bush  Terminal  Sales  Building,  130-132  West  42nd  Street 
Room  1521 

S.  A.  McOMBER,  Representative 

Send  for  "Ease  All"  Booklet 


^ROCHESTER 
Shoe  Style  Show 

ROCHESTER.  XV. 


38 


THE   SHOE  AND   LEATHER  JOURNAL 


At  this  Christmas  Season  we  extend  to 
the  Trade  our  heartiest  expressions  of 
good  will,  and  wish  for  you  all  the 
richest  pleasures  and  Happiness,  and  a 
very  prosperous  New  Year. 

We  sincerely  thank  our  many  friends 
for  their  valued  patronage,  and  shall 
always  strive  to  make  the  Canadian 
Footwear  Lines  merit  your  fullest 
confidence. 


Canadian  Footwear  Co.,  Limited 

MONTREAL 

Salesroom  at :  36  St.  Genevieve  St.  Factory  at :  Point- Aux-Trembles 
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"&tng  out  tfje  olti,  ring  tn  tfje  neto, 
&tng,  fjappp  belte,  aeros#  tfje  gnoto: 
®f)e  pear  t£  going,  let  f)tm  go ; 
Htng  out  tije  f atee,  ring  tn  tfje  true. 
3&tug  out  tfje  grief  tljat  gap*  tfje  mmb; 
Jfor  tfjoge  tfjat  fjere  toe  gee  no  more; 
Etng  out  ttje  feub  of  rict)  anb  poor, 
IXtng  tn  rebres&  to  all  manfetnb/' 


Cfjat  peace  anb  prosperttp  map  be  pours! 
tin*  Cfjrtsitmasi  ttme  anb  tfjrougfjout  tfje 
coming  pear  tsi  our  fjeartp  totsif)* 

McLaren  &  Dallas 


"When  wild  war's  deadly  blast 

was  blawn, 
And  gentle  peace  returning.'' 


30  Front  St.  West,  Toronto 


AO 


THE   SHOE  AND   LEATHER  JOURNAL 


<§1  reettngsi 


We  take  this  opportunity  to  wish  all  our  cus- 
tomers the  COMPLIMENTS  OF  THE  SEASON. 

We  have  all  come  through  a  long  period  of  great 
anxiety,  and  thanks  to  the  splendid  qualities  of 
our  fighting  men  we  can  now  face  the  future 
with  hope  and  courage. 

There  is  no  reason  for  pessimism ;  we  have  won 
in  war — we  will  win  in  peace.  May  1919  bring 
you  Prosperity  and  Happiness. 


WICKETT  &  CRAIG,  Limited 

Makers  of  Fine  Side  Leather 
TORONTO 


Wfyt  Reason'* 
Compliments 
Co  <&\xx 
Jfflanp 
patrons 

and  in  wishing  you  every  Happiness, 
we  are  glad  to  express  to  you  our 
appreciation  of  your  liberal  support 
during  the  past  year. 

Perfection  Counter  Limited 

699  Letourneux  Ave.,     Cor.  Ernest  St. 

Maisonneuve,  Montreal 


TRADE  MARK  REG1S__«ED 


ap  Cbrtsitmas;  Jopg 
be  pours!  in  bountt= 
ful  measure,  anb  map  tfje 
bells!  on  J^eto  fear's  Cue 
proclaim  a  pear  of  prosper 
itp  anb  contentment  for  pou 


♦>♦>♦!♦ 


 HURLBUT  C 


o. 

LIMITED 


PRESTON,  CANADA 
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Wit  tots!})  you  all  a  jopful  Cbristfrna*, 
follotoeb  bp  a  bappp  anb  prosperous 
Jleto  §?ear,  anb  tfjanfe  pou  for  pour 
Support  anb  appreciation  of  "lumber 
2^tns"  pranb*  tbrougbout  1918. 

Wit  mtenb  burtng  1919  to  manufacture 
our  i§>boe  $acfe£,  Earrigan*  anb  £?>port= 
mg  #oob£  tn  tfje  game  careful  fastfnon, 
gibing  tbem  tbe  gerbtceabtlttp  anb  toater= 
proofneste  tbat  babe  toon  for  tbem  totbe 
recognition  a*  tbe  stanbarb  for  Canabtan 
toear. 

McKenzie,  Crowe  &  Company 

Bridgetown,  N.  S. 
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Cfjrtetma* 
(greeting* 


and  with  our  Greetings  goes  every 
Good  Wish  that  your  Christmas 
may  be  very  Happy,  and  your 
New  Year  one  of  unprecedented 
Prosperity  and  Success. 

At  the  conclusion  of  another  busy 
year  we  thank  you  heartily  for  the 
goodwill  you  have  shown  us  as  ex- 
pressed in  your  liberal  patronage. 


John  R.  Evans  Leather  Co.  of  Canada,  Ltd. 

Specialists  in  Glazed  Kid  and  Upper  Leathers 

214  Lemoine  Street  -:-  MONTREAL 
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<J\ £  toe  £tanb  on  tfje  tfjrestfjolb 
^  of  a  iSeto  gear,  tofjen  tjje 
siilber  lining  of  peace 
glimmering  tfjrougf)  tfte  barft 
clouli^  of  toar,  toe  glablp  pauge 
for  a  moment  to  tljanfe  our  frienbg 
for  ttjetr  goobtoill  anb  patronage 
burtng  tfje  uncertain  conbttton£ 
of  tf)e  pa£t  pear,  anb  to  totstf) 
tftem  eberp  Success  in  tfje  pro£= 
perou£  time  tfjat  t£  before  u£- 
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$ertf)  g>f)oe  Company,  Htmitea 

Largest  Manufacturers  Exclusively  of 
Women's  Welts  in  Canada 
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CALF  AND  KIP  SIDES 
STORM  CALF 

ALL  COLORS 


H.  B.  JOHNSTON  &  CO. 

TORONTO,  CANADA 
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A  New 


YOU  may  have  heard  of  some  shoe  manu- 
facturers helping  you  to  sell  their  shoes 
through  advertising.  Have  you  ever 
heard  of  anyone  advertising  to  help  you  sell 
more  SHOE-REPAIRING  jobs  ? 

That's  what  we  are  doing  for  you  right 
now.  We're  using  big  space  in  the  news- 
papers and  farm  papers  telling  folks  of  the 
economy  of  shoe-repairing.  We  are  announc- 
ing a  new  feature — Neolin  Half-Soles. 

Get  the  significance  of  that!  Neolin  can 
now  be  supplied  to  you  in  half-soles.  You 
can  now  make  an  EXTRA  profit  selling 
Neolin's  many  advantages  to  scores  of  your 
customers. 

You  know  the  wonderful  popularity  of 
Neolin.  You  know  how  powerful  and  suc- 
cessful has  been  the  advertising  effort 
behind  it. 

Ydu  know  that  many  shoe  manufacturers 
(over  400  of  them)  are  putting  Neolin  Soles 
on  a  substantial  part  of  their  output. 

To-day  the  gospel  of  thrift  has  been 
spread  all  over  the  country.    Shoe-prices  are 


high.  Thousands  of  folks  will  want  re-soling 
jobs  done. 

Neolin  Half-Soles  thus  come  in  time  to 
fill  an  important  need. 

Some  of  the  folks  who  want  shoes  re- 
soled may  not  be  willing  to  pay  the  price  of 
a  Neolin  full-soled  job.  You  can  still  sell 
them  all  Neolin's  merits — long  wear,  comfort, 
waterproofness — through  Neolin  Half-Soles. 

Now,  while  the  widespread  advertising  is 
pulling  strong,  is  the  time  to  make  a  drive  on 
this  business.  It  will  give  a  new  stimulus  to 
your  trade. 

For  Neolin  Half-Soles  are  easily  applied 
— they  can  be  nailed  or  sewn.  They  make  a 
good  job — the  kind  that  holds  trade  and 
builds  trade. 

We're  backing  you  to  the  limit.  Get 
several  dozen  pairs  of  Neolin  Half-Soles  from 
your  findings  jobber  NOW. 

The  Goodyear  Tire  &  Rubber  Co.  of 
Canada,  Limited,  Toronto 
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Wit  {TOfjanfc  gou 

for  pour  Splenbtb  Support  anb  patronage  buring  tfjisi  pear,  anb  &in- 
cerelp  totstf)  tfjat  tfjte  Cfjrtsitmasi  map  be  tfje  brightest  in  pour  fnstorp, 
follotueb  bp  a  Jleto  Hear  of  Jjappmesisi,  Contentment  anb  Jkogperitp 


PATENT  APPLIED  FOR 


Hewetson  Introduces  a  New  Shoe 
to  the  Canadian  Trade,  a 

FLEXIBLE, 

TACKLESS, 

REPARABLE, 

GENUINE  WELT 


A  distinct  innovation  in  Children's  Footwear  at  the  present  time.  Made  only  in 
ranges  1-3  and  3-6.  Carried  in  stock  by  the  leading  wholesalers  from  coast  to  coast 


J.  W.  HEWETSON  CO.,  LIMITED 


BRAMPTON 


SHOEMAKERS  TO  CHILDREN 


ONTARIO 


>**t  V.  •  •  •  Ml  V  »  •  •  M  V*  •  •  W  K*  •  *>>tf  V*  •  •kf  V*  ' 
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jWap  Cfjrtsrtma*  jopg  anb  ileto  gear'* 
bapptne£ges  be  sfyotoereb  upon  pou  more 
hounttfullp  tfjan  eber  before;  anb  map 
tbe  coming  pear  bring  to  pou  a  busrtneste 
of  unbounbeb  prosperttp,  are  tfje  totsifjesi 
toe  extenb  to  our  numerous  frtenbtf  anb 
customers 


j|P      The  Wm.  A.  Marsh  Co.,  Limited 

Quebec 
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We  can  truly  wish  you  a  happy  Christmas  this 
season,  for  the  longed  for  hour  when  Peace 
should  again  return  to  the  world  has  come.  May 
you  enjoy  yourselves  to  the  full,  and  reap  the 
benefits  of  an  added  prosperity  throughout  the 
coming  year. 


We  thank  you  one  and  all  for  your  appreciation 
and  goodwill  during  1918,  and  will  do  our  best 
to  merit  a  continuance  of  it  during  1919. 


The  London  Shoe  Co.,  Limited 


LONDON,  ONT. 


•T<\  /^1  Wwi. 


•iMf/^a  •^\i'*a  •oV/^  •^\[  *><i/j^  *' 
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&o  0m  Many  Jfrtente 


We  extend  our  heartiest  Good  Wishes  to 
you  all  for  a  very  Merry  Christmas  and 
a  New  Year  that  shall  abound  in  Happi- 
ness and  Plenty.  And  be  assured  that 
we  are  very  grateful  for  the  excellent 
support  you  have  given  us  during  the 
past  year. 

We  never  entered  upon  a  New  Year 
better  prepared  to  serve  you  to' your 
advantage  than  we  do  now  with 


OUR  FINE  NEW  LINE  FOR  FALL 

It  embodies  the  newest  and  most  approved  creations  in 
Ladies'  Footwear.  In  Quality  of  Material  and  Workmanship 
every  shoe  offers  a  Value  unsurpassed.  We  are  showing 
some  exceptionally  attractive  models  in  Mahogany  and 
Black  Kid.    Be  sure  to  see  the  entire  line. 


Gagnon,  Lachapelle  &  Hebert 

Makers  of  Fine  Shoes 

Montreal 
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0m  (greeting* 
®o  Canaba 


O.  EATOUGH 


oto  tfjat  tfje  toar  t*  ober, 
tfyx  Cf)ri£tma£  fja£  an 
unusual  glabneste,  tn  £ptte  of 
tfje  stfjaboto  tfjat  falls;  upon 
*o  man?  fjeartfjsL 

jHap  our  frtenb*  tn  Canaba 
enjop  to  tfje  full  tfje  realty 
turn  of  a  butp  noblp  bone  tn 
a  i>appp  gulettbe  of  &ong 
anb  (©labneste 


SIR  H.  W.  TRICKETT,  Limited 


Waterfoot,  Eng. 

J.  S.  ASHWORTH,  Toronto 


O.  EATOUGH 
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To  the  Shoe  Trade,  One  and  All 


A 

MERRY 
CHRISTMAS 


The  Shadow  has  lifted,  and 
the  world  is  made  Bright  with 
the   Countenance    of  Peace. 


AMES  HOLDEN  McCREADY 

LIMITED 

"Shoemakers  to  the  Nation" 
ST.  JOHN  MONTREAL  TORONTO         WINNIPEG         EDMONTON  VANCOUVER 
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ROBERT  H.  FOERDERER 

PHILADELPHIA  incorporated  PENN.,  U.S.A. 
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i£>eagcm'£i  Greetings! 


This  leather  is  up  to  Robson's 
standard  in  fine  appearance  and 
durability 


The  ROBSON  LEATHER  CO.,  Limited 

OSHAWA 

MONTREAL  - :  -  QUEBEC 
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Pern,  Goodwill 


During  the  period  of  war,  now  happily  passed,  we  have  noticed 
to  a  very  marked  degree  the  feeling  of  GOODWILL  that  has 
existed.  Everyone  has  seemed  ready  to  co-operate  in  every 
possible  way. 

The  Public  have  accepted  war  conditions  and  war  prices,  and 
have  made  allowances  when  their  particular  wants  could  not 
always  be  supplied. 

The  Retailer  has  made  allowances  when  the  jobber  or  manu- 
facturer could  not  always  supply  him  with  lines  he  wanted  or 
had  ordered. 

The  Manufacturer  has  made  allowances  when  his  supply 
houses  could  not  always  furnish  him  with  materials  he  had 
been  in  the  habit  of  using. 

The  Tanner  has  made  allowances  when  his  supplies  of  hides, 
extracts,  barks,  etc.,  were  cut  off,  and  has  had  to  ask  his  cus- 
tomers to  make  allowance  for  these  conditions. 

And  so,  all  along  the  line,  a  spirit  of  allowance,  of  forbearance, 
of  GOODWILL  seems  to  have  been  accentuated  during  the 
troublous  times  through  which  we  have  been  passing. 

Surely,  now  that  PEACE  has  come,  we  shall  not  show  less  of 
the  spirit  of  GOODWILL. 

We  thank  the  trade  for  their  co-operation  with  us  in  the  past, 
ancl  assure  them  of  our  co-operation  with  them  in  the  future. 
Now  that  the  war  cloud  has  lifted,  we  feel  we  can,  in  all  sin- 
cerity, wish  all  our  friends  a  Happy  Christmas  and  a  bigger 
and  better  year  in  iqiq  than  ever  before. 


Jfngh  Canadian  Leather  Co.  Limited 

Montreal,  Zoronto,  Quebec,  Bracebridqe  and  Buntsville 

The  Largest  SOLE  LEATHER  Tanners  in  the  British  Empire. 
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RIGHT  //t/ 

INTERNATIONAL  SUPFLY  CO. 

MANUFACTURERS.  JOBBERS.  IMPORTERS 

o  H  O  E     IV1ACH  IN  ERY  AND 

Shoe  Factory  Supplies 

f&A 5ERVES\  -3t 
V> V  RIGHT  J^t 

MAIN  OFFICE  AND  FACTORY 
37  FOUNDRY  ST.  S. 
KITCHENER 

THE  LARGEST  SHOE  FACTORY  SUPPLY   HOUSE    IN  CANADA 

EASTERN  BRANCH 
401  CORIST1NE  BUILDING 
MONTREAL 

REPRESENTING 

American  Lacing  Hook  Co.. 

Waltham,  Mass. 
Lacing  Hooks  and  Hook 
Setting  Machines 

Armour  Sand  Paper  Works. 

Chicago.  111. 
Crystolon  Paper  and  Cloth 
for  Buffing  and  Scouring 

Boston  Leather  Stain  Co.. 

Boston.  Mass 
Inks,  Stains.  Waxes,  etc. 
Cyclone  Bleach 

The  Ceroxylon  Co., 

Boston,  Mass. 
Ceroxylon,  the  Perfect 
Liquid  Wax 

Dean,  Chase  Co.. 

Boston,  Mass. 

Shoe  Goods. 
Cotton  Threads. 

The  Louis  G.  Freeman  Co., 

Cincinnati,  Ohio. 
Shoe  Machinery 

Hazen,  Brown  Co.. 

Brockton,  Mass 
Waterproof  Box  Toe  Gum 
Rubber  Cement 


Markem  Machine  Co. 

Boston,  Mass. 
Marking  and  Embossing 
Machines  Compounds, 
Inks.  etc. 

M.  H.  Merriam  &  Co., 

Boston,  Mass. 
Binding,  Staying,  etc. 

Puritan  Mfg.  Co. 

Boston,  Mass. 
Wax  Thread  Sewing 
Machines 

Poole  Process  for  Goodyear 
Insoles 

The  S.  M.  Supplies  Co. 
Factory  Supplies. 
Needles,  etc. 

J.  Spaulding  &  Sons  Co., 

N.  Rochester,  N.H. 
Guaranteed  Fibre  Counters, 
Fibre  Innersoling 

Textile  Manufacturing  Co.. 

Toronto,  Ont. 

Shoe  Laces. 

United  Stay  Co., 

Cambridge.  Mass. 
Leather  and  Imit.  Leather. 
Facing,  Welting,  etc. 


Compliments  of  the  Season 

THIS  is  an  opportune  time  for  us  to 
extend  thanks  to  our  many  friends 
for  their  support.  We  have  enjoyed 
GOOD  business  in  1918,  and  we  firmly 
believe  that  1919  is  going  to  be  better. 

In  extending  to  our  Friends  and  Cus- 
tomers our  hearty  wishes  for  a  truly 

Happy  and  Prosperous  New  Year 

we  are  reminded  that  we  owe  it  all  to 

the  Armies  of  the  Allied  Nations  and  the 
British  Navy.    All  honor  to  them  I 

We  don't  advise  buying  ahead  of  the 
season's  requirements,  but  we  do  advise 
you  to  buy  what  you  need  to  fill  your  orders. 

We  have  the  utmost  faith  in  the  Allied 
Governments  to  bring  order  out  of  the 
present  chaos. 

We  are  going  to  have  some  interesting 
things  for  your  consideration  in  1919. 

International  Supply  Company 

Main  Office  8f  Factory,  37  Foundry  St.     Eastern  Branch,  401  Coristine  Building 

Kitchener,  Ont.  Montreal,  Que. 

We  Manufacture  High  Grade  Pump  Bows  and  Cut  Trimmings. 
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Recent  Shipment  of  Hides  Being  Received  at  the  Port  of  St.  John,  N.B. 


The  present-day  demands  for  Star  Brand  Sole  Leather 
call  for  large  importations  of  selected  hides. 

Conversion  into  leather  of  highest  grade  is  brought 
about  by  our  process  of  long-time  tanning,  perfected 
throughout  a  period  of  three-quarters  of  a  century, 
which  process  imparts  those  qualities  for  which  Star 
Brand  Leather  is  famous  the  world  over. 

Let  us  send  you  a  sample  lot. 

Beardmore  &  Company 

Toronto  1=3  Montreal 

TANNERS 


THE   SHOE  AND   LEATHER  JOURNAL 


57 


With  our  hearts  full  of  gratitude  to  the 
Trade  for  the  manner  in  which  they  first 
investigated  and  then  co-operated  with  us 
in  making  these  lines  a  great  success,  we 
wish  the  Shoemen  of  Canada  the  Merriest 
kind  of  a  Christmas,  and  gladly  give 
assurance  of  doing  everything  in  our  power 
to  make  at  least  one  department  of  their 
business  prosperous  this  coming  season. 


The  Adams   Shoe   Co.,  Limited 

King  St.  West  TORONTO 
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To  the  Shoe  Trade  throughout  Canada 
we  extend  cordial 

Cf)ri£tma£  Greetings; 

and  best  wishes  for  a 

Jleto  3?ear 


Canadian  Consolidated  Rubber  Co.,  Limited 

Head  Office:      -  MONTREAL 

Service  Branches   at   Halifax,  St.  John,   Quebec,  Ottawa,  Toronto, 
Hamilton,  Brantford,  London,  Kitchener,  North  Bay,  Fort  William, 
Winnipeg,  Brandon,  Regina,  Saskatoon,  Edmonton, 
Calgary,  Lethbridge,  Vancouver,  Victoria 
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LESSONS  FROM  THE  WAR 

Costly  But  Valuable— Shall  We  Profit  by  Experience? — A  New 
World  of  Business — Reconstruction  At  Home  and  Abroad 

THE  war,  apart  from  the  lamentable  loss  of  life  involved,  may  prove  to  be  a  blessing  in  many 
ways  if  we  are  alive  to  the  lessons  it  teaches.  There  is  hardly  any  doubt  but  that  if  things 
had  continued  as  they  were  before  the  war,  supremacy  in  trade,  at  least,  would  have  gone 
to  the  Germans.  In  the  past  quarter  of  a  century  England  was  losing  supremacy  to  them,  not 
only  abroad,  but  in  the  home  market,  and  the  United  States  was  so  occupied  developing  her  in- 
ternal resources  and  interests  that  she  had  no  time  to  give  to  the  question  of  international  trade. 

Socially  as  well  as  economically,  the  Anglo-Saxon  race  was  giving  evidence  of  that  satisfied 
smugness  that  is  the  precursor  of  decay  and  dissolution.  There  is  no  doubt  that  in  many  respects 
our  red  blood  was  being  slowly  but  surely  undermined  by  an  insidious  process  of  degeneration. 
All  that  has  been  changed. 

Our  industrial  system  was  drifting  upon  the  rocks  of  class  antagonism.  It  would  seem  as 
though  the  war  had  aggravated  rather  than  assuaged  this  fateful  tendency.  But  it  has  only  ap- 
peared to  do  so.  There  is  not  the  slightest  doubt  but  that  the  period  of  reconstruction  just  ahead 
of  the  British  people,  and  which  must  extend  more  or  less  to  its  kindred  on  this  side  of  the  water, 
will,  in  spite  of  the  difficulties  and  perhaps  conflicts  incident  to  change,  witness  an  entire  alteration 
in  the  realtionship  of  capital  and  labor. 

Business  itself  has  in  the  past  four  years  learned  to  adjust  itself  to  conditions  that  involve 
new  ideals  and  new  methods.  In  the  great  necessities  of  war  production,  individual  interests 
have  had  to  give  way  to  public  weal.  We  may  be  sure  that  while  we  may  not  have  the  definite 
and  direct  interference  that  has  been  made  necessary  by  the  exigencies  of  war,  there  will  be  more 
control  of  business  in  the  near  future  than  has  ever  been  thought  advisable  or  even  possible  in  the 
past. 

There  will  be,  undoubtedly,  a  development  of  state  socialism  that  will  control  interests  and 
functions  that  affect  directly  the  safety,  convenience  and  well-being  of  the  people.  We  will  have 
government  owned  railways,  telegraphs  and  other  public  utilities,  just  as  we  have  to-day  public 
owned  postal,  canal,  water  and  other  services.  We  may  expect  the  tendency  to,  perhaps,  go 
further  and  extend  to  certain  government  controlled  industries  as  is  already  becoming  the  case 
in  Great  Britain. 

Above  all,  we  will  have,  without  doubt,  government  control  in  the  fullest  sense  of  education, 
housing,  amusements  and  other  matters  that  affect  the  moral  up-building  and  development  of 
the  nation  and  its  highest  well-being  socially  as  well  as  economically. 

All  this  can  only  be  accomplished  by  the  wisest  co-operation  on  the  part  of  all  classes. 
It  will  be  necessary  on  the  one  part  for  those  who  have  insisted  on  the  autocratic  rights  of  capita 
as  well  as  those  who  have  demanded  the  uttermost  farthing  for  the  man  who  produces,  to  get 
together,  and  by  mutual  co-operation  ensure  the  utmost  results  in  the  happiness  and  prosperity 
of  the  individual,  as  well  as  the  nation. 
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Boost,  It 
Betters  Business 


You  Need  not  Tell  the  Truth  and  at 
the  Same  Time  You  Need  not  Be 
Untruthful 


JUST  BOOST 

Boost  your  city,  boost  your  friend; 

Boost  the  lodge  that  you  attend. 

Boost  the  street  on  which  you're  dwelling, 

Boost  the  goods  that  you  are  selling. 

Boost  the  people  round  about  you, 

They  can  get  along  without  you ; 

But  success  will  quicker  find  them 

If  they  know  that  you're  behind  them. 

Boost  for  every  forward  movement, 

Boost  for  every  new  improvement, 

Boost  the  man  for  whom  you  labor, 

Boost  the  stranger  and  the  neighbor. 

Cease  to  be  a  chronic  knocker, 

Cease  to  be  a  progress  blocker, 

If  you'd  make  your  city  better, 

Boost  it  to  the  final  letter. 


THE  sub-heading  of  this  aricle  may  seem  para- 
doxical, but  it  is  not.    To  say  one  need  not 
tell  the  truth  does  not  infer  that  one  must 
tell  an  untruth.    It  simply  means  exactly  what  it 
says,  viz.,  do  not  tell  a  truth— KEEP  STILL. 

The  sole  object  of  this  article  is  to  help  answer 
the  question,  "How's  Business?" 

There  are  those  who,  when  asked  this  and  kin- 
dred questions,  always  put  up  a  poor  face,  and  with  a 
whine,  answer  "Ah,  it's  bad."  And  then  will 
follow  a  chain  of  supplementary  complaints  whose 
doleful  tones  make  you  imagine  someone  is  playing 
the  Dead  March.  What's  the  effect?  Same  old 
thing:  "Like  begets  like,"  and  unconsciously  you 
absorb  a  dose  of  blues  that  stick  to  you  like  a  war 
stamp  on  an  uncashed  check;  and  you  start  out 
and  unintentionally  you  carry  the  sign-mark  of 
depression  on  your  face,  and  people  unintentionally 
see  it  and  read  it  and  unintentionally  absorb  it.  Now 
please  note  all  those  "unintentionallies,"  for  it  will 
be  the  farthest  from  the  mind  of  all  these  people 
to  have  any  idea  they  are  spreading  pessimism,  but 
that  is  really  what  they  are  doing. 

Can  you  not,  right  now,  call  to  mind  some 
"vinegar-faced"  individual  of  your  acquaintance, 
the  thoughts  of  whose  presence  send  a  chill  of  un- 
pleasantness up  your  back?  It  is  truly  remarkable 
the  baneful  effect  such  people  have  on  business. 
Unconsciously  they  are  spreading  the  germ  of  busi- 
ness depression  that  takes  considerable  medicated 
common-sense  to  eradicate,  and  as  this  is  handed 
from  mouth  to  mouth  the  effects  grow  worse. 


As  a  rule,  too,  it  will  be  found  that  the  people 
who  are  so  given  to  looking  at  the  dark  and  blue 
side  of  business,  if  really  held  down  to  it,  will  find 
their  grievances  are  more  imaginary  than  real. 

Nor  is  it  necessary  to  encourage  those  other 
types  one  meets  less  frequently,  who  slap  you  on  the 
back  and  take  hold  of  your  hand  and  yank  you.  as  if 
your  feet  were  stuck  in  a  newly  laid  Tarvia  road 
and  their  duty  was  to  move  you  out.  Those 
"Business  was  never  better"  kind.  It  is  the  happy 
medium  fellow  who  lives  on  a  plane  midway  be- 
tween these  two  that  we  like  to  meet  and  encourage. 

Now  call  to  mind  some  smiling-faced  man  of 
your  acquaintance,  who  never  has  a  complaint. 
Who  can  see  coals  in  an  ash  heap  and  color  and 
beauty  in  the  most  common-place  things.  With  him 
business  may  not  be  good,  that  is,  not  so  good  as  it. 
has  been  in  the  past,  but  he  carries  no  signs  of  the 
real  situation,  either  in  his  face  or  words  or  actions. 
He  keeps  his  store  bright  and  his  help  bright  and 
himself  bright.  The  radiating  reflection  of  this 
brightness  shines  on  his  customers  and  is  sure  to 
dispel  any  germs  of  pessimism. 

If  you  ask  this  man,  "How's  Business?"  even 
when  it  could  be  improved,  he  never  says  it's  bad. 
He  gives  you  no  hint  of  the  actual  condition.  He 
smiles  and  answers,  "Why,  I  have  no  complaint 
at  all." 

Now,  let  us  analyze  his  reply.  He  has  no  com- 
plaint. After  all  when  we  begin  to  consider  our 
situation,  there  are  few  who  really  have  just  cause 
for  complaints.  Quite  true,  many  do  complain, 
but  many  complain  when  they  have  no  reason  nor 
right  to  do  so.  How  very  easy  it  is  to  side-track 
the  inquirer  of  "How's  Business?"  if  you  desire  to 
(Continued  on  page  85) 
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The  "Business  is  Bad'"  Face.    How  does  it  affect 
you?    Turn  it  up  side  down  and  watch  the  effect 
on  your  own  face. 
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That  January 
Sale 

There  is  Always  Need  for  Stimulating 
Business  —  And  January  Needs  a 
Little  Extra  Amount 

THAT  after-the-Christmas-business-rush  period 
always  leaves  January  trade  looking  like 
a  lawn-dress  in  a  summer  shower,  and  that's 
mighty  limp.  Something  is  necessary  to  put 
a  little  pep  into  trade  to  make  it  look  like  a 
healthy  business  being.  The  question  immediately 
arises,  what  shall  be  used  or  what  can  be  used  to 
best  advantage  to  inject  the  necessary  pepperiness 
into  it? 

There  is  a  faint,  possibility  that  if  a  January  sale 
is  suggested,  every  one  will  hold  up  their  hands  in 
disgust  and  say:  "It  can't  be  done,  stocks  are  too 
low,  we  have  no  left-overs,  we  have  been  buying 
too  close  to  the  turnover  line  for  the  last  year,"  all 
of  which  may  be  quite  true  except  the  first  state- 
ment that  "It  can't  be  done,"  for  it  can  be  done. 

A  ten-days'  sale  can  be  run  about  the  middle  of 
January  that  will  have  a  wonderful  effect  in  putting 
life  into  the  quiet  business  that  usually  hovers 
around  during  that  month.  There  are  very  few 
shoe  stores  that  will  not  have  some  lines  in  the  way 
of  odd  sizes,  or  slow  sellers,  or  mis-buys  that  should 
be  cleaned  out  and  these  can  easily  be  supplemented 
with  a  special  buy  from  almost  any  jobber,  along 
this  time  of  the  year. 

In  fact,  there  are  a  number  of  wholesale  houses, 
who  are  right  now  sending  out  circular  letters, 
telling  of  real  snaps  that  can  be  secured  that  will 
make  splendid  selling  lines  with  which  to  conduct 
a  sale.  They  may  be  advertised  as  part  of  your 
stock  you  are  clearing,  or  you  may  advertise  them 
as  a  special  buy  you  were  fortunate  in  getting  hold 
of,  a  line  of  odds  and  ends  from  some  wholesale 
house,  all  good  lines  and  good  wearing  lines  that 
will  be  genuine  bargains. 

Advertising  your  Sale 

Now  that  you  have  your  lines  that  will  compose 
the  basis  of  your  sale  and  the  quantity  of  the  various 
lines,  your  next  proposition  will  be  how  to  advertise 
these  so  the  sale  will  be  something  more  than  a  mere 
sale  in  name;  in  other  words,  you  want  a  sale  that 
will  sell  goods.  First  select  a  name  for  the  sale.  It 
is  just  a  question  whether  the  terms  Annual  Sale, 
Clearing  Sale  and  similar  common-place  names  are 
attractive  enough.  On  the  other  hand,  freak  names 
may  not  be  so  good  as  they  may  appear  to  the  one 
who  devises  them.  We  have  seen  sale  names  of 
such  types  as  "Coming  Home  Sale,"  "Armistice 
Sale,"  and  many  similar.  Recently,  a  sales  clerk 
in  a  store  that  was  running  a  freak-name  sale,  was 
asked  what  the  name  meant  and  he  replied,  "Search 
me."  Well,  if  a  sales  clerk  in  the  store  in  which 
the  sale  was  being  conducted  did  not  know  the 
reason  for  its  name,  it  would  hardly  be  expected  to 
have  much  influence  on  outsiders. 


There  are  many  who  have  a  regular  semi-annual 
sale,  one  in  January  and  the  other  in  July.  This  is 
a  good  plan  and  those  who  have  this  already  estab- 
lished, it  may  be  hard  to  beat  the  plain  term  of 
"Our  Semi-Annual  Sale,"  numbering  it  with  third, 
fourth  or  whatever  number  it  may  happen  to  be. 

Assuming  this  will  be  the  name  you  adopt,  it 
will  be  well  to  run  it  about  ten  days  or  two  weeks, 
if  you  can  keep  up  the  pressure  that  long.  But  a 
week  or  ten  days  will  give  you  a  bigger  oppor- 
tunity to  push  it.  But  above  all  things,  do  not  call 
it  simply  a  "Ten  Day  Sale."  Have  you  not  seen 
signs  in  front  of  stores,  something  after  this  style, 
"Gigantic  Ten  Day  Sale,"  with  no  date  on  them, 
and  to  you  the  sale  will  run  ten  days  from  the 
minute  you  read  it.  This  is  a  mistake.  Call  the 
sale,  "Our  Fourth  Semi-Annual  Sale,  lasting  ten 
full  days  from  Jan.  8th  to  18th  inclusive."  This 
gives  the  public  a  definite  understanding  as  to  when 
and  what  your  sale  is.  Having  decided  on  the  name 
and  date,  do  not  make  the  mistake  of  over-stating 
things  by  saying  you  are  disposing  of  a  $50,000  stock 
of  boots  and  shoes,  bought  at  39  cents  on  the  dollar. 
State  in  simple  fact,  EXACTLY  what  you  have  to 
sell.  So  many  lots  of  this,  that  and  the  other.  A 
lot  of  50  pairs  of  men's  gun-metal  bals,  sizes,  so  and 
so.  Goodyear  welts,  some  plain,  others  with  toe- 
caps,  a  comfortable,  good  wearing  shoe.  Regular 
price,  $7.00,  sale  price  $4.95;  and  so  on,  down  the 
line  covering  the  entire  stock. 

A  well-painted  cotton  sign  across  the  entire 
front  of  your  store,  announcing  the  sale,  is  the  first 
requisite.  Put  this  up  about  four  days  in  advance 
of  the  sale,  with  the  wording, 


'OUR  FOURTH  BIG  TEN-DAYS' 
ANNUAL  SALE 


SEMI- 


Will  Start  January  8th  and  Continue  Till 
January  18th. 

There's  Some  Big  Money  Saving  Values 
For  YOU 

Immediately  on  store  closing  on  January  the 
18th  see  that  this  sign  is  taken  down.  Letting  ads. 
run  and  signs  stay  up  past  the  date  of  their  an- 
nouncements is  one  slovenly  way  of  doing  business, 
that  should  not  be  tolerated.  There  is  no  excuse 
for  it,  not  even  that  of  not  having  time.  If  you  are 
so  short  of  help  that  you  cannot  do  it  yourself,  it  is 
worth  the  slight  expense  to  hire  someone  to  come  at 
store  closing  on  the  night  of  the  last  hours  of  the 
sale  and  take  the  sign  down;  and  if  you  have  not 
time  to  change  your  advertisements  then  arrange 
with  the  paper  that  your  ad.  shall  not  appear  after 
its  usefulness  or  time  limit  has  expired. 

For  this  Semi-Annual  Sale,  contract  for  at  least 
a  half -page  of  space  and  if  you  are  doing  any  kind  of 
business  at  all  take  a  whole  page  in  your  local  news- 
paper. State  the  object  of  this  sale.  Publish  the 
entire  list  included  in  the  sale  with  regular  prices 
and  the  sale  prices.  Divide  the  space  so  each  lot 
will  have  a  short  description  and  then  the  price 
follow.  Have  a  number  of  this  ad.  run  off  and  dis- 
tributed in  your  neighborhood.    If  yours  is  a  city 
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How  Do  You 
Take  Stock? 

Do  You  Figure  on  Your  Selling  Price 
or  Your  Cost  Price? — Keep  Your 
Stock  Free  From  "Depreciation"  Lines 

IT  may  seem  strange,  to  a  progressive  business 
man  that  there  are  shoe  merchants  all  over 
Canada  who  do  not  take  stock  at  all,  and  there 
are  others  who  take  it  so  roughly  and  vaguely  that 
it  almost  amounts  to  the  same  thing.  The  man 
who  is  systematic  will  take  stock  at  least  twice  a 
year  and  looks  forward  to  that  provoking  ordeal  as 
the  time  when  he  will  be  able  to  see  just  where  he 
stands  in  the  matter  of  profit  and  loss. 

Merchants  differ  as  to  the  month  in  which  they 
do  their  stock-taking.  Circumstances  sometimes 
affect  the  date.  Should  a  man  purchase  a  business 
or  start  a  new  business,  he  is  liable  to  begin  his 
business  year  at  the  time  he  purchased  or  started  the 
business.  But,  the  time  is  not  so  important  as 
the  matter  of  taking  it. 

There  are  two  phases  of  stock-taking  that 
trouble  some  merchants.  These  are,  how  much 
depreciation  to  write  off  of  certain  lines  of  slow 
sellers  and  how  much  to  write  off  of  fixtures,  etc. 

The  latter  is  quite  easy.  Many  stores  adopt  the 
plan,  if  their  furniture  and  fixtures  are  of  fairly  good 
grade,  to  allow  10%  all  through,  which  will  in- 
clude everything  in  the  way  of  accessories.  True, 
some  things  will  depreciate  more  and  some  less, 
but  an  all  round  10%  seems  to  be  a  fair  amount, 
Having  done  this  for  ten  stock-takings,  they  are 
then  paid  for. 

We  suggest  in  the  case  of  those  who  have  not 
been  writing  this  off,  and  if  they  have  neglected  it, 
say,  for  four  or  five  years,  that,  instead  of  writing 
off  40%  or  50%  in  one  stock-taking,  hit  a  medium  of 
25%  then  next  time  drop  to  the  regular  10%. 

It  is  practically  impossible  to  lay  down  any  set 
rule  regarding  how  much  to  write  off  of  any  stock. 
Stocks  vary  so  much,  that,  unless  one  can  see  the 
lines,  it  is  practically  impossible  to  know  what  to 
say.  But  here  is  a  plan  adopted  by  some  stores, 
which  may  be  utilized  by  others.  The  idea  is  not 
so  much  one  of  marking  off  a  depreciation  as  it  is 
to  get  rid  of  the  stock  and  prevent  the  necessity  of 
marking  the  depreciation  at  all.  The  best  way, 
of  course,  is  to  watch  the  stock  so  carefully  and  keep 
it  so  well  cleared  all  the  time  that  there  will  be 
practically  no  goods  to  put  in  the  depreciation 
class  at  stock-taking  time. 

The  plan  mentioned  above  is  as  follows : 
Go  down  the  lines  you  find  are  slow  sellers.  Let 
us  assume  the  stock  numbers  are  1,2,  3,  4,  etc.  You 
find  you  have  the  following  numbers : 

20  pairs  No.  1  cost  $4  equals  $80 
10  pairs  No.  2  cost  6     equals  60 

3  pairs  No.  3  cost  4.50  equals  13.50 

2  pairs  No.  4  cost  7      equals  14 

35  pairs  cost   167.50 


Now  divide  the  number  of  pairs  into  the  tota 
amount  of  xnoney  and  you  have  an  average  cost  of 
$4.78.  Now,  assume  that  you  are  willing  to  lose 
$2  a  pair  on  these,  but  to  prevent  this  you  place 
them  on  a  sale  table  or  other  sale  arrangement  and 
put  the  price  at  $6  a  pair  all  round.  In  a  few  days, 
you  sell  20  pairs  on  which  you  make  §1-22  a  pair, 
or  $24.40.    Remember  that  $24.40  is  profit. 

The  remaining  15  pairs  you  mark  down  to  S5, 
which  is  still  up  22  cents  a  pair,  and  you  are  still 
willing  to  lose  $2  on  them.  If  you  have  sufficient 
clerks,  tell  them  you  will  give  them  all  they  obtain 
over  $5  for  these  shoes,  but  not  to  miss  any  sales, 
even  at  $3.  You  are  bound  to  sell  a  big  proportion 
of  them  at  $5  or  more,  but  assuming  you  obtain  but 
$3  for  the  15  pairs,  you  are  out  only  $26.70,  and  as 
you  made  $24.40  on  the  first  20  pairs  it  leaves  you 
in  the  hole  only  $2.30.  But  with  this  plan,  this 
could  hardly  occur.  You  are  almost  certain  to 
come  out  ahead  and  quite  a  little  ahead. 

The  question  now  arises  on  what  price  shall  the 
stock  be  figured,  the  cost  or  selling  price.  This  is 
such  an  old  subject,  it  is  almost  threadbare.  There 
are  fond  adherents  to  both  plans,  but  the  popular 
one,  and  the  one  most  adopted  by  progressive  con- 
cerns, is  to  figure  on  the  selling  price.  Still,  if  there 
are  those  who  cannot  break  away  from  the  old 
method  of  figuring  on  the  cost  price,  let  it  go  at 
that.  But  the  trouble  is,  figuring  on  the  cost  is 
that  one  may  become  misled  in  the  figuring  and  may 
not  actually  be  receiving  so  much  percentage  as  the 
figures  appear  to  show. 

It  may  be  that  our  school  arithmetics  are  due 
for  blame  for  some  of  this.  Here  is  an  example  of 
school  arithmetic  percentage.  A  man  buys  a  shirt 
for  $1  and  sells  it  for  $1.50.  What  percentage  of 
profit  does  he  make?  Answer:  50  per  cent.  This 
is  apparently  correct,  but  very  unbusinesslike,  and 
many  think  they  are  making  larger  profits  than  they 
really  are.  For  illustration,  let  us  suppose  he  sells 
a  number  of  these  shirts  through  a  broker,  who 
charges  him  33  1-3  per  cent  for  the  transaction.  The 
owner  says,  "That's  fair,  I'm  making  50  per  cent. 
I  can  afford  to  give  him  33  1-3  per  cent."  When  the 
transaction  is  over,  the  broker  renders  him  the 
following  bill  with  his  check: 

Sale  of  100  shirts  at  $1.50    $150 

My  commission,  33  1-3  per  cent   50 

Due  owner  (Check  enclosed)   $100 

The  owner  will  open  his  eyes  to  see  that  what  he 
thought  was  50  per  cent,  has  all  the  time  been  only 
33  1-3  per  cent  on  the  selling  price,  and  our  arith- 
metics may  be  blamed  foi  that. 

Here  are  a  few  good  reasons  why  percentage 
of  profits  should  be  figuring  on  the  selling  price 
and  not  on  the  cost  price. 

Because  you  pay  your  salesmen  on  a  certain 
percentage  of  the  selling  cost. 

The  conduct  of  your  business  is  based  on 
the  selling  price.  How  can  you  talk  percentage 
of  profit  on  cost  price  and  percentage  of  expense 
on  selling  price? 

(Continued  on  page  8j) 
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Giving  Clerks 
an  Opportunity 

Are  You  Real  Sure  You  Give  Them 
Responsibility? — If  So  Do  You  Then 
Help  or  Hinder  Them  to  Carry  Out 
Their  Obligations — By  a  Shoe  Clerk 

THERE  is  always  much  heard  about  the  lack 
of  initiative  among  clerks  and  other  em- 
ployees, and  there  is  possibly  much  ground 
for  such  comment.  There  are  many  clerks,  we  all 
must  admit,  who  seem  to  put  less  push  into  their 
work  than  they  should  and  come  under  the  employ- 
er's censure.  On  the  other  hand  there  are  a  great 
number  who  are  anxious  to  get  ahead  who  have  an 
object  in  life,  who  try  their  best  to  serve  and  serve 
right.  It  is  of  this  class  particularly  I  wish  to 
speak  in  defence  of  and  also  in  a  measure  of  the 
other  class. 

If  the  employers  could  see  the  situation  from  the 
clerk's  vantage  ground  they  might  be  inclined  to 
consider  the  matter  from  a  different  viewpoint. 
In  the  first  place  it  should  be  understood  that  no 
man  can  get  another  man  to  do  anything  for  him 
so  well  as  he  can  do  it  himself,  or  so  well  as  he  thinks 
it  should  be  done.  It  is  physically  impossible  for 
one  individual  to  impart  his  feelings  to  another 
so  the  other  will  feel  them  as  he  does.  In  trans- 
mission there  is  always  loss,  whether  it  be  electric 
power,  belt  or  gear  power  or  expression  of  ideas. 
Were  the  positions  reversed,  and  the  clerk  became 
the  employer  and  the  latter  the  clerk,  the  result 
would  remain  the  same — the  clerk  could  not  please 
the  employer  any  more  than  he  does  now. 

One  trouble  I  have  found  is  that  the  employer 
does  not  delegate  enough  power  or  latitude  or  respon- 
sibility to  the  clerk.  He  may  think  he  does,  but  nine 
times  out  of  ten  the  boss  will  find  himself  uncon- 
sciously and  unintentionally  doing  things  that  he 
thinks  the  clerks  will  not  do,  or  things  he  thinks  the 
clerk  should  do  when  the  clerk  has  no  authority  to 
do  them.  In  other  words,  he  steps  in  and  prevents 
him  by  doing  them  himself.  It  may  be  because  of  his 
impatience  or  over  anxiety  that  he  does  this.  But 
he  should  at  least  give  the  clerk  every  opportunity 
before  he  becomes  so  hasty  about  the  matter. 

Here  is  another  thing  that  kills  initiative. 
Every  clerk  works  under  a  restraint  of  fear  to  a 
great  or  lesser  degree.  The  situation  makes  him 
afraid  of  the  boss,  that  is  afraid  to  push  too  much 
for  fear  he  gets  sat  on  if  not  really  called  down. 

There  are  also  a  number  of  employers  who  do 
not  have  their  help  enough  at  heart.  If  a  clerk 
suggests  something  or  goes  ahead  and  does  some- 
thing frequently  the  boss  will  not  only  veto  it  but 
will  ridicule  it,  which  makes  the  clerk  very  shy  of 
trying  again  for  fear  of  a  repetition  of  the  same 
experience. 

Now,  I  contend  that  if  the  employer  would 
take  the  clerk  quietly  aside  and  explain  where  his 
scheme  could  be  made  more  effective  or  improved 


and  offer  him  a  little  encouragement  to  progress 
that  better  results  would  be  obtainable.  Give  the 
clerk  real  responsibility,  stay  away  from  him,  let 
him  alone,  let  him  work  it  out.  He  will  make 
mistakes  by  which  he  will  profit,  but  don't  say  you 
give  him  responsibility  and  unconsciously  prevent 
him  from  carrying  out  his  plans  by  butting  in  on 
him. 

Here  is  a  case  in  point  I  clipped  from  the  Dry 
Goods  Economist: 

When  the  Boss  Sells 

It  is  the  rule  of  the  sea  that  there  should  be  very 
little  by  way  of  operation  that  the  captain  himself 
can't  do  if  it  comes  to  a  pinch.  Of  course,  he  has 
men  to  perform  each  and  every  task,  but  none  of 
the  tasks  are  strange  to  him.  He  is  captain  of  the 
ship  because  he  knows  his  ship.  He  could  take  his 
trick  at  the  wheel,  he  could  keep  a  lookout  with 
the  keenest-eyed  able  seaman,  he  could  take  sound- 
ings with  the  best  leadsman.  But  his  job  is  to  run 
the  ship,  operate  it,  command  it;  and  he  usually 
sticks  to  that.  But  he  knows  his  ship,  and  he  knows 
navigation,  the  most  important  thing  of  all. 

The  head  of  the  store  is  analogous  to  the  captain 
of  the  ship.  He  knows  the  intermediate  steps  that 
lie  between  the  simplest  operation  in  the  store  to 
the  final  step — administration.  And  administra- 
tion is  to  the  store  captain  what  navigation  is  to 
the  ship  captain. 

But  did  you  ever  see  the  head  of  the  house  sell 
a  bill  of  goods  to  a  loyal  customer — he  who  knows 
the  retail  ship  from  stem  to  stern? 

Sometimes  he  does  it  admirably,  with  all  the 
skill  of  the  master  who  has  learned  his  work  from 
the  ground  up  and  remembers  all  he  has  learned, 
retaining  the  skill  that  enabled  him  to  grow  to  big 
things. 

But  not  always!  And  that  is  the  sad  part. 
Sometimes  he  makes  an  awful  foozle  of  it.  And  it's 
because  he  places  the  wrong  interpretation  on  his 
relationship  to  the  operative  side  of  the  business. 
He  confounds  authority  and  seniority  with  tech- 
nical ability.  He  thinks  importance  of  position 
can  replace  selling  skill  and  intimate  acquaintance 
with  goods  and  knowledge  of  human  nature — cus- 
tomer knowledge. 

A  Real  Instance 

Not  long  ago  the  head  of  a  fair-sized  store 
thought  he  discerned  signs  of  distress  on  the  part 
of  a  salesman  who  was  serving  a  valuable  customer 
of  the  house.  He  promptly  "butted  in,"  elbowing 
the  salesman  aside  without  ceremony,  and  with  a 
depreciative  remark  about  the  salesman's  ability. 

"Mrs.  L  ,  I'll  show  you  a  shoe  you'll  like. 

I  buy  every  pair  of  shoes  in  this  store,  attend  to  it 
personally.  I  know  what  you  need,"  with  fmther 
inane  blustering,  mostly  designed  to  impiess  the 
customer. 

Mrs.  L  waited  patiently  for  a  minute, 

and  then  told  the  head  of  the  house  that  the  sales- 
man was  her  favorite  salesman,  that  he  was  familiar 
with  her  needs,  and  that  in  this  particular  instance 

(Continued  from  page  7q) 
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Nineteen-Nineteen 
Retrospective  and 
Prospective 

Before  Turning  a  New  Leaf  Look 
Over  Some  of  the  Back  Ones 

NEW  YEAR  resolutions  have  been  so  long 
a  standing  joke  with  comic  papers  and 
the  humorous  columns  of  the  daily  press 
that  one  hesitates  before  saying  anything  about 
the  subject.  Nevertheless,  there  is  always  that 
feeling  in  nearly  everyone's  breast  that  they  will 
start  something  new  at  the  beginning  of  the  year, 
even  if  they  do  not  drop  some  of  the  barnacles  of 
the  departing  year  which  may  have  retarded  the 
ship  of  progress. 

Starting  something  new  may  be  an  easy  matter; 
finishing  it  may  be  difficult.  Starting  something 
new  may  mean  added  work,  added  cost  and  added 
responsibility,  all  of  which  may  increase  the  prob- 
lems already  in  hand. 

But  included  in  this  starting  of  something  new 
may  be  the  dropping  of  some  things  that  have 
not  proven  the  most  beneficial  during  the  year 
which  has  past.  In  fact,  the  dropping  of  some 
impeding  thing  may  be  the  starting  of  something 
new  during  the  coming  year. 

Just  what  one  shall  drop  or  start  is  a  matter  for 
each  individual  to  decide  for  himself.  If  he  will 
choose  some  vantage  ground  and  take  a  retro- 
spective glance  of  the  fading  year  he  may  see 
many  things  that  would  be  to  his  advantage  to 
let  slip  out  of  the  New  Year's  curriculum.  Then 
when  he  has  finished  his  looking  backward  let  him 
turn  his  face  on  the  coming  year  and  see  what  are 
the  prospects. 

All  this,  of  course,  may  refer  to  his  private  life, 
of  which  we  have  nothing  to  say.  But  what  inter- 
ests us  is  a  looking  back  and  looking  forward  at 
one's  business. 

Would  this  not,  then,  be  a  splendid  time  for 
the  shoe  retailer  t,o  sit  down  and  do  a  little  delving 
into  the  business  of  the  past  year.  Go  over  it 
carefully  and  see  if  there  are  not  many  things  that 
can  be  dropped  or  improved  that  will  add  greatly 
to  the  profitable  conduct  of  the  coming  year's 
trade.  It  is  well  in  the  general  running  of  any  busi- 
ness to  keep  a  diary  in  which  shall  be  entered  any- 
thing out  of  the  regular  run  of  business.  This  may 
be  the  purchasing  of  special  or  new  lines  not  carried 
before.  Or  it  may  be  the  conduct  of  a  sale,  the 
introduction  of  some  new  feature  or  selling  plans 
Careful  notation  should  be  made  of  the  result, 
obtained  after  a  faithful  tryout  of  plans. 

If  there  should  be  anything  that  can  be  continued 
and  has  been  a  success,  why,  the  only  logical  con- 
clusion is  to  continue  it.  Should  the  plans  be 
something  of  a  periodical  nature  like  a  sale,  or 
demonstration,  and  have  proven  a  success,  the  only 
logical  conclusion  will  be  to  repeat  them.  But 
should  your  diary  notation  tell  you  that  they  have 


been  only  a  partial  success,  it  may  be  well  to  think 
out  some  other  plan  to  substitute  the  none  too 
successful  ideas  and  not  repeat  them. 

Of  course,  should  any  of  the  plans  be  a  flat 
failure,  these  should  be  wiped  from  the  business 
slate  and  forgotten.  This  then  will  take  caie  of  the 
restrospective  side  of  the  closing  year. 

The  prospective  view  should  bring  within  one's 
vision  new  hopes  and  aims  that  will  inspire  one  to 
make  effort  to  surpass  in  every  way  th.3  iesults  of 
the  closing  year.  No  merchant  should  sit  down  in 
the  arm  chair  of  contentment  or  i.i difference  and 
permit  one  year  to  close  and  another  to  open  the 
same  as  he  would  one  week  to  go  and  another  to 
come  on  a  Saturday  night  and  Monday  morning. 
.  If  one  has  not  sufficient  business  ambition  to  desire 
to  make  some  business  advancement  during  the 
coming  year  there  is  something  wrong  with  the 
"pep"  part  of  his  anatomy. 

It  is  difficult  to  say  just  what  shall  be  adopted 
to  attain  the  goal  set,  because  local  conditions  and 
situations  will  make  possibilities  for  one  man 
absolute  impossibilities  for  another.  It  would  be 
absurd  to  assume  that  the  man  in  a  small  town 
store  could  successfully  adopt  the  same  ideas  as  a 
man  in  a  large  city  store  could  put  into  operation. 
And  there  are  many  grades  between  these  two  ex- 
tremes. But  one  fact  remains,  there  is  always  room  f  o  r 
improvement  and  the  small  man  may  contrive  some 
improvements  that  will  greatly  help  his  business. 
It  may  be  a  "brightening  up"  campaign — the  store 
newly  papered  and  painted  inside  and  out.  It  may 
be  the  introduction  or  adding  to  your  stock  of  a 
new  line  of  accessories,  or  hosiery,  or  putting  in  a 
new  showcase,  etc.  You  may  also  have  found  in 
your  retrospective  view  that  your  store  had  not 
been  so  well  lighted  as  a  real  good  business  like 
yours  deserves.  You  may  have  decided  to  drop 
the  old  dark  interior  idea  and  instal  a  lighting 
system  that  will  radiate  brightness  and  cheer. 
It  may  be  that  you  need  a  new  front  and  feel  you 
cannot  afford  many  things  you  need.  If  you  really 
need  them  why  not  curtail  in  some  other  direction 
and  obtain  the  necessary  things.  That's  good 
business. 

There  are  many,  too,  who  could  drop  looking 
at  advertising  as  an  expense  and  consider  it  an 
investment.  That  would  mean  increased  adver- 
tising would  be  conducted  during  the  coming 
year,  and  if  judiciously  carried  out  would  become  a 
potential  possibility  in  the  increase  of  more  sales. 

These,  it  must  be  understood,  are  only  sugges- 
tions. Our  aim  is  to  arouse  and  stir  up  the  men  in 
the  trade,  and  if  that  can  be  done,  if  they  can  be 
made  to  become  enthusiastic  they  will  devise 
methods,  plans  and  schemes  to  meet  their  own 
individual  needs  whereby  the  volume  of  trade 
during  the  coming  year  should  be  very  materially 
increased  and  greatly  exceed  that  of  the  year  past. 
Let  each  one  look  back,  then  look  ahead. 


"The  Cost  of  Doing  Business"  is  an  article  you 
will  be  interested  in  and  will  appear  in  the  next 
number  of  the  "Shoe  and  Leather  Journal." 
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Stray 
Shots 
From 

Solomon 


Wisdom  crieth  without; 

she  utter  eth  her  voice  in  the  street. 

What  a  wave  of  happiness  would  sweep  over  this 
old  world  if  some  of  the  things  that  people  do  would 

be  left  undone.  There  is  the 
PRACTICE  woman  who  insists  on  getting 

GOLDEN  RULE  on  the  elevator  before  the  people 

get  off,  and  the  man  who  forces 
his  way  into  a  crowded  street  car  when  the  passen- 
gers are  trying  to  alight.  There  is  the  fool  who 
points  guns  at  people  and  the  fellow  who  smiles 
and  says,  "I  told  you  so";  there  is  the  neighbour 
who  borrows  your  axe  and  does  not  return  it,  and 
the  lazy  fellow  who  does  not  shovel  his  snow  off 
until  everybody  else  has  gone  down  to  business.  It 
would  help  on  the  millennium  wonderfully  if  people 
would  just  quit  their  meanness.  Then  what  a 
glorious  thing  it  would  be  if  men  would  talk  less 
religion  and  help  their  wives  to  make  home  what  it 
should  be;  if  preachers  would  preach  the  gospel  to 
the  rich  as  faithfully  as  they  do  to  the  poor.  Just 
fit  down  and  think  how  happy  we  would  all  be  if 
everybody  were  to  follow  the  rule,  "Whatsoever  you 
would  that  men  should  do  unto  you,  do  ye  even 
so  to  them." 

*  *  * 

We  have  heard  men  pick  sermons  to  pieces  that 
were  "discerners  of  spirits,"  but  of  a  different  kind 

from  those  meant  by  the  apostle. 
DISCERNERS  It  is  funnier  than  a  monkey  show 
OF  SPIRITS       to  hear  some  old  moral  leper 

give  the  preacher  pointers  on 
how  to  present  the  gospel.  We  all  have  our  ideas  of 
how  things  should  be,  but  the  last  man  to  discourse 
on  the  proprieties  of  preaching  is  the  fellow  who 
makes  his  money,  not  by  the  golden  but  the  brass 
rule,  and  who  knows  more  about  the  points  of  a 
race-horse  or  the  rules  of  poker  than  the  plan  of 
salvation.  Shoemaker,  stick  to  your  last.  The 
world  has  no  use  for  the  man  who  knows  how  and 
is  willing  to  do  anything  but  do  it  himself.  An 
ounce  of  good  practice  is  worth  all  the  criticism  and 
theory  a  man  can  put  on  paper  or  shoot  into  the 
air.  Before  you  start  on  the  mote  that  is  in  the 
other  fellow's  eye,  be  sure  that  the  beam  is  pried  out 
of  your  own.    The  best  kind  of  preaching  is  living. 

*  *  * 

Kicking  is  a  good  thing  in  its  place,  but  the 
place  for  eternal  kicking  is  below,  where  it  will  go  on 

in  its  futile  monotony  "long  as 
EVERLASTING  eternal  ages  last."  The  nearest 
KICKING  place  to  that  is  the  place  on 

earth  where  querulous  fault- 
finding harps  upon  one  discordant  string  of  woe  day 
in  and  out.  It  is  no  wonder  men  take  to  drink  and 
women  to  the  lunatic  asylum.  Since  the  doing 
away  of  the  ducking  stool  the  scold  has  become  one 


of  the  settled  ills  which,  like  smallpox,  taxes  and 
long  sermons,  are  the  common  heritage  of  mankind. 
In  trade  there  are  men  who  never  have  a  good  word 
to  say  of  anybody  or  anything.  They  snap  at  their 
help,  quarrel  with  their  creditors  and  vilify  those 
about  them  with  a  consistency  that  is  born  of  a 
cross-eyed  nature.  One  of  these  fellows  met  his 
fate  the  other  day.  He  kicked  on  some  goods  and 
they  were  ordered  to  be  returned.  It  was  found 
that  a  mistake  had  been  made  and  the  stuff  was 
worth  ten  per  cent  more  than  the  invoice  price,  on 
discovery  of  which  the  wholesale  house  shook  hands 
with  itself  and  forgave  the  kicker.  He  is  still 
wondering  why  they  are  so  pleasant  about  it.  The 
proverb,  "Blessed  is  the  kicker,  for  he  gets  what  he 
wants,"  is  a  lie.  Wholesale  men  and  travellers 
know  better. 

*  *  * 

It  is  a  good  thing  to  be  a  man  of  one  idea,  pro- 
vided the  idea  is  worth  something,  and  you  do  not 

thrust  it  under  the  nose  of  Jew 
ONE  IDEA         and  Gentile  until  the  world  is 

sick  of  you  and  your  fad.  It  isn't 
the  hen  that  cackles  loudest  that  lays  the  biggest 
egg.  I'z  is  not  the  fellow  with  the  biggest  mouth  that 
knows  the  most.  "This  one  thing  I  do,"  said  Paul, 
and  his  doing  was  in  inverse  ratio  to  his  talking;  in 
fact,  when  he  caught  himself  telling  about  some  of 
his  accomplishments  he  was  so  ashamed  that  he 
apologized.  The  man  who  is  conscientiously  doing 
one  thing  is  the  man  who  is  moving  the  world,  not 
the  fellow  who  is  trying  to  do  a  dozen  things  in  his 
little  way.  Next  to  doing  one  big  thing,  the  man 
who,  up  to  his  ability,  does  the  several  things  he  is 
at,  well,  is  a  force  in  his"  day  and  generation. 
"Whatsoever  thine  hand  findeth  to  do,  do  it  with  thy 
might."  "Is  it  worth  doing?"  should  be  the  first 
and  greatest  question,  and  the  second  is,  "How 

much  ginger  am  I  going  to  put  into  it?" 

*  *  * 

There  are  some  people  who  are  everlastingly 
doing  little  things  in  a  big  way,  and  others  who  al- 
ways go  at  big  things  in  a  little 
BIG  THINGS  way.  There  is  the  man  who 
AND  LITTLE  makes  so  much  fuss  shaking  the 
MEN  furnace  in  the  morning  that  his 

wife  jumps  out  of  bed  and 
screams  to  him  that  the  chimney  is  toppling  over. 
There  is  the  fellow  who  imagines  he  is  so  busy  that 
he  has  the  traveller  call  three  or  four  times  and  com- 
pels him  at  last  to  miss  his  train  and  remain  over 
night.  It  takes  him  a  whole  day  to  pick  out  six 
lines  of  goods.  He  is  the  tiresome  fellow  who  takes 
a  fit  if  you  suggest  that  he  should  take  a  little 
vacation  and  give  his  family  and  clerks  a  chance 
to  recuperate  their  nerves  in  his  absence.  Then 
we  have  the  "putterer,"  who  is  continually  at- 
tempting the  dizzy  heights  of  Parnassus  with  the 
feeble  staff  of  irresolute  ambition.  He  tackles  ad- 
vertising with  an  enthusiasm  that  exudes  with  the 
first  weakly  effort.  He  launches  schemes  that 
dwindle  into  tame  farces  before  they  are  under  way. 
His  unfinished  enterprises  would  keep  a  wiiter  on 
business  success  in  illustrations  for  the  next  quarter 
of  a  century.  Both  of  these  types  mean  well 
enough,  but  they  reach  about  the  same  goal  of 
usefulness  in  the  community. 
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Selling 
Rubbers 


How  to  Push  the  Sales  of  These  Weather 
Affected  Lines 

DID  you  ever  stop  and  think  how  the  sale  of  rubbers  is 
affected?  Has  it  ever  occurred  to  you  that  the  aver- 
age buyer  of  rubbers  waits  till  he  actually  needs 
a  pair  before  he  purchases?  And  that  means  he  is  rsminded 
of  his  needs  by  a  spell  of  rain  or  a  storm  of  snow. 

In  making  inquiry  of  numbers  of  retailers  we  found  that 
they  all  had  about  the  same  idea  that  the  hustling  up  of 
rubber  sales  between  wet  spells  and  slush  and  snow  was 
almost  an  impossibility.  "It's  about  the  same  with 
umbrellas,"  one  dealer  said,  "people  wait  till  the  rain 
reminds  them  of  their*  need  for  such  protection.  This 
is  a  mistake,  too,  especially  in  the  matter  of  buying  rub- 
bers. When  the  shoes  are  damp,  it  is  difficult  to  fit  rub- 
bers; and  speaking  of  fits  reminds  me  that  fitting  rubbers 
is  important.  It  is  a  fact  that  rubber  manufacturers  have 
their  ingenuity  taxed  to  the  utmost,  chasing  the  various 
models  of  shoes  that  come  out,  trying  to  obtain  molds  that 
will  fit  the  numerous  shapes,  and  so  it  is  up  to  us  retailers  to 
help  out  by  using  a  little  time  and  judgment  in  obtaining  the 
best  fits  we  can. 

"With  rubbers,  as  with  boots,  sizes  may  lead  the  cus- 
tomer astray.  Some  think  a  rubber  the  same  size  as  the 
shoe  is  what  is  needed,  others  think  a  half  size  larger  is  re- 


quired. Both  these  ideas  may  be  'correct,  which  means  it 
depends  greatly  upon  the  kind  of  rubbers  and  kind  of  shoes. 
A  rubber  to  be  correctly  fitted  should  be  just  snugly  fitted, 
without  binding  the  foot  too  tightly.  If  it  does  bind,  it 
will  cause  discomfort  to  the  wearer.  On  the  other  hand, 
should  the  rubber  be  too  large  and  too  loose,  it  may  come 
off  or  slip  at  the  heel,  both  of  which  are  very  undesirable. 
Should  it  gape  at  the  sides  when  the  foot  bends,  it  will  per- 
mit snow  to  get  inside,  which  is  certainly  very  undesirable. 
So  all  these  things  must  be  considered  in  fitting  rubbers. 

"Better  fits  are  obtainable  now  than  was  the  case  some 
years  ago.  Manufacturers  are  using  more  'shapely'  lasts, 
which  helps  matteis  very  materially." 

Another  dealer  has  this  to  say  about  profits  in  rubbers: 

"There  was  a  time  when  all  shoe  dealers  looked  upon 
the  handling  of  rubbers  as  a  sort  of  necessary  evil,  a  meie 
convenience  for  the  public.  Some  have  that  idea  yet,  but 
some  way  I  look  upon  my  rubber  trade  as  one  in  which  there 
are  good  profits.  If  the  retailers  will  just  keep  account  of 
their  sales  and  profits  in  rubbers  and  also  not  forget  that 
their  selling  takes  up  little  time  compared  with  the  fitting 
and  selling  of  shoes,  they  will  be  agreeably  surprised  with  the 
results.  At  least,  I  am  quite  satisfied  with  the  results  in 
my  own  case." 

It  is  just  possible  that  what  this  last  dealer  says  is  quite 
true.  There  are  too  many  who  do  not  give  enough  attention 
to  their  rubber  trade.  You  seldom  see  a  window  display  of 
rubbers,  yet  this  can  be  made  a  most  attractive  diversion 
from  the  usual  routine  window  of  shoes.  Or  a  few  rubbers 
displayed  either  in  the  store  or  window  with  a  card  on  them 

(Continued  on  page  81) 


A  splendid  example  of  a  rubber  display 
that  Lsold  rubbers  a-plenty.    By  Weiss 
Bros..  Napanee 


THE   SHOE   AND   LEATHER  JOURNAL 


©I  toftat  stfjall  a  man 

he  proub 
3f  fje  t£  not  proub  of 
In*  f rienbtf  ? 


-Robert  Louis  Stevenson 
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anb  Pest  Wgfjess 
for  tfje  J^eto  l^ear 
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Shoe 

Manufacturers' 
Convention 

Organization  Formed  in  Montreal — Splendid  Representa- 
tion From  All  Over  Canada — Enthusiastic  Gathering 
and  Much  Business  Done — Seek  Co-operation  of  Tanners 
and  Shoe  Retailers — Great  Banquet  at  Windsor  Hotel 

THE  greatest  gathering  of  shoe  manufacturers  yet  held  in 
Canada  assembled  on  Thursday,  December  19th,  at  the 
Windsor  Hotel,  Montreal.  A  little  over  a  year  ago  the  Shoe 
and  Leather  Journal  began  a  campaign  seeking  to  arouse  both 
manufacturers  and  retailers  to  a  sense  of  the  danger  ahead  of  the 
trade  of  serious  governmental  interference  with  conditions  on  account 
of  war  necessities  and  gradually  the  three  sections  already  in  exist- 
ence in  Toronto,  Montreal  and  Quebec  were  brought  in  touch  with 
each  other  and  the  plan  inaugurated  to  perfect  a  central  organiza- 
tion that  would  look  after  the  shoe  manufacturing  interests  as  well  as 
the  leather  men's  were  being  cared  for  by  the  Tanners'  Council. 

Great  credit  is  due  to  Messrs.  Geo.  A.  Slater,  Jos.  Daoust, 
W.  F.  Martin,  R.  Lanthier,  Albert  Tetrault,  R.  Locke,  R.  E.  Dildine, 
J.  I.  Chouinard,  A.  L.  Dupont  and  W.  V.  Matthews,  of  Montreal, 
for  their  energetic  leadership  and  to  the  whole  Montreal  trade  for 
the  tremendous  success  which  characterized  the  whole  affair  from 
start  to  finish.  Their  efforts  were  ably  seconded  by  Messrs.  A. 
Brandon,  F.  S.  Scott  and  G.  W.  McFarland,  of  Ontario,  and  Messrs. 
J.  E.  Warrington  and  J.  P.  Cote,  of  Quebec,  these  gentlemen  form- 
ing the  General  Convention  Committee. 

The  proposition  was  handled  in  a  broad,  masterful  way 
that  resulted  in  not  a  single  hitch  in  the  proceedings.  Enough 
business  was  put  into  a  single  day  to  suffice  for  two  or  even  three, 
and  while  the  expedition  with  which  the  business  part  of  the  program 
was  put  through  was  marvellous,  there  was  no  sign  of  undue  haste. 

The  remarkable  feature  was  the  large  attendance  from  Quebec, 
especially  of  French-Canadian  manufacturers,  who  were  marshaled 
by  the  redoubtable  Major,  Jimmie  Scott,  who  was  in  his  element  in 
handling  the  cohorts  of  the  Ancient  City.  Room,  110  was  the  head- 
quarters for  the  Quebec  contingent  and  the  mecca  of  all  visitors — 
even  the  Ontario  people  seemed  to  gravitate  in  that  direction. 

The  proceedings  were  in  English  and  French,  Mr.  Daoust 
acting  as  intermediary,  his  courteous,  bland  handling  of  the  position 
of  interpreter  having  a  large  share  in  the  harmonious  results  secured. 


F.  S.  SCOTT 
President 

His  easy  command  of  both  languages  was  the  admiration  and  at 
times  the  despair  of  his  confreres.   He  was  never  once  "caught  out." 

Those  present  represented  establishments  as  far  east  as  Nova 
Scotia  and  as  far  west  as  London,  Ontario,  the  Maritime  contingent 
being  Mr.  John  A.  Reed,  C.  S.  Sutherland,  H.  H.  Crosby  and  W.  A. 
McClellan.  Ontario  was  represented  by  delegates  from  Toronto, 
Kitchener,  London,  Gait,  Perth,  Campbellford,  Owen  Sound.  A 
regrettable  feature  was  the  sudden  illness  of  Mr.  R.  E.  Dildine,  who 
was  to  have  given  an  address  on  trade  conditions  from  a  selling 
standpoint,  but  who  the  day  previously  was  taken  to  the  hospital 
to  be  operated  on  for  appendicitis. 

Opening  Proceedings 

Mr.  Geo.  A.  Slater,  as  chairman  of  the  Convention  Committee, 
briefly  outlined  the  purposes  for  which  they  were  gathered  together. 
He  explained  that  a  great  many  issues  had  arisen  and  were  arising 
that^called  for  united  consideration  on  the  part  of  shoe  manufac- 


G.  A.  SLATER 
Hon.  President 


A.  BRANDON 
£.  Hon.  President 


jos:  DAOUST 
1st  Vice-President 
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turers.  The  printed  program  was  in  their  hands  which  gave  an  out- 
line of  the  business  to  be  transacted  and  the  addresses  to  be  given. 
He  felt  sure  it  would  be  a  benefit  to  have  all  socially  as  well  as  in 
a  business  way  to  meet  together.  He  congratulated  the  meeting 
upon  its  large  and  representative  character,  and  felt  sure  that 
they  would  accomplish  results  that  would  be  well  worth  the  effort 
and  the  time  given  to  them.  He  moved  that  Mr.  F.  S.  Scott,  M.P., 
of  Getty  &  Scott,  Gait,  Ontario,  take  the  chair,  who  then  took 
charge  of  the  meeting. 

On  motion  Mr.  Hughes  was  asked  to  act  as  Secretary  pro  tern. 
An  address  of  welcome  was  then  given  by  Mr.  Geo.  A.  Slater  on  behalf 
of  the  Montreal  trade.  He  said  it  gave  them  great  encouragement 
to  have  realized  such  a  response  to  the  invitations  sent  out  for 
the  meeting.  It  was  time  the  shoe  manufacturers  of  this  country 
got  together  and  discussed  some  of  the  matters  which  so  vitally 
interested  their  trade.  He  intimated  that  the  members  of  the 
Montreal  section  would  do  their  utmost  to  make  the  stay  of  the 
visitors  pleasant  and  profitable, 

Lieut.-Col.  Sadler,  on  behalf  of  the  Montreal  Manufacturers' 
Association,  welcomed  the  delegates  and  referred  to  the  great  bene- 
fit of  men  in  the  same  business  getting  together.  The  shoe  industry 
was  one  of  the  most  important  in  the  country.  The  large  number 
of  keen,  intelligent  men  before  him  helped  to  demonstrate  this. 
He  had  had  great  experience  with  conventions  of  this  nature  and 
referred  to  the  many  benefits  individual  members  received  when 
getting  in  touch  with  one  another.  He  hoped  that  they  would  make 
Montreal  another  visit  at  a  time  when  they  could  see  a  little  more 
of  its  attractions. 

Mr.  Jos.  Daoust,  speaking  in  French  and  English,  welcomed  the 
manufacturers  to  the  city  of  Montreal.  He  said  this  was  not  to 
be  an  English  organization,  but  one  in  which  they  could  all  join 
together.  He  would  like  all  delegates  to  feel  right  at  home,  and  to 
feel  quite  free  to  ask  questions  at  any  time  with  regard  to  the  busi- 
ness before  the  convention.  He  would  do  his  utmost  by  explanations 
if  necessary  to  make  the  points  clear  to  those  present.  He  was 
requested  and  very  cheerfully  had  consented  to  translate  from  time 
to  time  the  business  brought  before  the  organization  in  both  langu- 
ages. He  felt  sure  that  the  meeting  together  in  this  way  augured 
well  for  a  better  understanding  amongst  the  various  manufacturers 
for  the  matters  to  come  up  for  their  consideration. 

The  Leather  Market 

Mr.  L.  J.  Breithaupt,  of  the  Breithaupt  Leather  Co.,  Limited, 
Kitchener,,  was  then  introduced.  Mr.  Breithaupt  said  that  he  had 
come  on  short  notice  and  had  not  expected  to  meet  so  large  and 
representative  a  gathering.  He  said  that  with  regard  to  the  leather 
market,  those  before  him  probably  knew  as  much  about  the  future 
as  he  did,  but  he  had  come  in  a  spirit  of  friendliness  to  exchange 
views.  The  country  had  been  on  the  bit,  so  to  speak,  for  four  years, 
during  the  greatest  war  the  world  had  ever  known,  in  which  prac- 
tically all  the  large  nations  of  the  world  had  been  engaged.  Canada 
had  stood  nobly  by  the  Motherland  in  what  she  believed  to  be  a 
righteous  cause  and  we  had  come  out  victoriously  from  a  conflict 
which  had  changed  the  map  of  the  world.  Our  allies  were  worthy  of  all 
the  credit  that  could  be  given  them  for  their  splendid  fight  they 


had  made,  but  Canada  had,  perhaps,  distinguished  herself  beyond 
all  others  in  doing  her  part.  We  are  proud  of  our  boys  and  their 
achievements  and  trust  that  the  great  sacrifice  has  made  such  a  war 
in  the  future  impossible. 

Taking  up  the  question  of  leather,  he  facetiously  said  shoe 
manufacturers  and  tanners  were  in  the  same  boat — the  one  looked 
after  the  people's  understanding  and  the  other  their  soles.  Speak- 
ing of  future  market  conditions  he  said  it  was  difficult  to  prognosti- 
cate. Everybody  had  been  sure  that  a  slump  would  follow  peace, 
but  a  month  and  a  half  has  elapsed  and  nothing  has  happened  yet. 
What  the  future  might  contain  no  one  could  say.  He  was  frank 
enough  to  tell  them  that  prices  were  abnormal  and  would  in  all 
probability  come  down  in  time,  but  nothing  seemed  at  present  to 
bring  a  reduction.  Living  is  high,  men  are  demanding  a  living  wage, 
farmers  are  getting  immense  prices  for  produce  and  are  being  guaran- 
teed prices  on  wheat,  and  all  kinds  of  supplies  such  as  clothing 
are  bound  to  remain  high. 

Tanners  face  higher  costs  in  labor,  raw  materials,  machinery  and 
there  seems  to  be  no  immediate  outlook  for  relief.  There  is  no  surplus 
except  perhaps  in  army  leather  and  perhaps  some  grades  of  sole  and 
harness.  But  the  hide  supply,  especially  from  South  America,  is  very 
limited  and  there  is  still  difficulty  in  getting  supplies.  Any  acceler- 
ation of  demand  in  Europe,  for  instance,  will  absorb  any  surplus. 
Europe  is  hungry  for  foodstuffs  and  practically  barefoot.  This  will 
mean  continued  high  cost  of  leather  and  shoes  as  well  as  produce. 
Continental  Europe  will  need  a  tremendous  amount  of  leather. 
With  the  great  development  that  is  bound  to  come  in  Canada  in 
connection  with  our  natural  products,  home  trade  must  increase. 
Shoes  are  not  ■  a  luxury .  My  opinion  is  there  will  not  be  any- 
thing like  a  slump  in  leather.  It  may  come  down  in  six  months, 
and  probably  will,  but  with  the  development  of  export  trade  and 
the  great  future  before  Canada  we  can  look  confidently  to  the  future 
for  prosperity  and  success.  He  urged  the  shoe  manufacturers  to 
get  out  after  export  trade.  Canada  is  in  as  good  a  position  to-day 
as  any  other  country  to  profit  by  the  immense  developments  that 
are  pending  in  world  trade. 

Hon.  E.  J.  Davis,  of  Newmarket,  congratulated  the  Association 
upon  the  character  of  the  gathering  and  upon  their  having  in  the 
chair  a  gentleman  of  the  type  of  F.  S.  Scott,  M.P.  Canada  needed 
business  men  at  the  head  of  national  affairs  as  never  before.  Men 
of  Mr.  Scott's  type  should  be  at  Ottawa  if  our  business  interests 
are  to  be  properly  looked  after  during  this  critical  period  of  our 
history. 

Organization  was  a  beneficial  thing  in  any  trade  and  there  was 
never  a  time  when  it  was  more  needed  than  to-day.  It  will  prove  of 
the  utmost  advantage  in  the  great  period  of  reconstruction  that  lies 
ahead  of  us.  To  get  together,  to  rub  up  against  one  another  and 
even  to  shake  hands  must  inevitably  result  in  better  conditions 
amongst  those  engaged  in  the  same  industry.  Harmony  and  united 
action  are  the  great  needs  of  the  best  interests  of  the  industry  and 
this  country  at  large  are  to  be  served. 

Men  pick  up  ideas  of  value  and  information  otherwise  unobtain- 
able by  coming  in  contact  with  each  other.  Every  man  who  thinks 
increases  the  sum  of  general  knowledge  and  in  helping  others  helps 
himself  and  his  country.  He  spoke  of  the  value  to  the  commerical 
interests  of  this  country  of  the  Canadian  Manufacturers'  Association 
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and  urged  affiliation  with  it.  There  were  large  questions  such  as 
transportation  tariff,  that  could  be  best  handled  by  their  experts. 
He  said  the  necessity  for  watching  these  things  was  growing  more 
insistent.  Freight  and  express  rates  were  going  up  to  an  extent  that 
was  alarming.  He  suggested  that  the  Association  could  do  a  great 
deal  by  standardizing  such  things  as  terms,  but  warned  those  present 
of  the  danger  of  attempting  to  fix  prices.  He  dwelt  especially  upon 
the  value  of  the  Association  to  the  small  manufacturer  in  placing 
within  his  reach  information  obtained  at  great  cost  by  their  larger 
competitors.  He  referred  to  the  growth  of  the  leather  and  shoe 
industries  and  humorously  mentioned  the  fact  that  fifty  years  ago 
when  he  commenced  his  career  in  the  tanning  business,  his  concern 
delivered  its  product  in  a  one-horse  wagon  at  Toronto. 

He  thought  Mr.  Breithaupt  had  covered  the  ground  very  fully 
as  to  conditions  and  prospects.  There  is  much  less  side  leather  in 
hand  to-day  than  a  year  ago.  Hides  have  been  high  for  some  years 
and  will  undoubtedly  go  higher  as  soon  as  the  European  demand 
makes  itself  felt.  They  have  gone  up  since  the  maximum  price  was 
removed.  There  seems  to  be  no  apparent  reason  for  expecting  a 
surplus  for  a  long  time  to  come.  There  has  been  no  speculative 
movement,  it  is  a  matter  purely  of  supply  and  demand. 

Already  there  is  a  demand  for  leather  abroad.  They  had  sold 
recently  a  large  order  of  wax  splits  to  an  English  concern  at  market 
prices  to  be  held  twelve  months  in  storage  with  charges  and  insur- 
ance added.    This  was  an  indication  of  the  feeling  abroad. 

As  to  calfskins,  they  have  been  simply  unobtainable  and  they 
have  had  to  use  such  as  they  could  get  in  Canada,  the  supply  being 
inferior  for  the  most  part  to  the  class  needed  for  their  use.  Calf- 
skin tanners  have  been  up  against  a  stone  wall.  Recently  they 
have  been  able  to  get  a  few  supplies  from  abroad,  but  the  demand 
for  these  has  been  so  great  that  exorbitant  prices  have  had  to  be 
paid.  With  labor,  tanning  materials  and  transportation  all  high, 
the  tanner  is  still  struggling  against  adverse  circumstances.  My 
advice  to  shoe  manufacturers  is  to  follow  the  policy  of  tanners — 
buy  carefully  as  your  requirements  indicate.  Watch  the  situation, 
but  do  not  hamper  your  business  by  not  making  adequate  provision. 
Costs  must  be  watched  and  controllable  expenditures  kept  down. 
Your  aim  should  be  the  utmost  economy  consistent  with  good  qual- 
ity. Through  a  thorough  knowledge  of  your  business  secure  effici- 
ency and  the  elimination  of  waste.  With  regard  to  uncontrollable 
costs,  such  as  freight  rates,  outside  expenses  and  so  forth,  your 
organization  ought  to  be  helpful.  He  instanced  the  seven  and  a 
half  per  cent,  war  tax  as  a  thing  to  which  manufacturers  submitted 
patriotically,  but  hoped  to  see  removed  as  speedily  as  possible, 
in  the  interests  of  the  country  and  the  various  industries.  We 
ought  to  get  back  as  near  as  possible  to  a  peace  basis  as  soon  as  con- 
sistent with  the  needs  of  the  country. 

Speaking  of  export  trade  Mr.  Davis  said  we  would  need  our 
taxation  brought  to  a  point  where  we  would  not  be  handicapped 
in  costs.  We  needed  more  ships  in  direct  touch  with  countries 
requiring  our  products.  Then  we  needed  to  profit  by  the  example  of 
countries  like  Germany  and  Great  Britain,  which  sent  men  into  the 
export  fields  who  could  speak  the  language  of  the  people  whose  trade 
they  sought,  and  they  adapted  their  methods  and  ideas  to  their 
needs.  He  complimented  Mr.  Daoust  on  his  accomplishments  in 
this  line  and  said  he  would  give  a  thousand  dollars  if  he  could  speak 
French  as  fluently  as  Mr.  Daoust  spoke  English. 

He  was  glad  the  government  was  going  to  adjust  the  army  shoe 
contract  matters  as  between  themselves,  the  tanners  and  shoe  manu- 
facturers and  spoke  of  the  broadmindedness  and  business  sagacity 
and  courage  of  men  like  Mr.  Laporte,  who  had  done  a  great  deal  for 
Canada  at  a  crucial  time  in  her  national  and  industrial  history. 
Referring  to  the  question  of  cancellations  Mr.  Davis  said  that  a 
man  who  made  a  business  decision  on  his  judgment  should  stand 
by  it.  A  man  who  stands  up  to  his  contract  is  a  valuable  man  in 
any  business  or  community.  Tanners  are  in  the  same  box  as  shoe 
manufacturers  and  should  endeavor  to  encourage  this  loyalty  to 
obligations. 

Now  as  to  readjustment  in  Canada.  Our  manufacturers  have 
done  wonders  in  the  production  of  munitions,  without  which  we 
would  not  have  gotten  anywhere  in  the  war.  Our  boys  have  made 
a  record  which  has  made  Canada  known  as  never  before  in  the  his- 
tory of  the  world.  They  have  taught  the  lesson  of  initiative  both 
on  the  field  and  in  the  production  of  war  materials.  The  manu- 
facturers of  Canada  are  expected  to  do  their  part  in  following  this  up. 
But  the  tendency  towards  making  the  financial  burden  greater  on 
the  manufacturer  than  it  should  be  must  be  guarded  against.  Since 
the  war  began  from  85  to  90  per  cent,  of  the  taxation  and  other 
demands  for  war  purposes,  have  fallen  upon  the  business  interests 
of  the  country.  The  farmer  is  entitled  to  all  he  gets,  but  they  seem 
just  now  to  be  anxious  to  put  a  further  burden  on  others  they  should 
help  to  carry  themselves.  We  all  believe  in  this  policy  of  reconstruc- 
tion ;  we  ought  to  pay  fair  and  equitable  wages.  We  must  treat  our 
returned  men  generously,  they  deserve  all  we  can  do  for  them, 
but  we  must  not  be  hampered  by  burdens  that  help  to  make  our 
fairness  and  generosity  impossible.  We  should  get  together  all 
classes  of  the  community — manufacturers,  farmers,  employees — 
and  decide  on  a  policy  of  give  and  take,  loyally  following  that  policy 
that  will  be  for  the  good  of  the  whole  country.    With  this  in  view 


Mr.  Davis  wished  shoe  manufacturers  of  Canada  in  their  new  under- 
taking clear  weather  and  a  peaceful  sea. 

Standardization  of  Cartons 

Mr.  Harries,  on  being  introduced,  said:  I  thank  you  for  the 
privilege  of  speaking  to  you  this  morning  on  a  subject  of  vital 
importance  to  both  our  industries. 

First,  I  want  to  extend  to  you  cordial  greetings  from  the  Cana- 
dian Paper  Box  Makers'  Association,  of  which  I  have  the  honor  to 
be  president,  and  our  satisfaction  at  the  good  feeling  lexisting  be- 
tween producer  and  consumer. 

I  am  going  to  use  my  feeble  efforts  to  try  and  convince  you  of 
the  importance  of  adopting  a  standard  size  of  shoe  carton.  I  am 
sure  you  have  standard  sizes  of  shoes,  why  not  the  same  in  boxes? 
I  consider  the  backbone  of  the  paper  box  business  is  "service  and 
prompt  delivery,"  and  certainly  with  standard  sizes  your  box 
maker  could  give  you  better  service,  as  they  could  be  cut  in  larger 
runs  and  made  quicker  as  required.  Prices  also  might  be  considered, 
as  raw  material  could  be  procured  from  the  mill  in  a  size  to  elimin- 
ate waste.    The  regular  size  of  board  is  30  x  40  inches,  and  cost  is 
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based  on  the  number  of  boxes  that  can  be  cut  from  this  sheet. 
One  carton  that  I  make  cuts  four  from  this  sheet,  so  for  this  contract 
I  buy  32  x  40  and  cut  six  boxes  from  a  sheet. 

The  retailers  shelving  would  be  made  to  suit,  if  he  knew  that 
all  his  shoes  would  be  delivered  in  a  standard  size  carton,  and  your 
carton,  with  your  advertisement  on  it,  would  be  passed  on  to  the 
wearer,  but  under  present  conditions  the  majority  of  large  retailers 
change  to  their  own  boxes,  and  your  advertising  is  lost.  I  know  of 
a  large  retailer  who  made  his  shelving  to  suit  the  American  standard 
sizes,  and  supplied  a  sample  carton  to  the  Canadian  factories, 
which  they  were  obliged  to  copy  when  selling  shoes  to  his  firm. 

I  also  have  a  factory  to  manufacture  fibre  shipping  containers, 
and  know  well  the  inconvenience  of  odd  sizes  in  packing  cases,  and 
feel  sure  that  the  manufacturers  of  wood  and  corrugated  boxes 
would  also  be  delighted  to  hear  of  the  adoption  of  standard  sizes. 
Unlike  shoe  cartons  the  maker  of  fibre  and  corrugated  cases  makes 
the  board  themselves,  and  make  it  in  a  size  to  suit  the  case  ordered, 
therefore  a  difference  of  one-/eighth  or  one-quarter  of  an  inch  in  the 
shoe  carton  makes  a  difference  in  the  size  of  the  sheet,  and  the 
price  of  the  container. 

We  often  receive  mail  and  even  telegraph  enquiries  for  quota- 
tions and  delivery  of,  we  will  say  as  an  example,  a  fifteen  pair  men's 
container.  Before  we  can  even  quote  a  price  we  have  to  request 
the  customer  to  send  us  a  smple  of  the  carton  he  uses.  From  this 
sample  we  make  up  fifteen  boxes  to  test  our  container,  which  is 
really  a  needless  expense  and  delay.  I  remember  well  an  incident 
which  occurred  in  my  factory  which  shows  what  trouble  even  one- 
quarter  of  an  inch  will  cause,  which  would  have  been  avoided  had 
standard  sizes  been  in  use.  John  Doe  was  using  a  men's  carton,  \2}4 
x6)4x4y&  score  size,  and  buying  from  two  box  factories.  One 
morning  his  purchasing  department  demanded  delivery  within  a 
few  hours  of  two  thousand  cartons  with  a  special  label.  There  were 
none  of  that  size  cut,  but  we  had  a  lot  partly  made  of  John  Brown's 
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size,  which  was  12  J<  x  6><  x  i}4-  To  get  immediate  delivery,  John 
Doe  accepted  this  size,  and  as  we  got  away  with  it  that  time,  we  con- 
tinued the  one  size  for  the  two  customers  for  over  two  years,  but  our 
sin  was  at  last  found  out.  John  Doe  wanted  some  24  pair  fibre  con- 
tainers and  we  made  them  to  suit  the  carton  we  were  supplying 
him,  but  when  delivered  were  found  to  be  half  an  inch  too  short  for 
the  cartons  he  was  purchasing  from  the  other  box  factory,  who  had 
continued  the  12}4  inch  size.  It  would  have  been  no  inconvenience 
to  either  of  these  shoe  firms  to  have  used  the  12 X  or  the  12*4  inch 
as  a  standard  size. 

The  United  States  War  Board  adopted  very  severe  restrictions 
on  the  paper  box  industry,  which  seemed  to  us  at  first  sight  as 
unnecessary,  such  as  the  elimination  of  the  gold  trim,  the  paper 
fly,  the  bottom  piece,  the  news  lining  on  the  board,  tissue,  etc.,  but 
no  doubt  they  had  studied  the  question  thoroughly  before  making 
the  rule,  and  it  has  at  least  taught  us  the  lesson  that  we  must  do 
all  in  our  power  to  save  material  and  labor  and  avoid  unnecessary 
waste. 

Export  Trade 

Mr.  H.  T.  Meldrum,  representative  of  R.  Martens  &  Co., 
London,  Eng.,  being  introduced  said: 

I  very  much  appreciate  the  honor  of  having  been  asked  to 
address  you  on  this  important  occasion;  and  in  the  first  place  I 
must  take  opportunity  of  congratulating  you  on  at  last  coming 
together  in  an  all  Canadian  Convention  of  Shoe  Manufacturers.  It 
was  a  matter  which  I  had  often  discussed  with  some  of  you  and  more 
particularly  with  my  good  friend  Mr.  George  Slater,  who,  as  you 
know,  holds  very  strong  and  very  sound  views  on  the  benefits  to  be 
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obtained  by  co-operation  in  the  industry.  When  I  was  Secretary 
of  the  Canadian  Manufacturers'  Association  at  Montreal,  there 
were  difficulties  in  the  way,  which  seemed  to  preclude  the  formation 
of  a  National  Association.  I  am  very  happy  indeed  to  learn  that 
these  have  been  overcome.  .  . 

The  shoe  industry  is  one  of  the  most  important  in  the  Dominion, 
and  by  meeting  often  for  discussion  of  your  problems,  and  by  united 
action  aimed  to  reform  abuses  which  exist  in  the  trade,  you  will 
enhance  that  importance  and  take  a  stronger  place  in  the  country. 

I  have  been  asked  to  speak  on  Export  Opportunities,  with 
reference,  of  course,  to  the  boot  and  shoe  industry.  You  will  not 
misunderstand  me  when  I  say  that  it  is  a  subject  which  I  approach 
with  some  hesitation.  In  every  country  of  the  world  there  is  a 
certain  production  of  footwear,  though  in  some  places,  no  doubt,  it  is 


of  a  primitive  nature.  However,  when  customs  tariffs  were  formu- 
lated, no  one  ever  overlooked  shoes,  because  the  industry  was  one 
capable  of  expansion  at  home.  The  result  is  that  wherever  you 
go  with  shoes  for  export,  you  are  up  against  a  wall.  Your  aim  is 
to  discover  where  such  walls  are  surmountable. 

But  co-incident  with  such  endeavour  you  should,  in  my  opinion, 
carry  on  a  more  vigorous  campaign  for  an  expansion  of  business  at 
home.  Despite  the  import  duty  of  30  per  cent,  and  7K  per  cent 
war  duty,  there  was  a  big  importation  of  shoes  from  the  United 
States  last  year.  There  seems  to  be  two  reasons  chiefly  contri- 
butory to  this  situation.  One,  a  silly  prejudice  which  still  exists 
in  the  minds  of  some  Canadians  towards  an  imported  shoe,  although 
there  are  shoes  of  as  good  quality  and  as  good  value  made  in  Canada 
as  there  are  in  the  world.  You  must  carry  on  a  campaign  of  edu- 
cation along  these  lines.  Money  spent  on  the  propagation  of  the 
"Made  in  Canada"  idea  is  money  well  spent  and  you  must  keep 
this  slogan  to  the  fore.  A  second  cause  is  "dumping"  and  for  this 
there  is  a  remedy.  No  doubt  most  of  you  hesitate  to  report  a  case 
of  dumping,  lest  it  become  known  and  you  offend  a  desirable  cus- 
tomer. But  if  you  will  all  agree  to  report  such  cases  as  come  to 
your  attention  you  would  soon  stop  it.  You  can't  expect  the 
customs  authorities  to  deal  with  this  problem  unaided,  and  I  am 
well  assured  that  they  would  welcome  your  co-operation.  You 
must  get  a  stronger  grip  on  your  home  markets. 

In  the  past  you  have  scarcely  looked  at  all  for  outside  business. 
I  note  that  in  1914  exports  of  leather  boots  reached  a  value  of  only 
$82,000;  since  that  time  there  has  been  a  considerable  increase,  but 
largely  on  war  business.  Undoubtedly,  however,  the  changes 
brought  about  by  the  war  will  affect  all  classes  of  trade  very  consider- 
ably, and  you  may  now  find  an  outlet  which  has  heretofore  been 
denied. 

I  have  understood  that  one  considerable  factor  in  the  price  of 
shoes  in  Canada  was  the  high  wages,  and  as  we  know,  the  cost  of 
labor  in  Western  Europe  was  50  to  100  per  cent  below  ours.  This 
condition,  however,  will  no  longer  obtain.  Standards  of  living  have 
advanced  materially  in  Europe  during  the  past  four  years  and  at 
the  same  time  labor  has  become  a  strong  political  force.  Therefore, 
while  I  fear  that  there  may  be  a  great  deal  of  distress  in  the  Old 
World,  due  to  unemployment,  yet  it  will  not  result  in  a  reduction 
of  the  wage  scale  to  anything  like  the  old  figures.  You  will  there- 
fore have  less  to  fear  from  European  competition  in  outside  markets 
than  was  previously  the  case. 

I  am  strongly  of  the  opinion  that  you  should  make  a  serious 
attempt  to  get  into  foreign  markets ;  and  I  will  offer  some  suggestions 
as  to  how  it  might  be  undertaken.  Now,  I  may  be  wrong,  as  I  am 
only  a  layman,  but  I  am  inclined  to  think  that  the  great  majority  of 
you  do  not  specialize  sufficiently,  but  dissipate  a  certain  amount  of 
your  strength  in  variety  of  production.  For  successful  export  you 
must  specialize. 

Briefly,  my  idea  is  this:  that  the  makers  of  each  class  of  shoes 
should  get  together  and  pool  their  interests.  They  should  agree  on 
standard  types  of  shoes  and  on  standard  prices.  They  should 
draw  up  a  questionnaire  covering  all  the  information  desired  con- 
cerning their  particular  line.  Then  as  a  preliminary  step  they 
might  send  this  out  to  the  Canadian  Trade  Commissioner  in  the 
country  in  which  they  desire  to  trade.  Our  Trade  Commissioner 
Service  covers  practically  all  the  desirable  markets  and  it  comprises 
men  of  ability  and  energy  who  are  most  anxious  to  assist  Canadian 
business.  The  Commissioner,  by  a  study  of  the  situation  on  the 
lines  indicated  by  the  questionnaire  and  by  the  comparison  of  Cana- 
dian' styles  and  prices  with  competing  lines,  would  be  able  to  furnish 
such  a  report  as  would  enable  you  to  decide  whether  or  not  it  were 
worth  while  to  go  further.  If  the  report  was  favorable,  then  send 
out  your  qualified  representative  to  make  a  closer  study  of  the  mar- 
ket and  to  make  sales  arrangements. 

I  suggest  the  group  system  because  the  work  of  direct  investi- 
gation is  costly  and  one  of  you  alone  would  hesitate  to  go  out  on 
an  extensive  survey  of  world  markets.  But  acting  jointly  you  divide 
the  expense  and  at  the  same  time  provide  a  striking  force  which  will 
make  you  much  more  important  in  foreign  fields. 

Now  you  will  ask  what  are  the  available  markets.  To  follow 
the  line  of  least  resistance,  you  would  naturally  look  first  to  those 
countries  where  Canada  enjoys  preferential  fiscal  treatment— New 
Zealand,  which  gives  our  products  an  advantage  of  33  1-3  per  cent 
of  the  dutv  over  non-British  countries;  South  Africa,  which  gives  a 
preferencs'of  3  per  cent  ad  valorem;  the  Islands  of  the  British  West 
Indies,  with  most  of  which  we  have  special  tariff  arrangements 
In  France,  too,  we  have  a  slight  preference-  under  the  Treaty  of 
1908  It  is  true  that  this  treaty  has  been  denounced  as  from  Sep- 
tember next,  but  this  will  probably  be  arranged  again  on  somewhat 
similar  lines.    . 

There  is  an  especially  strong  possibility  in  France  during  the 
next  three  or  four  years,  pending  the  settlement  of  the  social  dis- 
turbances existent  in  so  great  a  portion  of  industrial  Europe. 

I  am  given  to  understand  South  America  offers  very  large 
opportunities  and  another  very  important  field  is  Siberia.  That  is 
a  vast  agricultural  country,  with  a  population  approaching  twenty 
millions.    The  efforts  of  the  All  Russia  Government,  assisted  by 
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Allied  troops,  have  practically  brought  order  out  of  the  chaos  which 
existed.  There  is  an  absolute  shortage  of  footwear  of  all  kinds,  and 
our  manufacturers  should  be  prepared  to  do  business  there  just  as 
soon  as  some  proper  money  value  can  be  established. 

I  have  expressed  these  ideas,  with  a  view  to  opening  the  subject 
for  discussion,  and  I  trust  that  they  may  be  at  least  helpful  in  ar- 
riving at  a  solution  of  the  problem. 

AFTERNOON  SESSION 

The  afternoon  session  opened  with  a  discussion  on  the  Stand- 
ardization of  Cartons.  Mr.  Geo.  A.  Slater,  speaking  in  favor  of  the 
idea,  said  that  with  standardized  cartons,  the  manufacturers  could 
get  better  deliveries  and  better  prices  from  the  carton  manufac- 
turers, and  it  would  also  eliminate  many  difficulties  in  the  matter 
of  packing.  The  scheme  would  benefit  the  retailer  as  be  could 
depend  on  the  cartons  fitting  his  shelves  properly,  and  would  greatly 
improve  the  appearance  of  his  store.  He  suggested  that  a  Commit- 
tee be  appointed  to  formulate  a  schedule  of  standard  sizes  for  cartons. 

Then  followed  a  discussion  on  export  trade.  Mr.  P.  A.  Doig 
said  that  what  prevented  manufacturers  most  from  going  after 
export  trade  was  the  initial  cost.  He  was  of  the  opinion  that  the 
manufacturers  should  form  a  group,  send  a  representative  to  other 
countries  to  compare  styles,  prices,  materials,  etc.,  and  discover 
what  the  possibilities  in  the  different  markets  were.  Comparatively 
few  manufacturers  realized  the  opportunities  in  export  trade.  Single 
firms,  in  attempting  to  develop  export  trade,  became  discouraged 
and  little  action  had  been  taken  in  a  serious  way.  Manufacturers 
should  take  it  as  a  patriotic  effort  to  develop  this  trade,  and  the 
initial  cost  should  be  distributed  over  a  number  of  firms. 

Mr.  Geo.  A.  Slater  said  that  the  principal  reason  for  the  in- 
difference to  the  matter  of  export  trade  on  the  part  of  Canadian 
Shoe  Manufacturers  was  lack  of  proper  information.  Trade  repre- 
sentatives to  other  countries  had  always  been  interested  in  many 
other  lines  as  well  as  shoes,  and  they  should  have  a  man  who  repre- 
sented the  shoe  industry  only.  This  man  must  find  out  exactly 
what  kind  of  shoes  are  required  in  those  countries  and  learn  how  to 
adapt  our  products  to  their  wants.  The  manufacturers  should 
form  a  group  and  agree  to  make  up  a  few  samples,  and  to  concen- 
trate on  those  lines.  He  suggested  that  the  Secretary  should  be 
instructed  to  get  all  information  required  and  present  it  to  the 
Association.  Few  seemed  to  know  that  there  was  a  99  per  cent 
rebate  on  imported  materials  entering  into  exported  goods. 

Mr.  H.  T.  Meldrum,  who  spoke  on  the  subject  at  the  morning 
session,  took  part  in  the  discussion  here  and  put  a  proposition 
before  the  Association.  He  said  that  he  represented  an  English 
firm  who  had  a  very  strong  organization  in  Russia,  and  that  they 
would  take  up  the  supplying  of  boots  and  shoes  to  the  Russian 
market.  He  suggested  that  the  shoe  manufacturers  get  together 
and  concentrate  on  certain  lines  of  shoes  for  the  Russian  trade,  and 
appoint  a  representative  to  send  out.  His  firm  would  look  after 
the  selling  and  the  accounts.  What  they  wanted  was  a  man  who 
was  prepared  to  make  quotations,  etc.  The  concern  he  represents 
operates  in  many  markets,  but  especially  in  the  Russian  market. 
If  the  Association  is  interested  in  the  proposition,  he  would  be  glad 
to  go  into  it  further  with  them.  He  would  suggest  that  the  manu- 
facturers classify  the  different  lines  of  shoes  and  appoint  a  committee 
to  represent  each  of  these  classes. 

Mr.  Davis,  representing  Bennett  Limited,  extended  an  in- 
vitation from  his  firm  to  the  members  of  the  Association  to  visit 
their  factory  at  Chambly,  Que.  They  thought  it  would  interest 
and  benefit  the  manufacturers  to  see  the  process  of  manufacture 
of  scrap  leather  into  heel  board,  and  they  would  have  a  special  car 
ready  to  take  all  who  desired  to  go. 

Mr.  Joseph  Daoust,  who  spoke  in  French  and  English,  then 
moved  the  formation  of  a  Canadian  National  Shoe  Manufacturers 
Association.  In  speaking  of  the  benefits  to  be  derived  from  the 
formation  of  such  an  Association,  he  said  that  a  good  strong  Associ- 
ation would  be  a  good  lever  for  the  shoe  manufacturers  against  the 
tanners.  Old  manufacturers  would  remember  the  pool  that  existed 
among  certain  tanners  and  how  a  rebate  of  5  per  cent  was  allowed  if 
they  bought  from  those  tanners,  but  if  they  bought  somewhere 
else,  they  forfeited  the  5  per  cent.  The  thing  was  never  tested  in 
the  courts,  but  if  it  had  been  it  would  have  been  proven  illegal. 
If  the  shoe  manufacturers  had  a  strong  organization,  the  tanners 
would  not  have  attempted  to  make  such  a  pool.  The  shoe  manu- 
facturers want  fair  competition,  but  liberty  to  buy  wherever  they 
like.  The  Association  would  benefit  the  manufacturers  in  more 
than  their  buying.  _  He  had  just  received  a  letter  from  an  importer 
in  Egypt  announcing  that  he  was  coming  to  Montreal  in  the  near 
future.  This  was  the  result  of  a  letter  he  had  written  the  importer 
in  1916  in  reply  to  an  enquiry  as  to  whether  if  he  came  to  Canada, 
he  could  get  the  kinds  of  shoes  he  required.  Mr.  Daoust  had 
replied,  inviting  him  to  come  and  assuring  him  that  he  would  put 
him  in  touch  with  the  manufacturers,  making  the  kinds  of  shoes  he 
required.  It  would  be  an  easy  matter  for  the  Association  to  show 
this  man  around  the  different  factories  and  show  him  the  different 
lines. 


Another  advantage  of  the  Association  would  be  that  they  would 
know  one  another  better.  In  association,  they  could  always  pick 
up  something.  He  told  how  although  he  was  a  manufacturer  of 
upper  leather,  he  had  received  valuable  information  on  the  manu- 
facture of  harness  leather  while  in  conversation  with  a  man  at  an 
Association  meeting  in  Toronto— information  that  would  have  cost 
him  thousands  of  dollars  in  experimenting. 

Mr.  Brandon,  in  seconding  Mr.  Daoust's  motion,  said  that  the 
Ontario  manufacturers  had  been  afraid  that  the  Quebec  manufac- 
turers would  not  attend  the  meeting,  which  was  refuted  by  to-day's 
splendid  representation.  He  said  that  organization  of  industry 
leads  to  efficiency.  Failure  comes  from  lack  of  efficiency.  The 
war  had  forced  liberty-loving  people  to  get  together.  Organization 
had  saved  Canada  and  the  world.  The  organization  of  Lloyd 
George  and  Marshall  Foch  resulted  in  victory.  He  hoped  that  the 
organization  to  be  formed  would  be  on  the  same  strong  basis  as  the 
British,  American,  French  and  the  Allied  forces.  He  hoped  that 
every  manufacturer  in  the  Dominion  would  become  a  member  of 
this  Association. 

The  resolution  was  then  put  and  adopted  unanimously. 

Mr.  Geo.  A.  Slater  then  moved  that  the  Constitution  be 
as  printed,  read  and  received.  A  great  deal  of  discussion  took 
place  regarding  some  of  the  clauses  but  they  were  all  adopted  as 
read  The  City  of  Montreal  was  adopted  as  the  location  of  the 
head  office  of  the  Association.  These  were  principally  with  regard 
to  the  times  and  place  of  meeting  and  whether  the  branch  organ- 
izations should  be  discontinued. 

_  It  was  decided  to  leave  it  to  the  discretion  of  each  local  organ- 
ization as  to  whether  they  shall  continue  their  Associations  of-  not 
It  is  withm  the  Constitution  of  the  Dominion  Association  for  them 
to  still  retain  their  local  Associations. 

Constitution  and  By-Laws  of  the  Shoe  Manufacturers' 
Association  of  Canada 

The  Constitution  and  By-Laws  were  then  read  in  French  and 
English,  clause  by  clause,  and  finally  adopted  without  dissent  as 
follows: 

I.  — Name 

1.  The  name  of  the  Association  shall  be  the  Shoe  Manufacturers' 
Association  of  Canada.  (Section  of  the  Canadian  Manufacturers' 
Association.) 

2.  The  Head  Office  of  the  Association  shall  be  situated  at  Mon- 
treal. 

II.  — Purposes 

3.  The  purposes  of  this  Association  shall  be:— 

(a)  To  promote  and  foster  the  interests  of  those  individuals 
firms,  partnerships  and  corporations  engaged  in  the  manufacture 

.  of  boots  and  shoes  in  the  Dominion  of  Canada. 

(b)  To  encourage  the  formation  of  local  shoe  manufacturers' 
associations. 

(c)  To  reform  abuses  existing  in  the  trade. 

(d)  To  secure  freedom  from  unjust  or  unlawful  exactions. 

(f)  ^°  dl£fuse  to  its  members  accurate  and  reliable  information. 

(f)  To  procure  uniformity  in  the  customs  and  usages  of  the 
trade. 

(g)  To  encourage  export  business. 

(h)  To  promote  friendly  intercourse  among  members. 

III.  — Membership 

4.  Any  individual,  firm,  partnership  or  corporation  who  is  now, 
or  may  become,  a  member  of  the  Canadian  Manufacturers'  Associ- 
ation, and  who  is  engaged  in  the  manufacture  of  boots  and  shoes  in 
Canada,  shall  be  eligible  for  membership. 

5.  Applications  for  membership  shall  be  made  in  writing  to  the 
Secretary-Treasurer. 

6.  Power  Power  to  deal  with  applications  shall  be  vested  in  the 
Committee.  On  receipt  of  an  application,  the  Committee,  if  not  in 
session,  shall  at  once  be  notified  by  mail.  If  the  majority  of  the 
Committee  advises  acceptance,  the  applicant  shall  be  so  notified 
and  he  shall  be  considered  elected  on  payment  of  fees. 

7.  Any  member  wishing  to  withdraw  from  this  Association  must 
give  notice  to  that  effect  to  the  Secretary-Treasurer,  three  months 
in  advance,  in  writing,  and  pay  all  arrears  of  dues  and  assessments 
to  the  Association. 

IV.  — Officers 

8.  The  officers  of  this  Association  shall  be  an  Honorary  President, 
a  President,  two  Vice-Presidents,  and  Secretary-Treasurer. 

9.  The  President  shall  have  general  supervision  over  the  affairs 
of  the  Association.  He  shall  preside  at  all  meetings  of  the  Associ- 
ation and  of  the  Executive  Committee.  He  shall  be  a  member  ex- 
officio  of  all  other  Committees. 

10.  The  Vice-Presidents  in  order  of  their  seniority  shall,  in  the 
absence  or  disability  of  the  President,  assume  his  duties. 
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11.  It  shall  be  the  duty  of  the  Secretary -Treasurer  to  keep  a  cor- 
rect list  of  the  members  and  their  addresses  and  a  true  and  correct 
record  of  all  proceedings  whether  of  the  Association  or  of  its  Execu- 
tive Committee  or  of  any  Committee  reporting  thereto.  He  shall 
conduct  the  correspondence  of  the  Association.  He  shall  collect 
and  carefully  preserve  all  books,  papers,  letters,  record  and  accounts 
relating  to,  or  of  interest  to  the  Association.  These  he  shall  deliver 
up,  when  directed  to  do  so  by  the  Executive  Committee,  to  such 
person  or  persons  as  it  shall  direct,  and  shall  perform  all  duties 
which  the  nature  of  his  office  may  require,  or  the  Executive  Commit- 
tee may  order. 

He  shall  be  custodian  of  the  funds  of  the  Association;  he  shall 
cause  to  be  deposited  with  a  chartered  bank  to  the  credit  of  the 
Association  in  a  general  account  all  moneys  received,  and  no  moneys 
shall  be  withdrawn  therefrom  without  the  signature  of  the  President 
or  the  Secretary- Treasurer  and  the  signature  of  such  other  officer 
or  member  as  may  be  determined  by  resolution  of  the  Executive 
Committee.  He  shall  report  regularly  to  the  Executive  Committee 
upon  the  Association's  financial  standing.  He  shall  provide  a  surety 
bond  at  the  expense  of  the  Association,  and  in  such  amount  as  shall 
be  determined  by  the  Executive  Committee.  The  books  and  ac- 
counts shall  be  kept  at  the  Head  Office  of  the  Association,  and  shall 
be  open  to  the  inspection  of  any  member  of  the  Executive  Committee 
during  business  hours. 

12.  The  Secretary-Treasurer,  who  may  be  a  salaried  officer,  but 
who  shall  speak  the  English  and  French  languages,  shall  be  appointed 
by  the  Executive  Committee  andjhis  remuneration  shall  be  deter- 
mined by  that  body. 

V. — Committees 

13.  The  Executive  Committee  shall  be  composed  of  the  President, 
the  two  Vice-Presidents  and  one  representative  for  every  five  mem- 
bers or  fraction  thereof  according  to  the  following  geographical 
divisions — 

(a)  Western — including    the    Prairie    Provinces    and  British 
Columbia. 

(b)  Province  of  Ontario. 

(c)  Province  of  Quebec. 

(d)  Maritime  Provinces. 

14.  The  Executive  Committee  shall  carry  out  or  supervise  the 
carrying  out  of  the  instructions  of  the  Association.  It  shall  act  as 
the  representative  of  the  Association,  when  the  latter  is  not  in 
session.  It  shall  have  general  supervision  over  the  policies  of  the 
Association;  to  it  all  committees  shall  report,  and  the  actions  of  such 
committees  shall  at  all  times  be  subject  to  its  revision.  It  shall  be 
empowered  to  fill  any  vacancies,  whether  within  itself  or  on  any 
committee  caused  by  a  death  or  resignation  and  to  fill  temporarily 
the  place  of  any  officer  or  any  member  of  any  committee  who,  from 
any  cause,  may  be  absent  from  duty. 

15.  The  President  may  call  a  meeting  of  the  Executive  Committee 
at  his  pleasure  and  shall  do  so  on  the  written  requisition  of  any  three 
members  of  the  Executive  Committee  within  three  days  of  his 
receipt  of  such  request.  Members  of  the  Association  shall  have  the 
privilege  of  attending  Executive  Committee  meetings,  but  only 
members  of  the  Committee  shall  have  votes. 

16.  Written  notice  of  same  shall  be  sent  by  the  Secretary- Treas- 
urer to  all  members  of  the  Committee  at  least  three  days  before  the 
date  fixed  for  the  meeting. 

17.  At  the  Executive  Committee  meetings  regularly  called,  five 
members  shall  constitute  a  quorum. 

18.  Special  committees  may  be  appointed  by  the  Executive 
Committee  from  time  to  time. 

19.  Meetings  of  special  committees  shall  be  called  at  the 
discretion  of  the  respective  Chairmen  or  by  the  President  of  the 
Association. 

20.  At  all  special  ^committee  meetings  a  majority  of  the  mem- 
bers shall  constitute  a  quorum. 

21.  The  Committee  on  Nominations  and  Resolutions,  composed 
of  seven  members,  shall  be  appointed  by  the  Executive  Committee 
at  a  meeting,  regularly  called,  not  less  than  thirty  days  before  the 
annual  meeting  of  the  Association. 

22.  The  Committee  on  Nominations  and  Resolutions  shall 
prepare  the^ballot  for  the  Annual  Meeting  of  the  Association.  It 
shall  also  report  upon  and,  if  necessary,  prepare  all  resolutions  sub- 
mitted for  the  consideration  of  the  said  Annual  Meeting. 

23.  It  shall  meet  not  less  than  fifteen  days_before  the  Annual 
Meeting  to  perform  its  duties. 

24.  Notice  of  meeting  shall  be  sent  to  all  members  of  the 
Committee  not  less  than  ten  days  before  the  date  fixed  for  the 
meeting. 

25.  A  majority  of  the  members  of  the  Committee  shall  consti- 
tute a  quorum  at  any  meeting  regularly  called. 

VII. — Nominations  and  Elections 

26.  The  Secretary-Treasurer  shall,  not  less  than  one  month 
prior  to  the  date  fixed  for  the  annual  meeting,  make  a  written  call 
upon  all  members  for  nominations  for  President,  two  Vice-Presi- 
dents and  the  Executive  Committee. 


27.  Nominations  may  be  made  by  any  active  member  in  good 
standing. 

28.  No  nomination  shall jbe  valid  which  does  not  carry  with  it 
the  consent  of  the  party  nominated. 

29.  Nominations  for  President,  Vice-President  and  Executive 
Committee  shall  be  sent  to  the  Secretary-Treasurer  not  less  than 
two  weeks  before  the  annual  meeting,  but  this  shall  not  apply 
in  the  case  of  nominations  put  forward  by  the  Committee  on  Nom 
inations  and  Resolutions. 

30.  Any  active  member  in  good  standing  shall  be  eligible  for 
election  or  appointment  to  any  office  or  to  any  Committee. 

**31.  The  President  and  the  two  Vice-Presidents,  no  two  of  whom 
shall  be  residents  of  the  same  district,  and  the  Executive  Committee 
shall  be  elected  at  the  annual  meeting  and  shall  hold  office  until 
their  successors  are  elected. 

VIII.  — General  and  Annual  Meetings 

32.  A  special  general  meeting  of  the  Association  may  be  called 
at  the  pleasure  of  the  Executive  Committee  and  shall  be  called  by 
the  President  upon  the  written  requisition  of  fifteen  members, 
within  three  days  of  his  receipt  of  such  requisition. 

33.  Written  notice  of  the  same  shall  be  sent  by  the  Secretary- 
Treasurer  to  all  members  at  least  five  days  before  the  date  fixed 
for  the  meeting. 

34.  The  Annual  Meeting  of  the  Association  shall  be  held  in 
the  month  of  January,  the  time  and  place  to  be  fixed  by  the  Execu- 
tive Committee. 

35.  Written  notice  of  the  same  shall  be  sent  by  the  Secretary- 
Treasurer  to  all  members  at  least  one  month  before  the  date  fixed 
for  the  meeting. 

36.  At  all  General  and  Annual  Meetings  of  the  Association 
regularly  called,  twenty-five  members  shall  constitute  a  quorum. 

37.  At  any  general  or  annual  meeting  of  the  Association 
regularly  called,  any  member  who  is  prevented  from  attending  may 
be  represented  by  proxy  by  any  other  member  in  good  standing. 
The  said  proxy  shall  be  in  writing,  and  shall  be  filed  with  the  Secre- 
tary-Treasurer, provided,  however,  that  no  member  shall  represent 
more  than  one  proxy. 

38.  At  all  general  and  annual  meetings  of  the  Association, 
regularly  called,  no  firm,  partnership  or  corporation  shall  be  entitled 
to  more  than  one  vote  but  any  firm,  partnership  or  corporation  shall 
have  the  privilege  of  being  represented  by  any  number  of  individuals 
connected  with  said  firm,  partnership  or  corporation. 

39.  The  order  of  business  at  all  general  and  annual  meetings 
of  the  Association  shall  be  as  follows: — 

(a)  Reading  of  minutes  of  previous  meeting. 

(b)  Business  arising  out  of  minutes. 

(c)  Reports. 

(d)  Unfinished  business. 

(e)  Election  of  officers  and  committee. 

(f)  New  business. 

This  order  of  business  may  be  suspended  or  varied  at  any  meet- 
ing by  a  two-third  vote  of  the  members  present. 

IX.  — Dues  and  Assessments 

40.  The  following  annual  dues  shall  be  payable  in  advance 
and  shall  be  paid  to  the  Secretary- Treasurer  within  thirty  days 
from  the  date  on  which  they  become  due.  Based  upon  the  amount 
of  sales  of  goods  manufactured  in  each  case — 


Up  to  $200,000     $  20.00 

$  200.000-$  500,000   30.00 

500,000-     750,000    50.00 

750,000-  1,000,000     100.00 

1,000,000-  1,500,000   150.00 

1,500,000-  2.000,000    200.00 

2,000,000-  3,000,000....   250.00 

3,000,000  or  over    300.00 


41.  Whenever  the  Association  is  in  need  of  funds,  moneys  shall 
be  raised  by  an  assessment  upon  the  members  of  the  Association. 

42.  All  assessments  must  be  ratified  by  a  two-thirds  vote  of 
the  Executive  Committee. 

43.  Assessments  shall  become  due  and  payable  after  15  days' 
notification  thereof  and  such  notification  shall  be  complete  with  the 
mailing  of  a  notice  in  writing  by  the  Secretary- Treasurer  addressed 
to  the  members. 

X. — Alterations  of  Constitution 

44  This  constitution  may  be  altered  or  amended  by  a  vote  of 
the  majority  of  the  members  present  at  any  annual  meeting  of  the 
Association. 

45.  Notice  of  such  alterations  or  amendments  shall  be  placed 
in  the  hands  of  the  Secretary- Treasurer  one  month  prior  to  the 
date  of  the  annual  meeting.  It  shall  be  the  duty  of  the  Secretary- 
Treasure  to  immediately  notfiy  the  members  of  the  proposed 
alterations  or  amendments. 
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46.  This  Constitution  shall  come  into  force  on  the  date  of  its 
adoption. 

XL— C.  M.  A.  Constitution 

47.  In  all  matters  not  specified  in  the  above  articles  the  officers, 
committees  and  members  of  the  Association  shall  be  governed  by 
the  Constitution  and  By-laws  of  the  Canadian  Manufacturers' 
Association. 

48.  Nothing  in  the  above  articles  shall  be  interpreted  as  giving 
any  powers  or  privileges  not  in  accordance  with  said  Constitution 
and  By-laws. 

Election  of  Officers 

The  Committee  on  Nominations  then  made  its  report.  In 
presenting  the  report  the  chairman,  Mr.  J.  W.  Warringtom,  said  that 
the  committee,  appreciating  the  work  done  by  Messrs.  Brandon 
and  Slater,  of  the  Toronto  and  Montreal  sections,  and  realizing  that 
they  would  be  supported  in  their  view,  submitted  the  suggestion  that 
both  gentlemen  be  appointed  as  honorary  presidents.  The  Associ- 
ation had  before  it  some  important  and  arduous  work  ahead  of  it 
and  would  need  the  services  of  these  gentlemen  with  such  a  gentle- 
man as  Mr.  F.  S.  Scott,  M.P.,  who,  as  a  member  of  the  House  of 
Commons,  would  be  able,  apart  from  his  great  abilities,  to  do  the 
trade  great  service.    The  nominations  were  as  follows. 

Moved  by  Mr.  J.  W.  Warrington,  seconded  by  Mr.  G.  W. 
McFarland,  that  the  following  officers  be  appointed  for  the  current 
year: — President,  Mr.  F.  S.  Scott;  1st  Vice-President,  Mr.  Jos. 
Daoust;  2nd  Vice-President,  Mr.  J.  D.  Palmer.  Executive  Commit- 
tee: J.  Leckie,  J.  Leckie  Co.,  Vancouver;  A.  Tetrault,  Tetrault 
Shoe  Mfg.  Co.,  Montreal;  G.  A.  Slater,  Geo.  A.  Slater  Co.,  Montrea  ; 
W.  F.  Martin,  Kingsbury  Footwear  Co..  Montreal;  Ralph  Locke, 
Dufresne  &  Locke,  Montreal;  R.  E.  Dildine,  Ames-Holden-Mc- 
Cready,  Montreal;  H.V.  Gale,  Gale  Bros.,  Quebec;  J.  I.  Chouinard, 
Regina  Shoe  Co.;  J.  W.  Warrington,  Jno.  Ritchie  Co.,  Quebec  — 
Duchaine,  Duchaine  &  Perkins,  Quebec  Fred.  Marois,  Tourigny  & 
Marois,  Quebec;  G.  W.  McFarland,  Williams  Shoe,  Brampton; 
Geo.  Blachford,  Blachford  Shoe  Mfg.  Co.,  Toronto;  A.  Brandon, 
Brandon  Shoe  Co.,  Brantford;  O.  A.  Detweiler,  Hydro  City  Shoe 
Co.,  Kitchener;  J.  H.  Sutherland,  Amherst,  N.S. 

Mr.  Scott,  in  expressing  his  appreciation  of  his  election  to  the 
office  of  President,  acknowledged  the  honor  he  felt  it  to  be  to  have 
been  selected  as  the  first  president  of  so  important  an  organization. 
He  would  do  his  best  to  deserve  the  honor  and  confidence  they 
had  placed  in  him. 

Mr.  Jos.  Daoust  expressed  in  French  and  English  the  appreci- 
ation of  the  other  officers  and  executive  and  their  determination 
to  do  their  part  towards  the  successful  attainment  of  the  objects 
or  the  organization. 

It  was  then  moved  by  Mr.  F.  Marois,  seconded  by  Mr.  N. 
Tetrault,  that  the  next  convention  be  held  in  the  City  of  Quebec. 
(Carried.) 

Resolutions 

Mr.  Geo.  A.  Slater,  on  behalf  of  the  Committee,  then  presented 
the  following  resolutions,  which  were  unanimously  adopted. 

Resolved,  that  this  Association  petition  the  Minister  of  Militia 
that,  owing  to  the  great  shortage  of  operators  in  the  boot  and 
shoe  industry,  and  the  impossibility  of  securing  help  to  produce 
goods  for  export  trade,  that  soldiers  overseas  who  are  shoemakers 
by  trade  be  returned  home  at  the  earliest  opportunity,  and  that 

  be  appointed  a  committee  to  wait  on  the  Minister  and 

present  this  petition.  (Carried.) 

Resolved,  that  this  Association  view  with  favor  the  organization 
of  retailers  forming  throughout  the  country  and  do  its  best  to  co- 
operate with  them  for  the  correction  of  evils  existing  in  the  trade 
and  for  the  general  uplift  of  the  shoe  industry.  (Carried.) 

Resolved,  that  the  members  of  the  Shoe  Manufacturers' 
Association  of  Canada  ask  the  aid  of  the  retailers  and  their  associ- 
ations in  the  correction  of  the  evils  of  returned  merchandise  for 
trivial  causes,  and  cancellation  of  orders  after  goods  are  in  process, 
to  the  end  that  what  are  termed  "Floor  Goods"  may  be  lessened  in 
quantity,  thus  materially  lowering  the  source  of  supplies  of  the 
ake  sample  shoe  stores  or  so-called  factory  outlets. 

Be  it  further  resolved  that  our  Secretary  be  instructed  to  take 
up  with  the  Association  of  retailers  the  question  of  formulating  a 
plan  for  the  summarizing  of  these  evils. 

Resolved,  that  shoe  manufacturers  do  not  give  credit  for  any 
shoes  that  have  been  worn  without  being  allowed  for  credit  for 
such  wear  as  the  shoes  have  given. 

Resolved,  that  this  convention,  representative  of  the  Boot  and 
Shoe  Manufacturers  of  Canada,  do  hereby  petition  the  honorable 
the  Ministers  of  Finance  and  Customs  that  no  changes  affecting 
the  custom  tariff  on  boots  and  shoes  or  leather  be  formulated 
without  giving  the  said  manufacturers  the  opportunity  of  submitting 
a  statement  of  conditions  in  the  industry,  and  of  the  effect  which, 
in  their  opinion,  any  such  proposed  revision  of  the  tariff  might 
have  on  the  industry. 

Resolved,  that  this  Association  endorse  the  idea  of  standardiza- 


tion of  cartons  and  shipping  cases,  and  that  a  committee  be  appoint- 
ed to  work  out  details  in  this  connection. 

Resolved,  that  the  Shoe  Manufacturers'  Association  of  Canada 
tender  its  hearty  thanks  to  Lieut.-Col.  W.  A.  Sadler  for  his  words 
of  welcome,  to  the  officers  and  members  of  the  Montreal  Boot  and 
Shoe  Manufacturers'  Association  for  the  generous  entertainment, 
to  the  members  of  the  Organization  Committee  who  have  given  so 
liberally  of  their  time  and  money  and  without  whose  efforts  the 
Association  could  not  have  been  formed,  to  the  speakers,  to  the 
management  of  the  Windsor  Hotel,  and  to  the  press. 

Mr.  H.  J.  Daly,  Director  of  Demobilization  and  Reconstruction! 
addressed  the  meeting  while  the  Constitution  was  under  consider- 
ation. He  said  that  the  shoe  manufacturers  were  keeping  pace 
with  the  spirit  of  the  times  in  forming  their  organization.  All 
industries  were  grouping  and  organizing  for  the  purpose  of  better 
and  more  economical  production,  with  wonderful  results.  Manu- 
facturers should  be±big  enough  to  get  together  and  discuss  matters 
of  mutual  interest.  He  advocated  the  standardization  and  the 
cutting  down  of  the  number  of  designs  in  all  manufacturing.  The 
aim  should  be  to  concentrate,  to  increase  production  and  get  down 
costs.  Manufacturers  should  eliminate  unnecessary  lines.  He  said 
that  there  should  be  a  government  survey  of  imports  and  unneces- 
sary imports  eliminated.  This  was  necessary  in  the  interests  of 
the  country  as  well  as  the  manufacturers.  He  asked  for  the  co- 
operation of  the  shoe  manufacturers  in  solving  the  problems  of  the 
returned  soldier.  They  must  be  patient  with  the  returned  soldier 
in  view  of  his  disabilities,  both  mental  and  physical.  They  must  also 
bear  in  mind  that  the  welfare  of  the  worker  was  going  to  enter  more 


R.  E.  DILDINE 
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and  more  into  the  question  of  their  success  and  profits.  He  ex- 
plained that  a  chain  of  employment  offices  was  being  organized 
from  coast  to  coast  to  permit  the  utmost  co-operation  with  regard 
to  repatriation  and  readjustment  between  employers  and  employees. 

The  Convention  Banquet 

One  hundred  and  eighty-four  guests  sat  down  in  the  Windsor 
"Rose  Room"  at  eight  o'clock  to  a  most  recherche  repast  served  in 
the  most  approved  Windsor  style.  President  Scott  presided  and 
at  the  guest  table',  in  addition  to  the  officers  and  executive,  were 
Senator  Robertson,  Minister  of  Labor,  Senator  Beaubien,  Hon. 


"Fixing  an  Objective  for  1919  Business"  will 
appear  in  next  issue  of  this  Journal. 


"A  Retailer's  Opinion  of  Trade  During  1919" 
is  a  timely  article  to  appear  in  next  number  of  this 
Journal. 
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E.  J.  Davis,  L.  J.  Breithaupt,  A.  Harris,  H.  T.  Meldrum,  James 
Acton  and  others.  The  rest  of  the  company  were  seated  at  smaller 
tables  for  the  promotion  of  good  fellowship  and  cameraderie. 
That  the  plan  succeeded  far  beyond  the  sanguine  anticipations  of 
the  committee  was  attested  by  the  evidences  of  enjoyment  that 
ams  from  the  various  groups  and  roars  of  laughter,  bursts  of  merry 
ong  and  so  forth. 

Menu 
Malpecque  Oysters 
Celery  Olives 
Cream  of  Tomato  Bisque 
Lake  Trout  Meuniere 
Roast  Turkey,  Cranberry  Sauce 
Rissolees  Potatoes  Early  June  Peas 

Coupe  St.  Jacques 
Petit  Fours 
Coffee 

When  the  banquet  proper  was  ended  the  feast  of  reason  "and 
flow  of  soul"  began.  The  President  introduced  the  toast  of  "The 
King"  very  happily  by  stating  that  amidst  the  tottering  of  thrones 
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and  the  hasty  flight  of  rulers  King  George  and  Queen  Mary,^  alone 
practically  amongst  the  rulers  of  Europe,  went^without  fear  in  and 
out  amongst  their  people,  the  unfearing  heads  of  the  greatest  de- 
mocracy the  world  has  ev.er  known.  The  toast  was  drunk  with 
enthusiasm  after  singing  with  great  heartiness  the  National  Anthem 
Mr.  Geo.  A.  Slater  proposed  the  toast  of  the  new  president  of 
the  Shoe  Manufacturers'  Association,  Mr.  F.  S.  Scott,  M.P.,  which 
was  honored  with  three  cheers  and  a  tiger,  followed  by  the  singing 
of  "He's  a  Jolly  Good  Fellow."  Mr.  Scott  responded  with  a  speech 
which  evidenced  to  those  who  heard  it  that  the  Association  in  mak- 
ing him  their  choice  for  chief  executive  had  not  made  any  mistake. 
His  speech  was  a  clear,  masterly  handling  not  only  of  industrial 
but  national  issues  and  rose  to  a  fervour  at  times  that  completely 
carried  the  audience  off  its  feet.  It  was  really  the  event,  not  only 
of  the  evening,  but  of  the  day.  He  said,  in  part,  the  Association  had 
not  been  organized  for-profit  but  to  enable  the  industry  to  take  its 
place  in  the  march  of  progress.  It  was  prophetic  of  the  way  the 
people  of  Canada  had  determined  to  go  on.  The  world  was  expecting 
great  things  from  the  Dominion  of  Canada  and  we  had  to  live  up 
to  the  reputation  our  men  had  made  for  us.  We  had  great  problems 
ahead  of  us,  problems  that  had  never  before  confronted  us.  Canada 
had  to  raise  more  than  three  times  its  former  revenue.  This  means 
we  have  to  work  harder,  we  must  increase  our  trade  and  if  we  are  to 
maintain  the  industries  of  this  country  which  for  forty  years  have 
been  its  backbone,  we  will  have  to  be  up  and  doing,  for  influences 
are  already  at  work  that  mean  the  undoing  of  all  that  has  been 
ax  '  omplished  in  the  forty  years,  unless  they  are  met  with  determina- 
tion. If  it  had  not  been  for  this  wonderful  industrial  development 
we  would  never  have  been  able  to  take  the  part  we  have  taken  in  the 
field  or  in  war  production.  There  has  been  too  much  silence  and 
inaction  and  it  is  time  to  be  up  and  doing.   The  province  of  Quebec 


can  do  more  than  any  other  to  stem  this  baneful  tendency.  All  w~ 
ask  for  is  to  have  the  matter  looked  upon  from  the  standpoint  op 
the  country  as  a  whole  and  not  from  the  narrow  viewpoint  of  a 
section  of  the  community. 

He  was  glad  that  a  better  understanding  was  promised  amongst 
the  shoe  trade  by  the  Shoe  Manufacturers'  Association  of  Canada. 
He  believed  that  two-thirds  of  the  capital  invested  in  the  industry 
was  of  French  origin. 

Speaking  of  the  blabor  problem  the  speaker  went  on  to  say  that 
already,  before  the  return  of  the  men,  there  were  whispers  of  indi- 
vidual strife.  It  is  inconceivable  that  in  years  to  come  we  should 
be  in  a  position  to  look  back  upon  such  an  ending  of  the  sacrifice  and 
effort  that  have  been  made.  He  called  for  a  square  deal  to  the  men — 
wages  with  a  proper  relation  to  the  cost  of  living,  but  the  workmen 
should  also  stand  for  a  square  deal  in  service  in  production.  But  let 
us  have  more  sympathy  with  the  average  man  who  will  return  from 
his  army  life  more  or  less  incapacitated  mentally  as  well  as  physi- 
cally for  this  work  of  construction.  The  motto  for  the  days  to  come 
should  be  "Get  together." 

Following  the  address  of  President  Scott  came  remarks  of 
Senator  G.  D.  Robertson,  Dominion  Minister  of  Labor,  who  spoke 
of  the  plans  of  the  government  for  rehabilitating  the  soldier.  He 
stated  that  they  would  need  the  utmost  co-operation  of  manufac- 
turers in  carrying  these  out. 

Senator  Beaubien  and  others  followed. 


A  MUCH  ABUSED  CUSTOM 

Editor,  Shoe  and  Leather  Journal: 

I  wish  you  would  allow  us  enough  space  in  your  Jour- 
nal to  call  attention  to  what  we  consider  a  much  abused 
custom.  We  refer  to  the  practice  of  soliciting  donations 
from  wholesalers  and  others  for  various  functions  that  or- 
ganizations pull  off  every  once  in  a  while.  These  take  the 
form  of  dances,  smokers,  suppers,  picnics,  sports,  banquets 
and  various  other  things  of  the  same  nature. 

These  donations  are  supposed  to  be  a  sort  of  adver- 
tisement, but  some  travellers  say  that  even  after  their  firms 
do  donate  to  an  organization,  if  they  have  not  the  goods  and 
at  the  proper  price,  they  don't  make  any  sales  on  account 
of  the  contributions.  They  say  the  donations  are  soon  for- 
gotten after  the  affair  is  over.  It  is  just  a  question  with  us 
as  to  how  much  this  is  a  sort  of  hold-up.  If  a  firm  does  not 
subscribe  it  is  considered  a  tight-wad.  We  also  feel  that  the 
organization  that  cannot  run  itself  on  its  own  footing,  without 
begging  from  outsiders,  has  something  radically  wrong  with 
that  organization.  It  is  difficult  for  us  to  understand  why 
wholesale  houses  and  supply  houses  should  be  called  upon 
to  furnish  a  nice  time  for  the  members  of  some  organization 
just  because  some  of  them  may  buy  goods  from  these  houses. 

And  the  custom  is  growing.  We  are  being  solicited  from 
towns  far  distant  from  our  place  of  business  and  they  have 
as  much  right  to  do  this  as  anyone  else.  But  if  the  custom 
continues  someone  will  have  to  call  a  halt  and  this  can  be 
done  by  the  wholesalers  getting  together  and  agreeing  tc 
cut  it  out  or  each  one  give  a  nominal  sum,  which  would  be 
much  better  than  the  present  method. 

There  is  a  case  in  point.  Last  summer  an  organization 
solicited  donations  with  which  to  obtain  prizes  for  their 
members  to  be  competed  for  in  sports  at  their  picnic.  The 
wisdom  of  such  a  thing  when  a  war  was  in  progress  is  open 
to  question.  We  also  consider  that  donations  of  this  kind 
should  be  considered  more  or  less  a  matter  between  the 
donor  and  the  organization;  at  least,  we  feel  no  reputable 
wholesale  house  wants  a  matter  of  this  kind  made  public. 
But,  conttary  to  this  idea  and  to  custom,  the  organization 
published  on  their  public  programmes  not  only  the  names, 
but  the  amounts  given  by  each  donor.  It  happened  that 
the  amounts  ran  from  $50  down  to  $1.  Whether  they  were 
published  to  show  the  contrast  between  those  two  amounts 
or  not  we  do  not  know,  but  it  had  a  very  reverse  effect. 
One  very  wealthy  firm  was  down  for  $10,  which  looked  very 
small  when  compared  with  the  $50  firm.  But  less  than  fotir 
weeks  before,  this  $10  firm  had  given  this  same  organization 
an  outing  that  must  have  cost  hundreds  of  dollars, 
We  are,  yours  very  truly, 

One  oe  the  Solicited. 
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An  Honorable 
Armistice 

A  Christmas  Story  of  Love  and  Shoes — By 
S.  DAVIDSON. 

AS  the  silver-haired  legal  representative  of  the  late  Robert 
Lawrence,  shoe  manufacturer,  sat  in  the  shaded 
parlor  with  the  frail  little  widow  and  her  eighteen- 
year  old  daughter,  he  wiped  his  glasses  rather  more  vigor- 
ously than  any  natural  moisture  might  seem  to  warrant, 
although  the  bleak  November  afternoon  combined  with  the 
sad  duty  of  consigning  to  earth  the  remains  of  his  late 
friend  and  client  had  not  been  without  their  effects  upon 
his  well  known  imperturbability. 

"I  am  afraid,  my  dear  Mrs.  Lawrence,"  said  the  lawyer, 
as  he  unfolded  and  glanced  over  the  document  in  his  hands, 
"your  husband's  business  has  not  in  the  past  year  or  two, 
shown  the  prosperity  that  has  been  generally  credited  to  the 
industry.  I  am  compelled  to  tell  you  that  the  affairs  of  the 
concern  are  somewhat  involved  and  that  after  the  provisions 
for  closing  up,  arranged  for  in  the  will,  are  carried  out,  there 
will  be  but  a  bare  sufficiency  for  a  modest  living  for  you  and 
your  daughter." 

It  was  thus  that  Mrs.  Lawrence  and  Ethel,  a  charming 
debutante  of  the  previous  season,  found  it  necessary  to  give 
up  their  comfortable  home  and  take  humbler  quarters  in  a 
quiet  suburb  at  the  other  end  of  the  town. 

The  income  from  the  residuum  of  the  Lawrence  estate 
was  more  than  enough,  as  the  lawyer  hinted,  to  keep  the 
wolf  from  the  door  and  would  enable  the  mother  and 
daughter  to  maintain  themselves  in  modest  comfort;  but 
they  soon  discovered  that  they  would  have  to  forego  many 
little  things  that  they  formerly  thought  indispensable, 
They  also  realized  that  relief  would  have  to  be  sought  in 
some  way  from  the  dreadful  deadness  of  an  inactivity  to 
which  they  had  never  been  accustomed. 

As  it  frequently  happens,  most  of  their  associates  of 
happier  days  gradually  found  it  convenient  to  drop  them 
from  their  visiting  lists,  and  while  a  few  of  Ethel's  friends 
still  called  at  the  bungalow,  it  did  not  take  her  long  to  real- 
ize that  she  was  practically  out  of  the  old  set. 

Amongst  the  faithful  few,  however,  was  Bert  Aikens, 
a  young  real  estate  broker,  who  had  been  one  of  Ethel's 
most  devoted  admirers',  and  whom,  notwithstanding  his 
uncertain  habits  and  somewhat  precarious  occupation, 
she  had  always  welcomed  to  the  house,  because  of  his  frank 
good  fellowship.  It  was  only  three  months  previous  to  the 
death  of  Mr.  Lawrence  that  he  had  made  a  proposal  of 
marriage  that  had  been  declined  by  Ethel  and  he  had  shown 
his  sincerity,  if  not  his  tact,  in  renewing  it  soon  after  the 
death  of  her  father. 

The  suggestion  made  by  the  young  lady  that  she  should 
take  up  music,  nursing  or  some  other  so-called  genteel 
occupation,  not  so  much  as  a  means  of  increasing  the  family 
income,  as  through  a  desire  for  useful  activity  of  some  sort, 
was  always  met  by  her  mother  with  protests,  often  reinforced 
by  tears,  so  that  the  two  women  continued  to  lead  a  life  of 
dull  monotony. 

Then  the  war  came  and  with  it  the  needs  and  oppor- 
tunities for  woman's  effort.  For  a  while  Ethel  was  in  a  fever 
of  excitement  about  war  work  and  her  mother  became  quite 
worried  with  the  prospect  of  her  going  overseas  or  becoming 
a  farmerette. 

One  evening  as  they  sat  over  their  knitting,  Ethel 
suddenly  commenced,  "Mother,  I  am  going  to  take  up  store 
work.  I  was  speaking  to  Mr.  Johnston,  the  retail  shoe 
merchant,  this  afternoon,  who  says  he  is  at  his  wit's  end  for 
lack  of  help.    His  son  went  overseas  six  months  ago  and  this 


week  the  young  man  who  took  his  place  has  signed  up  and 
he  does  not  know  where  he  will  secure  another  to  fill  his 
position.  He  seemed  so  worried  that  I  really  pitied  him 
and  almost  before  I  thought.  I  asked,  'How  do  you  think  I 
might  do  as  a  shop  assistant?'  He  was  so  astounded  that 
he  laid  down  the  shoe  he  was  showing  me  and  protested  that 
it  would  never  do.  Before  I  left,  however,  he  promised  to 
think  the  matter  over,  and  I  promised  to  call  to-morrow. 
Now,  mother,  I  really  think,  apart  from  the  twelve  dollars 
a  week,  I  will  be  doing  a  service  to  my  country  in  filling  a 
young  man's  place  at  home.  Please  let  me  'do  my  bit'  and 
do  let  us  get  over  this  habit  of  worrying  about  what  people 
say,  especially  in  times  like  the  present.  If  I  am  not  to  be 
'Queen  of  the  May,'  mother,  I  am  going  to  try  and  be  a 
business  'Joan  of  Arc,'"  said  the  young  lady  gaily. 

Thus  it  was  that  Ethel  Lawrence,  the  manufacturer's 
daughter,  found  her  way  back  into  the  shoe  trade,  and  it  was 
not  a  week  before  she  demonstrated  that  business,  if  not 
leather,  was  in  the  blood.  Naturally,  the  store  duties  were 
a  little  trying  at  first,  for  no  young  lady  who  has  had  the 
world  at  her  feet  will  find  the  opposite  situation,  in  its  grim 
liter alness,  very  cheering. 

She  brought  to  her  task  an  originality  as  well  as  a  deter- 
mination that  soon  made  the  atmosphere  of  the  Johnston 
store  so  different  that  the  oldest  customers  recognized  the 
alteration.  There  was  a  brightness  in  the  place  itself  that 
was  exemplified  in  the  red-headed  store  boy,  whom  she 
filled  so  full  of  enthusiastic  loyalty  to  herself  and  the  estab- 
lishment, that  he  kept  the  premises  spotless.  Her  innate 
orderliness  soon  wrought  a  transformation  in  the  stock  that 
caused  the  proprietor  to  rub  his  hands  and  remark  with  a 
chuckle,  "She's  a  wonder." 

But  the  shoe  clerk's  lot  is  never  one  of  unmixed  joy  and 
Miss  Lawrence  found  many  flies  in  the  ointment,  notwith- 
standing her  highly  patriotic  spirit,  and  the  natural  exhilar- 
ation of  doing  something  worth  while.  About  the  middle 
of  the  second  week,  as  she  was  arranging  some  cartons  on  the 
shelf,  she  happened  to  turn  and  saw  standing  before  her, 
Bert  Aikens.  There  was  a  look  of  pained  annoyance  on  his 
face  as  he  put  out  his  hand  and  said,  "Why,  Ethel,  whatever 
possessed  you  to  make  a  move  like  this?  Is  it  necessary  for 
you  to  do  common  shop  girl's  work?"  With  flashing  eye, 
she  stepped  back  and  replied  with  warmth,  "I  do  not  wish 
to  be  rude  and  I  would  not  like  to  hurt  your  feelings,  Bert, 
but  I  am  afraid  I  may  do  both  if  you  persist  in  interfering 
with  what  I  regard  as  my  own  business.  I  am  here  because 
I  choose  to  be  and  while  I  desire  to  make  no  reflections,  I 
may  say  I  am  here  to  leave  young  men  free  to  serve  their 
king  and  country." 

He  left  the  store  in  a  dudgeon,  and  Ethel  with  a  lump  in 
her  throat  went  on  rearranging  her  stock.  "Poor  Bert,  that 
was  a  hot  shot.  I  should  not  have  said  it.  He  means  well, 
but  he  is  so  self-centred  and  thoughtless,  he  does  not  under- 
stand." 

Another  trying  experience  came  one  afternoon  the 
following  week,  when  Mrs.  Bangs,  the  grocer's  wife,  came  in 
for  a  pair  of  shoes.  Mrs.  Bangs  was  what  is  commonly  known 
as  a  "climber."  Her  husband  had  started  a  little  grocery 
store  some  years  previously  and  had  done  so  well  that  there 
was  now  a  high-class  Bangs  store  on  the  principal  thorough- 
fare, with  two  smaller  establishments  in  different  parts  of  the 
town.  Mr.  Bangs  sported  two  automobiles  and  his  wife 
advertised  his  success  by  the  amount  of  flashy  clothes  and 
jewelry  with  which  she  bedecked  her  imposing  person.  Her 
sole  ambition  was  to  get  into  society.  She  was  of  the  type, 
moreover,  which  gloats  over  the  downfall  of  those  who 
occupy  exalted  positions  in  the  social  world. 

She  walked,  or  rather  waddled,  into  the  store,  threw  her 
two  hundred  and  fifty  pounds  of  avoirdupois  into  a  fauteuil 
and  with  a  patronizing  air  asked  for  a  pair  of  high  gray  kid 
shoes.  She  fairly  revelled  in  the  privilege  of  having  a  former 
society  belle  fitting  shoes  upon  her  pudgy  feet  and  used  the 
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privilege  to  the  limit.  After  trying  on  seven  or  eight  differ- 
ent shoes  she  suddenly  missed  a  diamond  pendant  from  her 
throat.  She  went  almost  into  hysterics  when  a  hurried 
search  failed  to  reveal  the  lost  ornament  and  ended  by  in- 
sisting that  as  she  had  it  when  she  entered  the  store,  it  cer- 
tainly must  be  on  the  premises,  hinting  unmistakably  that 
Miss  Lawrence  must  know  something  about  it.  By  this 
time,  the  proprietor  and  another  customer  joined  in  the  search 
which  failed,  however,  to  reveal  the  brooch  anywhere  about 
the  place.  Bob,  the  store  lad,  happening  along,  discovered 
the  missing  piece  of  jewelry  clinging  to  the  lady's  feather  boa, 
and  a  sudden  calm  succeeded  the  storm.  The  grocery  lady's 
apologies  were  profuse,  but  they  failed  to  remove  the  sting 
felt  by  the  young  lady  at  the  attitude  so  often  taken  by  the 
public,  with  regard  to  the  honesty  of  those  who  have  to 
earn  their  living  behind  the  counter. 

The  months  sped  and  the  touches  of  dignity,  brightness 
and  above  all  thoroughness  in  service  that  were  quietly 
added  to  the  old  store  gradually  transformed  it.  Johnston 
said  he  hardly  knew  the  place  himself.  New  customers 
came  and  old  customers  returned  and  few  could  tell  just 
where  they  found  the  attraction.  Some  hit  the  secret  fairly 
accurately  when  they  said  that  there  was  more  "life"  in  the 
establishment.  It  was  the  spirit  of  the  place,  however, 
rather  than  any  radical  changes  in  either  the  store  or  its 
methods  that  gave  it  its  outstanding  position  amongst  the 
business  establishments  of  the  town. 

Some  said  that  Johnston  had  come  out  of  his  shell,  while 
more  credited  the  young  sales  lady  for  the  subtle  changes 
that  gradually  made  themselves  felt  in  the  Johnston  store 
service.  It  is  certain  that  the  proprietor  had  become  a 
different  man.  He  seemed  to  have  dropped  twenty  years 
from  his  three  score  odd.  He  developed,  for  one  thing,  the 
habit  of  spending  more  time  at  the  front  of  his  shop  instead, 
as  formerly,  of  poring  over  his  books  in  the  dingy  little 
office  at  the  back.  This  fact  alone  made  it  possible  for  him 
to  meet  his  customers  and  give  that  personal  attention  to 
their  needs  for  which  the  store  now  became  noted.  Adver- 
tising, stock  methods,  and  above  all  expedition  and  courtesy 
in  waiting  upon  customers  all  seemed  to  take  on  a  new 
meaning,  so  that  even  the  boy  learned  the  importance  of  such 
things  as  neat  parcels  and  prompt  deliveries.  Meanwhile, 
most  of  the  customers  themselves  were  learning  valuable 
lessons  on  the  dignity  of  labor,  and  had  come  to  realize  that 
a  store  clerk  could  be  something  more  than  a  mere 
automaton. 

Miss  Lawrence  was  fully  alive  to  the  fact  that  it  was  her 
duty  to  please  as  well  as  serve  and  put  her  employees'  inter- 
ests before  even  her  personal-  feelings,  but  she  had  a  way  of 
letting  those  who  attempted  to  presume  upon  her  position 
realize  that  she  was  not  to  be  treated  like  a  menial.  In  fact 
her  whole  attitude  made  rudeness  or  familiarity  impossible 
with  anyone  but  a  prig  or  a  boor. 

Nevertheless  there  were  times  when  even  her  wonderful 
enthusiasm  for  her  work  and  her  knowledge  that  she  was 
making  life  not  a  little  brighter  for  her  delicate  mother 
was  hardly  sufficient  to  keep  back  the  feeling  of  bitterness 
at  the  coolness  of  old  friends  or  the  galling  familiarity  of 
those  who  regarded  the  "shop  girl"  as  an  object  for  their 
stupid  humor  or  coarse  attentions. 

Amongst  those  attracted  to  the  place  by  the  pretty 
young  saleswoman  and  her  business-like  ways  was  the  son 
of  a  local  banker,  who  had  made  his  start  by  "shaving" 
notes  for  the  farmers  of  the  district  and  who  now  had  an 
interest  in  several  industrial  concerns  in  town.  The  son 
was  at  the  head  of  the  local  implement  works,  a  director  in 
the  new  shoe  factory,  and  as  far  as  his  business  instincts  were 
concerned  was  a  chip  off  the  old  block.  People  said  that  he 
could  see  a  dollar  farther  away  than  his  dad,  and  the  latter 
could  spot  five  cents  at  the  top  of  a  telegraph  pole.  The 
young  fellow,  who  set  up  for  somewhat  of  a  sport,  was  quite 
a  spender  when  it  came  to  personal  adornment.  Percy 


Smart  found  excruciating  delight  in  decorating  his  pedal 
extremities  with  the'  latest  varieties  of  Johnston  footwear, 
and  that  his  purchases  were  rather  more  liberal  than  his  needs 
was  due  undoubtedly  to  the  attraction  of  the  young  lady 
who  personally  catered  to  his  fastidious  tastes.  It  was  not 
long,  however,  until  be  became  enamored  of  her  charm  of 
face  and  manner  and  the  local  florist  began  to  profit  by 
handsome  orders  forwarded  (of  course  without  name)  to  the 
Lawrence  home.  So  long  as  these  offerings  came  anony- 
mously they  were  received  at  the  Lawrence  house  with  appre- 
ciation, if  with  a  certain  amount  of  amusement  and  specu- 
lation, but  when  the  source  was  disclosed  by  a  refusal  of 
Miss  Lawrence  to  accompany  Percy  to  a  boat  ride  on  the 
river,  the  silent  tributes  ceased  to  come.  Ethel  gave  the 
young  man  to  understand  in  a  firm  but  kindly  way  that  she 
had  no  intention  of  allowing  their  acquaintance  to  take  on 
any  warmer  character  than  that  of  saleswoman  and  cus- 
tomei.  By  some  means  or  other  the  story  got  abroad  that 
Percy  had  been- snubbed  and  the  young  man  vowed  that 
the  pert  young  miss  would  one  day  realize  that  she  could  not 
thus  scornfully  treat  his  advances. 

The  summer  waned  and  following  it  came  the  autumn 
season  with  its  rush  of  extra  business  and  the  exactions  of 
increasing  sales  efforts.  It  was  now  the  fifth  year  of  the  war 
and  there  were  indications  of  the  conflict  coming  to  an  end. 
Boys  from  the  front  on  leave  or  incapacitated  had  come  home 
in  larger  numbers  and  told  of  the  terrible  gruelling  the 
Boches  had  been  given  on  the  western  front.  Amongst  those 
given  permanent  leave  was  Capt.  Walter  Johnston,  who  had 
served  with  distinction  in  the  artillery  in  most  of  the  earlier 
engagements,  and  who  had  received  the  D.S.O.  for  valiant 
service  in  connection  with  Vimy  Ridge.  Wounded  in  the 
right  hip  with  shrapnel  he  was  doomed  to  go  about  the 
rest  of  his  days  with  a  stick.  He  had  turned  out  otherwise 
a  fine  handsome  fellow  of  twenty-three,  having  been  a 
mere  lad  when  he  had  gone  to  France.  He  had  developed 
withal  a  sturdy  manliness  that  drew  admiration  apart  from 
his  honorable  record  on  the  field.  He  took  his  place 
in  the  store  in  the  early  autumn  and  was  naturally 
astonished  at  the  changes  wrought,  not  only  with  the  estab- 
lishment and  its  personnel,  but  with  his  father,  whom  he 
laughingly  declared  had  renewed  his  youth. 

There  may  have  been  some  pique  in  the  feeling  that  the 
transformation  in  the  store  and  its  methods  had  been 
wrought  by  a  "mere  girl"  and  a  slight  inclination  to  feel  that 
Johnston  &  Son  would  in  future  be  sufficient  unto  themselves, 
but  the  father  would  not.  hear  of  any  change.  "There  is 
plenty  to  keep  us  all  going  and  more  business  to  be  had  still 
if  things  keep  on  as  they  have  been,"  said  the  senior  partner 
confidently. 

Thus  after  all  Ethel  retained  her  position  in  the  store 
and  a  policy  of  reconstruction  was  undertaken  which,  amongst 
other  things,  included  a  special  ladies'  and  children's  depart- 
ment to  be  opened  up  upstairs  as  soon  as  necessary  altera- 
tions could  be  made. 

In  the  meantime  matters  moved  along  smoothly,  with 
the  exception  that  now  and  then  a  difference  of  opinion 
developed  upon  some  minor  point  of  policy  or  method. 
Ethel  had  been  so  accustomed  to  acquiescence  on  the  part 
of  the  head  of  the  house  that  she  was  perhaps  a  little  restive 
under  criticism  and  impatient  of  interference.  On  the 
other  hand,  the  junior  member  of  the  firm  felt  at  times  the 
brusque  manner  in  which  the  young  lady  delivered  her 
opinions  and  was  exasperated  at  what  he  called  her  uppish- 
ness.  Both  were  high  strung,  but  had  that  happy  gift  of 
common-sense  that  enabled  them,  in  the  end,  to  appreciate 
each  other's  viewpoint  and  reach  decisions  that  were  just 
as  well  as  sensible. 

It  could  hardly  be  expected  that,  two  young  people  of 
sound  bodily  and  mental  qualities  could  be  thrown  daily 
together  for  three  or  four  months  without  the  emotional 
side  of  their  natures  more  or  less  making  itself  felt.  Miss 
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Lawrence  was  not  one  to  encourage  any  departure  from  the 
rule  that  business  should  be  business  in  the  store,  and  Captain 
Johnston  was  the  last  one  in  the  world  to  take  advantage  of 
daily  contact  with  a  charming  and  superior  young  woman  to 
allow  store  relationships  to  become  a  means  for  the  encour- 
agement of  personal  inclinations. 

Nevertheless  he  began  to  realize  that  business  had  some- 
how or  other  taken  on  a  brightness  that  had  less  to  do  with 
the  increase  in  its  volume  of  trade  and  increased  clientelle 
than  the  wholesome  attractions  of  his  enthusiastic  assistant. 
In  fact  he  had  to  admit  that  business  developed  a  new 
charm  and  his  leisure  moments  were  attended  by  a  restless- 
ness that  could  not  be  assuaged,  by  golf -or  the  other  social 
activities  in  which  he  became  involved  since  his  return. 

It  dawned  on  him  slowly  that  his  future  was  becoming 
more  and  more  involved  in  his  daily  companion  and  her 
interests  than  in  the  business  his  father  had  so  often  expressed 
a  desire  to  see  him  take  over  and  develop  as  soon  as  the  war 
was  over.  The  awakening  was  the  more  painful  as  he  realized 
there  was  apparently  not  the  first  thought  of  anything  but 
the  most  platonic  regard  on  the  part  of  the  young  lady  con- 
cerned. Occasionally  they  spent  an  hour  or  two  together 
: outside  business  and  his  Sunday  visits  to  the  Lawrence 
home  were  appreciated  by  both  mother  and  daughter,  who 
listened  with  interest  to  his  modest  accounts  of  the  thrilling 
iscenes  in  connection  with  the  various  Flanders  campaigns. 

On  Thanksgiving  Day  the  young  folks  took  Mrs.  Law- 
Irence  for  a  spin  to  a  neighboring  city,  where  they  had  tea 
together,  followed  by  a  glorious  drive  home  in  the  crisp 
afternoon  air  of  a  bright  October  day.  The  evening  was 
;spent  in  looking  over  some  fine  old  prints  that  formed  part 
of  the  collection  of  the  late  Mr.  Lawrence.  An  old  song  book 
iwas  unearthed  and  Ethel  sang  by  request  that  old-time 
favorite.  "Robert  toi  que  jaime,"  in  the  rich  contralto  for 
(which  she  had  been  famous  in  the  days  when  she  was  a 
member  of  the  Anglican  choir. 

As  she  sang  she  seemed  to  entirely  forget  her  surround- 
ings, and  as  her  fingers  slipped  lightly  over  the  keys  her  soul 
poured  itself  forth  in  a  melody  like  that  of  a  song  bird  in 
spring,  dimly  calling  across  the  shadowy  distance  for  its  mate. 
At  its  conclusion  she  arose  abruptly  from  the  piano  and  as 
an  excuse  to  hide  the  tears  that  dimmed  her  long  lashes 
kissed  her  mother  who,  with  folded  hands,  sat  in  wrapt 
reverie  in  her  easy  chair,  saying  gaily,  "Has  that  brought 
back  the  old  days.  Mother?" 

It  was  not  a  time  for  words  and  Captain  Johnston  took 
his  departure  with  a  quiet  acknowledgment  of  the  pleasure 
he  had  experienced  from  the  outing  and  his  appreciation  of 
the  delightful  evening  spent  in  the  little  home. 

Thanksgiving  Day  had,  however,  made  plainer  to 
to  him  than  ever  that  without  Ethel  Lawrence  life  would 
be  a  dreary  proposition  to  him.  and  he  determined  to  find  out 
if  there  was  any  hope  for  more  than  even  pleasant  com- 
radeship with  this  wonderful  little  woman.  He  asked  a 
day  or  two  later  if  he  might  call  for  her  and  take  her  to  church 
on  Sunday  evening,  and  his  request  was  readily  granted.  On 
the  way  home  from  the  service  he  took  occasion  to  refer  to 
the  previous  holiday  as  a  red-letter  day  in  his  experience 
and  in  a  quiet,  direct  way  made  known  his  feelings  to  his 
cpmpanion,  saying  he  would  be  the  happiest  man  in  Canada 
if  it  were  ever  possible  that  the  song  she  had  sung  on  Thanks- 
giving evening  might  be  meant  for  him. 

"I  am  sorry,  Captain  Johnston,"  said  Ethel,  much  dis- 
tressed, as  they  drew  near  to  the  Lawrence  cottage  and  paused 
a  moment  before  entering;  "I  had  no  idea  that  you  had  any 
such  thoughts  with  regard  to  me.  We  have  been  getting 
along  so  famously  at  the  store,  and  I  do  hope  that  this  will 
not  spoil  our  comradeship  which  has  been  such  a  help  to  me. 
I  frankly  confess  during  the  past  few  months  I  have  found  it 
such  a  relief  to  have  someone  not  only  to  appreciate  but  to 
help  in  the  work,"  and  the  tears  dimmed  her  eyes  and  her 
voice  faltered. 


"Please  forgive  me,  Ethel — I  may  call  you  that,  may  I 
not?  I  have  been  selfish  in  thus  thrusting  my  thoughts 
upon  you,  but  your  song  made  me  so  absolutely  hungry  the 
other  night  that  it  seemed  I  could  not  live  without  I  knew 
it  was  meant  for  me.  I  am  sorry  if  I  have  pained  you.  I 
will  try  and  offend  no  more.  Let  us  go  back  to  our  old  plane 
of  comradeship  and  tell  me  that  you  do  not  despise  me  for 
my  hurting  you  by  my  selfish  haste.   But  is  there  no  hope?" 

"I  do  not  and  could  not  despise  you  for  anything  you 
have  said,  for  I  have  learned  to  honor  and  trust  you.  As  to 
giving  you  any  ground  for  hope,  what  can  I  say?  I  have 
never  thought  of  you  in  that  way.  I  have  looked  upon  you 
as  an  honorable-  gallant  ■  gentleman,  who -has-treated  me 
with  a  courtesy  and  deference  under  circumstances  that 
make  them  peculiarly  acceptable.  Please  understand  me. 
I  like  you  and  want  nothing  to  interfere  with  our  hitherto 
happy  relations." 

"Then  you  will  not  let  to-night  prevent  my  com- 
ing now  and  then  as  in  the  past?"  asked  the  Captain  hope- 
fully.   "I  am  willing  to  consent  to  an  'honorable  armistice.'" 

"I  mean  absolutely  what  I  have  said,"  replied  Ethel. 
"Let  us  be  the  same  as  if  nothing  of  this  sort  had  happened." 
And  so  they  entered  the  house,  where  a  pleasant  half  hour 
was  spent,  and  Captain  Johnston  left  with  the  feeling  that 
while  the  white  flag  floated  there  was  hope  of  "peace  with 
victory." 

They  were  weary,,  trying  days  that  followed,  for  in  spite 
of  the  constant  pressure  of  business  and  the  excitement  of 
new  plans  the  smile  and  cheery  word  could  not  always  hide 
the  conscious  pain.  November  followed  October  and  on 
the  eleventh  came  the  almost  unbelievable  news  that  the 
war  was  over  and  that  unparalleled  carnage  in  Europe  was 
to  cease.  The  wildness  of  the  first  outburst  gave  way  to 
sober  planning  for  the  return  of  the  soldier  army  and  the 
directing  of  business  into  more  normal  channels.  Amongst 
the  first  things  made  necessary  was  the  reconsideration  of 
the  plan  of  opening  the  ladies'  shoe  department  in  the  Johns- 
ton store,  which  it  was  decided  to  postpone  for  a  period. 
In  the  meantime,  Christmas  business  was  in  full  swing  and 
all  in  the  store  had  plenty  to  tax  their  energies  and  patience. 

About  the  first  week  in  December  a  large  batch  of  re- 
turned soldiers  turned  up  stirring  the  town  to  its  depths. 
In  charge  was  Major  Bert  Aikens,  who  had  returned  minus 
his  left  arm,  but  with  several  decorations,  amongst  them  the 
coveted  Military  Cross.  Stung  by  Ethel's  imputation  that 
he  was  a  slacker,  he  had  joined  the  Canadian  Flying  Corps, 
was  transferred  to  the  Royal  Air  Force,  and  during  eighteen 
months  had  been  in  some  of  the  most  dangerous  air  work 
in  France. 

He  became  widely  known  as  one  of  the  most  fearless  and 
daring  pilots  on  the  western  front.  He  had  over  two  score 
of  enemy  craft  to  his  credit  when  he  met  with  the  mishap 
that  nearly  cost  him  his  life.  When  out  on  what  is  called 
"an  offensive  patrol"  he  fell  in  with  a  German  "fokker,"  a 
much  more  powerful  machine  than  his  own.  Before  he  realized 
the  presence  of  the  enemy  he  was  deluged  with  a  hail  of 
bullets,  one  of  which  struck  his  engine,  which  immediately 
began  to  run  wild.  Undaunted,  Bert  swung  his  halting 
plane  into  position  on  its  wing  tips,  and  let  the  Hun  have  a 
dose  from  his  Lewis  machine  gun  that  sent  it  careering  to 
the  earth.  He  was  able  to  direct  his  own  plane  towards  the 
British  base,  which  he  barely  reached  amid  a  storm  of  machine 
gun  and  shell  fire.  They  found  him  huddled  up  in  his  seat 
unconscious,  with  one  arm  shot  to  pieces  and  his  plane 
riddled  like  a  pepper  box. 

He  had  only  written  two  or  three  letters  to  his  sister 
and  a  couple  to  his  solicitor  since  joining  the  forces,  so  that 
Ethel  had  heard  little  beyond  the  meagre  reports  that  came 
through  the  press  of  his  brilliant  career.  It  was,  therefore, 
with  no  little  surprise  and  gladness  she  saw  him  march  down 

(Continued  on  page  pj) 
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Kidskins 
and  Calfskins 

While  Kidskins  are  Growing  in  Popu- 
larity Calfskins  Are  Not  Used  so  Exten- 
sively as  in  the  Past 

THE  shoe  retailer  who  familiarizes  himself  with  inter- 
esting details  of  his  business  will  be  liable  to  become 
more  enthusiastic  over  his  work  than  will  one  who 
may  have  only  a  limited  knowledge  of  the  making  of  shoes 
or  the  procuring  of  leather.  That  there  are  thousands  of 
kidskins  cut  every  week  many  may  know,  but  the  exact 
amount  and  of  the  source  of  supply  few  are  at  all  familiar. 
The  following  article  from  "Shoe  Topics"  should  prove 
interesting  to  anyone  connected  with  the  shoe  industry. 

With  the  vast  number  of  shoes  being  made  all  the  time 
in  this  country  a  great  many  people  often  speculate  as  to 
where  all  the  skins  to  cut  these  shoes  come  from.  And  well 
they  may,  for  the  number  of  skins  used  every  day,  even  in  the 
ordinary  sized  factory,  is  enormous,  and  when  those  cut  in 
all  the  shops  are  figured  the  number  is  almost  beyond 
computation. 

Take  the  kidskins  for  instance,  there  are  some  shops 
on  women's  shoes  that  do  not  use  anything  over  a  skin  of 
three  feet.  This  is  a  pretty  small  skin,  but  that  is  the  kind  in 
demand  in  the  best  shops,  as  it  makes  a  real  fine  shoe  and 
one  that  is  popular  with  most  of  the  women  of  the  country. 

There  are  a  few  factories  in  this  country  on  women's 
fine  shoes  in  which  they  make  up  to  ten  thousand  pairs  a 
day  when  the  season  is  on.  And  in  one  or  two  of  these,  at 
least,  they  cut  three-foot  skins  and  seldom  anything  larger. 
This  being  the  fact,  it  is  seen  that  the  number  of  kidskins 
must  foot  up  well  into  the  millions  every  year. 

As  a  rule  they  would  allow  about  three  feet  of  kid  for  a 
pair  of  women's  fine  boots,  and  at  these  figures  it  means  that 
one  skin  is  cut  for  every  pair  of  shoes  when  the  three-foot 
skins  are  used.  If  the  number  in  shoes  will  run  up  to  ten 
thousand  pairs  per  day  it  follows  that  the  number  of  kid- 
skins  will  run  about  the  same. 

There  are  many  women's  boots  that  would  take  nearly 
four  feet  of  stock  to  cut  them,  so  that  it  is  seen  that  the 
figures  given  here,  or  the  estimate  of  skins  used,  would  not 
be  far  out  of  the  way.  A  skin  for  every  pair  means  that  they 
need  ten  thousand  skins,  or  close  to  it,  to  cut  the  uppers  for 
the  big  output  that  goes  through  every  day. 

But  the  ten  thousand  pair  a  day  factory  is  not  the 
limit  in  this  country,  as  there  are  firms  that  have  a  still  larger 
output  and  a  few  of  these  actually  produce  something  like 
thirty  thousand  pairs  of  shoes  every  working  day.  Most  of 
these  shoes  would  probably  be  cut  from  side  leather,  but  it 
takes  skins  to  make  side  leather  and  the  question  is  where 
do  they  all  come  from? 

It  is  said  that  the  big  firms  go  into  the  market  and  buy 
large  quantities  of  skins  and  store  these  away  till  they  are 
needed.  That  is  done  by  many  firms,  but  it  does  not  explain 
where  all  the  skins  come  from  which  are  made  into  leather 
and  which  are  finally  stored  away  only  to  be  cut  up  later  on. 

When  we  estimate  the  large  number  of  shoe  factories 
in  the  country  and  figure  all  the  stock  they  cut  every  day, 
it  is  seen  that  the  business  is  so  great  as  to  cause  most  of  us 
to  wonder  how  all  these  plants  are  able  to  get  the  upper 
stock  needed  and  also  the  bottom  stock.  Of  course  the 
bottom  stock  is  being,  enlarged  now  by  the  addition  of  the 
new  soles,  and  this  means  that  the  supply  can  be  kept  up 
far  better  than  it  would  be  if  these  soles  were  not  to  be 
obtained. 

Those  who  travel  much  through  this  country  are  aware 
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of  the  fact  that  very  few  goatksins  or  kidskins  are  raised 
here.  It  is  likely  that  the  country,  as  a  whole,  does  not  pro- 
duce one-tenth  of  the  total  of  all  that  are  cut  and  used. 
The  vast  majority  of  these  skins  come  from  other  countries, 
and  it  goes  without  saying  that  goat  raising  must  be  a  pretty 
popular  business  in  many  parts  of  the  country. 

So  far  as  calfskins  are  concerned  these  are  raised  to 
quite  an  extent  in  this  country,  but  there  are  not  nearly  so 
many  calfskins  cut  for  shoes  in  our  factories  as  many  sup- 
pose. There  are  quite  a  few  people  who  imagine  that  all  the 
army  shoes  are  made  of  calf,  but  they  are  mistaken  to  a 
great  extent  in  this  belief. 

There  are  very  few  army  shoes  made  out  of  calf,  and  it 
is  safe  to  say  that  at  least  four  out  of  five  pairs  are  made  out 
of  side  leather.  In  fact,  it  is  not  the  army  shoe  alone  that  is 
cut  from  side  leather,  in  such  numbers,  but  the  same  is  true 
of  the  regular  lines  for  civilian  wear. 

There  are  any  number  of  men's  fine  shoes  made  at  the 
present  time  that  are  cut  from  side  leather,  and  these  shoes 
look  so  good  that  it  is  quite  impossible  to  tell  them  from  calf. 
One  can  see  plenty  of  such  shoes  on  the  street  every  day  and 
he  would  never  know  but  they  were  of  calfskin.  They  are 
finished  up  in  such  a  way  that  some  of  the  shoe  men  are 
deceived  when  the  shoes  are  finally  made  up  and  ready  for 
the  carton. 

Calf  has  been  worn  so  long  in  this  country,  and  in  the 
best  shoes,  that  people  have  come  to  look  for  it  as  a  regular 
thing.  They  expect  to  buy  a  calf  shoe  when  they  go  to  the 
retailer  and  they  are  led  to  believe  that  the  shoe  they  buy 
is  calf.  But  they  do  not  get  worsted  by  the  transaction,  for 
the  upper  is  really  about  as  fine  as  calf  and  it  will  wear 
just  as  long  in  ordinary  service. 

There  is  less  calf  being  used  to-day  in  the  factories  of 
this  country  than  ever  before  in  the  remembrance  of  the 
average  shoe  worker.  In  fact,  very  few  shops  are  cutting 
this  stock  to  any  extent  worth  noticing,  and  the  fact  that 
they  are  able  to  get  such  good  side  leather  makes  it  possible 
for  them  to  get  along  without  the  calf.  As  a  result  of  all  this 
fewer  calves  are  being  killed  at  the  present  time  in  any 
part  of  the  country. 

When  we  take  all  classes  of  skins,  as  a  whole,  we  see 
that  the  raising  of  them  must  go  on  apace  in  many  other 
countries  in  order  that  the  American  shoe  factories  may  be 
kept  busy.  And  as  those  same  factories  are  now  making  great 
quantities  of  shoes  for  the  export  trade,  it  is  likely  that  some 
of  the  very  people  who  are  raising  skins  for  American  shops 
are  also  wearing  shoes  made  in  those  shops  and  from  the 
skins  which  they  sent  here  to  be  worked  into  shoes. 


COMPARISONS  ARE  ODIOUS 

When  you  see  some  man  whom  you  regard  as  "a  dub," 
but  who,  nevertheless,  has  made  a  business  success — and 
there  are  many  such — it  is  a  good  thing  to  study  whether 
he  hasn't  certain  characteristics  which  you  lack.  First  of  all 
you  may  find  that  he  is  a  kind  of  good-natured  fool,  whom 
people  like;  he  has  the  faculty  of  making  friends  and  keeping 
them.  If  he  is  conceited,  his  conceit  does  not  take  the  form 
of  trying  to  drag  down  other  men  so  that  he  can  appear  big 
in  comparison.  Very  often  the  reason  why  a  man  fails  to 
get  promotion  is  that  his  fellow  employees  would  resent  it, 
probably  for  a  very  good  cause,  and  the  boss  knows  it. 

We  will  be  pleased  to  have  the  particulars  of 
any  shoe  retailers  being  elected  to  municipal  offices 
at  the  coming  New  Year  elections.  We  would  also 
like  to  have  the  photos  of  the  fortunate  ones  so 
the  trade  may  see  who's  who  in  municipal  matters. 

& — .  , — „  „_„„_„„_„„_„  „„_„—»„_»_»„_„_„  ^ 
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These  marks  on  Rubber  Footwear  distinguish  a 

Dominion  Rubber  System 
Product 


_  THE 

|MERCHANTS| 

IRUBBERJi 

SMERCHANTal 


THE  1 

■IAPLE  LEAFL- 
RUBBER  „»cSi»H^S 


Modern  Efficiency 
Says :  , 

Wear  Rubbers 
and  Keep  Fit 

Get  them  NOW— so  youTl  be 
ready  for  bad  weather. 

A  sick  man,  or  a  sick  woman, 
slows  up  the  whole  machinery  of 
business.  If  a  man,  his  work  is 
neglected.  If  a  woman,  her 
household  is  disarranged  and  the 
bread-winner  of  the  family  made 
less  efficient  by  worry.  If  a  child, 
the  progress  in  school  is  retarded 
— sometimes  the  whole  school 
year  losl — because  of  some  serious 
illness  which  might  have  been 
prevented  had  Rubbers  been  worn. 

Let's  all  stay  well  this  winter,  by 
wearing  rubbers.  Let's  avoid  the  epide- 
mics of  colds,  sore  throats,  grippe,  pneu- 
monia that  upset  business  and  homes  in 
previous  years. 

The  cost  of  rubbers  is  so  reasonable 
compared  with  other  needs,  that  you  can 
well  afford  to  buy  more  than  one  pair. 

These  six  brands  of  reliable  rubbers — 


"Jacques  Cartier" 
"Merchants" 
"Maple  Leaf" 


"Granby" 

"Dominion1' 

"Daisy" 


—enable  you  to  obtain  from  the  leading 
shoe  stored  a  style  and  shape  for  every 
shoe  for  men,  women  and  children. 

Ask  for  these  brand* — they  give  the  beat  wear. 


dominion 

^  RUBBER  ^ 


One  of  a  series  of  ads  appearing  in  the  public  press  in  an  educas- 
tion  campaign  of  rubbers.    Size  three  columns  by  fifteen  inche 


Creating  a 
Market 


Showing  How  an  Advertising  Cam- 
paign Can  Educate  the  Public 
About  Shoes  and  Rubbers 

POSSIBLY  the  best  nutshell  definition  of 
"Creating  a  Market"  is  "Creating  a 
Demand."  To  assume  that  any  firm  or 
individual  should  attempt  to  create  a  market 
for  shoes  or  rubbers  may  seem  to  many  as  folly 
or  even  preposterous.  They  reason  that 
eveyone  must  wear  shoes  and  just  so  many 
shoes,  therefore  the  market  is  already  created 
or  demand  is  already  in  existence.  Apparent- 
ly this  is  correct.  But  while  there  may  be  a 
natural  demand  for  an  article  the  public  needs 
educating  along  certain  lines  in  order  that  they 
may  buy  the  more  intelligently.  It  is  also 
often  desirable  on  the  part  of  manufacturers  of 
certain  brands  of  shoes  to  create  a  market  for 
these  particular  brands.  When  one  stops  to 
consider  the  methods  of  selling  shoes  to-day 
and  the  methods  adopted  thirty-five  or  forty 
years  ago,  one  is  amazed  at  the  wonderful 
advancement  that  had  been  made.  In  those 
back-days  no  well  written  quarter  page  ads. 
appeared  regularly  in  the  newspapers.  But 
many  of  these  may  be  seen  to-day  whose  ob- 
object  is  to  create  a  demand  for  the  lines 
advertised. 

So  it  remained  for  a  number  of  progressive 
shoe  manufacturers  to  take  up  this  matter  on 
a  wide  and  broad-minded  scale  and  at  the  same 
time  they  were  conducting  an  educational 
campaign  for  the  general  public,  whereby 
every  retailer  would  be  benefited,  whether  they 
sold  these  particular  lines  advertised  or  not. 
In  fact,  the  trade  generally  would  be  bene- 
fited on  the  principle  that  if  one  is  helped, 
all  are  helped. 

In  connection  with  this  educational  work, 
the  object  may  be  to  familiarize  a  brand,  or 
some  feature  of  a  brand,  so  well  that  it  will  be- 
come a  household  word.  While  in  some  cases 
customers  may  go  and  ask  for  the  particular 
line  advertised,  there  are  others  who  when  they 
have  entered  a  store  to  purchase  shoes,  may 
not  have  any  particular  make  in  their  mind, 
but  if  shown  a  pair  that  has  been  well  adver- 
tised, this  particular  shoe  will  come  to  their 
minds  as  the  one  of  which  they  had  read  in  the 
advertisements  and  so  the  sale  will  be  made 
much  easier  than  would  that  of  an  unknown  or 
unadvertised  shoe.  In  this  way  a  market  is 
being  created. 

There  are  other  features  that  may  be  em- 
phasized in  the  advertising.  Let  us  assume 
a  firm  makes  a  really  good  shoe  to  sell  at  a 
certain  price.  Higher  priced  shoes  may  be 
obtainable  and  'the  full  value  'of  the  higher 
price  be  obtained,  but  the  other  shoe  may 
answer  every  purpose  of  the  customer  in  ap- 
pearance and  service.  This  then  will  create 
a  demand  for  the  shoe  of  i  the  more  moder- 
ate price  and  incidentally  introduce  the  sub- 
ject of  economy. 

This  matter  of  creating  a  market  is 
wonderfully  well  illustrated  in  rubbers  by 
a  series   of  advertisements  now  being  run 
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in  the  daily  papers  by  the  Dominion  Rubber 
System.  In  some  of  these  ads.  more  than  half 
the  reading  space  is  devoted  to  a  general  talk 
on  rubbers  and  the  advantage  of  wearing  them. 
This  is  educational  and  will  apply  to  any  make. 
It  will  at  once  be  seen  how  this  will  help  the 
general  sale  of  all  rubbers.  This  matter  will 
then  be  followed  by  reference  to  their  own  dif- 
ferent brands,  which  are  carried  in  various  stores 
throughout  the  Dominion,  but  no  reference  is 
made  to  any  particular  retailer  who  carries  them. 
The  result  of  this  educational  advertising  is  that 
more  rubbers  will  be  worn  and  every  manufac- 
turer of  rubbers  will  benefit  by  this  market 
creating  effort.  And  the  result  of  this  increased 
sale  means  that  the  manufacturer  will  sell  more 
rubbers  and  be  able  to  produce  the  larger  out- 
put at  a  proportionately  lower  cost.  So  those 
benefited  by  this  market  creating  advertising 
include  manufacturer,  retailer  and  consumer. 

In  other  pages  we  reproduce  some  of  the  ad- 
vertisements used  in  campaigns  of  this  character. 


'Illlllilll 


Two  Model  Last  a  for  Women  who  prefer  a  long  vamp  with  narrow  or  medium  narrow  toe 
Made  in  all  leathers  8  inch  or  9  inch  height,  Louis  or  Cuban  heels,  $6  to  $10 

Solving  the  Nation's  Shoe  Problem 


HONOR  FLAG  CELEBRATION 

After  the  employees  of  the  Chas.  A.  Ahrens 
Company,  of  Kitchener,  won  the  honor  flag  in 
the  Victory  Loan  Campaign,  they  broke  lose  to 
the  tune  of  a  big  celebration  in  the  Masonic  Hall. 
The  amusements  were  euchre,  dancing  and  music, 
followed  by  a  luncheon  at  11  o'clock. 

The  firm's  trade  name  "Chums,"  which  the 
firm  use  on  their  shoes,  sort  of  rubbed  off  on  to 
the  employees,  for  they  certainly  spent  a  "Chum- 
some"  evening. 


DOMINION  RUBBER  SYSTEM  LIMITED 

Notice  appears  in  the  Canada  Gazette  of 
the  incorporation  in  the  Maritime  Provinces 
and  in  the  six  other  provinces  of  the  Dominion  of 
the  "Dominion  Rubber  System  Limited,"  with 
an  aggregate  capitalization  of  several  million 
dollars. 

The  location  of  the  head  offices  of  the  various 
companies  and  the  capitalization  is  as  follows: 

Dominion  Rubber  System  (Quebec)  Limited,  Montreal, 
$1,500,000:  Dominion  Rubber  System  Limited,  (Maritime) 
St.  John,  $500,000;  Dominion  Rubber  System  (Ontario) 
Limited,  Toronto,  $1,000,000;  Dominion  Rubber  System 
(Manitoba)  Limited,  Winnipeg,  $500,000;  Dominion  Rubber 
System  (Alberta)  Limited.  Calgary,  $500,000;  Dominion 
Rubber  System  (Pacific)  Limited,  Vancouver,  $250,000. 
The  provisional  directors  in  all  the  companies  include 
McDougall,  John  J.  Creelman,  Pierre  F.  Casgrain,  and 
Lieutenant  Bell,  all  of  Montreal.  Other  joint  stock  com- 
panies incorporated  this  week  included:  Canadian  Aero 
Company,  Limited,  St  John,  N.B.,  $2,500,000. 


J LARGE  section  of  the  Canadian  public  depends  upon 
this  company  for  shoes.  Ourfinancial  resources  and  buy- 
ing power  are  greater  by  far  than  those  of  any  other 
Canadian  manufacturer  of  shoes ;  our  volume  of  output  is  more 
than  twice  that  of  any  other.  Our  sales  organization  covers  the 
nation  from  coast  to  coast,  not  merely  a  small  sectiqn  at  a  time. 

Our  six  branches  maintain  adequate  stocks  within  the  reach 
of  every  dealer  in  Canada,  and  are  now  serving  more  than 
5,000  dealers,  enabling  them  to  fill  orders  quickly  and  to  cut 
down  the  amount  of  idle  stock  on  their  shelves. 

We  are  making  every  effort  to  use  this  power  to  help  solve  the  big 
problem  of  providing  enough  good  quality  shoes  to  go  around.  In  the 
face  of  an  actual  scarcity  of  leather,  it  is  difficult;  but  it  can  be  done  if 
you  will  co-operate  with  us.  Buy  wisely,  for  service  rather  than  merely 
for  style,  ana  see  that  the  ehoes  you  buy  are  stamped  with  the  manu- 
facturer's trade-mark. 

AMES  HOLD  EN  fylcCREADY 

UMITET* 

'Shoemakers  to  the  Nation" 


MONTUAL 


Whmyon  buy  Shots. look  J at 


WINNIPEG     EDMONTON  VANCOUVER 


— this  Trade-murk  on  mvtrry  aotm 


GIVING  CLERKS  AN  OPPORTUNITY 

{Continued  from  page  63) 

she  would  prefer  to  rely  on  his  judgment.  There  was  just  a 
touch  of  acid  in  her  tone,  albeit  a  smile  played  over  her 
countenance.  It  was  more  like  the  smile  of  the  white  bear 
of  the  North  lands  when  the  Aurora  Borealis  shines  too 
brightly  in  his  eyes — a  bit  frigid,  you  know. 

The  head  of  the  house  went  through  some  more  bull-in- 
the-china-shop  evolutions  and  extricated  himself  as  best  he 
could  from  the  situation.  And  the  salesman  finished  the 
sale  with  a  curious  feeling  of  combined  sadness  and  elation. 
Sadness  because  his  boss  had  exhibited  such  poor  taste  and 


One  of  the  educational  shoe  ads  running  in  the  public  press  for  the  Ames 
Holden  McCready  Co.    Size  three  columns  by  eight  and  one-half  inches 


lack  of  tact  in  speaking  disparagingly  of  him  before  a  regular 
customer;  elation  because  the  boss  had  received  a  lesson 
from  a  customer,  a  lesson  in  several  things.  One  of  the  things 
being  that  appearances  are  deceiving  to  the  unpractised  eye 
— the  salesman  had  not  been  in  any  difficulty  at  all:  it  only 
appeared  so  to  the  boss. 

The  Real  Fault 

There's  a  big  point  here,  useful  to  all  the  heads  of 
"one-man"  stores:  Keep  in  touch  with  the  details  of  your 
business,  learn  to  place  value  on  the  individual  efforts  of  your 
salesforce;  do  not  assume  that  customers  place  any  moie 
value  on  your  selling  ability  than  they  do  on  that  of  your 
salesforce,  and  if  you  do  make  a  sale  to  a  customer,  let  it  be 
made  along  the  lines  you  wish  all  your  sales  to  be  made.  Be 
the  best  example  in  salesmanship,  or  do  not  be  an  example. 
Just  be  the  captain  and  let  the  other  fellow  steer,  keep  a 
lookout,  or  swing  the  lead. 

This  is  only  one  illustration.  I  could  give  many,  but 
my  suggestion  is  "Give  Your  Clerks  an  Opportunity." 


It  is  often  more  advantageous  to  learn  how  to  apply 
some  commonplace  information  in  our  possession  than  to 
learn  a  new  set  of  facts  of  which  we  are  unable  to  make  use 
This  knack  of  utilizing  commonplace  facts  is  one  of  the  great- 
est assets  a  business  man  can  acquire. — H.  L.  Dohkrty. 
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Present  Shoe 
Buying  Conditions 


What  Retailers  Think  at  the  Present  Time 
of  the  Shoe  Buying  Situation — Impossible 
to  Forecast  a  Month  Ahead 

I  HE  present  is  the  between-season  so  far  as  shoe- 
buying  is  concerned,"  said  a  prominent  dealer, 
'and  in  all  probability,  retail  merchants  will  have 
done  all  their  buying  for  the  spring  trade,  basing  their  needs 
on  conditions  of  last  season.  The  larger  retailers  will  have 
done  this  at  any  rate  and  those  whose  trade  may  not  be  so 
extensive  will  likely  have  bought  to  cover  their  need.;.  Those 
who  have  not  will  be  in  a  rather  awkward  position.  If  they 
place  orders  now  with  the  manufacturers,  the  season  will  be 
too  far  advanced  or  over  entirely,  before  the  goods  can 
arrive.  In  other  woids,  those  who  have  delayed  in  buying 
until  the  present  will  not  be  in  a  very  good  position  for  spring 
trade  as  they  would  had  they  placed  their  orders  sooner. 

"What,  then,  would  be  the  best  course  to  pursue  in 
such  a  case?"  was  asked  this  man. 

"Well,  the  only  thing  they  can  do,"  he  replied,  "is  to 
fall  back  on  the  jobber.  But  this  will  mean  he  will  have  to 
take  what  he  can  get,  rather  than  order  what  he  wants  or 
needs.  There  are  no  big  stocks  of  any  kind  of  shoes,  either 
in  the  manufacturers'  store  rooms,  nor  with  the  jobbers. 
Why,  I  know  a  man  who  received  a  part  shipment  last  week 


of  goods  he  ordered  for  last  Easter.  Did  he  refuse  them? 
No  sir,  he  was  too  tickled  to  get  them,  even  if  late.  But, 
by  careful  watching  and  searching,  one  may  be  able  to  obtain 
some  real  nice  lines,  even  at  this  late  hour  from  the  jobbers." 

Another  retail  shoe  man  expressed  himself  very  strongly 
on  prices.  He  said,  "I  have  been  looking  at  the  shoe  market 
from  every  conceivable  angle  and  I  am  not  able  to  see  the 
first  little  break  in  present  prices,  and  from  my  personal 
observations  in  New  York  and  other  centres,  I  am  con- 
firmed in  this  belief.  In  fact,  my  own  feeling  is  that  prices 
this  spring  are  going  to  be  even  a  little  higher.  I  may  be 
wrong,  but  that  is  how  I  size  up  the  situation.  During  the 
early  stages  of  the  war,  the  advances  were  largely  due  to  the 
rise  in  the  price  of  materials;  during  the  last  two  years,  the 
advances  have  been  largely  due  to  higher  wages.  Now, 
neither  of  these  will  come  down  for  some  little  time,  and 
even  if  they  do  it  will  be  gradual  and  cannot  affect  the  pro- 
duct for  some  months  to  come.  So  I  have  made  up  my  mind 
to  expect  present  prices,  and  even  higher  ones,  to  be  operative 
for  some  time  to  come.  But  I  would  advise  those  who  have 
not  bought  to  buy  sparingly.  I  have  bought  cautiously  and 
have  not  withdrawn  a  single  pair  I  have  placed.  I  anticipate 
a  good  spring  trade.  Oxford,  I  think,  will  be  very  popular 
this  coming  spring,  and  for  the  summer  trade  white  goods  are 
going  to  be  in  much  demand.  There  will  also  be  a  good 
trade  in  high-priced  lines.  There  is  enough  money  in  cir- 
culation to  keep  these  lines  moving  splendidly,  and  to  back 
this  view,  I  have  bought  accordingly.  Of  course,  in  these 
days  we  do  not  know  what  a  few  months  may  bring  forth, 
but  I  am  optimistic  and  have  bought  to  support  my 
optimism." 
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Some  Hints 
on  Selling 
Findings 

A  Few  Pertinent  Suggestions  from  Old 
John  Doe  That  Led  His  Clerks  to  See 
There  Was  Advantage  in  Knowing  the 
Stock 

IT  was  a  cold,  disagreeable  day,  and  business  in  the  John 
Doe  shoe  emporium  was  very  quiet.  The  eight  clerks 
were  standing  in  small  groups  discussing  the  hockey 
situation  when  "old  John,"  who  had  been  watching  them 
from  his  office,  came  forward.  Now,  everyone  who  knows 
John  Doe  knows  hi  n  to  be  a  kind-hearted,  every-day 
business  man.  They  also  know  he  is  an  authority  on  matters 
generally  connected  with  a  shoe  store. 

"Boys,"  he  said,  "I  have  noticed  lately  that  you  devote 
much  time  discussing  matters  that  do  not  pertain  to  business, 
and  the  idea  has  occurred  to  me  that  we  might  turn  our 
thoughts,  during  these  quiet  days,  into  channels  which 
would  be  more  beneficial  to  us  all."  He  then  pointed  at  the 
findings  case,  which  at  that  time  was  anything  but  tidy, 
"There  does  not  seem  to  be  a  man  in  my  employ,"  he  con- 
tinued, "who  takes  enough  interest  in  that  case  to  rearrange 
the  articles  in  it  more  than  once  a  week.  Now,  you  boys  all 
know  that  our  sales  of  findings  and  specialties  have  been 
ridiculously  small.  Of  course  there  is  a  reason  for  it,  and  now 
is  the  time  to  remedy  these  deficiencies.  Let  me  ask  you  a 
few  pertinent  questions.  How  many  of  you  really  know  the 
merchandise  in  that  case?  How  many  of  you  know  why  the 
shoe  polish  which  bears  our  name  is  better  than  most  pol- 
ishes? Do  you  know  it's  because  our  own  brand  is  less 
injurious  to  fine  leathers?  Do  you  know  that  our  'B'  brand 
laces  are  more  durable  than  the  ordinary  kind  and  will  stay 
tied  longer?  Do  you  know  that  A'  brand  foot  powder  is 
made  from  best  grade  talc,  and  do  you  know  the  other 
ingredients  constituting  its  composition?  Do  you  know 
why  it  is  necessary  for  us  to  carry  three  styles  in  arch  props?" 
And  here  "Old  John"  paused  to  catch  his  breath,  and,  after 
asking  a  few  more  questions  and  answering  them  himself, 
he  told  a  story  which  he  knew  would  drive  his  ideas  into  the 
minds  of  his  hearers. 

"Yesterday,"  he  continued,  "a  case  came  to  my  atten- 
tion of  which  I  want  you  all  to  know.  Now,  I'm  not  going  to 
mention  the  name  of  the  salesman,  as  no  good  purpose  would 
be  gained  by  so  doing.  A  Mr.  J.  came  into  this  store  one  day 
last  week  to  buy  a  pair  of  shoes — vici  kid,  single  sole,  was 
asked  for.  This  customer  has  a  very  painful  callous  on  the 
ball  of  each  foot,  so  is  naturally  pretty  fussy  regarding  com- 
fort. We  had  the  proper  last,  size  and  width  for  him,  but 
after  trying  on  several  shoes  he  decided  the  callouses  were  too 
sore  to  permit  him  choosing  a  shoe  just  then,  and  promised 
to  return  in  a  day  or  two,  when  his  feet  were  feeling  easier. 
I' feel  sure  this  man  intended  keeping  his  word,  but  the  fact 
remains  that  a  good  ten  dollar  bill  left  our  store  instead  of 
reposing  in  our  cash  register.  You  all  know  the  old  saying 
about  the  bird  in  hand,  etc.  Going  home,  Mr.  B.  met  our 
opposition,  and,  after  passing  the  time  of  day,  told  of  his 
sore  feet,  and  the  trouble  experienced  just  a  few  minutes 
before  in  our  store.  To  make  a  long  story  short,  you  all 
know  that  our  trade  opponent  is  a  mighty  clever  salesman, 
and  misses  very  few  opportunities  to  make  a  sale,  therefore 
it  should  be  no  surprise  to  you  when  I  tell  you  that  in  almost 
less  time  than  it  takes  to  tell  it  Mr.  B.  was  sitting  in  our  oppo- 
sition's store.    It  was  then  only  a  simple  matter  to  remove 


the  shoe,  which  was  done  almost  unknown  to  our  fiiend  B. 
He  then  explained  the  benefits  that  could  be  derived  from 
wearing  a  new  support  which  would  remove  the  weight  of 
the  body  from  the  calloused  spots  on  the  foot.  Yes,  he  sold 
the  supports,  also  a  pair  of  shoes  which  brought  him  a  nice 
profit.  That  same  sale  could  have  been  made  here  had  my 
salesman  put  a  little  more  energy  and  thought  into  his 
work. 

"Now,  boys,  always  bear  this  in  mind.  We  advertise 
and  profess  to  be  'foot-fitters'  in  every  sense  of  the  word, 
therefore  we  must  learn  to  overcome  such  difficulties  as 
callouses,  and  I  might  add,  corns,  bunions  and  arch  troubles. 
That  is  why  we  carry  a  stock  of  foot  appliances  and  correc- 
tives. If  you  boys  will  devote  a  few  minutes  each  day  studying 
and  becoming  acquainted  with  our  findings  department  I 
am  sure  the  experience  I  have  just  related  will  never  occur 
again  in  our  store.  You  will  then  find  yourselves  becoming 
more  enthusiastic  over  small  sales;  for,  remember,  the 
customer  notices  and  appreciates  a  little  enthusiasm  when 
purchasing  a  box  of  shoe  polish  or  a  heel  cushion.  They  are 
watching  you  closely — and  so  is  your  boss." 

At  this  point  a  couple  of  customers  came  in,  Mr.  Doe 
retired  and  the  boys  got  busy.  Got  busy  thinking  with  their 
heads,  too,  and  there  was  a  big  increase  in  the  sale  of  find- 
ings quite  noticeable  every  night  when  the  day's  sales 
were  totalled. 

SELLING  RUBBERS 

(Continued  from  page  66) 

reading  something  as  follows  should  encourage  their  sale  at 
other  times  than  when  it  may  be  raining  or  snowing. 

"Why  wait  till  it  rains  before  you  buy  your 
rubbers?" 

"Prepare  for  a  Rainy  Day,  by  buying  your 
Rubbers  now." 

A  little  thought  in  the  preparation  of  some  selling 
schemes  will  accomplish  excellent  results  in  this  direction. 

Just  in  this  connection,  Weiss  Bros.,  of  Napanee,  have 
hit  the  mark  in  a  special  display  of  rubbers  that  brought 
excellent  results  to  them.  They  put  in  a  special  window, 
illustrations  of  which  appears  herewith.  The  background 
was  a  hunting  scene,  which  was  decidedly  appropriate  for 
the  season.  In  the  centre  of  the  window  they  placed  a  ball 
of  para  rubber.  Any  rubber  manufacturing  concern  will  be 
glad  to  loan  you  a  ball  of  this  material. 

Then  they  put  in  many  rubbers  and  sections  of  rubbers, 
in  various  stages  of  construction,  showing  how  they  are  made. 
These,  too,  are  abtainable  from  the  manufacturers. 

It  will  at  once  be  seen  the  educational  value  of 
such  a  window  and  the  great  interest  it  will  be  liable  to 
create,  and  when  interest  is  created  there  are  sure  to  be 
sales.  The  Weiss  Bros,  had  this  window  in  during  the  week 
of  a  patriotic  fair  which  was  held  in  Napanee.  The  unusual- 
ness  of  the  window  attracted  big  crowds,  and  not  only  did 
they  have  good  results  in  rubber  sales  but  also  in  shoes. 


WHY  SHOES  WEAR  OUT 

A  Cincinnati  house  has  this  to  say  about  shoes  wearing 
out:  "The  average  step  is  26  inches.  This  means  2,437 
steps  to  the  mile,  oi  12,185  in  a  five-mile  day.  A  person 
weighing  160  pounds,  in  a  day  has  pounded  into  his  shoes 
974  tons  and  1,600  pounds  of  meat,  bone  and  troubles,  and 
all  this  he  carries  above  his  shoes.  Men  buy  three  pairs  of 
shoes  a  year.  A  steel  hammer  weighing  160  pounds  coming 
down  at  that  rate  for  four  months  would  have  to  be  renewed 
each  day  and  would  have  to  be  fished  out  of  the  deepest 
hole  in  the  earth  at  the  end  of  the  four  months. 
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T3  E  SHOE  TRADE  AFTER  THE  AMERICAN  WAR 

Mr.  Detweiler,  of  the  Hydro  City  Shoe  Manufac- 
turers, Limited,  Kitchener,  obtained  the  following  infor- 
mation about  shoe  conditions  after  the  close  of  the  Civil 
War  in  the  United  States.  The  information  was 'obtained 
through  the  Canadian  Credit  Men's  Association  and  their 
connection  with  the  National  Association  of  Credit  Men  of 
New  York.    The  latter  wrote  as  follows : — 

We  have  your  letter  of  the  4th,  asking  for  information 
as  to  conditions  prevailing  in  the  Boot  and  Shoe  trade  at  the 
conclusion  of  the  Civil  War. 

We  take  it  that  the  thought  you  have  in  mind  is  to 
draw  some  conclusion,  if  possible,  as  to  what  is  likely  to  hap- 
pen in  this  line  of  industry  at  the  conclusion  of  the  present 
war.  If  this  is  your  purpose  we  want  to  say  that  all  the 
circumstances  surrounding  the  Boot  and  Shoe  trade  are  at 
such  variance  now,  with  the  conditions  prevailing  in  1865, 
that  we  cannot  see  how  you  can  find  any  basis  of  prophecy 
from  the  1865  conditions. 

The  period  of  1860-1870  was  a  period  of  the  little  shop 
in  the  boot  and  shoe  line,  and  the  work  was  done  in  small 
aggregations,  a  large  proportion  being  hand  labor.  There 


WOODS  LIMITED,  VANCOUVER 

The  imposing  front  of  the  Woods  Limited  store,  in 
Vancouver,  B.C..  gives  some  idea  of  the  splendid  business 
done  by  this  Western  concern.  The  entire  floors  are  de- 
voted to  their  business  and  the  store  is  known  as  the  "K" 
shoe  store. 


were  in  1860,  12,487  units  in  the  Boot  and  Shoe  industry, 
according  to  the  U.  S.  Industrial  Census,  engaged  in  making 
boots  and  shoes,  with  a  capital  invested  of  $22,358,527. 

From  that  time,  the  number  of  manufacturing  units  has 
gone  down  steadily.  In  1870  there  were  3,151  units  with  a 
capital  of  $37,519,019,  and  almost  without  a  break,  the 
number  of  these  units  became  less  and  less  until  1905,  when 
there  were  1,316  units  with  a  capital  of  $122, 526.093.  The 
next  five  years  to  1910,  the  units  increased  to  1918,  with  a 
capital  of  $222,324,000. 

This  indicates  the  tendency  towards  consolidation  and 
the  development  of  piece  work.  In  1860,  the  value  of  the 
product  turned  out  by  each  worker  per  year  was  but  S750, 
whereas,  in  1910  the  value  of  the  product  turned  out  by  each 
worker  was  $2,375,  again  showing  the  great  development  of 
machine  and  business  methods  of  manufacture.  These 
large  aggregations  of  capital  for  manufacture  of  boots  and 
shoes  mean  more  scientific  work  than  could  be  possible  under 
the  scattered  manufacture  of  1865.  . 

Another  important  factor  is  the  more  stable  condition 
of  the  general  credits  and  finances  of  the  country,  so  that 
business  can  go  on  without  interruptions  except  for  the 
manufacturing  and  marketing  readjustments  which  will 
have  to  take  place  at  the  conclusion  of  the  war,  which  re- 
adjustments can  undoubtedly  be  carried  through  with  far 
less  difficulty  under  the  Federal  Reserve  System,  and  in  the 
Boot  and  Shoe  line,  than  in  many  other  lines  which  have 
had  to  turn  from  the  non-essential  to  the  essential. 

In  addition,  we  have  the  factor  of  a  pretty  well  estab- 
lised  co-operation  among  boot  and  shoe  interests,  especially 
at  the  marketing  end,  a  condition  that  was  altogether 
lacking  at  the  conclusion  of  the  Civil  War. 

Very  truly  yours, 

(Signed)  W.  W.  Orr, 

Assistant  Secretary. 


WHO  TOOK  THE  HAT  ? 

Recently,  two  well  known  Toronto  shoe  wholesalers, 
men  who,  in  the  trade,  are  noted  for  their  integrity,  square 
and  upright  dealings,  had  occasion  to  visit  Hamilton,  Ont. 
Should  anyone  doubt  the  reputation  of  these  two  men  for 
general  all  round  honesty,  it  is  further  stated  that  on  this 
occasion  they  even  had  a  minister  with  them.  While  in 
Hamilton,  they  called  on  a  shoe  wholesaler,  just  in  a  fraternal 
capacity,  not  in  any  way  to  spy  out  his  business  or  overawe 
him  with  numbers.  After  a  half-hour's  felicitations,  they  de- 
parted. Two  days  later,  the  Hamilton  man  wrote  one  of 
the  Toronto  men  asking  which  one  had  taken  his  brand  new 
hat  and  left  one  that  may  have  been  new  once,  but  so  long 
ago  it  had  forgotten  its  original  shape  and  beauty. 
Naturally,  this  man  called  up  the  minister  first  and  just  as 
naturally  he  denied  it.  Then  he  called  the  other  whole- 
saler and  he  owned  up.  To  sort  of  even  matters  up,  he  sent 
the  hat  back,  prepaid  express  and  told  the  Hamilton  man 
to  please  keep  the  old  one.  The  Hamilton  man  expects 
to  work  his  peace  garden  next  year  in  this  hat. 

In  deference  to  the  Toronto  man  it  should  be  stated 
that  the  Hamilton  man  courteously  said,  "It  was  possibly 
taken  in  mistake." 


Be  courteous  to  the  people  you  deal  with,  but  see  to  it 
that  courtesy  with  you  is  not  a  mere  matter  of  form.  The 
object  of  courtesy  is  to  make  better  friends  of  the  people 
with  whom  you  come  in  contact.  If  you  will  adopt  the  plan 
of  making  a  better  friend  of  everybody  you  deal  with,  you 
won't  have  to  think  anything  about  whether  you  are  cour- 
teous or  not.  Your  heart  will  tell  you  what  to  do.  If  your 
heart  does  not  seem  to  function  properly  in  this  connection, 
just  remember  that  business  courtesy  is  nothing  more  than 
a  practical  application  of  the  Golden  Rule. 
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Window  Trim- 
ming Helps 

A  Crowded  Window  is  Not  so  Effective  as 
One  With  Fewer  Lines  Displayed 

RECENTLY  a  young  man  started  business  in  a  city  of 
good  size.  The  young  man  had  worked  at  the  shoe 
business  practically  all  his  life.  He  had  held  good 
positions  and  knew  the  business  well.  In  addition  to  this, 
he  was  an  expert  window  dresser  and  a  good  card  writer.  He 
could  also  decorate  a  store  in  a  way  that  gave  it  class  and 
set  it  out  from  the  ordinary  store  with  the  topsy-turvy 
make-up.  In  fact,  he  was  a  clean-cut  shoe  man  and  there 
seems  no  reason  why  he  should  not  succeed  in  his  new 
venture  as  a  proprietor. 

In  some  of  his  positions  he  held  he  had  large  store 
windows  in  which  to  display  his  goods  and  ability  as  a 
window  trimmer,  and  with  these  he  put  in  most  attractive 
displays.  When  he  came  to  rent  a  store  of  his  own  he 
started,  of  course,  in  a  modest  way,  and  the  store  was  a 
small  one  with  a  narrow  frontage,  off  which  the  door  was 
taken,  which  made  the  one  window  not  nearly  so  large  as 
those  with  which  he  had  been  familiar  in  some  of  the  positions 
he  held  with  larger  stores.  Strange  to  say,  his  own  windows 
lacked  very  much  the  dressiness  of  those  he  put  in  for  the 
old  firm.  The  trouble  seemed  to  be  that  he  wanted  to  show 
as  many  goods  in  a  small  window  as  he  had  been  in  the  habit 
of  showing  in  the  large  ones.  The  result  was  a  jumbled  up 
mess  of  stuff  that  gave  his  window  and  front  the  look  of  a 
junk  shop,  rather  than  the  neat  and  attractive  appearance 
a  little  thought  on  his  part  would  have  obtained. 

Had  he  sat  down  and  analysed  the  situation  and  con- 
sidered how  he  could  make  as  attractive  windows  in  the 
small  space  at  his  disposal  as  he  did  with  the  larger  ones,  he 
would  no  doubt  have  concluded  that  fewer  shoes  must  go 
in  a  smaller  window.  As  the  same  resvlts  are  to  be  obtained. 
It  is  a  straight  case  of  proportion.  So  many  pairs  to  a 
given  space,  no  matter  if  the  window  be  large  or  small.  But 
he  seemed  to  have  the  viewpoint  of  quantity  without  relative 
space  at  his  command. 

When  spoken  to  about  it,  he  defended  his  position  with 
the  fact  that  he  had  so  many  lines  to  display  and  how  could 
he  do  it  if  he  did  not  put  them  in.  This  is  a  fact.  He 
cannot  display  the  lines  if  he  does  not  put  them  in.  But  the 
question  will  immediately  arise,  will  he  obtain  the  best 
results  with  a  quantity  display  rather  than  a  display  of 
fewer  lines  that  will  show  off  to  better  advantage?  If  it  were 
a  sale  of  very  cheap  lines  he  was  having  and  the  prices  were 
cut  even  to  the  marrow  inside  the  bone,  then  a  quantity  of 
boots  placed  in  the  window  would  be  all  that  was  necessary. 
It  would  be  the  price  that  would  do  the  selling  in  that  case 
and  the  display  would  be  a  very  secondary  consideration.  But 
where  regualr  high-grade  lines  are  on  display  it  is  necessary 
to  give  these  the  best  possible  showing.  A  lesser  number 
may  make  a  better  and  more  salable  impression  on  the 
public  than  a  quantity. 

We  know  that  immediately  this  will  be  answered  with 
the  question:  "But  how  are  we  to  show  the  various  lines 
we  have  if  we  do  not  put  them  in  the  window?  " 

This  question  should  be  considered.  Is  it  better  to 
show  a  lesser  number  of  lines  well  than  a  greater  number 
poorly?  Will  the  sales  of  a  few  well  displayed  shoes  be  less 
than  the  sales  of  a  number  of  poorly  displayed  ones?  These 
are  questions  that  will  need  to  be  carefully  considered  be- 
fore the  answers  are  given. 

To  the  young  man  in  question,  it  was  suggested  that 
the  window  be  changed  oftener,  say  daily,  and  then  fewer 


lines  could  be  shown  better  and  oftener.  Naturally  you 
will  do  the  same  as  he  did,  which  was  to  almost  go  up  in  the  ■ 
air  and  say  that  changing  a  window  daily  was  out  of  the 
question.  If  it  were  done,  he  would  have  to  give  almost  his 
entire  time  to  it,  and  that  would  leave  him  little  or  no  time 
to  sell  on  the  floor. 

The  changing  of  a  window  does  not  mean  the  entire 
dressing  of  it.  If  this  young  man  would  stop  and  think  and 
,use  a  little  ingenuity  and  adapt  his  trims  to  the  small  win- 
dows he  is  now  compelled  to  use,  he  would  not  need  to  make 
an  entire  change  every  day,  but  could  so  vary  it  that  it 
would  look  like  a  new  window  and  would  also  furnish 
opportunity  to  display  many  more  pairs  during  the  week 
with  fewer  pairs  in  at  a  time. 

All  that  would  be  necessary  would  be  to  dress  the  back 
and  bottom  with  his  new  trim  on  whatever  day  of  the  week 
was  his  custom  to  do  this.  Lines  that  he  did  not  care  if  they 
remained  in  the  entire  week,  he  could  display  at  the  back  or 
ends.  The  centre  he  could  use  for  displaying  lines  that  he 
wanted  to  change  daily.  Reach  into  the  window  and  take 
out  a  half  dozen  pairs  of  shoes  and  replace  them  with  a  half 
dozen  other  pairs.  But  this  idea  did  not  occur  to  him.  He 
thought  only  of  changing  the  entire  trim.  By  this  method, 
he  would  have  an  .  attractive  display  that  would  not  be 
crowded  and  would  be  more  effective  from  a  sale  making 
point  of  view,  and  the  labor  would  not  be  too  great  to  be 
able  to  be  done  each  day. 

Send  us  photos  of  your  windows.  We  will  reproduce 
them  in  the  Journal  and  show  other  shoe  men  what  you 
are  doing.  You  need  not  go  to  the  expense  of  having  a 
big  picture  taken  with  an  outside  photographer.  Have  a 
small  snap  taken  with  a  Brownie  or  some  other  small  camera. 
Take  it  at  night  with  the  electric  lights  on.  Set  the  camera 
on  a  box  or  some  solid  foundation  and  expose  the  picture 
about  ten  or  twelve  minutes  or  even  fifteen  if  the  lights 
are  not  too  strong.  Have  the  lights  at  the  top  of  the 
window  and  the  bottom  and  have  them  covered  on  the  camera 
side.    We  will  have  them  enlarged  for  reproducing. 

HOW  DO  YOU  TAKE  STOCK? 

(Continued  from  page  62) 

Mercantile  and  other  taxes  are  based  on  a  percentage 
of  gross  sales  and  not  on  cost  prices. 

It  is  seldom  that  cost  totals  are  shown.  It  is  usual  to 
record  in  the  books,  Sales  totals. 

Here  is  an  important  point.  A  customer  will  not  be  so 
liable  to  think  you  are  overcharging  if  he  knows  your  per- 
centage of  profit  is  20  per  cent.  You  see,  20  per  cent  of 
the  selling  price  is  25  per  cent  of  the  cost  price. 

When  figuring  on  the  selling  price,  you  know  that  10 
per  cent  of  your  money  is  profit,  instead  of  having  to  con- 
sider that  10  per  cent  of  the  cost  of  the  goods  represented  in 
the  cash  drawer  is  your  profit. 

It  indicates  correctly  the  amount  of  gross  or  net  profits, 
when  amount  of  sales  is  stated.  Percentage  of  profit  on 
cost  is  not  indicative  of  character  of  results  of  the  year's 
business.    On  selling  price,  it  is. 

Very  many  stores,  who  do  not  figure  on  selling  price, 
get  mixed  somewhere  in  their  figuring,  as  in  the  case  of  the 
shirts,  and  don't  know  if  they  are  going  up  or  down. 

No  profits  are  made  and  therefore  cannot  be  counte 
until  sales  are  actually  made. 

If  you  allow  a  percentage  to  a  customer,  you  do  it  on 
the  selling  price,  not  on  the  cost. 

Profits  should  be  provided  for  two  items  of  capital, 
one  the  merchandise  capital,  the  other  the  money  necessary 
for  operating  expenses  and  other  expenditures  not  properly 
chargeable  to  merchandise  account. 

If  you  have  been  in  the  habit  of  taking  stock  on  the 
cost  price,  switch  over  and  try  it  on  the  selling  and  see  how 
much  better  it  is. 
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Leather 
and  Shoe 
Trade  Jottings 

What  is  Seen  and  Heard  on  the  Street 
— Conditions  in  Leather  and  Shoes — 
Outlook  of  Business  for  New  Year — 
Trade  at  Home  and  Abroad 

IT  is  between  seasons  and  little  can  be  said  of 
conditions  except  that  the  leather  market 
seems  to  have  been  holding  firm  in  spite  of  the 
"wait  and  see"  policy  that  has  been  followed  for 
some  time  by  manufacturers.  It  is  only  natural 
that  there  should  be  some  hesitation  as  to  buying, 
with  the  constantly  changing  outlook  involved  in 
the  return  from  war  to  peace.  Restrictions  have 
gradually  been  removed  from  raw  materials,  and 
with  the  slowly  improving  transportation  facilities 
both  tanners  and  manufacturers  are  enjoying  a 
little  more  freedom  of  communication  with  their 
sources  of  supply.  Business  is  quiet  but  there  is  a 
steady  amount  of  buying,  both  of  leather  and  shoes, 
that  is  sustaining  the  market  in  both.  There  are 
reports,  of  course,  of  concessions  and  there  have  been 
some  cancellations,  but  it  may  be  truthfully  said 
that  the  latter  have  not  been  anything  like  what  has 
been  expected  or  predicted.  The  next  two  or  three 
weeks  will  tell  the  tale  as  far  as  leather  is  concerned, 
for  as  soon  as  stock  taking  is  over  the  production 
of  spring  goods  will  take  on  its  full  activity. 

Retail  Shoe  Trade. — A  Boston  leather  man.  who 
visited  Montreal  and  Toronto  during  the  past  ten 
days  was  surprised  at  conditions  as  he  found  them 
in  the  shoe  trade  in  Canada.  He  claims  that  retail 
trade  here  is  much  more  active  than  in  the  United 
States.  A  prominent  retailer  claimed  that  the  two 
first  Saturdays  in  December  showed  the  largest 
trade  in  his  history  for  the  same  day.  He  stated 
that  he  expected  that  his  Christmas  business  would 
be  three  or  four  times  larger  than  last  year.  This 
applies  pretty  generally  throughout  the  country. 
The  tremendous  transition  from  war  to  peace  and 
its  accompanying  rejoicing  has  had  the  effect  of 
loosening  the  purse  strings  of  all  classes.  A  perfect 
furore  has  seemed  to  seize  the  cities  and  larger 
towns,  and  when  the  tale  is  told  the  volume  of 
Christmas  trade  will  make  a  record  in  the  history  of 
the  country.  The  shoe  trade  of  this  country  has 
not  had  to  contend  with  the  diawbacks  imposed 
upon  business  in  the  United  States  for  one  thing, 
and  for  another  we  have  had  a  longer  period  of 
hard  going.  Apart  from  holiday  trade,  business  in 
shoes  throughout  the  country  has  been  good  and 
retailers  have  been  buying  to  an  extent  that  seems 
to  indicate  that  stocks  are  pretty  losely  kept.  The 
absence  of  snow  and  slush  has  militated  against 
the  rubber  shoe  business,  but  the  effect  upon  leather 
goods  has  been  quite  the  opposite. 

British  Conditions. — Within  a  week  or  two  of 


the  announcement  of  the  cessation  of  hostilities, 
the  British  shoe  trade  was  talking  and  planning 
reconstruction.  It  is  felt  that  the  demand  for 
army  footwear  will  continue,  if  not  up  to  the  present 
volume,  so  near  it  that  not  much  leeway  will  be 
afforded  for  release  for  civilian  footwear  for  some 
time.  The  army  repair  factories  have  continued 
busy  supplying  prisoners'  needs  and  with  the  neces- 
sity for  retaining  a  fairly  effective  force  on  the 
field  until  peace  terms  are  settled,  expansion, 
especially  in  foreign  trade,  will  hardly  be  possible. 
Preparations  are,  however,  being  made  for  pushing 
export  business,  and  it  may  be  safely  said  that  the 
organization  for  this  purpose  is  in  good  shape. 
England,  from  what  can  be  seen,  is  preparing  for  a 
world  supremacy  in  shoes,  in  spite  of  the  pretensions 
of  some  other  nations  to  that  honor.  There  is  not 
the  least  doubt  but  that  when  she  gets  into  the 
stride,'  Great  Britain  will  show,  as  she  did  before  the 
war,  that  she  is  able  to  lead  in  this  as  in  some  other 
lines  of  production. 

Business  in  United  States. — Trade  is  quiet  as 
yet  in  the  United  States  amongst  the  leather  and 
shoe  men.  The  cause  is  variously  estimated  from 
the  cessation  of  war  production  to  the  serious  in- 
terference with  business  caused  by  style  regulation. 
Leather  remains  firm,  however,  and  there  has  been 
an  advance  in  some  lines.  A  notable  feature  has 
been  the  strengthening  of  the  hide  market,  which 
has  been  very  active  during  the  past  two  weeks,  in 
both  packers  and  country  selections.  The  dry 
hide  market  has  also  stiffened  considerably  and 
although  the  restrictions  have  been  practically 
removed  and  shipping  facilities  have  been  improved, 
the  demand  has  been  such  that  prices  are  keeping 
up.  Leather  men  are  not  at  all  anxious,  and  in 
spite  of  offers  from  shoe  manufacturers  of  cuts  on 
market  quotations  are  practically  standing  pat. 

Glazed  Kid  Conditions. — That  the  ending  of  the 
war  is  going  to  create  an  increased  demand  for 
milinery  footwear  is  as  sure  as  to-morrow.  We  are 
already  experiencing  the  results  of  the  sudden 
change  in  Christmas  trade.  When  spring  comes, 
there  is  sure  to  be  a  greatly  increased  demand  for 
colors,  such  as  gray,  fieldmouse,  white  and  similar 
shades,  as  well  as  combinations  of  colors.  The 
short  skirt  is  in  to  stay  and  there  are  now  no  pros- 
pective restrictions  of  heights  or  styles  unless  manu- 
facturers themselves  start  in  to  curb  the  popular 
tendency.  Retailers,  it  is  certain,  will  be  shouting 
for  sporty  styles  just  as  soon  as  the  warm  weather 
comes,  and  unless  all  the  signs  fail  they  will  be 
disappointed,  as  jobbers  are  not  stocked  and  manu- 
facturers have  been  going  slow  on  specialties.  As 
to  prices  of  kid  stock,  there  is  evidence  that  since 
the  war  regulations  are  off,  the  market  will  strength- 
en considerably  in  both  black  and  colored  kid. 
Speaking  of  this,  the  "Shoe  and  Leather  Reporter" 
says: 

•  "Taking  into  consideration  the,  at  least,  tem- 
porary elimination  of  Germany  as  a  producer,  it 
seems  a  reasonable  deduction  that  notwithstanding 
the  high  prices  and  high  freight  rates,  the  'banked 
up '  foreign  demand  should  suffice  to  keep  theAmeri- 
can  market  cleaned  up  on  black  kid  for  months  to 
com3  independent  of  domestic  business." 


THE   SHOE  AND   LEATHER  JOURNAL 


85 


THAT  JANUARY  SALE 

(Continued  from  page  61) 

trade,  have  them  distributed  in  the  vicinity  of  your 
store  and  do  not  be  afraid  to  circulate  a  little  wider 
than  you  think  people  will  come  to  your  store.  You 
may  be  surprised  to  know  how  far  the  public  will  go 
to  obtain  a  bargain.  After  the  first  days'  adver- 
tisement, which  should  appear  the  day  before  the 
sale  starts,  run  smaller  ads.,  showing  what  you  have 
to  offei  on  the  following  day,  should  your  paper  be  a 
daily.  If  a  weekly  is  published  in  your  town,  you 
will  have  to  fix  the  dates  of  your  sale  so  you  can 
utilize  two  issues.  For  example,  suppose  the  paper 
comes  out  on  Thursday,  start  the  sale  for  the  follow- 
ing Saturday,  and  as  it  will  run  till  the  Wednesday 
in  the  second  week  following,  it  will  permit  you  to 
use  the  Thursday  of  the  following  week. 

By  giving  good  service  and  having  real  good 
values  to  offer,  you  will  be  able  to  conduct  a  sale 
that  will  surprise  you  with  results.  We  shall,  in- 
deed, be  glad  to  have  you  send  us  an  account  of  your 
success  with  this  sale  and  copies  of  you  adver- 
tisements. 

BOOST,  IT  BETTERS  BUSINESS 

(Continued  from  page  60) 

do  so,  and  the  above  answer  serves  nicely  to  do  that 
side-tracking.  It  diverts  the  mind  of  the  inquirer 
to  feeling  that  if  he  has  no  complaint  to  offer,  he 
naturally  has  nothing  about  which  to  complain. 
That  gives  the  impression  that  business  must  be 
good,  and  should  the  inquirer  be  a  man  who  is  in 
business,  he  will  immediately  feel  that  if  business  is 
good  with  this  man,  there  must  be  some  reason  for 
it,  and  should  it  not  be  just  so  good  with  him  as  he 
would  wish,  it  will  be  an  incentive  to  him  to  go 
home  and  brush  it  up  a  little  and  see  if  he  cannot 
bring  it  to  the  point  where  he  too  could  say :  "I  have 
no  complaint  at  all." 

Another  way  that  the  question  could  be  side- 
tracked would  be  to  reply  to  it  something  after  this 
style:  "Why,  I'm  not  complaining.  I  had  a  big 
run  the  other  day  on  such  and  such  a  line."  Now, 
as  a  rule,  every  merchant  can  pick  out  some  bright 
spot  in  a  week's  business  and  talk  about  that.  It 
is  not  necessary  to  talk  about  the  bad  spots.  Sim- 
ply ignore  them.  By  so  doing  you  will  not  be 
telling  the  truth,  because  you  do  not  need  to  tell 
anything  about  it,  nor  will  you  be  telling  an  un- 
truth. The  wonderful  mental  effect  upon  yourself 
and  others  will  surprise  you. 

It  has  been  said  that  had  the  Canadian  and 
British  public  known  the  real  situation  of  the  war 
during  its  early  stages,  and  even  down  to  the 
last  year,  they  would  have  given  tip  in  despair 
and  clamored  for  peace.  The  authorities  knew  it 
was  not  best  to  tell  them  the  whole  truth.  The 
same  principle  applies  in  business.  There  is  no 
need  telling  the  whole  truth,  just  the  bright  spots 
should  be  talked  about;  and  so  the  question  can 
be  evaded  and  any  idea  of  business  not  being  good 
can  be  completely  held  in  the  background. 

The  effect  will  be  that  you  are  boosting  business 
and  there  is  an  unfailing  principle  that  "There  is 


nothing  succeeds  like  success."  Let  it  become 
known  that  someone  is  succeeding  and  people  will 
flock  to  his  place.  Let  it  become  known  that  some- 
one is  failing  and  his  customers  stay  away  from 
him.  So  by  all  means  "Boost,"  it  "Betters 
Business." 

Frequently  correspondents  will  report  trade 
conditions  after  this  manner:  "Business  has  been 
bad  during  the  last  two  weeks,  owing  to  wet  weather. 
Merchants  are  hoping  for  an  improvement  when 
weather  conditions  improve."  Now,  this  same 
announcement  could  be  made  without  reference 
to  the  bad  business.  Such  statement  as  follows 
would  have  been  better:  "With  the  opening  ^of 


"A  haughty  spirit  goeth  before  a  fall 


better  weather,  business  will  exceed  even  that  of 
the  past  two  weeks."  This  gives  no  hint  of  the 
bad  quality  of  the  past  two  weeks,  but  talks  about 
better  business  to  come. 


Never  forget  to  be  affable.  Every  human  being 
is  entitled  to  courtesy.  When  one  is  abrupt  in 
speech  or  inattentive,  such  conduct  frequently  pro- 
motes anger  and  resentment  in  others,  leaves  an 
unfavorable  impression,  and  frequently  interferes 
with  one's  business  success. 

The  most  successful  business  men  are  those 
who,  while  having  confidence  in  themselves,  are 
able  to  appreciate  the  judgment  of  other  intelligent 
men.  A  wise  man  will  be  influenced  by  the  wisdom 
of  someone  else,  as  well  as  by  his  own  reasoning. 
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Trade  Unions  of 
the  Middle  Ages 

Unions  Not  a  Late  Innovation — They  Have 
been  in  Existence  for  Hundreds  of  Years 
— By  S.  Burnett 

THOSE  who  may  imagine  that  trade  unions  or  trade 
unionism  are  of  recent  origin  will  have  another  guess 
to  their  credit.  It  may  also  be  a  surprise  to  them 
when  they  know  that  those  centuries-ago  organizations 
were  built  on  the  same  principles  as  those  of  modern  times. 
In  other  words  the  ideals  which  may  actuate  the  promoters 
and  organizers  of  the  unions  of  the  present  are  virtually  the 
same  as  those  which  moved  men  in  those  days  to  seek 
organization. 

Records  of  these  have  been  kept  in  my  old  home  town 
in  East  Yorkshire,  England,  which  are  indeed  interesting 
to  us  who  are  living  now.  It  is  even  as  far  back  as  six,  seven 
and  eight  hundred  years  ago  that  these  unions  existed  in 
parts  of  the  East  Riding  of  Yorkshire.  But  they  were  known 
by  different  names  from  those  of  present-day  organizations. 
The  most  common  names  in  those  days  were  Craft  Gilds, 
and  were  in  reality  clubs  or  brotherhoods  or  fraternities  of 
men  who  were  engaged  in  some  branch  or  branches  of  handi- 
craft and  who  paid  a  fine  (or  fee)  originally  know  as  gildi, 
for  the  privilege  of  becoming  members.  There  were  thirty- 
eight  of  these  Craft  Gilds  in  Beverley  in  1406.  In  the  six- 
teenth and  seventeenth  centuries  the  Craft  Gilds  of  King- 
ston-upon-Hull  included  weavers,  tailors,  glovers,  joiners, 
carpenters,  shipwrights,  bricklayers,  coopers,  brewers,  inn- 
holders,  bakers,  barber  chirurgeons,  and  lastly,  but  not  least, 
cobblers  and  shoemakers.  Each  of  these  had  their  own 
guild,  while  many  other  lines  were  bulked  in  one  guild. 

The  old  time  unions  differed  from  present-day  organi- 
zations by  having  for  membership  both  employers  and 
employees.  Hence  the  rules  of  the  guilds  were  framed  not 
only  to  protect  the  workmen  from  hard  and  unfust  masters 
but  also  to  protect  the  masters  against  dishonest  and  careless 
workmen,  and  in  addition  to  protect  the  public  from  being 
defrauded  by  dishonest  or  idle  workmen. 

Very  stiff  rules  were  laid  down",  violations  of  which  were 
attended  with  severe  fines. 

All  manufactured  goods  were  open  for  inspection  by 
the  "searchers"  of  the  particular  guild  and  any  scamped  or 
fraudulent  goods  were  "seized  and  forfeited."  The  follow- 
ing is  a  ruling  of  the  Shoemakers'  Guild: 

The  searchers  shall  well  and  diligently  search  and  try 
all  boots,  shoes,  buskins,  slippers  and  pantoufles  (French 
name  for  slippers),  whether  they  be  made  of  leather 
well  and  truly  tanned  and  curried,  and  well  and  sub- 
stantially sewed  with  good  thread,  well  twisted  and 
made  and  sufficiently  waxed  with  wax  well  resined, 
and  the  stitches  hard  drawn  with  hand  leathers. 

Now  one  would  imagine  those  were  war  boots  and  the 
inspector's  duties  were  thus  outlined.  Boots  and  shoes 
made  under  these  conditions  were  expected  to  wear  sub- 
stantially for  a  long  time.  I  have  known  men  in  my  home 
town  of  Hull  to  wear  one  pair  of  hand-made  boots  for  six 
and  some  as  many  as  seven  years.  In  the  Hull  Museum  are 
shoes  made  and  worn  two  hundred  and  fifty  years  ago  and 
"just  as  good  as  new"  at  the  present  time. 

It  should  be  understood  that  the  cobblers  and  shoe- 
makers had  separate  guilds  and  the  principle  of  protection 
seemed  to  actuate  all  the  various  guilds.  For  example,  a 
carpenter  could  not  work  at  shipwrighting.  "Every  man  to 
his  own  trade"  was  the  maxim  in  those  days  and  so  cobblers 


S.  Burnett.  Toronto 


could  not  work  at  shoemaking  nor  shoemakers  at  cobbling. 
Here  is  a  quaint  ruling  of  the  Brotherhood  of  Cobblers : 
If  any  cobbler  shall  keep  any  work  brought  to 
him  longer  than  two  days,  without  consent  of  the 
owner,  he  shall  forfeit  for  each  offence  the  sum  of  two 
shillings  and  sixpence. 

Now,  that's  a  "heels  put  on  while  you  wait"  proposition 
with  a  vengeance,  and  the  vengeance  was  two-and-six.  You 
will  better  understand  the  severity  of  this  amount  when  it 
is  understood  that  thirteen  pounds  of  white  bread  cost  half 
a  penny.  In  fact  there  was  price  fixing  in  those  days  and  the 
price  of  candles  could  not  exceed  one  penny  for  a  pound,  and 
a  gallon  of  the  best  ale  the  same,  but  a  gallon  of  small  ale 
must  not  exceed  a  half -penny. 

The  employment  of  cheap  and  unskilled  labor  was  for- 
bidden and  no  employer  could  have  more  than  two  appren- 
tices and  these  must  serve  seven  years.  No  alien  could  be 
taken  as  an  apprentice  and  night  work  was  forbidden  on 
shoes  in  many  towns  because  the  work  was  inferior  to  day 
work.  And  no  wonder,  for  there  was  no  Hydro-Electric  in 
those  days  and  candle  light  was  the  best  to  be  had  in  artificial 
lighting. 

As  late  as  1752  there  existed  in  Beverley  the  Brotherhood 
of  Barkers  or  Farmers.  The  name  barker  has  long  been  out- 
of-date  foi  a  tanner,  but  it  was  certainly  appropriate. 

From  the  above  we  obtain  another  hold  of  Solomon's 
saying,  "There  is  nothing  new  under  the  sun." 


A  "LITTLE  CONCERN'S"  PROGRESS 

Down  in  St.  Hyacinthe,  Que.,  about  five  years  ago,  a 
custom  repair  shop  and  shoe  shine  parlor  existed.  But  it 
was  built  on  business  principles  with  $1,000  paid-up  on  an 
authorized  capital  of  $10,000.  Then  they  started  making 
soft-soled  baby  shoes,  and  named  the  concern  the  St.  Hy- 
acinthe Soft-Sole  Shoe  Co.,  Limited.  They  kept  on  adding 
boy's,  youth's,  little  gent's,  standard  screw  lines  and  lastly, 
men's. 

Now,  they  are  building  a  real  shoe  factory,  75  feet  by 
45  feet,  two  storeys  and  basement,  in  which  will  be  made 
exclusively,  men's,  boys',  youths',  little  gent's,  children's 
McKays  and  standard  screw  shoes. 

This  is  the  company  known  down  there  as  the  "Little 
Concern,"  and  will  now  apply  for  letters-patent  to  increase 
their  capital  stock  to  $99,000.  It  will  also  have  a  new  name 
when  that  time  comes. 
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The  Outlook  for 
Foreign  Trade 

Shoe  Manufacturers  Desiring  This  Trade 
Will  Have  to  Go  After  It,  Study  It  and  Cater 
To  Its  Peculiar  Demands 

THERE  can  be  little  doubt  but  there  will  be  a  big 
opportunity  for  foreign  trade  in  Canada  if  the  authori- 
ties will  go  after  it.  The  rebuilding  and  recon- 
struction necessary  in  Europe  is  such  that  there  will  be 
much  building  material  needed  from  this  country.  Or- 
dinarily this  would  not  be  the  case,  but  the  conditions  are  so 
extraordinary  that  there  is  sure  to  be  a  demand. 

But  Canadians  must  awaken.  The  war-time  buying 
and  selling  methods  have  changed.  During  the  war,  agents 
from  all  over  the  world  came  to  America  and  said  give  us 
this,  that  and  the  other  thing;  never  mind  the  cost,  give  us 
the  stuff.  But  since  hostilities  ceased,  old  channels  have 
opened  and  now  the  seller  must  go  to  the  buyer.  This, 
of  course,  refers  to  general  lines,  but  in  shoes,  if  the  Canadian 
manufacturers  desire  to  open  an  export  trade,  they  will  have 
to  study  the  peculiar  needs  of  the  foreign  trade  and  adapt 
their  lines  to  foreign  selling.  The  foreign  market  offers  no 
dumping  ground  for  over-stocks  of  ordinary  lines. 

In  some  manufactured  products  it  is  well  to  adopt  the 
designs  and  models  that  are  popular  in  the  particular  country 
in  which  the  market  is  sought.  However,  it  is  just  question- 
able whether  it  would  be  wisdom  to  do  this  with  shoes. 
Assuming  that  a  South  African  trade  was  being  sought,  to 
compete  with  the  regular  lines  that  may  be  used  by  the 
middle  classes  and  the  natives  might  be  almost  impossible 
on  account  of  cost  of  production.  The  same  may  be  said 
of  an  European  market  which  will  include  England.  It  may 
be  possible  to  produce  standard  or  staple  lines  for  so  much 
less  in  England  than  that  for  which  they  can  be  produced 
here,  that  it  will  make  the  export  business  unprofitable. 

But  it  is  not  well  to  admit  defeat  nor  lie  down  under  a 
hard  proposition.  Here  is  a  plan  that  can  be  adopted.  In- 
stead of  the  Canadian  shoe  manufacturer  adapting  his 
export  lines  to  the  models  of  the  country  to  which  he  exports, 
let  him  make  his  own  regular,  high-class  and  distinctive 
Canadian  lines — lines  that  will  stand  out  from  the  home 
products  and  make  themselves  felt  as  distinctively  Canadian 
products.  The  fact  that  they  will  cost  more  is  an  advantage. 
It  will  work  towards  standing  them  out  the  more  prominent- 
ly as  Canadian.  They  will  win  a  following  that  will  eventu- 
ally stay  with  them  and  thus  an  export  trade  will  be  fostered 
and  maintained. 

It  is  just  possible  our  Canadian  manufacturers  have  not 
catered  much  to  the  foreign  trade,  contenting  themselves 
with  the  home  market.  Foreign  trade  is  always  desirable 
and  the  war  has  been  a  splendid  advertisement  for  Canada ; 
so,  if  the  shoe  manufacturers  desire  to  get  into  this  market, 
now  is  the  time  to  go  after  it.  The  various  Canadian  trade 
commissioners  can  furnish  them  with  statistics  and  require- 
ments, agents,  etc.,  in  the  different  centres  of  the  world. 
Those  who  purpose  going  after  this  trade  should  get  in  touch 
with  these  men  as  quickly  as  possible,  for  others  will  be 
after  it. 


A  PROGRESSIVE  CONCERN 

It's  a  long  time  ago  since  1863,  but  that  is  the  year  the 
late  Robt.  Wilson  started  business  in  Hamilton,  Ontario, 
and  he  continued  actively  engaged  in  business  almost  till 
the  time  of  his  death  in  June,  1917.    His  two  sons,  Charles 


E.  Wilson  and  Arthur  L.  Wilson,  inherit  many  of  the  traits 
of  their  father.  They  are  continuing  the  business,  Mr. 
Charles  having  been  in  the  firm  for  over  twenty  years  and 
Arthur  over  fifteen. 

The  father's  mantle  of  success  seems  to  have  fallen  on 


Chas.  E.  Wilson 


the  boys,  for  their  progress  is  as  marked  as  was  that  of  his. 
Mr.  Wilson,  Sr.,  developed  his  business  with  the  times, 
progressing  as  new  ideas  demanded,  and  now  the  boys  are 
wading  in.  At  the  rear  of  their  store  they  are  building  an 
addition,  fifty  feet  in  length  and  two  stories  high.    A  new 


Arthur  L.  Wilson 


floor  is  to  be  laid  and  new  and  up-to-date  fixtures  installed. 
At  the  beginning  of  the  year  a  new  marble  and  brass  front 
will  be  put  in,  all  of  which  will  cost  in  the  neighbourhood  of 
$6,000.  But  the  boys  have  the  progressive  idea  and  are 
putting  it  into  practical  shape. 
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ST.  JOHN,  N.B.,  NOTES 

The  local  boot  and  shoe  firms'  travellers  are  daily  com- 
ing in,  having  completed  their  spring  trip.  They  will  remain 
in  until  after  the  Christmas  holidays. 

Local  merchants  made  large  sales  this  fall  to  country- 
men residing  along  the  St.  John  and  Kennebecasis  rivers.- 
Both  these  rivers  are  now  frozen  up  and  until  the  ice  is  suf- 
ficiently strong  to  permit  travel  the  residents  are  unable  to 
get  to  the  city.  Usually  large  quantities  of  shoepacks  and 
moccasins  are  sold  to  up  river  residents. 

Mayor  R.  T.  Hayes,  president  of  the  firm  of  J.  M. 


and  Charles  Percy  Humphrey,  under  the  names  and  style 
of  J.  M.  Humphrey  &  Company. 


■AGNCW  s* 


THREE  DAY  SHOE  SALE 


SATURDAY,  MONDAY,  TUESDAY 

STARTING  SATURDAY  MORNING  IS  OUR  GIGANTIC  THRfcE  DAY  SHOE  SALE. 

.....  STUPENDOUS  MONEY  SAVING  EVENT.    This  is  stur 

s  and  widths  at  Real  Bargain  pl'ijes.  ,  Every  pair  of  our  high 
.......     We  are  not  making  this  great  slaughter  to  raise  money  or  to 

make  room  for  new  goods  that  are  coming  in,  but  to  give  the  people  of  this  vicinity  an  opp-ii  I  unity  to  !>uy  shoes  of  Agnew 
quality  AT  LESS  THAN  COST.    Uon't  miss  this  great  MONEY  SAVING  EVENT.    OVK  SYSTEM  OK  MERCHANDIS- 
ING made  IS  possible  to  sell  liETTEK  shoes  for  LESS  MONEY,  and  during  tk;s  Sale  <vc  arc  g 
our  opponents.. 


No  Sale  that  has  been  or  will  be  held  here  will  equal  i 
OPPORTUNITY  to  buy  HIGH  GRADE  FOOTWEAR  in  size 
grade  shoes  is  going  to  be  sacrificed  for  these  three  days. 


I  going  to  sell  them  still  less  than 


Women'sJShoes 

Brown  hid    BaX    high  top, 
tilai  S6.00',      •     <£*J  fjjg 

13*™^...  $4.98 
$4.98 

K&5C4 

~    -n\  black  Kid  Bal  newest  design,         CO  QO 
.iw4.  refiulnr  IJJJO   &0»*tO 

Specials  In  High  Cut  Colored  Dais 

N«.  73i— Grey  Kid  Dal,  hlch  top, 
A.  B,  C  and  D  width,  re*.  (Jg 

No.  723— Brown  calf  Bal,  eh.-iinpaime. 
.u**k1n    lop,   rwhr  §5.98 

No.  671— Grey  kid  Dal,  doth  top,  env- 
rtd    hod,    renutar  §7.98 

Women's  CaK  Bal.  low  Led.  sizes  up 

.$1.98 


No.  566— Brown  Calf  Wnlldnj 
leather  wle  und  heel. 


Specials  in  Walking  Boots 

r-nlldnc  Shoe 

'§3,88 


No.  677— Dark  brown  calf,  Neolln 

is^n-.r1"  $4.48 


Specials 

98c 

Special 

top.  pbi..  to 

s  for  the 

en',  nation,  kid. 

Special  Discount  of  10  Dec 
cent,  given  on  all  Rubbers 
during  this  Sale. 

uM 

••  me 

23  per  cent,   discount   on    Ml  Cl.l'lt 
BAGS  and  Travelling  Accessor.**. 

Our  cut: 

TO  ill 

SACK! 

JOHN  AGNEW  LIMITED 

"*  59  KING  STREET  WEST 


Humphrey  &  Company,  and  E.  L.  Rising,  managing  director 
of  the  firm  of  Waterbury  &  Rising,  Limited,  are  at  present 
on  a  business  trip  to  Quebec,  Montreal  and  Ottawa.  While 
in  the  capital  they  will  interview  members  of  the  government 
regarding  the  talcing  over  of  the  St.  John  harbor. 

With  windows  gaily  decorated  and  Christmas  greetings 
standing  out  prominently  the  boot  and  shoe  merchants  of 
St.  John  are  ready  to  handle  a  record  sale  of  substantial  and 
useful  presents  this  year.  They  have  their  best  lines  of  foot- 
wear displayed  at  points  of  vantage  and  already  they  are 
obtaining  results.  Orders  are  daily  piling  up  and  from  the 
present  outlook  this  season's  business  will  by  far  surpass 
any  since  the  outbreak  of  the  great  European  war. 

The  firm  of  Waterbury  &  Rising,  Limited,  have  been 
able  to  secure  the  services  of  Ronald  S.  Edwards,  a  former 
employee,  who  was  attached  to  No.  9  Siege  Battery,  and  he 
will  be  a  welcome  addition  to  their  staff  during  the  holiday 
season.  Mr.  Edwards,  besides  being  a  first-class  shoe  clerk, 
has  specialized  in  foot  troubles.  He  has  assumed  charge  of 
the  girls'  and  children's  department.  Waterbury  &  Rising 
have  now  six  male  clerks  and  six  female  clerks  in  their  King 
street  store.  They  expect  A.  R.  Cochrane,  a  former  employee, 
who  is  attached  to  the  P.  E.  I.  Siege  Battery,  to  rejoin  their 
staff  in  the  near  future. 

The  J.  M.  Murphy  Company,  Limited,  has  been  incor- 
porated with  the  head  office  at  St.  John  and  capital  stock  of 
$200,000,  of  which  $155,000  is  to  be  paid  up  and  the  balance 
issued  from  time  to  time.  Those  incorporated  are  Robert  T. 
Hayes,  Mrs.  Mary  Irene  Hayes,  Charles  Percy  Humphrey, 
Mrs.  Nellie  Alberta  Humphrey  and  Roy  Elmer  Crawford, 
all  of  the  city  of  St.  John.  The  new  company  is  empowered 
to  take  over  the  wholesale  and  retail  boot  and  shoe  business 
at  present  earned  on  by  the  applicants,  Robert  T.  Hayes 


A  GOOD  ADVERTISEMENT 

The  advertisement  of  John  Agnew,  produced  herewith, 
we  consider  a  sample  of  real  good  advertising.  It 
was  an  entire  half  page  of  the  newspaper  in  which  it 
appeared  and  there  is  no  lost  space  in  it.  The  introduction 
has  a  definiteness  about  it  that  leaves  no  doubt  in  the  mind 
of  the  reader.  The  sale  is  to  last  three  days,  then  the  days 
are  named — Saturday,  Monday,  Tuesday.    Very  plain  to 

anyone,  that  part  of  it.  Some 
question  the  advisability  of 
using  too  excessive  adjectives 
of  the  "Stupendous"  char- 
acter, for  the  reason  that 
words  not  in  general  use  are 
apt  to  bring  a  little  doubt  to 
the  readers'  mind. 

Other  expert  advertisers 
recommend  that  an  ad.  has 
more  force  when  no  reference 
is  made  to  other  dealers. 

Some  large  and  successful 
stores  do  not  allow  other 
stores  to  be  mentioned  in 
their  advertising  But  if  re- 
ference is  made  we  suggest 
the  word  "competitor" 
rather  than  "opponent." 
But  better  still,  forget  the 
"Other  Fellow"  is  in  busi- 
ness. 

As  a  whole,  the  ad.  is 
exceptionally  good.  The 
descriptions  are  brief,  but 
thorough,  and  the  prices  quoted  leave  no  query  in  the  mind 
of  the  reader.  The  arrangement  is  exceptionally  good. 
Women's,  men's,  kiddies',  specials  and  extra  specials  show 
exactly  where  each  class  may  be  found  and  at  what  price. 
The  advertiser  is  getting  full  value  of  his  space  here  and 
the  ad.  should  have  sold  shoes. 


Men  s  Shoes 

ll  Colt  Bnl.  Enelish  Inst,  nc.esl 
ca!f  ual,  leather  or  Neolin  sole 


'J  K'-ick  calfskin  Bal,  leather  sole,  n 


$3.98 
$3.98 
$3.48 
$3.28 
$3.98 
$4.48 


Extra  Special 

j  usr  WRIGHT  SHOE  SAMPJ.ES.  nil 


$5.98 


STORES  AT 

Brantford,  Hamilton,  London, 
Kitch  ener,  Stratford,  Wood- 
stock, Hagersville. 


MAXIMUM  PRICES  OF  HIDES  TO  EXPIRE 

The  Price-Fixing  Committee  of  the  War  Industries 
Board  authorizes  the  following: 

The  Price-Fixing  Committee  of  the  War  Industries 
Board  announces  that  maximum  prices  of  foreign  hides  and 
skins  fixed  to  cover  shipment  or  take  off  during  November 
and  December,  1918,  will  expire  by  limitation  and  will  not 
be  continued. 

Any  foreign  hides  or  skins  unsold  on  January  1st,  1919, 
whether  in  this  country  or  in  foreign  countries  or  in  transit, 
will  not  be  governed  by  maximum  prices. 


LINDSAY  WOMEN  MAKING  INSOLES  FOR  BOOTS 

It  takes  the  women  of  Lindsay,  Ontario,  to  give  a 
practical  demonstration  of  just  how  resourceful  they  can 
be.  During  the  war  years,  they  have  been  industriously 
knitting  all  kinds  of  comforts  for  the  soldiers,  they  have  been 
forwarding  to  the  boys  "over  there"  home-made  cooking 
and  dainties,  they  have  been  saving  and  selling  old  news- 
papers, they  h. .  ,\3  been  holding  various  kinds  of  bazaars  and 
mission  sales  in  the  interests  of  the  boys,  and  now  a  band  of 
local  ladies  have  been  making  felt  insoles  for  boots  and  selling 
them  to  the  stores. 

The  insoles  were  made  of  old  felt  hats,  which  in  the  first 
place  were  donated.    They  make  the  best  of  insoles. 
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A  Word  to  Our  Friends,  the  Retail  Shoe  Dealers, 
" About  the  Better  Felt  Shoes" 

By  the  Cobourg  Felt  Company,  Makers  of  the  K.B.  Brand 

Early  in  the  year  you  will  be  asked  by  the  wholesale  shoe  jobber  to  place  your  Felt 
Footwear  order  for  Fall,  1919.  Several  considerations  may  make  this  proposition  seem  a 
little  more  complicated  for  you  than  in  past  seasons.  Before  the  war  you  knew  pretty 
well  from  year  to  year  that  prices  and  standards  of  quality  did  not  vary  much  and  you 
could  not  make  a  great  mistake  by  placing  your  order  for  a  good  brand  of  Felt  Footwear 
early  in  the  year.  During  the  years  of  the  war  it  was  a  fairly  correct  guess  that  prices 
would  be  on  an  upward  move  and  it  was  good  business  to  get  your  order  in  early.  But 
now  the  war  is  over,  prices  are  high  and  the  question  is  will  prices  come  down,  and  is 
it  safe  to  place  early  for  1919? 

Prices  for  1919  season  will  not  be  lower  and  may  be  somewhat  higher,  for  the  reason 
that  present  lists  were  raised  on  costs  of  a  year  ago,  when  materials  were  considerably 
lower  than  now  or  likely  to  be  during  the  year  1919,  and  at  present  there  are  no  indi- 
cations of  lower  priced  raw  materials. 

The  best  and  most  observant  of  the  Canadian  shoe  jobbers  have  quickly  sized  up 
the  situation  as  regards  the  K.  B.  brand  with  the  result  that  the  entire  possible  pro- 
duction of  the  K.  B.  factory  for  1919,  which  will  be  50  per  cent,  greater  than  that  of 
1918,  has  already  been  sold,  a  whole  year  ahead;  a  record  which  speaks  for  itself. 

THERE  IS  A  REASON 

K.  B.  Felt  Shoes  and  Slippers  have  built  for  themselves  a  fine  reputation  in  the 
Felt  Footwear  Field  and  which  costs  you  nothing.  They  show  better  looks  and  better 
wear,  only  because  they  are  in  the  ' 'Better  Class." 

We  take  this  opportunity  of  thanking  our  numerous  friends  for  their 
part  in  making  K.B.'s  such  a  decided  success  in  record  time,  and  we 
wish  for  your  continued  prosperity  throughout  1919. 


The  Cobourg  Felt  Co.,  Limited 

Cobourg,  Ont, 


A.  J.  KIMMEL,  A.  W.  YOUNG,  A.  C.  KIMMEL, 

President  Sec.-Treas.  Manager 
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Home  of 


THE  GRACIA  SHOE 


Put  them  on  sale  along  with  any  other  Women's  McKay 
Shoe  and  watch  results. 

Goods  carried  in  stock  for  prompt  sorting 

W.  E.  Woelfle  Shoe  Co.,  Limited 


Kitchener 


Ontario 
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The  Troubles  of 
a  Retailer 

Being  Some  Observations  of  a  Shoe 
Traveller  With  An  Open  Eye  and  a 
Pointed  Pencil. 

THE  troubles  of  the  average  retail  shoe  merchant  are,  in 
some  cases,  very  many,  and  these  very  often  are 
unnecessary,  and  due  to  inconsideration  of  those  with 
whom  he  is  either  buying  or  selling,  and  it  is  my  intention 
now  to  enumerate  some  of  them,  and  try  to  give  some  means 
of  curing,  or  I  should  say  lessening  them. 

First  let  us  take  up  some  of  them  that  exist  in  his  deal- 
ings with  the  wholesaler.  The  beginning  is  made  by  placing 
an  opening  from  the  samples  presented,  which  are  frequently 
much  better  than  the  goods  will  be  or  than  the  goods 
are  ever  intended  to  be.  The  goods  arrive  sometimes  on 
time,  sometimes  away  behind  time.  This,  perhaps,  is  his 
first  worry,  for  he  has  been  expecting  them,  and  has  been 
doing  his  best  to  induce  his  customers  to  wait,  telling  what  is 
coming  and  that  they  will  almost  surely  be  in  by  the  end  of 
the  week.  The  end  of  that  week  and  of  following  weeks 
pass  before  their  arrival,  and  at  last  he  sees  them  delivered 
and  turns  cheerfully  to  open  up,  perhaps  phoning  to  some 
that  their  shoes  have  come  to  hand  and  may  be  procured 
any  time.  They  are  at  last  laid  out  to  be  inspected,  and  to 
his  surpirse  (perhaps  not  always  surprise)  they  are  far  from 
the  standard  and  he  hardly  knows  what  to  do.  Some  cus- 
tomers may  be  in  at  once,  and  he  is  not  at  all  sure  these  goods 
would  be  acceptable  or  that  he  would  like  to  offer  them. 
He  decides  at  last  to  return  them,  for  they  are  not  what  he 
bought  or  cares  to  sell;  and  besides  the  loss  of  this  immediate 
amount  of  business,  there  is  the  loss  that  will  follow  later 
from  these  customers  having  gone  elsewhere  for  what  were 
wanted.  Retailers  reading  this  know  too  well  this  is  too 
often  the  case. 

He  is  alive  to  the  situation  and  at  once  gets  in  touch 
with  some  house  that  has  always  put  up  the  goods  as  he 
wanted  them,  and  with  another  delay  he  obtains  what  he 
requires  but  finds  very  few  of  the  customers  now  ready  to 
buy,  as  they  waited  as  long  as  they  could  before  buying 
elsewhere. 

He  also  explains  how  goods  came  to  hand,  but  as  he  was 
sure  they  were  not  what  he  could  recommend  he  would  not 
let  them  have  what  he  was  sure  would  not  give  them  satis- 
faction. If  they  could  wait  he  still  could  get  them.  He  knew 
where,  but  while  he  would  like  them  to  wait  he  could  hardly 
expect  it,  etc.,  etc.,  and  perhaps  he  may  be  successful  in 
inducing  some  to  still  wait,  or  at  most  to  overlook  this  time. 
At  the  same  time  he  determines  to  try  to  avoid  a  recurrence 
of  this  kind,  and  it  is  usvtally  the  case  that  the  wholesale 
house  will  have  difficulty  in  selling  him  again,  although  they 
make  the  boast  that  they  have  prices  below  nearly  all  com- 
petitors and  that  is  the  only  line  of  argument  they  have. 
He  watches  his  own  stock  with  greater  care  and  depends 
upon  the  house  that  has  rarely  failed  him.  On  the  other 
hand,  had  he  kept  the  goods,  which  circumstances  strongly 
suggested  to  him,  he  could  in  some  cases  have  handed  them 
out  to  those  waiting  or  others  wanting  shoes,  but  he  realized 
he  was  only  delaying  his  trouble  and  getting  into  it  deeper. 
His  first  conclusion  was  to  deal  fairly  with  his  customers  and 
thus  further  establish  his  reputation  for  reliable  goods  and 
fair  and  honorable  service.  No  matter  how  fairly  you  deal 
with  your  patrons,  some  of  them  are  always  suspicious  and 
are  thinking  you  are  trying  to  get  the  better  of  them,  "to 
put  one  over,"  they  say,  and  I  believe  this  is  the  hardest 
kind  of  customer  with  which  one  may  have  to  deal.  All 


you  can  do  is  show  as  nearly  as  you  can  what  he  wants,  give 
him  your  price,  state  the  qualities,  and  waste  as  little  tims 
as  possible.  Be  polite  in  all,  but  let  your  quiet  candor  be 
your  strong  argument.  You  have  your  talkative  customer, 
too,  and  he  usually  comes  when  you  are  in  your  greatest 
hurry,  and  will  insist  in  departing  from  the  subject  of  shoes 
most  interesting  to  you,  and  no  matter  how  warily  you  come 
back  to  the  main  point,  he  has  to  tell  you  something  that 
piles  before  you  like  a  lot  of  stuff.  You  can  only  flit  here 
and  there,  apparently  not  hear  half  of  what  is  being  said' 
trying  to  do  most  of  the  talking  yourself,  perhaps  dividing 
your  attention,  hurrying  through  with  him,  finally  leaving 
him  with  half  his  burdens  still  on  his  chest. 

The  over-particular  customer,  or  you  may  say  "fidgety" 
if  you  like,  is  one  that  tries  your  patience  at  times,  and  this 
is  one  that  requires  tact  and  patience.  No  matter  what 
you  first  present  and  try  on  him  he  must  see  something 
else,  and  you  must' humor  him  as  well  as  try  to  please  him. 
He  usually  wants  something  that  is  good  and  looks  well. 
He  feels  that  he  must  go  around  in  them  at  least  two  months 
or  more,  and  feels  it  is  worth  an  hour's  time  to  get  what  suits 
best,  and  while  he  is  drawing  on  your  time  it  is  all  to  the 
point  and  not  outside  gossip,  and  you  can  only  use  a  little 
diplomatic  hurry  and  show  only  such  lines  as  you  think  will 
fill  the  bill. 

A  crafty  clerk  I  once  knew  had  the  faculty  of  telling, 
after  he  had  put  on  the  first  shoe,  just  about  what  shoe  would 
fit,  and  no  sooner  was  the  first  one  on  (which  he  always  arrang- 
ed to  have  a  poor  fit)  than  he  would  say  it  would  never  do 
him  at  all,  and  his  next  was  some  better  but  not  yet  right. 
All  the  time  he  was  working  towards  this  particular  shoe.  He 
knew  in  the  meantime,  by  hints,  etc.,  just  about  the  heel 
and  toe  that  appealed  to  him  and  his  candor  in  the  beginning 
in  rejecting  trials  convinced  the  customer  his  assertion  of  a 
perfect  fit  at  the  last  was  correct,  and  he  seldom  failed. 

You  find  great  trouble  in  getting  clerks  to  do  as  you 
would  do,  and  the  correction  of  this  is  up  to  you.  I  meet 
so  many  fine  clerks  who  are  the  trade  winners  that  I  feel  it 
can  be  overcome.  Clerks  are  human  and  your  equals,  and 
if  treated  so  they  try  to  show  it.  They  know  about  what 
business  you  are  doing,  and  appreciate  a  fair  remuneration 
commensurate  with  your  profits.  This  is  important  and  vital 
with  them,  and  if  they  are  not  worthy  of  this  consider- 
ation you  are  better  without  them.  A  good  salary  puts  a 
selling  spirit  into  a  man,  and  if  he  is  not  a  good  man,  a  small 
salary  is  much  too  high.  The  profit  on  the  sale  of  an  extra 
two  or  three  pairs  a  week  would  be  quite  a  consideration  to 
one  capable  of  making  sales.  Just  try  it.  It  has  long  been 
a  proven  fact  that  we  benefit  most  where  the  other  fellow 
has  received  due  consideration. 

I  find  this  subject  too  great  to  deal  with  in  one  article, 
and  perhaps  I  shall  in  another  issue  deal  with  some  of  the 
other  trials  of  the  shoe  retailer. 

It  is  my  intention  to  deal  a  little  later  with  some  of  the 
pleasant  sides  of  the  shoe  man's  life  in  his  business. 


OPENING  NEW  DEPARTMENT 

Just  about  two  years  ago,  the  Hartt  Boot  &  Shoe  Com- 
pany, Limited,  opened  a  retail  establishment  at  467  St. 
Catherine  Street  West,  Montreal.  This  move  met  quick 
appreciation  by  the  discriminating  and  particular  class  of 
men  appealed  to.  Since  then,  this  company  has  branched 
out  into  the  manufacture  of  superior  shoes  for  women  and  the 
opening  of  a  women's  department  in  their  St.  Catherine 
Street  store  took  place  recently.  Mr.  Hanlon,  the  local 
manager  of  the  Hartt  Shoe  Store,  states  that  Hartt  shoes  for 
women  will  fully  equal  Hartt  shoes  for  men  in  quality, 
style  and  value.  The  manufacturers  are  a  purely  Canadian 
concern.  The  opening  day  was  devoted  to  displaying  and 
demonstrating  shoes  only,  and  was  a  huge  success. 
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TENAWs 


When  conditions  under  foot  are  at  their  worst,  with 
water,  slush  and  ice,  it  brings  out  conspicuously  some 
of  the  claims  to  consideration  of  Tenax  Soles. 
C  They  are  the  best  protection  in  Soling  against 
Coldness,  Dampness  and  Slipperiness.  C  Tenax 
Soles  on  the  shoes  you  offer  your  trade  furnish  you 
ith  additional  talk 
points. 


GUTTA  PERCHA  &  RUBBER,  LIMITED,  TORONTO 

BRANCHES  AT 

HALIFAX,  MONTREAL,  OTTAWA,  FORT  WILLIAM,  WINNIPEG,  REGINA, 
SASKATOON,  EDMONTON,  CALGARY,  LETH BRIDGE,  VANCOUVER,  VICTORIA 
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AN  HONORABLE  ARMISTICE 

(Continued  from  page  75) 

the  street  at  the  head  of  the  little  contingent  of  heroes  led 
by  the  town  band,  Captain  Johnston  limping  bravely  by 
his  side.  Both  waved  gaily  as  they  passed  the  store  where  a 
little  white  handkerchief  fluttered  from  the  door,  held  aloft 
by  a  tearful  but  smiling  young  lady. 

The  Major  called  later  and  met  a  somewhat  shame- 
faced but  hearty  welcome.  He  nipped  the  ready  apology 
in  the  bud  by  saying,  "That  shot  you  gave  me,  Ethel,  was 
the  best  thing  that  ever  happened.  It  made  me  see  what  a 
selfish,  skulking  fellow  I  was,  and  gave  me  a  glimpse  of  duty 
I  had  never  known  before.  It  has  nerved  me  many  a  time 
when  others  depended  on  my  steadiness  and  determination 
to  remember  that  you  were  back  here  doing  a  man's  part. 

They  had  a  breezy  half  hour  together  talking  over  old 
times  and  old  friends,  and  as  they  rattled  on  and  Ethel's 
eyes  now  and  then  caught  the  empty  sleeve  the  feeling  of 
sympathy  and  regret  for  his  maimed  condition  seized  her. 
It  may  have  been  the  thought  that  he  had  literally  taken 
her  place  in  the  battlefront,  but  she  felt  a  strange  pro- 
prietorship in  this  handsome  young  fellow  that  she  had 
never  realized  in  the  days  when  he  was  one  of  the  gay 
crowd  that  bowed  to  her  sceptre. 

He  was  invited  and  promised  to  call  and  see  Mrs. 
Lawrence  as  soon  as  he  was  free  and  left,  his  eyes  twinkling 
as  he  said  that  he  might  find  it  necessary  now  and  then  to 
visit  the  store  and  have  his  footwear  requirements  looked 
into.  As  a  matter  of  fact  he  become  a  more  or  less  frequent 
visitor  to  the  establishment  as  he  and  Captain  Johnston 
had  much  to  do  with  arranging  the  affairs  of  the  returned 
men.  They  had,  moreover,  much  in  common  in  their  war 
experiences  and  took  a  great  delight  in  discussing  the  various 
moves  in  the  recent  campaign.  Occasionally  they  were  found 
together  at  the  Lawrence  home  and  it  did  not  require  any 
special  insight  on  the  part  of  Captain  Johnston  to  see  that 
the  Major  occupied  a  specially  tender  place  in  the  hearts  of 
both  women. 

The  Major  had  left  his  affairs  in  a  somewhat  unset- 
tled condition  when  he  had  left  for  overseas  and  found 
it  necessary  to  give  considerable  attention  now  to  their 
disentanglement.  In  his  real  estate  transactions  he  had  had 
one  or  two  deals  with  Smart  the  elder,  who  held  several  of 
his  unpaid  notes,  against  which,  however,  there  were  claims 
for  commissions.  Nothing  was  done  in  the  matter  until 
some  time  after  the  Major's  return,  when  one  day  young 
Smart,  incensed  by  the  fact  that  the  Major  had  cut  him  on 
the  street,  in  the  presence  of  Miss  Lawrence,  called  the 
latter  up  and  asked  him  if  he  did  not  think  it  was  time  he 
took  up  the  notes  which  had  been  transferred  by  his  father 
to  him.  Warm  words  ensued,  with  the  result  that  a  writ 
was  shortly  afterwards  issued  against  the  Major. 

The  old  banker  was  too  canny  to  allow  himself  to  be 
drawn  into  a  lawsuit  involving  an  action  against  a  returned 
officer,  but  which  might  also  cause  some  unpleasant  revela- 
tions with  regard  to  certain  of  his  real  estate  transactions. 
He  had  endorsed  the  notes  over  to  his  son  who,  as  an 
"innocent  holder,"  might  collect  the  face  value  without  any 
proof  of  value  received. 

The  examination  of  Ezra  Smart  and  his  son  and  an  in- 
vestigation of  the  Lawrence  Shoe  Company's  books,  in  the 
preliminaries  to  the  action,  showed  that  a  short  time  previous 
to  the  decease  of  Robert  Lawrence,  the  factory  property  had 
been  hypothecated  on  an  advance  made  by  Smart's  bank. 
The  note,  not  being  met,  a  sale  was  forced  and  the  property 
bought  in  by  a  tool  of  Smart's  for  less  than  half  its  value. 
After  Mr.  Lawrence's  death,  which  was  said  to  have  been 
hastened  by  the  Smart  deal,  the  shoe  company  was  re- 
organized and  the  property  turned  in  at  twenty  thousand 
dollars  advance  on  the  original  purchase  price,  the  Smarts 
taking  stock  for  this  amount  and  having  themselves  elected 


as  directors.  If  it  had  not  been  for  the  fact  that  Robert 
Lawrence  had  other  means  outside  his  factory  investment, 
his  family  would  have  been  left  practically  destitute,  for  the 
new  company  had  since  declared  no  dividends. 

The  story  got  into  the  local  papers  through  a  call  made 
by  Percy  Smart  upon  the  Major  shortly  after  proceedings 
were  commenced  with  a  view  to  reaching  a  settlement.  He 
offered  to  cancel  the  notes  and  even  hinted  at  a  further 
monetary  consideration  if  the  action  were  dropped.  The 
dapper  Percy  was  helped  into  the  street  with  a  suddenness 
and  celerity  that  was  quite  sensational,  the  result  being  that 
the  case  became  the  talk  of  the  town.  The  Smarts  were 
glad  to  escape  criminal  proceedings  by  coming  to  an  agree- 
ment by  which  Mrs.  Lawrence  was  given  the  twenty  thou- 
sand dollars'  worth  of  paid-up  stock  held  by  them,  and  Major 
Aikens  was  elected  to  the  board  of  directors  and  appointed 
managing  director. 

Christmas  was  drawing  near  and  both  the  Major  and 
Ethel's  mother  endeavoured  to  persuade  her  that  there  was 
no  further  necessity  for  her  devoting  her  talents  to  shoe 
selling.  She  expressed  her  determination,  however,  of 
staying  with  Johnston's  until  the  holiday  season  was  over. 

Since  the  re-instalment  of  the  Lawrence  interest  in  the 
shoe  factory  and  especially  since  the  return  of  Major  Aikens, 
there  had  been  a  decided  inclination  on  the  part  of  the  old 
coterie  of  friends,  and  especially  those  of  St.  Barnabas,  to 
make  much  of  the  Lawrences.  It  was  mainly,  however, 
through  the  efforts  of  the  Major  that  both  Ethel  and  her 
mother  began  to  take  more  interest  in  the  social  affairs  of  the 
community.  The  two  young  people  were  thrown  a  great 
deal  together  and  it  soon  became  evident  that  the  Major's 
third  proposed  would  meet  with  a  more  kindly  reception  than 
its  predecessors. 

He  was  the  same  gay.  whole-souled  fellow  as  in  pre-war 
days,  but  he  had  become  more  dignified  and  settled  in  his 
ways.  Since  the  afternoon  of  the  officer's  return,  no  refer- 
ence had  been  made  by  either  the  Major  or  Ethel  to  the  in- 
cident that  had  sent  him  to  the  front.  It  was  recognized 
by  both  as  one  of  those  things  that  had  had  a  happy  ending 
in  developing  not  only  higher  ideals  in  the  young  man,  but 
a  more  definite  purpose  in  life. 

The  week  before  Christmas,  the  young  folk  gathered  at 
the  church  to  put  up  the  usual  holiday  decorations.  Natur- 
ally they  paired  off  in  couples  under  the  direction  of  the  curate 
to  arrange  the  evergreen,  holly  and  mistletoe  upon  the  walls 
and  in  the  chancel.  As  the  first  Christmas  following  almost 
five  years  of  dreadful  war,  even  the  stones  seemed  to  cry  out 
in  an  unusual  manifestation  of  gladness  and  joy. 

The  Major  was  assisting  Ethel  to  put  the  last  touches  to 
the  minister's  vestry  and  she  had  just  tied  a  piece  of  mistletoe 
to  a  red  Christmas  bell  that  hung  from  the  electrolier,  as  a 
trap,  she  said,  for  the  young  curate.  As  she  stepped  down 
from  the  chair,  her  companion  caught  her  in  his  arms  and 
kissing  her  said,  "The  mouse  is  caught  in  its  own  snare." 
She  blushed  furiously  and  was  inclined  to  be  angry.  She 
accepted  it  as  part,  however,  of  the  Christmas  festivities, 
but  warned  the  Major  that  though  he  was  a  one-armed 
soldier,  she  would  box  his  ears  if  he  took  such  liberties 
again. 

As  they  walked  home,  he  bantered  her  about  business 
having  made  her  a  confirmed  old  maid.  A  cup  of  coffee  had 
been  prepared  by  Mrs.  Lawrence  and  they  sat  chatting 
about  the  changes  that  had  taken  place  in  the  five  years  that 
had  elapsed  since  the  last  Christmas  celebration.  "By  the 
way,"  said  the  Major,  "I  hear  that  our  friend,  Walter 
Johnston,  spends  a  good  deal  of  his  time  at  the  manse  these 
days.  It  is  whispered  that  there  is  likely  to  be  a  wedding 
soon  after  the  first  of  the  year.  Walter  is  a  fine  fellow  and 
deserves  a  good  wife;  he  and  Muriel  Paterson  ought  to  make 
a  fine  team,  they  are  both  very  much  interested  in  neighbor- 
hood work' and  the  Presbyterians  are  doing  wonders  amongst 
the  returned  soldiers." 
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"There  is  no  finer  spirited  young  man  in  the  town," 
said  Mrs.  Lawrence,  "He  and  his  father  are  citizens  of  which 
we  ought  all  to  be  proud." 

Ethel  remained  silent,  for  the  first  time  in  her  life  feeling 
a  strange  pain  at  her  heart.  She  responded  tamely  that 
Captain  Johnston  was  worthy  of  all  that  could  be  said  of 
him,  and  she  thought  his  influence  upon  the  young  men  of  the 
town  was  something  that  should  be  an  example  to  other 
young  men.  She  was  sure  that  any  choice  he  made  of  a 
wife  would  be  a  wise  one. 

The  Major  and  Ethel  remaining  together  for  a  few 
moments  before  the  former  took  his  departure,  she  was  so 
silent  that  he  asked  her  laughingly  if  she  harbored  a  grudge 
over  the  mistletoe  incident?  "Must  I  still,  after  all  these 
years,  be  content  to  'rush  in  where  angels  fear  to  tread? ' "  he 
asked  whimsically. 

Taking  her  hand  in  his  he  said  impulsively,  "I  have  only 
lately  began  to  realize  how  great  was  my  presumption  in 
asking  you  four  years  ago  to  give  your  life  into  my  keeping 
and  God  knows  even  now  I  have  little  to  offer  you,  but  little 
more  than  half  a  man.  I  do  love  and  esteem  you,  Ethel, 
may  I  not  have  more  than  the  kindly  sisterly  regard  that  you 
express  to  me  in  so  many  ways?  " 

She  let  her  hand  lie  in  his  without  a  word  or  sign,  except 
the  quickened  breathing  that  expressed  her  deep  emotion. 
She  said,  "Bert,  I  do  not  know  what  to  say  or  what  to  think. 
You  have  been  so  good  to  mother  and  to  me  and  we  have 
both  been  so  happy  in  your  going  out  and  in  amongst  us. 
You  have  made  our  life  brighter  and  our  path  easier,  but  I 
fear  I  cannot  give  you  that  which  a  man  should  expect  from 
the  woman  who  promises  to  be  his  wife.  I  sometimes  wonder 
if  I  am  the  same  as  other  girls,  or  if  my  heart  is  a  hollow 
pretence,  without  even  an  echo  of  that  which  is  the  most 
sacred  thing  in  a  woman's  life.  I  am  afraid  I  am  intended  by 
nature  to  be  an  old  maid.  I  am  often  bewildered  as  to  why 
I  should  seem  to  attract  others,  when  I  have  practically  so 
little  to  offer  in  return.  I  am  afraid  Bert,  I  can  offer  you  no 
more  just  now  than  you  say  I  have  been  giving  you."  The 
Major,  in  parting  raised  her  hand  to  his  lips  reverently,  and 
said,  that  like  Jacob,  he  could  wait  another  five  years  or 
thrice  five  if  necessary. 

That  night,  Ethel  lay  awake,  tossing  until  the  small 
hours,  as  she  pondered  in  her  heart  the  strangeness  of  the 
fact,  that,  within  a  month,  two  of  the  most  worthy  men  of 
her  acquaintance  had  offered  her  the  greatest  gift  that  could 
be  placed  before  a  woman,  That  Walter  Johnston  should 
transfer  his  allegiance  to  another  was  his  perfect  right  but 
she  could  not  reconcile  the  report  with  what  she  had  hitherto 
known  of  his  steadfast  character,  even  apart  from  his  avowal 
to  her.  But  why  his  action  should  disturb  her  and  leave  that 
sensation  of  disappointment  and  loss  she  felt  was  harder  to 
explain.  Was  it  pique,  vulgar  jealousy,  or  what?  Morning 
found  her  altogether  unlike  herself.  She  arose  with  a  ner- 
vous headache  and  left  for  the  store  scarcely  touching  her 
breakfast. 

The  two  following  days  seemed  interminable,  notwith- 
standing the  constant  excitement  of  holiday  trade,  and  when 
Saturday  came  she  was  quite  done  up.  She  had  avoided 
Walter  Johnston  so  that  the  two  had  not  a  chance  for  more 
than  the  exchange  of  ordinary  commonplaces.  On  Saturday 
morning,  the  head  of  the  house  called  her  aside  and  asked 
if  she  did  not  wish  to  take  an  extra  hour  at  lunch  to  rest. 
She  said  she  thought  that  she  would  feel  better  after  Sunday. 
And  at  the  same  time  she  intimated  that  as  soon  as  Christmas 
was  over  she  wished  to  be  relieved  of  her  position,  having 
decided  to  give  up  business  and  remain  at  home  with  her 
mother. 

This  announcement  was  like  a  bolt  from  the  blue  and 
the  old  gentleman  was  so  taken  back  that  lie  could  not 
ormulate  even  a  protest.    Patting  her  on  the  shoulder, 


however,  he  told  her  to  rest  up  over  Sunday  and  they  would 
talk  the  whole  matter  over  on  Monday  morning. 

That  evening,  before  closing,  the  junior  partner  who  had 
heard  the  news  at  supper,  spoke  to  Ethel,  jokingly,  remark- 
ing that  he  understood  she  was  talking  of  making  a  move  that 
meant  a  breach  of  their  "honorable  armistice."  She  said 
nothing  in  reply  and  seemed  too  tired  for  banter. 

He  said  he  had  intended  asking  if  he  might  take  her  on 
Sunday  evening  to  the  Presbyterian  church  to  hear  a  cele- 
brated preacher  from  a  distance,  who  was  to  speak  on 
"Christianity  and  the  War."  If  she  thought  she  would  not 
be  too  tired  he  would  like  to  call  for  her,  and  would  like  her 
mother  to  come  also  if  she  would. 

At  first  Ethel  was  inclined  to  make  excuses,  especially 
as  she  thought  of  the  fair  occupant  of  the  manse,  but  finally 
consented,  asking  the  captain  somewhat  perfunctorily  if 
he  would  not  come  over  and  have  tea  with  them  before 
church.  The  arrangement  was  made  and  the  tired  little 
businesswoman  was  taken  home  in  the  Johnston  limousine 
and  went  immediately  to  bed,  where  she  lay  wondering  why 
she  had  not  had  sense  and  courage  to  decline  Captain  Johns- 
ton's invitation. 

It  was  some  weeks  since  the  Captain  had  been  in  the 
Lawrence  home,  business  having  been  unusually  pressing, 
but  the  real  reason,  if  he  would  confess  it,  was  that  he  had 
heard  Bert  and  Ethel  were  lately  very  much  together.  He 
took  the  two  ladies  to  the  church  in  his  car  and  they  were 
just  in  time  to  find  seats  in  the  Johnston  pew,  the  edifice 
being  packed  to  the  doors. 

On  their  return  to  the  house  an  animated  discussion 
took  place  upon  the  discourse  of  the  evening,  which  had  been 
not  only  a  masterly  defence  of  Christianity  against  material- 
ism and  a  plea  for  the  application  of  Christian  ethics  to  modern 
industrial  and  social  life,  but  had  been  a  scathing  arraign- 
ment of  the  failure  of  the  Church  to  meet  modern  conditions. 
Ethel,  in  the  discussion,  showed  a  grasp  of  economic  and 
social  questions  that  impressed  even  Walter,  who  was  more  or 
less  familiar  with  her  practical  and  somewhat  advanced 
ideas. 

The  young  people,  being  presently  left  to  themselves, 
the  question  came  up  as  to  Ethel's  severing  her  connection 
with  the  store. 

"What  are  we  going  to  do  with  our  plans  for  the  new 
ladies'  and  children's  department,  if  you  insist  on  deserting 
the  ship?  "  began  Captain  Johnston.  "  Father  has  been  so 
upset  since  you  spoke  to  him  that  he  has  hardly  said  a  word. 
He  spoke  last  night  of  his  intention  of  actually  offering  you 
an  interest  in  the  business  as  soon  as  the  new  department 
could  be  inaugurated.  I  think  you  have  been  wo  rking  too 
hard  and  that  two  or  three  weeks'  vacation  ought  to  fix  you 
up." 

Ethel  protested  that  she  had  not  been  overdoing  it, 
neither  had  she  lost  interest  in  the  store  and  its  future,  but 
she  felt  that  her  mission  was  at  an  end  now,  that  the  lads 
were  returning  from  overseas  and  besides,  she  really  thought 
her  mother  was  entitled  to  more  of  her  attention.  They 
were  planning,  she  said,  to  be  together  a  great  deal,  and  had 
decided  to  purchase  a  car,  which  would,  she  thought,  be  a 
great  factor  in  winning  back  a  little  of  the  vigor  her  mother 
had  lost  through  her  inability  to  get  about. 

"That  is  a  reason,"  said  Walter,  "against  which  I 
cannot  urge  any  claims  of  the  business  or  even  my  personal 
feelings,  for  I  need  not  say  that  I  shall  miss  you  so  much  that 
I  cannot  put  it  into  words." 

Ethel  looked  up  quickly  as  he  said  this  and  caught  the 
pain  in  his  eyes  as  well  as  in  the  tone  of  his  voice.  Her  eyes 
dropped  as  she  hastened  to  say,  "I  have  enjoyed  every 
moment  of  my  work  and  the  memory  of  the  last  three  months 
will  always  be  precious  to  me.  But  you  will  no  doubt  be 
able  to  find  someone  to  take  my  place  if  you  think  the  new 
department  cannot  be  placed  in  charge  of  a  young  man. 
I  shall  be  glad  at  any  time,  of  course,  to  offer  suggestions,  but 
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I  do  not  think  they  will  be  needed.  I  understand,  Captain 
Johnstone,  that  you  are  taking  in  a  new  partner  and  from 
what  I  know  of  her  I  am  sure  you  will  have  the  benefit  of  the 
advice  of  a  woman  whose  ability  and  practical  common- 
sense  are  such  that  even  in  business  it  will  be  worth  a  great 
deal  to  you. 

A  puzzled  look  came  over  the  Captain's  face  as  he  said, 
"You  are  talking  in  riddles,  Miss  Lawrence.  What  do  you 
mean  by  a  new  partner?  There  has  been  no  talk  with  father 
and  myself  of  any  changes  in  the  business,  other  than  the 
misfortune  of  your  quitting  us  just  when  we  are  getting 
things  in  shape  for  the  biggest  year's  business  we  have 
ever  had." 

"I  was  referring  to  your  approaching  marriage  to 
Miss  Paterson  and  expressing  the  opinion  which  every- 
body holds  that  she  will  be  a  great  help  to  you  at  the  store, 
as  well  as  otherwise,  from  her  good  common-sense  and  prac- 
tical knowledge  of  business  affairs,"  responded  Ethel  earnest- 
ly. "If  I  am  not  too  late  I  would  like  to  extend  my  con- 
gratulations." 

For  a  moment  or  two,  Captain  Johnston  sat  looking  at 
his  companion,  his  deep  blue  eyes  speaking  an  astonishment 
and  disappointment  far  beyond  words. 

"And  so  you  have  believed  that  foolish  tattle  going 
about  connecting  my  name  with  Muriel  Paterson?  And  you, 
who  I  thought  knew  me  better  perhaps  than  anyone  in  the 
world,  really  considered  I  was  capable  of  the  conduct  of  a 
weak  youth,  who  goes  about  carrying  his  heart  on  his  coat- 
sleeve?  What  reason  have  I  given  you,  who  have 
seen  the  worst  as  well  as  the  best  of  me  in  the  past  three 
months,  for  giving  me  this  very  nattering  character? "  he 
asked  somewhat  sternly. 

"Then  you  are  not  engaged  to  Miss  Paterson?"  mur- 
mured Ethel,  scarce  able  to  keep  back  the  ring  of  gladness 
with  which  the  question  was  asked.  "  No,  I  am  not,  and  no 
more  likely  to  be  to  her  than  to  you,  if  I  am  to  credit  the 
commom  belief  that  Major  Aikens  has  won  the  happy  dis- 
tinction of  winning  your  hand."  "There  is  absolutely  not 
a  grain  of  truth  in  such  a  report,"  said  Ethel  quietly,  with 
her  face  in  her  hands,  "and  I  may  also  say  not  likely  to  be. 
Captain  Johnston,  I  am  sorry  if  I  said  anything  to  make  you 
think  I  do  not  hold  you  in  the  same  honor  and  esteem  I  have 
felt  towards  you  from  my  first  acquaintance  with  you  and 
which  has  only  increased  with  my  knowledge  of  you." 
Raising  her  face  to  his  and  smiling  through  the  tears  that  were 
apparent  in  both  voice  and  eyes,  she  said,  "I  do  not  expect 
I  shall  ever  have  such  another  friend  I  — " 

What  was  the  subtle  radiance  which  through  the  fog  of 
stammering  speech  reached  out  to  Walter  Johnston  and 
brought  to  life  a  hope  that  he  had  thought  buried  beyond 
possibility  of  resurrection? 

Standing  before  the  woman  who  was  dearer  to  him  than 
life  and  tortured  with  the  fear  that  a  rash  word  might  place 
an  even  greater  barrier  between  them  than  already  existed, 
he  placed  his  hands  lightly  on  her  shoulders  as  he  gently 
said,  "Ethel,  I  value  your  friendship  too  much  to  venture  its 
loss  upon  ever  so  small  a  breach  of  our  'honorable  armistice.' 
I  cannot  tell  you  the  joy  that  has  come  to  me  to-night  to 
know  that  no  other  has  a  claim  on  that  which  is  to  me  the 
most  precious  thing  in  life.  I  dare  not  trust  myself  to  say 
more  or  I  will  break  the  truce — ."  There  was  a  pause, 
during  which  each  could  almost  hear  the  other's  heart  beat. 

"But  doesn't  unconditional  surrender  end  a  truce?"  at 
length  stammered  his  companion  shyly  with  downcast  eyes, 
her  face  suffused  with  crimson  blushes.  For  an  instant  the 
gallant  Captain  was  as  incapable  of  realizing  the  great  truth, 
as  some  of  the  front  line  regiments  in  France  when  the  bugle 
call  sounded  the  "cease  firing,"  on  November  eleventh. 

"Can  it  be  true?"  was  his  startled  cry,  as  taking  her 
face  in  his  hands,  he  turned  it  up  to  his  own  and  looked  into 
her  eyes  as  though  to  read  her  very  soul.    Then  in  a  long 


silent  embrace  they  sealed  the  compact  that  ushered  in  a  new 
heaven  and  new  earth  in  which  dwelleth  that  peace  which 
war  and  even  death  itself  can  not  break. 

THE  BRITISH  ANKLE  BOOT 

The  experience  of  the  British  army  boot  makers  and 
wearers  have  resulted  in  evolving  an  armoured  boot,  in 
which  is  embodied  the  highest  degree  of  efficiency,  with 
reasonable  comfort  in  wear  and  the  maximum  of  durability. 
There  are  some  important  modifications  in  the  design,  chief 
amongst  which  is  the  outside  toe-case,  which  protects  the 
wearer  against  "toe-stubbing."  It  is  an  idea  to  which  the 
trade  was  familiarised  by  the  Italian  mountain  pattern 
boot.  The  toe-case  also  affords  protection  to  the  upper  at  a 
rather  vulnerable  point,  and  will  therefore  inciease  the  per- 
centage of  repairable  boots.  It  is  cut  from  solid  grain  best 
quality  belly  of  not  less  than  1-10  in.  in  substance.  No  gum 
or  shellac  is  permitted  to  be  used,  with  the  exception  of  a 
thin  layer  of  shellac  to  prevent  grease  soaking  through  from 
the  upper  leather. 

The  whole  secret  of  the  matter,  says  an  expert,  is  in 
preparation.  The  important  thing  is  to  ensure  that  the  toe- 
cases  are  in  mellow  condition  when  the  closers  put  them  on, 
and  that  the  uppers  are  brought  to  the  making  department 
without  delay,  before  the  mellowness  has  departed.  After 
soaking,  the  toe-cases  should  lay  together  in  a  heap,  and  if 
the  attaching  is  put  through  promptly,  and  lasting  follows 
without  delay,  there  will  be  little  trouble  in  getting  them 
well  over  on  the  last.  The  toe-cases  have  to  be  quite  hard 
at  front  and  top,  before  the  boot  is  taken  off  the  last,  other- 
wise dents  will  occur.  The  official  instruction  is  to  leave 
the  boot  on  the  last  48  hours,  and  the  benefit  of  this  will  be 
apparent  not  only  in  the  toe-case,  but  in  the  solidity  of  the 
boot  as  a  whole. 

The  gore  in  the  latest  boot  has  been  lowered  to  two  and 
a  half  inches  from  the  top  of  the  leg,  compared  with  one  and 
a  half  inches  in  the  superseded  pattern,  because  it  was  found 
that  the  higher  gore  wrinkled  round  the  ankle  of  the  wearer 
and  often  caused  sores.  Alterations  have  been  made  in  the 
counter  and  back  strap.  The  latter  is  lowered  half  an  inch, 
so  that  the  stitches  escape  friction  from  the  puttee — a  fre- 
quent cause  of  broken  stitches.  The  narrowing — or  scoop- 
ing-out — of  the  counter  just  over  the  heel  is  calculated  to 
assist  the  blocking  of  the  back. 


BILL  CARROLL  THE  CAROLER 

Out  in  Vancouver  is  a  shoemaker  named  Bill  Carroll, 
who  bursts  forth  into  rhythmic  measure  on  his  advertising 
dodgers.  Here  is  one  of  them.  No  doubt  they  attract 
attention,  which  means  they  are  good  advertising,  or  Bill 
Carroll  would  not  keep  on  Billing  the  people  with  his  Carols. 
"Bill  Carroll,"  the  Returned  Soldier  Boot  and  Shoe  Maker. 

Since  the  "flue  epidemic"  has  come  to  our  town 
Strong  men  and  brave  women  now  shiver, 

Bill  Carroll  has  broken  all  obstacles  down, 
For  your  work  he  will  call  and  deliver. 

Just  call  on  the  phone  when  you  want  your  shoes  done 

And  the  issue  with  him  you  let  rest ; 
Your  work  is  returned  to  your  home  by  his  son 

To  householders,  boarders  or  guests. 

Remember  Bill  Carroll  his  duty  has  done, 
For  his  sufferings  he  feels  no  regrets; 

He  only  desires  that  you  in  your  turn 
Will  do  for  him  your  little  best. 

I  rendered  first  aid  to  the  body  in  the  trenches,  let  me 
now  give  first  aid  to  the  soles  at  home. 
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A.  DAVIS  &  SON 


MANUFACTURERS  OF 


High-Grade  Shoe  Leathers 

There  is  nothing  too  good  for  DAVIS  LEATHERS.  The  best  stock,  the  best  workmen,  the 
best  methods,  the  best  finish  and  packing  is  the  DAVIS  WAY.  It  has  made  Davis  Leathers 
the  leaders  in  their  class  on  this  continent.    It  means  better  shoes  and  greater  economy 


in  shoe  building. 


OUR  SPECIALTIES 


ELK— Black  and  Colors 
RUSSET— Oil  Grain 
MENNONITE  GRAIN— Black  and  Red 
COMBINATION— Smooth  and  Boarded  Pebble 


Russet  and  Black  Collar  Leather 

Vegechrome — Black  and  Chocolate 
Imitation  Gun  Metal 

Ooze  Splits  in  Black  and  Colors 
Military  Leather 


OUR  SMOOTH  CHROME 
AND  MATT  SIDES 


Are  pronounced  by  those  who  have  used  them 
as  the  best  value  on  the  market.  They  have 
those  qualities  that  not  only  mean  wear  but 
appearance,  and  above  all 


THEY  ARE  ECONOMICAL  IN  CUTTING 

SEND  FOR  SAMPLE  LOT 

KINGSTON,  ONT. 


CLARKE  &  CLARKE  Limited 

Established  1852 


Manufacturers  of 

SHEEPSKINS 

Of  all  kinds 


Our  sheepskins  have  been 
the  standard  for  quality 
and  colors  in  Canada  for 
over  thirty  years 

Clarke  &  Clarke  Limited 

General  Offices  &  Works 

Christie  Street,  Toronto 

City  Office  &  Warehouse 

63  Bay  Street,  Toronto 

BRANCH  WAREROOMS 
252  Notre  Dame  St.  W.,  Montreal 
553  St.  Valier  Street,  Quebec 
RICHARD  FRERES,  Agent 


JOHN  McENTYRE, 

LIMITED 

Leather  and  Shoe  Goods 

28  St.  Alexander  Street 
MONTREAL 


PLANTS 
Rubber  Cement  Factory 
26  Gladstone  Ave. 


TANNERY 
1704  Iberville  St. 


Sandals  of  Substance 

We  have  the  most 
highly  specialized 
labor  and  equipment 
in  Canada  for  the 
production  of  the  best 
type  of  sandal,  both 
in  leather  and  canvas. 

When  ordering  Sandals  specify  B.  F.  Brand. 

We  also  make  a  splendid  range  of  Children's  Stitch- 
down  Shoes. 

Humberstone   Shoe  Co. 

Humberstone,  Ont. 
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Mr.  H.  C.  Parker,  of  Parker,  Irwin,  Limited,  spent  a 
few  days  in  Boston  recently  on  business. 

Mr.  Charles  Albie,  of  the  Perth  Shoe  Co.,  has  been 
calling  on  the  trade  recently  in  Montreal. 

Mr.  H.  E.  Thomas,  who  conducts  a  retail  shoe  store 
at  468  College  St.,  Toronto,  will  move  soon  to  new  premises, 
a  few  doors  west  of  his  present  stand. 

Mr.  R.  E.  Jamieson,  of  the  Canadian  Consolidated 
Rubber  Co.,  Limited,  has  just  returned  after  a  business 
trip  to  Winnipeg,  Man. 

Mr.  M.  B.  Young,  shoe  dealer  of  Bloor  St.,  Toronto, 
has  been  laid  up  for  a  few  weeks  with  illness. 

Mr.  H.  C.  Parker,  of  Parker,  Irwin,  Limited,  has 
recently  purchased  a  brand  new  Chalmers  Special  Six  car. 
Many  of  Mr.  Parker's  friends  have  been  admiring  his  fine 
.new  machine. 

President  Reider,  of  the  Dominion  Rubber  Service, 
Montreal,  was  a  visitor  on  business  in  Toronto  last  week. 
Mr.  Reider  says  that  business  in  all  their  varied  branch  is 
exceptionally  good  and  he  is  particularly  optimistic  abou3 
1919. 

Mr.  Ed.  Perry,  of  the  John  R.  Evans  Co.,  was  in  Mon- 
treal recently  on  business  in  the  interests  of  his  firm. 

Mr.  James  Young,  at  one  time  a  well  known  shoe  man 
in  Montreal,  Bowmanville  and  other  places,  is  quite  ill  at 
the  Victoria  Memorial  Hospital,  Toronto. 

Mr.  Fred  Meinzer,  of  the  Miner  Rubbet  Co.,  has  just 
returned  from  a  business  trip  to  the  West,  going  out  as  far 
as  the  Pacific  Coast. 

Mr.  Mulligan,  who  has  been  connected  with  the  Arrow- 
smith  Co.,  in  the  United  States,  has  been  transferred  to  the 
Canadian  branch  and  will  reside  in  Toronto. 

Mr.  G.  G.  Hodges,  of  the  Geo.  A.  Slater  Shoe  Co., 
Montreal,  has  recently  returned  from  a  business  trip  to 
Pittsburg. 

Mr.  Jas.  Robinson,  of  Montreal  is  on  his  way  to  Cali- 
fornia, going  by  Winnipeg  and  Vancouver. 

Mr.  R.  J.  Orr  has  just  closed  a  very  successful  demon- 
stration for  the  Canadian  Arrowsmith  Co.,  at  the  Yonge 
Street  store,  Toronto,  of  H.  &  C.  Blachford. 

Mr.  A.  Hockham,  formerly  manager  of  the  Thos. 
Cresswell  shoe  store,  in  St.  Thomas,  Ont.,  has  started  in 
business  for  himself  at  437  Talbot  Street,  the  same  city. 

Mr.  A.  A.  Abernethy,  of  the  D.  D.  Hawthorne  Co., 
Toronto,  is  just  recovering  from  a  serious  attack  of  the  "flu." 
and  expects  to  be  on  duty  in  a  few  days. 

Mr.  N.  Adel  has  purchased  the  shoe  business  of  H.  C. 
Wilson,  241  King  St.,  E.,  Toronto. 

Mr.  J.  W.  Muir,  of  the  Blachford,  Davies  and  Co., 
Toronto,  is  on  a  business  trip  to  Ottawa. 

•  R.  B.  Chalne,  of  the  Adanac  Footwear  Co.,  Toronto,  is 
on  a  buying  trip  in  the  East,  visiting  Montreal,  Quebec, 
Boston,  etc. 

Mr.  Dunbar,  of  Scott,  Chamberlain  Co.,  London,  was 
registered  at  the  Queen's  Hotel,  Toronto,  one  day  last  week. 

E.  J.  Phillips,  of  Geo.  Parsons  Co.,  Toronto,  is  covering 
his  old  stamping  ground  in  the  Maritime  Provinces.  He 
says  business  is  good  all  over  his  territory. 

Lockie  Fingland,  that  traveller  of  the  White  Shoe  Co., 
with  a  perpetual  smile  is  smiling  wider  than  ever.  Some 
shoe  man  sent  him  a  barrel  of  Tolman  Sweets  and  they  cost 
Lockie  only  the  express.    Who  wouldn't  be  a  shoe  traveller? 


W.  Pollard,  who  looks  after  Geo.  Parsons  Co's.  business 
in  Western  Ontario,  says  he  has  no  kick  coming  so  far  as 
orders  are  concerned  all  along  his  route. 

A.  A.  Foy,  one  of  the  sales  staff  of  D.  D.  Hawthorne  Co., 
Toronto,  has  been  laid  up  with  an  attack  of  "flu." 

Mr.  R.  McAllister,  who  for  a  long  time  has  represented 
the  Brandon  Shoe  Co..  Brantford,  is  now  with  the  L.  H. 
Packard  Co.,  Limited,  of  Montreal. 

A  cable  from  Germany,  on  December  1st,  says  there 
are  no  shoes  of  leather  shown  in  the  shops.  Those  on  sale 
are  made  of  fabrics  with  wooden  soles. 

Mr.  J.  E.  Bishop  has  joined  the  selling  force  of  M.  B. 
Young,  shoe  merchant,  Bloor  St.,  West,  Toronto.  Mr. 
Bishop  is  an  overseas  man  and  carries  two  wound  stripes 
on  his  sleeve.    He  was  with  the  9th  Machine  Gun  Battery. 

Mr.  F.  A.  Todd,  manager  of  the  Columbus  Rubber  Co., 
Montreal,  recently  paid  a  flying  visit  to  the  West  in  the 
interests  of  his  firm. 

Mr.  Albert  Tetrault,  manager  of  the  Tetrault  Shoe 
Manufacturing  Co.,  Montreal,  accompanied  by  Mr.  Peter 


THREE    FOOT    BEAM    MACHINE,  in  perfect  order. 
Closest  price  for  prompt  clearance.    Apply  Beardmore 


and  Co.,  Toronto. 


WANTED — An  experienced  shoe  traveller  to  carry  as  a 
side  line,  on  a  commission  basis,  a  line  of  men's,  boys' 
and  youths'  heavy  staples,  and  women's  Kushion  Sole 
shoes.  Territory — Manitoba,  Saskatchewan,  Alberta, 
British  Columbia.  Apply  Thompson  Shoe  Co.,  Limited, 
Montreal,  Que. 

OLD-ESTABLISHED  FIRM  require  for  Cut  Sole  Factory, 
young  man,  having  expetience  in  Cut  Stock  for  both 
the  Factory  and  Finders'  Trade,  to  assist  foreman  in  the 
general  management  of  factory.  Apply,  stating  ex- 
perience and  wages  expected,  to  Box  828,  Shoe  and 
Leather  Journal,  1229  Queen  Street  West,  Toronto. 

SHOE  MACHINERY  FOR  SALE— We  have  a  number  of 
machines  belonging  to  the  estate  of  the  late  Chatham 
Shoe  Company  (principally  for  Fitting  Room),  that  we 
offer  at  very  low  prices.  List  on  application.  Weston 
Shoe  Company,  Limited,  Campbellford,  Ont. 

WANTED— TRAVELLING  SHOE  SALESMAN  to  carry 
samples,  in  Maritime  Provinces,  of  a  Manufacturer,  to 
Jobber  in  Men's  and  Women's  Welts  and  McKays,  also 
a  special  line  of  Juvenile  Hand  Welts;  case  lot  proposi- 
tion to  the  Retail  Trade;  a  real  salesman  is  required. 
Apply  Room  406,  64  Wellington  St.,  West,  Toronto 


AGENT  WANTED 

The  Rawtenstall  Shoe  and  Slipper  Co.,  Limited,  Bacup,  near 
Manchester,  England  require  a  reliable  and  experienced 
agent  to  represent  them  in  the  Canadian  market,  with  Camel 
Hair  Slippers  of  all  kinds  and  fabric  shoes  in  all  varieties. 
Applications  direct,  giving  qualifications  and  full  particulars 
with  references. 


THE   SHOE  AND   LEATHER  JOURNAL 


100 


From  $10,000  to  $99,000 
in  5  years. 

That's  what  the 

"LITTLE  CONCERN" 

known  as  the  St.  Hyacinthe  Soft  Sole 
Shoe  Co.  has  done. 

We  are  building  a  brand  new  factory 
75  x  45  feet,  two  storeys  high,  in 
which  to  make 

Men's,  Boys',  Youths',  Little  Gents' 
and  Children's  McKays  and  Stand- 
ard screwed  shoes. 

We  are  increasing  our  capital  to 
$99,000  and  will  then  take  a  new 
name.    Till  then  we  are 


St.  Hyacinthe  Soft  Sole  Shoe 
Co.,  Limited 

St.  Hyacinthe,  Quebec 


TORONTO  HEEL  CO. 

MANUFACTURERS  OF 

All  styles  of   Heels   in  Leather 
and  Composition 

WE  ARE  ALSO  MAKERS 
OF  THE  HAVERHILL 

Write  for  Samples  and  Prices.     These  will 
interest  you 

THE 

TORONTO  HEEL  COMPANY 
13  JARVIS  ST.  TORONTO 


WE  INVITE  AN  INSPECTION  OF 
OUR  NEW  LINE  OF 

Heavy  Footwear 

in  Standard  Screw  and  Peg.  We  are 
making  a  specialty  of  this  line,  and  are 
in  a  position  to  offer  exceptional  values 
in  strongly-built,  well-finished  heavy 
work  boots. 

This  line  is  just  what  Western  Buyers 
have  been  looking  for. 

Ask  to  see  our  range  of  hockey  boots  for  next  season 

J.  E.  SAMSON,  Reg. 

20  Arago  Street  -  QUEBEC,  QUE. 


C.N.Saba  &  Company 

Wish  to  announce  to  the  Retail  Shoe  Men  of 
Canada  that  inl  addition  to  our  high-grade 
line  of  Canadian  Indian  Hand-made 

MOCCASINS 

We  have  now  added  to  our  samples  a  complete 
range  of  HIGH-GRADE,  MEDIUM  and  STAPLE 

BOOTS  AND  SHOES 

for  Men,  Women  and  Children. 

Don't  fail  to  see  these  new  samples  before 
placing  your  order  for  Spring. 

THEY  ARE  ALL  MONEY  MAKERS 

Should  our  traveller  fail  to  reach  you,  drop 
a  card  to 

C.N.Saba  &  Company 

Manufacturers  and  Importers 

84-86  Wellington  St.  W.,  Toronto,  Ont. 
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Wishing  You 
the 

Compliments 
of  the 
Season 


GLAZED  KID 
SHEEPSKIN 


j  CABRETTAS 


SURFACE  KID 

Is  a  substitute  which  has  decided  advantages  over 
real  kid.  It  is  cheaper — has  a  well-finished 
appearance  when  made  up — is  smooth,  soft  and 
flexible,  yet  wears  extremely  well.  Made  in  black 
and  colors 

BUTTS— Waterproof,  Gun  Metal,  Dull  or  Glazed  and  in  Colors. 

LUCIE  IN  BORNE         Montreal  Office:  225  LEMOINE  ST. 


Doig,  sales  manager  of  this  company,  recently  spent  a  few 
days  in  Boston  on  business. 

Further  announcement  in  this  connection  will  come 
later,  as  we  were  given  the  information  in  confidence. 

E.  A.  Perry,  of  Jno.  R.  Evans  Leather  Co.,  of  Rochester 
and  Philadelphia,  spent  a  few  days  in  Montreal  recently. 

R.  L.  Stiles,  of  Jno.  R.  Evans  Leather  Co.,  Montreal, 
spent  a  week  in  Ontario  shoe  centres  recently. 

Mr.  Frank  W.  McKeen  is  now  superintendent  of  Gale 
Bros.,  Quebec.  Mr.  McKeen  thoroughly  understands  the 
shoe  business  and  has  had  abundant  experience. 

There  is  a  change  reported  in  the  business  of  A.  Des- 
marais,  Montreal. 

There  are  changes  reported  in  the  shoe  business  of 
B.  Cohen  &  Co.,  Montreal. 

Thos.  L.  Marshall  has  bought  the  shoe  business  recently 
carried  on  by  A.  Rodway,  1279  Gerrard  St.,  E.,  Toronto. 

Mr.  J.  W.  Muir,  late  chief  auditor  of  taxation  for  the 
Dominion  Government,  is  now  with  the  Blachford,  Davies 
and  Co.,  Toronto.  He  has  assumed  the  duties  of  the  late. 
Mr.  Emery. 

G.  K.  Palmer  and  John  G.  Walker,  of  Fredericton, 
N.B.,  have  been  on  an  extensive  business  trip  through 
Quebec  and  Ontario. 

Mr.  T.  A.  Wilson,  shoe  retailer  of  579  Bloor  St.,  West, 
Toronto,  is  taking  a  partner  into  his  business,  Mr.  W.  F. 
Collins. 

John  Cameron,  who  represents  Minister  Myles  Shoe 
Co.,  in  Western  Ontario,  says  he  has  had  a  most  successful 
trip  this  season. 

H.  B.  McGee,  the  popular  salesman  for  Perth  Shoe  Co., 
keeps  right  on  wearing  that  "Mac"  smile,  because  he  says 
business  has  been  more  than  good  with  him. 

Mr.  A.  A.  Orendorff,  representing  "Just  Wright"  shoes 
in  Central  and  Western  Ontario,  while  in  Toronto  recently, 
said  that  he  had  no  complaint  to  offer  about  business  in 
his  territory  this  season  . just  closed. 

W.  A  Donnell,  of  Donnell,  Carman  and  Mudge,  Boston, 
was  in  Toronto  recently,  calling  on  Lewis  &  Co.,  their  repre- 
sentatives. 

Mr.  Chas.  A.  Blachford,  of  the  Blachford  Shoe  Mfg. 
Co.,  Toronto,  and  Mr.  Harvey  McKeen,  Toronto  represen- 
tative, have  just  returned  from  New  York. 

C.  A.  Duclos,  of  Duclos  &  Payan,  St.  Hyacinthe, 
Que.,  was  a  business  visitor  in  Ontario  recently,  calling  on 
his  representative,  Lewis  &  Co.,  Toronto. 

Mr.  R.  E.  Dildine  of  the  Ames  Hohlen-McCready  Co., 
Montreal,  was  prevented  from  delivering  an  address  at  the 
Shoe  Manufacturers  Convention  in  Montreal,  through  an 
attack  of  appendicitis. 

John  Lennox,  the  Hamilton,  Ont.,  shoe  retailer,  has 
forwarded  per  parcel  post,  293  boxes  of  apples  to  the  boys  in 
France,  whose  friends  bought  Victory  Bonds  in  his  shop. 


The  boys  who  are  fortunate  to  receive  these  apples  will 
express  their  opinion  when  they  come  home  how  they 
enjoyed  them. 

Friends  of  Mr.  James  Lowther,  of  the  Hartt  Boot  & 
Shoe  Co.,  will  be  glad  to  hear  that  Jimmie's  new  son  and 
heir  is  progressing  nicely.  He  is  already  able  to  say  Uncle 
Bill  Smith's  name  and  shows  favor  for  the  city  under  the 
hill. 

The  shoe  and  leather  men  of  Montreal  and  Quebec 
are  saving  up  their  coppers  in  order  that  they  may  dig  deep 
for  the  Big  Wedding  that  takes  place  December  31st  of 
this  year.  A  certain  prominent  shoe  man  is  figuring  that 
1919  will  not  find  him  in  the  ranks  of  the  single  men.  Here's 
happiness  and  all  good  things  to  him! 

The  "Stork"  has  been  flying  around  again  among  the 
Toronto  shoe  men.  This  time  it  lit  on  the  chimney  of  Mr. 
C.  H.  Wilson,  of  Dundas  St.,  East.    Oh,  yes,  it's  a  daughter. 

Provincial  Footwear  Co.  is  the  name  of  a  new  jobbing 
house  which  has  been  formed  and  will  soon  open  offices  and 
warehouse  at  221  Notre  Dame  St.,  East,  Montreal,  where 
they  will  carry  a  full  line  of  shoes  for  the  retailer.  They 
expect  to  commence  business  shortly  after  the  first  of  the 
year. 

The  Eaton  Bootery  Co.,  of  Ottawa,  were  prosecuted  by 
the  Retail  Merchants'  Association  for  false  advertising  and 
while  the  magistrate  found  them  guilty,  he  claimed  the  man 
whom  they  charged,  did  not  know  it  and  dismissed  the  case. 
The  Merchants'  Association  appealed  the  case  and  Judge 
Gunn  confirmed  the  decision  of  the  magistrate  and  dis- 
missed the  appeal.  But  both  courts  found  defendants 
guilty. 


VANCOUVER  NOTES 

Mr.  H.  Smith,  of  the  Fit-Eze  Footwear  Store,  on  Gran- 
ville street,  has  sold  out  his  interest  to  Mr.  Murphy,  of  this 
city.  Mr.  Smith  is  going  poultry  ranching  in  California. 
We  wish  him  success  in  his  new  undertaking. 

At  no  time  in  the  history  of  the  shoe  trade  have  women 
been  employed  in  the  sales  department  as  there  are  to-day. 
Every  week  has  seen  additional  female  help  taken  on. 
In  several  instances  there  are  only  three  per  cent,  men 
engaged.  Women  in  this  branch  of  the  trade  have  no 
doubt  come  to  stay. 

Miss  E.  North,  daughter  of  Mr.  H.  North,  boot  dealer, 
Fraser  avenue,  South  Vancouver,  has  successfully  passed 
her  examinations  in  Practipedics  and  obtained  her  diploma 
with  points  of  97  per  cent.  Miss  North  is  to  be  congratulated 
on  her  success,  as  she  is  the  first  lady  to  obtain  this  honor  in 
Vancouver,  if  not  the  first  lady  in  Canada. 

Mr.  J.  Forshapp,  employed  with  Mr.  J.  J.  Woods, 
shoemaker,  Vancouver,  died  with  the  "flu"  and  pneu- 
monia recently.    He  was  a  very  promising  young  man,  only 
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The  Only 
Thing 

For  use  in  the 
trenches  to 
ensure  warm, 
dry  feet  under 
all  conditions. 
Absolutely  re- 
liable in  leath- 
er and  shoe- 
making. 

Our  Own  Make 

Write 
for  full 
informa- 
tion to 


Seventeen-inch  leg,  full  leather  sole, 
sewed  or  nailed  on,  also  hob  nailed. 


The  R.  M.  Beal  Leather  Co. 

LINDSAY,  ONT. 


LIMITED 


y  f  Pip  'lU- 


-COPELAND 

SHOEPACKS 


.  .  $4.50  12  inch  .  .  $6.50 
.    .     6.00       15  inch    .    .  7.50 

Wail  orders  promptly  filled. 

COPELAND* SHOEPACK  CO. 

MIDLAND,  ONT. 


The 

VULCO-UNIT  BOX  TOE 


Patented 
Dec.  30th,  1913 


Patented 
Oct.  26th,  1 9 15 


THE  VULCO-UNIT  PROCESS 

Adds  to  the  life  of  the  shoe 
because  of  its  ability  to 
withstand  hard  service. 

Unafjected  by  water 
or  perspiration. 

Beck  with  Box  Toe  Ltd. 

SHERBROOKE,  QUEBEC,  CANADA 


Edwards  &  Edwards 


TANNERS  OF 

SHEEPSKINS 

FOR 

SHOES  GLOVES 
SADDLERY 
UPHOLSTERING 
BAGS  AND  SUIT  CASES 
BOOKBINDING 
FANCY  AND 
NOVELTY  GOODS 
SKIVERS 
EMBOSSED  LEATHERS 
ETC..  ETC. 


Edwards  &  Edwards 


Tanneries 
Woodbridge  Ont. 


Head  Office 
27  Front  Street  East 
Toronto 

Quebec  and  Maritime  Provinces 
Represented  by 

John  McEntyre,  Limited  -  Montreal,  Que. 
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OSCAR  CLEMENT,  Reg. 


(late  of  Max  Clement  &  Sons) 

representing 
RICHARD  &  CO.,  QUEBEC 
manufacturers  of 
Leather  Board  for  Heels 


Reason's* 
(greetings 


Chrome  and  Bark  Tanned  Side  Leather 
BARK  TANNAGE 

Sides  Patent,  Waxed  and  Flexible  Splits 

CHROME  TANNAGE 

Box,  Dull,  Elk,  Velour,  Gun  Metal,  Mahogany,  Chrome  Patent,  Glove  and  Tongue  Splits 
in  any  color;  also  Horse  Hides  in  Box,  Dull,  Gun  Metal  and  Pearl.  Mercury  Chrome 
Sole  in  all  weights. 

QUEBEC,  QUE. 


Montreal  Office, 
3  St.  Helen  St. 


nineteen  years  old.  Mr.  Wood  had  himself  just  recovered 
from  an  attack  when  this  young  man  was  taken  ill. 

Stocks  are  heavy  and  clearance  sales  are  the  order 
of  the  day,  but  storekeepers  are  looking  forward  to  good 
Christmas  trade. 

Mr.  A.  Webb,  shoe  repairer,  of  Main  street,  has  moved 
to  larger  premises  next  to  his  old  stand,  where  he  intends 
putting  in  a  stock  of  boots  and  shoes.  Mr.  Webb  has  in- 
stalled a  McKay  sole  sewer,  which  is  the  first  of  its  kind  to 
be  operated  in  Vancouver. 


HONORED  IN  FRANCE 

Mr.  T.  W.  Hart,  who  10  years  ago  started  as  Western 
traveller  for  the  Nugget  Polish  Co.,  has  been  awarded  the 
D.C.M.  for  valiant  service  last  August  in  France.  He  en- 
listed with  the  95th  Battalion  in  1915,  went  overseas  in 
May,  1916,  and  reached  France  in  August  of  that  year.  He 
was  transferred  to  the  1st  Battalion  in  France.  His  many 
friends  in  the  shoe  trade  will  be  glad  to  know  of  his  success. 
His  home  is  in  Toronto. 


CHAS.  E.  ROY  &  CO. 

(REG.) 

DEALER  IN 

New  and  Second-Hand  Machinery 

Leather  and  Shoe  Findings 

Let  us  know  your  requirements 
We  may  have  what  you  want 

31  Colomb  St.      QUEBEC  CITY 


SHOES  WENT  AMISSING 

Charged  with  the  theft  of  25  pairs  of  babies'  shoes  from 
a  car  of  the  Q.  M.  &  S.  Railway  at  St.  Lambert  during  the 
latter  part  of  September,  Aime  Malette  appeared  before 
Judge  Cusson  in  the  Enquete  Court  recently,  and  was  re- 
manded for  voluntary  statement.  The  man,  it  was  testi- 
fied, was  met  by  an  employee  of  the  railway  at  St.  Lambert 
with  a  parcel  under  his  arm.  When  asked  where  he  had 
got  it,  the  accused  said  that  he  had  found  it.  He  was 
allowed  to  go  until  a  further  search  could  be  made.  Later, 
Detective  McCarthy,  of  the  Grand  Trunk  Railway,  went 
to  Toronto,  where  the  car  had  been  sent,  and  found  that 
the  car  contained  a  shipment  of  baby  shoes  for  the  Eaton 
Co.,  of  Toronto.  The  shipment  had  been  made  by  Jos. 
Papin,  of  Contrecoeur.  The  detective  said  he  found  that 
the  shipment  was  short  of  25  pairs  of  babies'  shoes.  The 
mark  and  numbers  corresponded  with  the  mark  and  numbers 
of  the  shoes  found  in  the  accused's  possession  after  further 
investigation.  Joseph  Papin  identified  the  shoes  in  court 
and  Judge  Cusson  decided  that  there  was  cause  for  trial 
and  fixed  the  date  for  the  voluntary  statement. 


JOSEPH   S.  FRY 

SHOE  AND  UPPER  MANUFACTURER 

168  Seaton  St.,  Toronto 

Men's  Strong  Working  Shoes,  Blu.  Double  Soles 

Goodyear  Stitched  -  -  -  -  -  $4.50 
Boys',  Goodyear  Stitched  -----  3.75 
Youths'  "  3.00 
Lads'     -  2.50 

Box  Calf,  50c.  Extra 

Men's  Strong  Uppers   ------  2.50 

Boys'         "  2.25 

Youths'    "         "  -  2.00 

Lads'        "  1.75 

We  Make  All  Kinds  Terms  Net  Cash 


W.  H.  StaynesS  Smith,  JESSi1*"™*1 

CASH  ADVANCED  w    _  -         «4**t«  n  rV         and  at  Kettering,  Northampton 

ON  CONSIGNMENTS       LeiCeSlcr,    J^Xlg.  Bristol,  and  Norwich. 

Cable  "HIDES"  Leicester. 
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"ALL   ABOARD!"   Direct  Through  Connections  from    "HOOF  TO   BE  AM  HOUSE." 

Only  stops  to  improve  quality  and  selection.    Depots  at  all  principal  Hide  Centres,  including 
CHINA,  INDIA,  JAVA,  BRAZIL,  CUBA,  COLOMBIA,  COSTA  RICA 

SCHMOLL  FILS  &  GO. 

International  Hide  Merchants 


PARIS 


HAVANA  BASLE 


NEW  YORK 


CHICAGO 


"We  deliver  what  you  buy" 


INDEX  TO  ADVERTISEMENTS 


PAGF 


Adanac  Leather  Co     23 

Aird  &  Son    t  -----  6 
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The  Management  and  Staff 

of  the 

United  Shoe  Machinery  Co. 
of  Canada  Limited 

join  in  extending  to  you 

Hearty  Christmas  Greetings 

with  the  wish  that  the  New  Year  may  bring 
you  peace  and  plenty. 

C hristmastide  nineteen-eighteen 


United  Shoe  Machinery  Co.  of  Canada  Limited 

MONTREAL 


KITCHENER 
179  King  Street  West 


TORONTO 
90  Adelaide  Street  West 


QUEBEC 
28  Rue  Demers 
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JM[  ap  tfje  beeb£  of  balor  anb  djtbalrp,  glototng 
2**^  Itfee  sttar*  tn  tfje  firmament  of  memorp, 
uplift  our  gptrtts  tf)t£  Cfjrt£tma£ttbe  anb  gutbe 
u£  trulp  to  $rogperttp  anb  ^appine^    :    :  : 


A.  R.  Clarke  &  Company 

Limited 

Toronto 

Branches,  Montreal  and  Quebec 
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